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Each Car Maker's Share... 


First-Quarter Sales: 1961 vs. 1960 


March vs. 


MONTHLY COMPARISON 


Pet. of 
Regis., 
FEB. 
26.91 
23.17 
6.36 
5.78 
5.45 
5.30 
4.52 
3.85 
2.95 
2.79 
2.07 
1.45 


Pet. of 


Chevrolet 
Ford 
Pontiac 
Rambler 
Oldsmobile 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Studebaker 


GEN. MOTORS .... 
FORD MOTOR 
CHRYS. CORP. 


*—Miscellaneous figures include imports. 


Feb., 1961 


FIRST-QTR, COMPARISON 
Pet. of Pet. of 
Regis., Regis., 
ist Qtr., Ist Qtr., 

1961 1960 
26.88 25.37 
22.54 22.42 
6.43 5.96 
6.06 


6.06 
5.58 5.39 
6.81 


5.34 
4.73 4.09 
5.21 


3.93 

2.90 34 

2.80 2.47 
2.62 


1.26 
1.82 

44 
29 


Pet. Pt. 
Pet. Pt. 
Change, 

’61 vs. ’60 


+151 





Compacts Rise 26 Percent 


For Star Sales 


By Robert M. Lienert 
Associate Editor 

OMPACT cars were about the 

only bright spot in the new-car 
picture during the first quarter, 
just-released registration figures 
show. 

Volume of compacts increased 
26.47 percent over last year while 
domestic standards’ volume was 
down 26.68 percent and imports 
fell 35.26 percent. 

The total market, with 1,268,507 
registrations in the first three 
months, ran 16.60 percent behind 
the 1960 first-quarter total of 
1,520,963. 

* * * 

OMPACT cars accounted for 

392,016 registrations in the first 
quarter, or 30.90 percent of the 
total. In the 1960 period, compacts’ 
penetration was 20.38 percent on 
309,957 registrations. 


Domestic standards, meanwhile, 
showed only 790,058 registrations 
in the quarter, down from 1,077,- 
508 a year ago. Their penetration 
was off to 62.28 percent this year, 
compared with 70.84 percent a 
year ago. 

Imports, in dropping to 86,433 
from 133,498, saw their penetration 





Top Cars 


New-car registrations for three months: 


1961 1960 
Pos, Make Pos. 
1— 341,043 Chev. 385,821— 1 
2— 285,925 Ford 340,920— 2 
3— 81,556 Pontiac  90,599— 5 
4— 76,924 Rambler 92,100— 4 
5— 170,739 Olds. 82,034— 6 
6— 67,729 Plym, 103,619— 3 
I— 59,955 Buick 62,275— 8 
8— 49,806 Dodge 719,200— 7 
9— 36,735 Comet 5,192—14 
10— 35,543 Cadillac 37,628—10 
1l— 26,945 Mercury 39,877— 9 
12— 19,598 Chrysler 19,184—12 
13— 16479 Stude. 27,696—11 
14— 17,925 Lincoln 6,645—13 
15— 2,848 Imperial 4,379—15 

88,757 Misc. 143,794 

Total All Makes ' 

1,268,507 1,520,964 


Further details on Page 76. 


—_—~ 








Role 


fade to 6.81 percent from 8.78 per- 
cent. 

Actually, total first-quarter regis- 
trations, although they trailed last 
year by a considerable margin, ran 
only 2.86 percent below the 10-year 
average of 1,305,884. They were also 
well ahead of recession-ridden 
1958’s count of 1,119,936. 

* * * 


oo alone, with 480,067 regis- 
trations, was far below last 
year’s booming 596,669 and ran 4.41 
percent below the 10-year average 
(Continued on Page 4, Col. 1) 


Model Run Tops 
4 Million in 
Peak °61 Week 


By Martin L, Whitmyer 
Staff Writer 
E> by a record-breaking 
achievement by Falcon, car 
output in the United States last 
week rose to its highest level since 
last December. 

The estimated 130,968 cars 
turned out by American makers 
last week marked the highest 
level output had reached since 
the week ended Dec. 10, 1960, 
when 135,453 units were assem- 
bled, and represented a 5.1 per- 
cent boost from the 124,609 cars 
built during the week ended May 
6, the previous high for the year. 


Last week’s output, however, was 
10.4 percent below the week ended 
May 14 a year ago, when 146,124 
ears were built. The industry has 
failed to top the year-ago level in 
any single week of the current cal- 
endar year. ; 

The upsurge also brought calen- 
dar-year production within 107,442 
units of the two-million mark for 
1961—a milestone that should be 
achieved this Friday (May 19). In 
1960, however, the milestone was 
reached on March 31, or nearly 42 
workdays before the 1961 counter- 
part. 

Chrysler Corp.’s Los Angeles and 
St. Louis plants will close this 
week, but Saturday operations at 
both the Comet-Falcon plants at 

(Centinued on Page 87, Col. 1) 








Relief Drive Paced by Chrysler ... 





61 Stocks Ease Again 


By Maynard M. Gordon 
News Editor 


haem year-long drive for “balanc- 
ed inventories” finally achieved 
a dealer objective May 1. The na- 
tional stockpile of new domestic 
cars slid below a 50-day supply and 
stood nearly 100,000 units under the 
recession peak of last February. 
With a moderate sales season 
under way, the estimated May 1 
float of 913,926 cars was the 
equivalent of a 49%4-day supply 
at the April selling rate. The 
month-earlier stockpile totalled 
935,183 and would have taken 
three more days to retail. 
Compacts comprised a larger 
share of the national inventory last 
month, keeping pace with increased 
consumer demand. The 10 compacts 
accounted for 34% percent of the 
total May 1, compared with 30 per- 
cent April 1, and were the equal of 
a 49-day supply. 
* 


pwd cer dealers on May Day 
from an inventory viewpoint 
were those of Chrysler Corp. A 
whopping 25,000 new cars were 
lopped from the Chrysler Corp. 
stockpile by April sales. 

As a result, the dealer burden 
of Chrysler-make unsolds and in 
transits was whittled to a model- 
year low of 46 days. Only six weeks 
ago, Chrysler Corp. dealers were 
wrestling with a 76-day supply. 

Coincidentally, American Mo- 
tors and Ford Motor Co. also re- 
duced their inventories to 46-day 
levels May 1. However, Ford and 
Lincoln-Mercury dealers counted 
more units in stock than a month 
ago as the mix of Falcons and 
Comets stepped up. The dealer 
inventory of Ramblers was cut 
about 6,000 cars. 

General Motors dealer stocks rose 
an estimated 3,000 domestics, but 
the GM supply fell from 60 days to 
52 days. The Lark inventory fell to 
73 days on a volume drop of 2,000. 

Volume totals of all makes May 
1 were as follows: GM, 450,000; 
Ford, 255,000; Chrysler, 130,000; 
American Motors, 57,000, and Stu- 
debaker-Packard, 19,000. Of these, 
the compacts took 315,000. 

* * * 


AILURE of consumer demand to 
light the bonfire which blazed 
in the spring months of 1960 and 
1959 is showing up in a marked re- 
duction in model shortage reports 
from the field. 
Lone makes in a sold-out position 
are the Chevrolet Corvair Monza 





Walter Cooper Dies 


After Lung Operation 

DENVER. — Walter B. Cooper, 
president of the National Auto- 
mobile Dealers Assn., died Thurs- 
day following an operation for 
removal of a lung tumor. 

He had entered the hespital a 
week before. He operated Chev- 
rolet -Oldsmobile dealefship in 
Fort Collins, Colo, He had been a 
dealer since 1933. 








and the Lincoln. Comet sedans re- 
mained scarce, as do the new Fal- 
con Futura and Thunderbird. 

Otherwise, the prevalent dealer 

reaction is: “All are available.” 

The style-setting Monza was de- 
scribed by a Midwestern Chevrolet 
dealer as the “hottest compact in 
the industry and the best thing 
we've had for conquest sales since 
the Chevy V-8 came in.” 

Whether the sudden popularity of 
bucket-seat coupes will spread 
across the industry is the major 
question of the spring season. The 
auto builders are ready to furnish 


New-Car. Stocks. 


In Field and in Transit, 
Domestic Makes 
1,009,694 


935,183 


April, 
1961 


913,926 





May, 
1960 


May, 
1961 


Current Records 
High (1,088,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
@© 1961, by Automotive News 





all the bucket cars the dealers can 
handle, in hopes that maybe a be- 
lated spur has been found for ’61- 
model sales. 
* * * 

[ae vogue in personalized cars, 

in the face of the inventory-re- 
duction drive, has made more diffi- 
cult a solution to the enigma of 
which makes, options and sizes to 
stockpile—ang how many of each. 

“IT thought the factories had cut 
back their schedules to a level 
where this inventory problem would 
let up a little,” said a New York 
State Ford dealer. “Now the Futura 
comes along, and I have to build 
up a stockpile of those without 
hurting my balance of everything 
else in the line.” 

Inventory complaints from 
Ford Division dealers have been 
a rarity this year. The division 
has scheduled its production 
within 50-day-supply boundaries 
throughout the sales slump. But 
the Futura has even Ford execu- 
tives wondering how bucket-itis 
will affect Falcon sedans and the 
standard-size models. 

At GM, sales hopes are unre- 
mittingly high for the Buick Spe- 
cial Skylark and Oldsmobile F-85 
Cutlass. Pontiac is making less of 
a splash with the bucket-seat Tem- 
pest. 

* * * 
MERICAN MOTORS also has 
entered the arena with its 
Custom 400 models. These are 
(Continued on Page 4, Col. 4) 





Counselling Unit Formed 
To Help N. Y. Dealers 


LBANY.—When a dealer’s prob- 

lems are too confidential or too 
perplexing to be solved by the 
bank, the finance company, the fac- 
tory, the account- 
ant or the law- 
yer, where can he 
turn for advice? 

Members of 
the New York 
State Automo- 
bile Dealers 
Assn. now can 
consult a group 
of fellow deal- 
ers who have 
been organized 
G. D. Gardner into a special 
Dealer Advisory Committee. 


James J. Clarkeson, Schenectady, 
NYSADA president, last week an- 
nounced the formation of a group 
of outstanding, successful dealers 
who are prepared to give their time 
and their talents to dealers who 
ask for help. 

oo ca * 
"7s Dealer Advisory Committee, 
under the chairmanship of 
George D. Gardner, of Binghamton, 
will advise dealers on problems in 
five general areas. 
They are: Business management, 


Inside Automotive News... 


® 
Page 40. 


Chevy’s “youth corps” a service spectacular. 


Import-car sales rise. Page 6. 

Harping on safety fattens profits. Page 48. 
Dealer sues on dumping. Page 2. 

One way to move used cars. Page 81. 





finance and banking, contract 
termination, industry relations and 
disposal of dealership assets direct- 
ly, or by surviving spouse, children 
or partners. 

Gardner, an Oldsmobile dealer, 
is a past-president and life director 
of the New York association. He is 
the current National Automobile 
Dealers Assn. director for upstate 
New York and is chairman of the 
state’s Industry Relations Com- 
mittee. 

“For a long time,’ Clarkeson 
said, “we have observed that deal- 
ers, confronted with what appeared 
to them to be insurmountable prob- 

(Continued on Page 4, Col. 2) 


Imported-Car 
Registrations 


New imported-car registrations for 
three months: 





1961 1960 
Pos. Make Pos. 
1—42,538 Volkswagen 38,224— 1 
2— 8,599 Renault 20,913— 2 
3— 2,959 Opel 1,156— 4 
4— 2,762 Fiat 6,477— 5 
5— 2,595 Mercedes-Benz s 
6— 2,278 Volvo 3,472—10 
I— 2,199 Triumph 3,650— 8 
8— 2,143 Eng. Ford 8,546— 3 
9— 1,876 Austin-Healey ° 
10— 1,806 Simca 4,462— 6 
* Vauxhall 3,854— 7 
Hillman 3,505— 9 


16678 All Others 32,639 
Total All Makes 
86,433 133,498 
*—Not in Top Ten. 
(Story on Page 6.) 
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Injured by Dumping, He Claims... 


L. A. Dealer Sues S-P 
On Sale of Leftovers 


By William Carroll 
West Coast Editor 

LOS ANGELES.—A $900,000 law- 
suit was filed last week against 
Studebaker-Packard and one,of its 
dealers, under provisions of the 
Clayton and Robinson-Patman 
Acts, by Economy Car Center, Re- 
seda, Calif., alleging unfair com- 
petition, illegal purchases and con- 
spiracy to injure. 

The suit, against S-P, Ranchero 
Motors, Inc., North Hollywood, 
and Phil Rauch, said to be the 
owner of Ranchero, revolves 
around S-P’s sale to Ranchero of 
451 leftover 1960 Larks. 

Carl Cannata, president of the 
corporation owning Economy Car 
Center, told Automotive News, “We 
didn’t want to file against Stude- 
baker, but talking with local S-P 
officials and writing to South Bend 
got us nothing but sympathy. 

“We feel they are wrong, and 
We can’t live on sympathy. What 
they did has already cost us lots 
of money and, if not corrected, 
could put us out of business.” 

Neither Rauch, Los Angeles 
S-P officials or company head- 
quarters in South Bend had been 
served when contacted by Auto- 
motive News. 

Rauch said, “I don’t know any- 
thing about it, but it seems a little 
ridiculous. Any dealer who wanted 
the cars could have had them.” 

In South Bend, a company 


Shop Business 
Slips in April 


Dealers State Views 
On Car Transporting 


— typical auto dealer’s parts 
and service business fell off in 
April, the monthly survey by 
AUTOMOTIVE News shows. 

Sales of parts for cars being 
repaired in dealers’ shops drop- 
ped 7.5 percent below the total 
for March and ran 11.3 percent 
under the figure for April of last 
year. 

Total sales of parts and acces- 
sories, both wholesale and retail, 
were 9.4 percent lower in April 
than they were in March. The April 
total was 15.3 percent under the fig- 
ure for April, 1960. 

The number of repair orders 
written in April fell 2.9 percent 
under the March figure and 12.0 


percent under April of last year. 
ea * * 


PRIL customer labor sales were 
4.2 percent below March and 

11.0 percent under April, 1960. 

Two reasons were advanced to 
explain at least part of the de- 
cline in April service business. 
The month had fewer working 
days and dealers in a number of 
areas complained of a late spring 
which delayed the annual spring 
pickup in service business. 

There were 20 weekdays and five 
Saturdays in April, compared to 
23 weekdays and four Saturdays in 
March and 21 weekdays and five 
Saturdays in April of last year. 

* * * 


oe service consequences of the 
method in which cars are de- 
livered to the dealership were ex- 
plored in a survey of dealers con- 
ducted along with the monthly 
AUTOMOTIVE NEWS survey on parts 
and service business. 

The dealers were first asked if 
they had ever received cars shipped 
at least part of the way by the 
railroad piggyback method. Only 26 
percent of the group said they had 
while the other 74 percent said 
they had not. 

The railroads and truckers 
have been engaging in a tug-of- 
war to determine who will get 
how much of the car hauling 
business. 

Among those dealers who have 
not received cars shipped by rail, 
there is no great desire for a 


change. 
* * * 


MONG those who were dissatis- 

fied with the present method of 

delivering cars by truck, there were 
(Continued on Page 84, Col. 3) 








spokesman said S-P could make 
no comment until its attorneys 
have had a chance to study the 
charges. 

After being served, Ranchero, 
Rauch and S-P have 20 days in 
which to file an answer. 

According to Glenn S. Roberts, 
attorney for Economy Car, the suit 
hinges on the manner of sale of 
surplus ’60 Larks. 

It is said that Studebaker of- 
fered the cars to all dealers at 
reduced prices after the 1961s 
were available. Rauch is said to 
have approached Los Angeles 
zone people seeking to purchase 
the cars at a lower price. 

On being referred to South Bend, 
Rauch allegedly flew East and ne- 

gotiated with Studebaker officers to 
purchase the remaining stock “as 
i” 

It is reported the stock included 
a majority of convertibles, many 
station wagons, some zone cars and 
loaners. Rauch is reported to have 
purchased the cars at 30 percent, 
or about $700, below the usual 
dealer cost. 

Early in 1961, Ranchero Motors 
began advertising: “Special factory 
purchase . , . 451 brand new 1960 
factory-fresh Larks . . . Priced so 
low the factory will not permit us 
to advertise it.” 

On Feb. 23, Cannata wrote Stu- 
debaker President Sherwood H. 
Egbert and protested the sale. 

He said that Economy Car had 
1960 Larks on hand that cost 
more than Ranchero’s retail price 
and complained that this was 
contrary to his understanding of 
the franchise agreement. 

On March 3, an S-P executive 
replied for Egbert. Cannata said 
the S-P man explained that Ran- 
chero had purchased the entire 
stock of ’60s in factory inventory 
in “as is” condition and expressed 
regrets for the situation. 

In the suit, Economy Car alleges 
that both dealerships (about eight 
miles apart) sell the same cars, at 
the same price and are “in direct 
retail sales competition with each 
other.” 

Economy’s first count, for $300,- 
000 damages, claims “that the 1960 
Lark automobiles purchased at dis- 
count from Studebaker - Packard 
are in direct competition with simi- 
lar automobiles held in stock by 
plaintiff for sale.” 

The second count, for $300,000, 
claims the Ranchero purchase 
from S-P is illegal because it in- 
volves unlawful discrimination in 
the purchase price of the cars. 

A third count charges that the 
transaction “was designed to and 
did unlawfully lessen or injure 
competition between plaintiff and 
said defendant.” Economy is asking 
$300,000 damages on this count. 


CONFIDENCE 
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Brand Names Honors Winning Dealers— 

, Conn., was honored as the nation's out- 
standing automobile dealership in Brand Names Foundation's 13th annual Brand 
Names Retailer-of-the-Year Competition. Morris M. Lipman, left, president, accepted 


Lipman Motors Inc. (Rambler), Hartford, 


the plaque symbolizing this achievement 


at a banquet in New York. In addition, 


Certificates of Distinction were awarded to runnersup in this category of the com- 
petition. They were James J. Clarkeson, second from left, Van Curler Motor Co., Inc. 
(Lincoln-Mercury-Rolls Royce), Schenectady, N. Y.; W. G. Rodland, Follestad Rambler, 
Inc., Everett, Wash.; Robert F. Brost, Brost Motors, Inc. (Dodge), Buffalo, and Lee 
Galles, Galles Motor Co. (Chevrolet-Cadillac-Oldsmobile), Albuquerque, N. M. 


Dann ‘Fishing Expedition’ 
To Be Spared Chrysler 





By Maynard M. Gordon 
News Editor 


Sou A. DANN was bluntly warn- 
ed last week he will not be 
allowed to conduct a “fishing ex- 
pedition” into Chrysler Corp. man- 
agement. 

Chief Judge Theodore Levin, 
of Detroit’s United 
States District 
Court, ruled that 
Chrysler’s chief 
nemesis must de- 
fine in size and in 
depth the “pond 
to be fished, the 
bait to be used 
and the fish to be 
caught.” 

Then, the judge 
; admonished 

Sol A. Demme Dann, the court 
and the court alone will determine 
whom Dann can question and to 
what end in a suit charging Chrys- 
ler with violations of the Securities 
& Exchange Act. 

Dann stormed and railed as 
Judge Levin scolded him during a 
one-hour hearing, The Detroit at- 
torney pleaded with the judge to 
find him in contempt of court, only 
to be told from the bench that 
Judge Levin would not want to 
“dignify what you are doing.” 

* * * 
noe Chrysler’s defeat of 
the “fishing expedition” was 
not as complete as the corporation 
would have liked. 

Judge Levin declined to dismiss 
Dann’s suit, as the company had 
petitioned. Instead, he ordered 
Dann to submit an amended com- 
plaint and Chrysler to file an an- 
swer before the end of May. 

Early in June, the judge de- 
cided, another hearing will be 





Business Barometer 


Automotive News Economic Index — 


101.5 Percent of 
96.6 Percent of 


Auto Production 

Truck Production 

Auto Registrations—Year to date.. 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—Tons.... 

Soft Coal Output—tTons 

Oil Refinery Output—bBarrels 

Electric Output—Kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices-—Average 
Business Failures 


Common 
Stocks May 10 May3 
18 18% 
42, 42% 
853%, 84%, 
46 464%, 


1961 Range 
214%4,-16% 
48 -37% 
863,-63%, 
46%, -405, 


$80,189,044,000 


Commercial and Industrial Loans $31,492,000,000 
$35,823,000,000 


Last Week 
Like Week Last Year 


Percent of 


Percent of Like Week 
Last Week Last Year 
108.8 
92.5 


87.6 
76.3 
83.4 
89.3 
90.9 
93.8 
104.0 
88.7 
97.6 
105.3 
89.9 
96.7 
120.3 


124,609 
22,820 
1,268,507 
194,116 
1,943,000 
237,832,000 
325,861 
7,420,000 
47,212,000 
14,206,000,700 
332,197 

146 

134.5 


104.6 
101.9 
105.2 
100.3 
100.9 

99.7 
102.5 
101.4 
101.8 


103.0 
101.8 
117.6 
104.1 
122.0 


99.6 
100.6 
98.5 
108.1 


$1,062 
399 


Common 
Stocks May 10 May3 1961 Range 
52Y, 53%-42% 
435, 47 -32% 

8 9Y%,- 7 
553%, 57%4-40% 


(May 15, 1961) 





held to determine whom Dann 
may interrogate and what may be 
asked in documenting charges 
that Chrysler violated SEC proxy 
rules in the election of directors 
at its April shareholders meeting. 


Pending his definitive decision, 
Judge Levin cancelled Dann’s plans 
to take depositions from L. L. Col- 
bert, K, T. Keller and Lynn A. 
Townsend. Colbert is chairman and 
president of Chrysler; Townsend is 
administrative vice-president; Kel- 
ler preceded Colbert as chairman 
and is believed to own the largest 
single block of stock in the cor- 
poration. 

Eo * * 
ILE Dann protested bitterly, 
Judge Levin said that the at- 
torney’s failure to back up his 
charges with evidence had caused 
the judge at one time to consider 
throwing out the proxy suit. The 
judge ordered Dann to submit evi- 
dence, “not hearsay or rumors,” if 
he wants to continue with pre-trial 

depositions in the case. 

Time and time again, Dann ar- 
gued that a U. S. Circuit Court de- 
cision in a Studebaker proxy case 
was all the reason he and Judge 
Levin needed to let the “fishing ex- 
pedition” continue. 


In the Studebaker case, Dann 
won a victory which he feels 
strengthens him in battling 
Chrysler. The Court of Appeals 
for the Sixth Circuit, which em- 
braces Michigan, upheld by a 
3-to-0 vote last Feb. 6 Dann’s 
contention that a trial should 
have been held to examine 
charges of SEC violations in the 
count of proxies when Stude- 
baker and Curtiss-Wright made a 
management agreement in 1956. 

The Dann charges against Stude- 
baker were summarily dismissed 
by retired Federal Judge Arthur F. 
Lederle, who preceded Judge Levin 
as chief of the Detroit area Dis- 
trict Court. This District Court now 
has been ordered by the appellate 
branch to try the Studebaker case. 

Judge Levin was not disposed to 
accept Dann’s claims that the Stu- 
debaker and Chrysler cases were 
synonymous. The judge warned 

(Continued on Page 83, Col. 1) 


Studebaker Gets 


Government Order 


SOUTH BEND.— The awarding 
of a $532,351 United States Gov- 
ernment contract for passenger 
cars to Studebaker-Packard was 
announced last week by Sherwood 
H. Egbert, S-P president. 

Egbert said the order brings the 
total value of Studebaker’s 1961 
Federal government contracts for 
Larks to $4,480,321, the highest in 
any one year for passenger vehicles 
in the 109-year history of the com- 
pany. 

The Larks were ordered by the 
General Services Administration, A 
$3,117,847 government contract with 
options was awarded Studebaker in 
January to supply more than 2,000 
Larks to the GSA. 





Auto Credit Ebbs 
At Lower Rate 
6th Month in Row 


WASHINGTON.—The volume of 
auto credit outstanding fell by $118 
million in March and reached 
$17,265 million at the end of the 
month, the Federal Reserve Board 
reported. 

It was the sixth straight month 
of contraction but the March de- 
cline was less than February’s 
$228-million drop. The fall has 
trimmed almost $1 billion from 
the credit total, During the full 
year ended March 31, the credit 
total increased by $439 million. 

Consumers’ total installment debt 
fell by $206 million to $42,058 mil- 
lion during March. 

Auto loans obtained in March to- 
talled $1,330 million, compared with 
$1,051 million in February and 
$1,629 million in March of last year. 
Auto debt repaid in March amount- 
ed to $1,448 million, compared with 
$1,279 million in February and 
$1,429 million in March, 1960, 

Of the auto credit outstanding 
on March 31, banks had extended 
$7,849 million, down $9 million in 
March but a gain of $340 in the last 
year. 

Finance companies held an- 
other $7,314 million of the auto 
paper, down $115 million during 
March and a drop of $93 million 
in the last year. 

Other financial institutions had 
extended $1,611 million of the total, 
a gain of $12 million during March 
and up $188 million in the last year. 

The remaining $491 million of the 
credit had been extended by auto 
dealers, down $6 million in March 
but a gain of $4 million in the last 
year. 

Of all new cars purchased in 
March, 54 percent were credit 
deals, compared to 56 percent in 
February and 58 percent in March 
of last year. 


Missouri Senate 


OK’s Tax Relief 


JEFFERSON CITY.—The Mis- 
souri Senate has voted 28 to 0 to 
restore use-tax exemptions. The 
proposal would aid the state’s auto 
assembly operations and other 
manufacturing industries. 


State use and sales taxes remain 
at 2 percent under the proposal. 
However, the bill exempts from the 
two levies all materials, goods and 
machinery used for the manufac- 
ture or fabrication of new products 
intended for retail sale. 


It also would exempt replace- 
ment parts and equipment used for 
repair and maintenance of autos, 
barges, pipelines, aircraft and rail- 
road rolling stock. 





Community Promotion— 


Jack Snyder, right, Snyder-Lynch Dodge, 
Reseda, Calif., points to the group of 
“Town Criers" that was enlisted for this 
community's ‘“‘Now Is The Time, America” 
promotion, Three teen-age car clubs con- 
tributed their time and use of their cars 
to promote the town meeting that kicked 
off the campaign. Some 75 youngsters 
equipped cars with cow bells and public 
address systems to tell residents of the 
event. More than 10,000 persons attended 
the meeting in the city park. All mer- 
chants closed at 6 p.m. and reopened at 
9 p.m. with bargains and specials, serving 
customers until after 12 p.m. More than 
750 civic, business, fraternal and religious 
groups participated in the event. 
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OME dealers find that it pays to 

take a path different from that 
travelled by the crowd. If most 
dealers are advertising fantastic 
discounts in big-t ype newspaper 
ads, the average dealer feels he 
isn’t in it unless he does the same. 

The contemplative dealer seeks 
a different path to the prospect, 
avoiding a media that has been 
muddied by confidence-destroy- 
ing claims. 

The other day, we came across 
an example of the thoughtful deal- 
er in a somewhat less blatent situ- 
ation. It wasn’t a case of compet- 
ing against harmful ads, but 
of trying to stand out in a general 
promotion in which all dealers 
were accenting the same theme. 

* * 


STEEL.’” 


Important Promotion 


TEEL means a lot to the city of 

Middletown, O., so, when Armco 
and the Middletown new-car deal- 
ers joined in a “we sell steel” pro- 
motion, Middletown Lincoln-Mer- 
cury wanted to be in, but not to 
be lost. 

Working with an advertising 
agency, S. Fabian, of Cincinnati, it 
developed a series of ads, which, 
according to Ken B. Philips, vice- 
president of the dealership, stimu- 
lated talk in the community and 
brought in business to the dealer- 
ship. 

One ad depicted a mainspring, 
with this copy in small type in the 
center: 

“Steel is the mainspring of 
Middletown’s economy.” 

Copy below the ad says: 

“We dedicate this series to the 
people of Middletown, and com- 
mend the Armco Division and the 
Middletown New Car Dealers Assn. 
for stimulating the economy and 


Steel Drive Ups 
Sales 57 Percent 


MIDDLETOWN, O.—Auto sales 
in Middletown, home of Armco 
Steel Corp., soared 57 percent dur- 
ing the recent three-week “We Sell 
Steel” promotion, according to W. 
S. Wilmer jr., president, Middle- 
town New Car Dealers Assn. 

He said the average weekly new- 
car sales during the last three 
weeks of April were up 57 percent 
over the average for the period 
from Jan. 1 through April 9. 

This increase also was more than 
3% times greater than the national 
gain of 15.6 percent for the corres- 
ponding three-week period, Wilmer 
said. 

Only one of the city’s eight deal- 
ers failed to register a substantial 
gain, he added. Individual] increases 
ranging from 20 to 300 percent 
were reported. 
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Used-Car Notes 












building a better Middletown 
through steel. Middletown Lincoln- 
Mercury Co., Inc., 2714 Tytus Ave., 
Garden 2-4501-Lincoln-Continental- 
Mercury-Comet-Comet S 22. We are 
proud to be a part of ‘WE SELL 


The ad looked like this: 








Another ad, captioned “Steel is 
close to every home in Middle- 
town,” looked like this: 


In striving for better communi- 
cations with the public, this deal- 
ership uses as a motto: 

“The public is entitled to better 
auto ads than it 

ok 


gets.” 


* * 


Cooperation & Yells 
HEVROLET Deale. 
Mitchell jr. says he yells when 
factories do something wrong and 
so it is only fair that he yell when 


William H. 


one does some- 
thing right. The 
story goes like 
this: 

At the NADA 
convention in 
San Francisco, 
Mitchell made 
what he thought 
was a passing 
comment to E. N. 
Cole, general 
manager of Chev- 
rolet. He told 


Cole that dealers were upset on 
parts compensation and warranty 
claims, and said: 
whole story through NADA chan- 


“You'll get the 


Cole caught his arm and said: 
“Never mind that. Let’s get the 
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Clean Units Turn Scarce... 





UZ. C. Stocks Up Slightly 


by Robert MM. Finlay [DESPITE brisk business during 


the preceding month, stocks of 
unsold used cars held by franchised 
dealers on May 1 showed a small 
increase, according to AUTOMOTIVE 
News’ estimates. 

Used units on hand were good 
for 30.8 days of selling, compared 
with a 28.6-day supply on the 
month-earlier census date. It was 
the first time this year that used- 
car inventories had failed to de- 
cline from the previous month’s 
count. 

Dealers everywhere were happy 
with used-car results, generally 
reporting both sales and profits 
running above year-ago levels. 

* + * 


—— to the larger 
used-car stockpile was the in- 
crease in new-car deliveries during 
the month, which brought in a 
growing number of trades. 

One point of dealer concern 
was that the larger stockpile was 
not matched by an increased 
number of clean units. Some 


dealers said that current stocks 
were less “Sellable” on an over- 
all basis than were the cars in 
inventory earlier in the year. 

As a result of a tight used-car 
market extending over a number 
of months, most dealers had done 
an excellent job of weeding out the 
iron, A number of dogs are creep- 
ing into the lots again, they say. 

* * * 


7 May 1 used-car inventories 
pegged at a 30.8-day supply, 
they were the lowest for that date 
in six years—with the lone excep- 
tion of 1959, when they stood at 
30.6 days. Last year, the inventory 
was good for 33.5 days of selling 





50 Years for Dorn 
ST, LOUIS.—M. A, Dorn Motors 
(Chrysler-Plymouth), 1150 S. Big 
Bend Blvd., Richmond Heights, has 
celebrated its 50th anniversary, It 
has handled Chrysler products for 
28 years. 





Dealers in North Carolina Elect— 


New officers of the North Carolina Automobile Dealers Assn., elected at the group's 
26th annual convention in Pinehurst, N. C., are, from left, Wilson F. Yarborough jr., 
Fayetteville, treasurer; Rupert E. Atkins, Raleigh, president; Arthur P. Harris, Char- 
lotte, vice-president, and J. M. Deaton jr., Statesville, secretary. (See Story Page 8.) 


Ford Sues for $5 Million, 
Charging Dealer ‘Plot’ 


NEW YORK.—Ford Motor Co.| “intentionally to cause material in- 


wants $5 million damages from a 
lawyer and former Ford dealer 
whom it accuses of a franchise 
“conspiracy” designed to set the 
stage for a good-faith suit against 
the company. 

The company also asks, in a Fed- 
eral District Court complaint, that 
Alexander Hammond be enjoined 
from representing other former 
Ford dealers in a good-faith action 
against Ford. 

Hammond, who operated Ham- 
mond Ford, Inc., in the Bronx, sued 
Ford for $4.4 million under the 
good-faith law in February. The 
company has denied violations of 
the good-faith law and argued that 
Hammond accepted a $77,000 settle- 
ment after Hammond Ford ceased 
operation in 1959. 

The counterattack against Ham- 
mond is believed to be the first 
made by a factory since the Auto- 
mobile Dealer Franchise Act went 
into effect in August, 1956. 

Ford’s complaint says that Ham- 
mond and his former partner, Lud- 
wig J. Pariser, ran Hammond Ford 





Jacksonville Dealers 


Elect Tucker President 

JACKSONVILLE, Fla. — Newly 
elected president of the Jackson- 
ville Automobile Dealers Assn. is 
Holmes Tucker of Claude Nolan, 
Inc. (Cadillac-Pontiac). 

Elected to serve with- Tucker 
were: Lee Powell jr., Powell Plym- 
outh, vice-president; Gordon 
Thompson jr., Gordon Thompson 
Chevrolet, Inc., treasurer, and Allen 
L. Poucher, attorney. 


jury to Ford and to injure and 
interfere with the business and 
goodwill of Ford wrongfully and 
without justification or excuse.” 
The conspiracy, the complaint says, 
caused Ford to lose competitive 
position in the Bronx. 

“A substantial amount of money 
was unnecessarily expended by 
Ford in connection with the ap- 
pointment and installation of Ham- 
mond, Inc., as a dealer,” the com- 
plaint adds. 


Oldtime dealer 


tories are plann 


that it cost the 
time it lost a big 





Wemhoft 
recent years have verified Klingler’s estimates... 


James Weber, Plymouth dealer 


ex-NADA president, reports from 
booming there. “In about two mo 


On the House... 


the other day. “You know, Pete,” he said, “the fac- 


who have large overheads, with low-overhead deal- 
ers.” “That doesn’t make sense,” I replied, recalling 
what Harry Klingler, former general manager of 
Pontiac, told me years ago. Klingler pointed out 


tomers who follow the dealer into his new line; 
through lost service, parts and used-car customers; 
through promotional costs in building up a new 
dealer in a community.” Other factory officials in 


hope every factory adopts a national price and discount on their 
cars and cut dealer’s discount to at least 15 percent, with about 
2 percent holdback out of the 15 percent .. . It should correct over 
50 percent of our evils at once” .. 

Here’s a salute to Chrysler Corp. and its Redstone booster, which 
made possible America’s first spaceman trip... 


able to move if the increase continues—no streets.” 


and in 1957 stocks soared to a 38.5- 
day supply on May 1, one of the 
highest levels ever recorded for 
that date. 

A growing number of dealers 
reported a minimum inventory 
on May 1 despite the increased 
overall average. Some 23.1 per- 
cent put themselves in the 15- 
days-or-fewer class, compared 
with 13.3 percent a month earlier. 
On the first two census dates this 
year, no dealers reporting to 
Automotive News claimed stocks 
so readily disposable. 

Slightly fewer dealers were in the 
16-to-30-day category on May 1— 
apparently a number crossed over 
the 15-day boundary to the lower 
classification. The total reporting 
16-to-30-day inventories amounted 
to 53.8 percent of those dealers re- 
porting, compared with 60.0 percent 
a month earlier. 

The total within the theoretical 
30-day limit, however, increased to 
76.9 percent on May 1, compared 
with 73.3 percent the previous 
month. 

* * * 

be reg with stocks good for 

more than 30 days of selling 
amounted to 23.1 percent, compared 
with 26.7 percent a month earlier. 
On only one date this year—Feb. 1 
—have fewer dealers reported used- 
car stocks above the 30-day level. 

Range of stocks reported was 
eight to 60 days, unchanged from 
the situation reported on April 1. 

A year ago, with average inven- 
tories good for 33.5 days of selling, 
9.8 percent of reporting dealers 
were in the 15-day classification, 
35.8 percent were in the 16-to-30- 
day category and 54.4 percent re- 
ported stocks exceeding a 30-day 
supply. Range reported was 14 to 
60 days. 


Referral Selling 
Is Ruled Illegal 


In South Carolina 


COLUMBIA, S. C.—The state at- 
torney general’s office has termed 
referral-selling plans illegal 
“schemes in the nature of a lot- 
tery.” 

The opinion was given by Grady 
L. Patterson jr., assistant attorney 
general, in a letter to Alvin W. 
Parker, manager of the Greenwood 
Chamber of Commerce, who had 
asked whether such plans would be 
illegal in South Carolina. 

Patterson said he did not know 
of any instances in which referral 
selling had been practiced in the 
state. 

He said referral selling would be 
included under a Supreme Court 
opinion declaring that a lottery or 
“scheme in the nature of a lottery” 
has to have three elements: A 
prize, chance and payment. 

Under referral selling, Patterson 
told Parker, the auto purchaser is 
promised a rebate for each of his 
friends or neighbors who “quali- 
fies” by buying a new car, too. 








had me worried for a moment 





ing to replace their big dealers, 








factory $500,000 in business every 
dealer—“through lost new-car cus- 










in Marshfield, Wis., writes: “We 













Birkett Williams, 
Rome that the auto business is 
re years,” he says, “they won’t be 
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26 Percent in First Quarter... 








Compacts Enjoy Star Sales Role 


highs for 1961 were established by 
all the others except Studebaker. 
* oa * 


(Continued from Page 1) 


of 502,234. In 1958, the March total 
was 401,944. 

Compacts, with 150,361 registra- 
tions in March, accounted for 
31.32 percent of the market, com- 
pared with 127,064 registrations 
and 21.30 percent a year ago. 

Standards claimed 295,639 regis- 
trations in March, compared with 
419,295 a year ago. Their market 
share was down to 61.58 percent 
from 70.27 percent. 

Imports, meanwhile, were off to 
34,067 from 50,310, and to 7.10 per- 


cent penetration from 8.43 percent. 
* * + 


Cua to industry sources, 

compact-car registrations in 
March were: Falcon, 37,988; Ram- 
bler, 29,896; Corvair, 28,085; Comet, 
13,781; Valiant, 9,909; Tempest, 
8,860; Special, 5,966; Studebaker, 
5,428; Lancer, 5,317, and F-85, 5,131. 
















N THE basis of the first-quarter 

showing, what’s the new-car 
outlook for 1961? 

Over the past 10 years, an 
average 23.29 percent of the ulti- 
mate year’s total registrations 
have been accounted for in the 
first quarter. 

On this basis, an eventual 1961 
total projects at 5,447,000. However, 
mathematical extremes for the last 
decade give a 1961 projection rang- 
ing from 4,534,000 to 5,895,000—not 
much help, to be sure, to anyone 
trying to plot the overall 1961 mar- 
ket. 

Best bet at the moment is that 
the full 12-month count will fall 





Sales Score 


For March 


New-car registrations for March: 





As compared with their show- | |, 1960 
ings the previous month, Ram- | Pos. Make Pos. 
bler, Corvair, Lancer and Special 1—131,864 Chevrolet 158,420— 1 
were relatively stronger in the 2—106,438 Ford 125,367— 2 
compact field and the others were 3— 30,248 Pontiac 36,317— 5 
curtailed somewhat. 4— 29,896 Rambler 36,336— 4 

6 5— 25,941 Oldsmobile 31,532— 7 
Corvair’s volume in March was; ¢_ 25,656 Plymouth 42,906— 3 
the highest it had ever recorded.| 7 22449 Buick 22,852— 8 
Falcon’s was the best it had achiev-| 8— 19,219 Dodge 33,063— 6 
ed since last October while new 9— 13,781 Comet 5,192—13 
10— 13,287 Cadillac 14,081—10 
é 11— 9,956 Mercury 14,563— 9 
House Hearings 12— 7,500 Chrysler  7,381—12. 
Set on Fi a i Eee 
J ncoln J 
et —. ang ood 15— 928 Imperial 1,500—15 
. 34,851 Misc. 54,275 
Divestiture Bill cr dae diester 
WASHINGTON. — Hearings on 480,067 596,669 


the auto-finance company divesti- 
ture bill, introduced by Rep. Em- 
manuel Celler, New York Demo- 
crat, have been set for June 7-9. 

The bill is designed to “supple- 
ment the antitrust laws of the 
United States against restraint of 
trade or commerce by preventing 
manufacturers of motor vehicles 
from financing and insuring the 
sale of their products.” 

Celler has made it clear he has 
General Motors Acceptance Corp. 
specifically in mind as a target. 
The bill also would affect Ford’s 
financing arm, Ford Motor Credit 
Co. 

The last time hearings were held 
on this matter, the Senate Anti- 
trust subcommittee, chaired by 
Senator Estes Kefauver, Tennessee 
Democrat, considered two meas- 
ures. 

One sponsored by Senator Joseph 
O’Mahoney, Wyoming Democrat, 
dealt with both insurance and fi- 
nancing, while the other, intro- 
duced by Kefauver, involved only 
financing subsidiaries. 

So far Kefauver has made no 
plan to introduce a companion Sen- 
ate bill. 








somewhat near the 5,739,000 new 

cars registered in 1953, the year 

with a first quarter most closely 

paralleling the 1961 performance. 
ao * K 


} ia COMPARING this year’s first- 
quarter market shares with the 
year-earlier period, Genera] Motors 
and Ford Motor Co. have improved 
their positions at the expense of 
the other corporate entries. 

On a make-by-make basis, 
every entrant in the Top Ten in- 
creased its penetration over 1960 
—with the exception of Plymouth 
and Dodge. 

Below the Top Ten, only Chrysler 
and Lincoln showed an improved 
penetration. But these two makes 
had an even greater distinction: 
They were the only makes to show 
a greater volume in the 1961 quar- 
ter than in 1960, 

O22. eo 

N COMPARING March with the 

previous month, all corporate 

makers except Ford Motor and 
Studebaker-Packard moved ahead. 
Ford was jolted by the sharpest 
month-to-month setback it had ab- 
sorbed since last November. 

S-P, meanwhile, saw its penetra- 
tion sink to the lowest point record- 
ed in more than two years. 

On a make-by-make basis, 
March went on the books with 
the highest penetration of the 
year for Chevrolet, Rambler and 
Dodge. 

Conversely, it was the worst 
month of 1961 for Ford, Pontiac, 
Oldsmobile, Cadillac, Studebaker, 
Lincoln and Imperial, while Comet 
and Mercury tied previous lows. 

On a state-by-state comparison, 
registration totals in the first quar- 
ter were better this year than in 
1960 only in Georgia, Nebraska, 
Nevada, New Mexico, Oregon, 
South Dakota and Utah. 





Advisory Group Formed 


To Help N. Y. 


Dealers 


(Continued from Page 1) 


lems, lacked someone with whom 
they could discuss their situation. 


“Experience had shown them 
that talks with factory personnel 
brought questionable results; fi- 
nance agencies were limited in the 
area they could be helpful. Usually 
the competitive aspect of our busi- 
ness precluded a dealer from turn- 
ing to his local competitor for 
advice, 

* * on 

Vane has been a long unfilled 

need,’ Clarkeson continued, 
“for someone, or some group, to 
whom a dealer could turn for com- 
petent, unbiased, sympathetic ad- 
vice and counselling, such as the 
average man turns to his doctor, 
lawyer or clergyman. Exploratory 
conversations with dealers, finance 
men, bankers and factory person- 


NADA Task Force Visits Ford— 








Ford Motor Co. executives met with members of National Automobile Dealers Assn. 
Task Force at Ford's central office building in Dearborn. Those who attended the 
session were, from left, H. L. Galles (Chevrolet-Oldsmobile-Cadillac), chairman, Task 
Force Committee, Albuquerque; J. O. Wright, Ford vice-president—car and truck group; 
Benson Ford, chairman, Ford Dealer Policy Board; C. R. Beacham, Ford marketing 
vice-president; Henry Ford II, board chairman; Robert F. Pulliam (Ford), Columbia, S. C., 
Task Force member, and James C. Moore, NADA executive vice-president. 


nel have convinced us that our 
analysis is correct. 

“All agreed that there is no 
better source of advice than the 
dealer body itself, provided that 
a group of high-minded, generous 
and successful dealers could be 
persuaded to contribute a small 
part of their time to assist fel- 
low dealers who felt in need of 
advice. 

“We have succeeded in assem- 
bling such a group,” he said. “We 
believe that this committee will be 
one of the most important that has 
ever been appointed within the in- 
dustry.” 

Clarkeson said that because of 
the confidential nature of the com- 
mittee, the association is not an- 
nouncing the names of the mem- 


bers. 
* * * 


ARDNER said each committee 
member is successful in his 
own dealership and has had broad 
experience in advising other deal- 


| ers. 


He mentioned the following other 
points in regard to the operation 
of the group: 

1. The fact that a dealer applies 
to the committee for a conference, 
and all discussion of his problem, 
will remain confidential. 

2. Committee members represent 
all major franchises. 

3. A full group of alternate 
committee members also has 
agreed to serve, so that the prob- 
lems of the necessary absence of 
members and an applicant’s re- 
luctance to unburden himself be- 
fore a committee member from 
his immediate area will be 
avoided. 

4. When it is deemed advisable, 
one of the association’s legal] coun- 


f| sel will be present at a conference. 


5. Requests for assistance by the 


; committee will be directed to John 


J. Evers jr., the association’s execu- 
tive vice-president. Evers will 
make arrangements for a confer- 
ence, to be held in the association’s 
board room. 

6. The services of the committee 
will be available only to NYSADA 
members in good standing. There 
will be no charge for the service. 
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NADA Task Force at S-P— 


Members of the National Automobile Dealers Assn. Task Force Committee meet in 
South Bend with Sherwood H. Egbert, seated, right, Studebaker-Packard Corp. presi- 
dent, and Lewis E. Minkel, standing, center, vice-president of marketing. NADA com- 
mitteemen are, from left, Henry D. Schleeter jr. (Studebaker), Houston; James C. 
Moore, NADA executive vice-president, and Herbert L. Galles jr. (Chevrolet-Oldsmobile- 
Cadillac), Albuquerque, task force chairman. Egbert told the committee that S-P 
has established a dealer business management department to assist its dealers in 
their business procedures. The task force is determining ways to increase dealer 
profits and revitalize the franchise system. 





Chrysler Paces Relief Drive .. . 


61 Stocks Ease Again 


(Continued from Page 1) 








reaching the market simultaneous- 
ly with the Rambler American con- 
vertible—second compact to pop an 
open model, The eight Big Three 
juniors are expected to add bucket- 
seat and conventional-type convert- 
ibles during the 1962 model year. 

The May 1 stockpile of new 
domestic cars was 2.3 percent 
below the April 1 total and 9.5 
percent below the comparable 
supply in 1960, which at 1,009,694 
was the largest May inventory 
ever recorded. 

Previous to 1960, the highest May 
stockpile was 902,585, registered five 


years ago. 
* * * 


Car Exports Decline 


15 Pct. in Quarter 

DETROIT, — New-car exports 
from the United States declined 
15.7 percent during the first quar- 
ter from the same period of last 
year, according to the Automobile 
Manufacturers Assn. 

A total of 38,973 cars, including 
3,994 to Canada, was ticketed to 
foreign points in the first three 
months of 1961. The comparable 
1960 total was 46,214, including 
7,331 to Canada, 

All-country March exports rose 
from both the previous month 
and the same month a year ago. 
The March total of 15,376 cars 
contrasted with 12,056 in Feb- 
ruary and 14,950 in the 1960 
month, However, Canadian ship- 
ments declined from 1,951 a year 
ago to 1,386 in March, 1961, 

Truck exports also dropped in 
the first quarter from the 1960 rate. 
The three-month totals were 49,086 


Truck Share Up 
9 Pct., Ford Says 


KANSAS CITY.—Ford Motor 
Co.’s penetration of the truck mar- 
ket during the first four months 
of 1961 increased by 9 percent over 
the comparable period last year, 
according to John F. McLean jr., 
Ford Division truck-marketing 
manager. 

He attributed the sales increase 
to “the greatest commercial] vehi- 
cle expansion in the company’s 
history” in 1961. McLean addressed 
a group of Kansas City civic and 
business leaders during a ceremony 
at the assembly plant here in con- 
nection with the production of 
Ford’s 3,000,000th vehicle—an F-100 
truck—since the plant opened in 
1912. 

“So far this year, sales of Econo- 
line pickups and vans have com- 
prised nearly 17 percent of total 
Ford truck sales,” he said. 


and 64,998, including 20,336 in 
March, 1961, and 24,003 in the same 
month of last yea 





* 
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New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Cars Cars In 
In Transit Total 

Period Field to Inventory 
Ending Stocks? Dealers Stocks 

dan, 1, ’50.... 251,754 188,500 440,254 
duly 1, ’50.... 311,084 167,500 478,584 
Jan, 1, ’51.... 305,888 89,900 404,788 
July 1, ’51.... 357,606 90,700 448,306 
Jan, 1, ’52.... 224,968 31,000 255,968 
July 1, ’52.... 193,462 84,500 277,962 
Jan. 1, ’53.... 291,671 83.300 374,971 
Apr. 1, ’53.... 445,882 89,300 535,182 
July 1, ’53.... 479,698 82,800 562,498 
Oct. 1, ’53.... 519,037 60,900 579,937 
Jan, 1, ’54.... 428,125 36,600 464,725 
Apr. 1, °54.... 541,911 64,000 605,911 
July 1, °64.... 445,665 62,500 508,165 
Oct. 1, '54.... 267,469 29,000 296,469 
Jan, 1, ’55.... 293,881 68,500 362,381 
Apr. 1, ’55.... 544,038 99,500 643,538 
July 1, °55.... 736,591 77,000 813,591 
Oct, 1, ’55.... 489,475 48,900 538,375 
Jan, 1, °56.... 755,177 53,300 808,477 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 008 277,975 
Dee, 1, ’°56.... 318,587 19,656 398,243 
Jan, 1, °57.... 461,850 50,168 512,018 
Feb. 1, °57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 . 733,008 
Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
June 1, ’57.... 724,329 63,420 187,749 
July 1, °57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 129,536 
Oct. 1, °57.... 547,549 25,085 572,634 
Nov. 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, °58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept. 1, ’58.... 455,984 7,700 463,684 
Oct. 1, ’58.... 291,397 21,500 312,897 
Nov, 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
Jan, 1, ’59.... 477,099 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 106,839 
Apr, 1, ’59.... 710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
June 1, ’59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug. 1, ’59.... 928,390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 703,035 
Oct. 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 712,000 1,006,427 
May 1, ’60.... 942,894 66,800 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,000 
July 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept. 1, ’60.... 852,981 28,500 $81,481 
Oct, 1, ’60.... 784,677 71,000 855,677 
Nov, 1, ’60.... 840,450 713,300 913,750 
Dec, 1, ’60.... 892,627 67,500 960,127 
Jan, 1, ’61.... 953,603 41,525 995,128 
Feb, 1, ’61.... 973,845 50,000 1,023,845 
Mar. 1, ’61....*974,420 44,000 *1,018,420 
April 1, ’61....*881,583 53,600 *935,183 
May 1, '61.... 852,926 61,000 913,926 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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*,..using COMMERCIAL CREDIT exclusively 


since we were selling Hupmobiles” 


says JOHN A. DURSi, Chrysler- 


Plymouth dealer, Bronx, New York 
















“We have been using Commercial Credit exclusively 
since we were selling Hupmobiles back in 1931. I 
feel our problems are simplified by using one source 
for all our financial needs. And Commercial Credit’s 
local people have always given me excellent personal 
service. The many customer features of the Plan are 
all helpful. To close more house plan deals, we offer 
bonuses to our salesmen and have a man specializing 
in this end. Commercial Credit is the top financing 
plan for my business and for my customers.” 










Commercial Credit 
serves successful dealers 






For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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Import Sales Up 27% 
To Five-Month High 


MPORTED cars continued their 


Sales recovery at an accelerated 
pace in March, according to figures 
released last week by R. L. Polk 
& Co. 

The total of 34,067 represented 

a five-month high in volume. It 
was the second month in a row 
that imports had moved upward 
after managing to reverse a 
downhill slide that had continued 
for six frustrating months. 


The rate of gain in March, more- 
over, was a whopping 27.25 percent. 
Coming on the heels of 4.60-percent 
increase the previous month, the 
March sales performance spread 
cheer throughout the import field. 

* * ok 
ae the resounding gain 
in volume in March, imports’ 
penetration dipped slightly to 7.10 
percent of the overall market, com- 
pared with February’s 7.14 percent 

on 26,772 registrations. 

A year ago in March, imports 
accounted for 50,310 registrations 
and 8.43 percent of the industry 
total. In volume, however, March 
turned out to be the high-water 
mark of 1960 for imports. 

While improved sales were noted 
throughout the import range, as 
compared with the previous month, 
Volkswagen soared to 15,881 regis- 
trations in March to set a record. 
Its previous high was 15,523 last 
December. 

VW actually outsold seven of the 
10 domestic compacts in March, 
and, if rated against all American 
makes, would have ranked ninth, 
fewer than 3,400 units behind 
Dodge. Volkswagen was the only 
import in the Top Ten to register 
more units in March than in the 
year-ago month. 

* * * 

oot percentage gain in vol- 

ume in March was chalked up 
by Fiat, which jumped 93.3 percent 
over the previous month to seize 
third place. It had not ranked so 
high since last November. Price 
adjustments by Fiat were consid- 
ered a prime factor in the Italian 
make’s improved showing. 

English Ford’s volume in 
March was up 77.7 percent; 
Austin-Healey, 56.1 percent; Mer- 
cedes-Benz, 52.7 percent; Tri- 
umph, 49.8 percent; MG, 41.12 
percent (enough to put it back 
into the Top Ten); Simca, 29.3 
percent (not enough to keep it in 
the Top Ten); Volvo, 25.5 per- 
cent; Volkswagen, 20.0 percent; 
Renault, 17.0 percent, and Opel, 
5.6 percent. 

Five makes—Volkswagen, Re- 
nault, Fiat, Mercedes-Benz and 
English Ford—registered more 
than 1,000 units in March. This 
was the first time since last No- 
vember that so many had topped 
the thousand mark in monthly 
registrations. In February, only two 
makes registered more than 1,000 
‘units. 

The Top Ten took a slightly 
smaller share of the market in 
March—80.76 percent—than they 
did a month earlier—81.35 percent. 
A year ago in March, the Top Ten 





March Sales Score 
For Imports 


New imported-car registrations for 


March: 
1961 1960 
Pos. Make Pos. 
1—15,881 Volkswagen 14,740— 1 
2— 3,687 Renault 71,951— 2 
3— 1,355 Fiat 2,407— 5 
4— 1,090 Mercedes-Benz * 
5— 1,089 Eng. Ford 2,925— 3 
6— 994 Opel 2,861— 4 
7— 957 Triumph 1,482— 7 
8— 890 Volvo * 
9— 840 Austin- 
Healey 1,454— 8 
10— 731 MG 1,309—10 
* Simca 1,627— 6 
. Peugeot 1,323— 9 
6,553 All Others 12,231 
Total All Makes 
34,067 50,310 


*—-Not in Top Ten. 








accounted for 75.69 percent of the 


import market. 
* * * 

As COMPARED with the previ- 

ous month, Volkswagen and 
Renault continued to rank one-two, 
respectively. As noted above, Fiat 
moved into third place, from sixth, 
swapping positions with Opel. Opel 
had not ranked so low since last 
November. 

Mercedes-Benz continued in 
fourth position, and English 
Ford, continuing a comeback, 
moved up to fifth from eighth. 
(A month before that, English 
Ford was not listed in the Top 
Ten. “Traditionally,” English 
Ford has ranked third.) 

Volvo, which was No. 5 a month 
earlier, dropped to No. 8 while Tri- 
umph held No. 7 spot both months. 

Austin-Healey moved up from 
10th to ninth and the new 10th- 
place import was MG, returning to 
the Top Ten after a one-month 
absence. 

Simca, ranked ninth a month 
earlier, fell from the Top Ten in 
March. 

—Rosert M, LIENERT 


Akron Salesmen 
Latest Target 
In Union Drive 


By Francis J. Gawronski 
Staff Writer 
KRON has become the latest 
union target in what seems to 
be a national campaign to organize 
new and used-car salesmen, 

The Ohio city joins a growing 
list of areas in 
which organizing 
campaigns are cur- 
rently being con- 
ducted, The list in- 
cludes Houston, Los 
Angeles, Rochester, N, Y., and 
Youngstown, O. To date, none of 
the organizing drives has been very 
successful. 

The Houston campaign is mark- 
ing time while the Nationa] Labor 
Relations Board in Washington de- 
cides whether the Houston Auto- 
mobile Dealers Assn. can be classi- 
fied as an employer and deal with 
the union for all employes of its 
members. The national office must 
rule on the question before repre- 
sentation elections can be sched- 
uled at some 50 dealerships. 


The Los Angeles and Rochester 
campaigns are on the verge of col- 
lapsing after the unions were dealt 
a series of defeats in elections con- 
ducted by the NLRB. Although an 
organizing drive has been announc- 
ed for the Youngstown area, the 
salesmen’s union has yet to file for 
an election. 

The Akron campaign is being 
pushed by Retail Clerks Local 860. 

* Ba * 


LABOR 
FRONT 


WO Akron dealers, Summit 

Buick, Inc., and Universal Mo- 
tors, Inc. (Ford), have consented 
to recognition elections among 
their salesmen who are being or- 
ganized by Local 860. 

Twelve salesmen at each deal- 
ership will vote in the NLRB 
elections, the first to be held in 
Akron, 

The NLRB also has_ scheduled 
hearings for the union and three 
auto dealers who have refused to 
consent to elections. In these cases 
the union says it has a majority of 
the salesmen signed up, but the 
dealers contest the claim, 

The hearings will involve Rich- 
ards-Wallace, Inc, (Lincoln-Mercu- 
ry), Barberton; Barberton Motor 
Sales, Inc. (Dodge), Barberton; An- 
derson Pontiac, Inc., Akron; Burt 
Greenwald Chevrolet, Barberton; 
O’Neil Ford Sales, Inc., Akron; 
Laughman Motor Co. (Ford), Bar- 
berton, and Jones Buick, Cuyahoga 
Falls. 

Before elections can be scheduled 
for the salesmen, the NLRB must 
clear up unfair labor practice 
charges involving the dismissal of 
several salesmen. 

The union maintains the sales- 
men were fired for union activities. 
The dealers deny the charge. 











13 Months 

Pet. Gain 

in Pene- 

tration 
Pet. of Over Pre- 

Units Industry vious Month 

Mar. ’60 50,310 8.43 —2.43 
April .... 48,283 1.46 —1151 
May ....... 45,623 1.05 —5.50 
June 43,309 1.27 3.12 
July ...... 43,537 1.97 9.63 
PBs wvceee 42,577 8.10 1.63 
Sept. ...... 40,441 8.82 8.90 
DOG sseries 36,704 6.70 —24.04 
INOW 6. iets 32,479 5.98 —10.75 
Dec. ........ 32,334 5.94 —0.67 
Jan, ’61.. 25,594 6.19 4.21 
iy aor 26,772 7.14 15.35 
OG. sess 34,067 7.10 — .56 











Sales Records for Imported Cars 


13 Years 
Pct. Gain 
in Pene- 
tration 

Pct. of Over Pre- 

Units Industry vious Year 

1949 ...... 12,251 25 — 45.65 

BOO oveass 16,336 26 4.00 

i are 20,828 Al 57.69 

a 29,299 -70 70.73 

1958... 28,961 0 —28.57 

1954 ...... 32,403 59 18.00 

a 58,465 82 38.98 

ROO. cvvevs 98,187 1.65 101.22 

BOE scivss 206,827 3.46 109.70 

1958 ...... 378,517 8.13 134.97 

19589 ...... 614,131 10.17 25.09 

1960 ...... 498,785 7.58 —25.47 
1961 

to date .. 86,433 6.81 —10.16 


© 1961, Automotive News 





Inept Marketing Blamed 
For Import Problems 


By Martin L. Whitmyer 
Staff Writer 

OUTH BEND.—Although many 

quarters will tell you the im- 
ported-car business in the United 
States is dead except for a few 
volume makes, there still is good 
business here for European firms, 
according to J. Bruce McWilliams, 
sales vice-president for Mercedes- 
Benz Sales, Inc., a wholly owned 
subsidiary of Studebaker-Packard 

Corp. 

“I think that the criticism of the 
import market is not with the prod- 
uct, but the management and the 
method of distri- 
buting the auto- 
mobile,” Mc Wil- 
liams said in an 
exclusive inter- 
view here last 
week. “It’s a fact 
that some import- 
ed cars have lost 
out in this coun- 
try through inept 
marketing.” 
= McWilliams 
J. B. MeWilliams noted that many 
companies came to the United 
States, or rather sent their cars 
and possibly some personnel, but 
“they never really made an invest- 
ment in America.” 

“Actually,” McWilliams said, 
“I think for some European auto- 
mobile companies America has 
always been kind of a bug-a-boo. 
Its such a fast market; it’s an 
overpowering market, and it also 
has been a frightening market. 
They have been afraid of making 
a real commitment in the mar- 
ket and, I think, for that reason 


How Dealerships 
Can Qualify for 
Wage Exemption 


WASHINGTON. — The National 
Automobile Dealers Assn. reports 
that a new-car dealer must meet 
only two tests to be exempt under 
the new law from both minimum 
wage and overtime requirements. 
They are: 

1. Seventy-five percent of sales 
must not be for resale. 


2. Seventy-five percent of sales 
must be recognized as retail sales 
or services in the automotive trade 
industry. 

Those tests, NADA said, had 
been in the law since 1949. On the 
other hand, a third test formerly in 
the law, has been eliminated. That 
was the requirement that more 
than 50 percent of a dealership’s 
sales be made within its state. 


NADA said that the only dealer- 
ship sales that are not recognized 
as retail sales or services are: 

1. Sales for resale, but not in- 
cluding accommodation transfers 
or transfers of parts from the 
parts department to the service de- 
partment of the establishment. 

2. Sales made pursuant to for- 
mal invitation to bid. 

3. Fleet sales. 

4. Sales of certain specialized 
heavy motor vehicles or bodies 
(16,000 pounds or over gross vehicle 
weight). 

5. Sales of servicing or repair 
work under a fleet maintenance ar- 
rangement. 





—and we know that the policies 
and the marketing techniques 
and tactics of some imported-car 
companies have been very la- 
mentable—it has caught up with 
them, 

“But the product might well have 
deserved to have remained in the 

(Continued on Page 79, Col, 1) 


Dealer Council, 
Plymouth Officials 
Meet May 15-17 


DETROIT.—The National Plym- 
outh Dealer Council] will hold its 
annual meeting here May 15-17 to 
discuss with factory executives 
such subjects as merchandising, 
distribution and sales planning, ac- 
cording to S, L. Noble, dealer re- 
lations director. 

Delegates elected by fellow deal- 
ers are: R, P. Thornton, Columbus, 
Ga.; William Lannin, Rockland, 
Mass.; William Ballentine, Ander- 
son, S. C.; Jack Friedman, Des 
Moines; Walter T. Bales, Jefferson- 
ville, Ind.; H. B. Ransom, Fort 
Worth. 

C. K. Sarason, Warren, Mich.; 
E. L. Fretwell, Oklahoma City; 
M. R. Mackaig sr., Los Angeles; 
T. R. Watkins, New Orleans; J. J. 
Adamson, Rochester, Minn.; E. 
Muller, Little Falls, N. J.; F. H. 
Gehman, Emmaus, Pa.; H. A. 
Behling, Bridgeville, Pa. 

W. A. Brown, Spokane; H. B. 
Pelke, St. Louis; Allan R. Crocket, 
Fresno, Calif.; Anthony Metzner, 
Albany, N. Y.; R. H. Montana, 
Phoenix; Gaston Periat sr., San 
Mateo, Calif; R. W. Banning, 
Hyattsville) Md.; W. R. Cox jr., 
ov and J. N,. Hancock, Santa 

e. 

Alternate delegates include: 

J. W. Hooper, Cocoa, Fla.; Wil- 
liam A. Clark, Torrington, Conn.; 
E. P. Owens, Winston-Salem, N.C.; 
C. L. Duquaine, Madison; K. W. 
Carr, Indianapolis; Lloyd McKee, 
Albuquerque; Sid Pelunis, Cleve- 
land Heights, O.; Fred Klipstein, 
Cheyenne. 

C. D. Colley, Los Angeles; John 
T. Fisher, Memphis; Walter Pro- 
chaska, Le Center, Minn.; Joseph 
Pfeffer, Belleville, N. J.; Edward 
E, Dempsey, Riverdale, Md.; E. J. 
Tolbert, Wheeling, W. Va.; Harold 
Agnew, Salem, Ore.; Robert Hunt, 
Auxvasse, Mo.; Richard Freed, Salt 
Lake City, and Lloyd Scoville, 
Binghamton, N. Y. 


Late Report... 





New York Aname. 
Meet First Time 
As Single Group 


NEW YORK. The newly 
merged Automobile Merchants 
Assn. of New York, Inc., and the 
Brooklyn & Long Island Automo- 
bile Dealérs Assn., held its first 
annual meeting under the name 
Greater New York, Long Island 
and Westchester Automobile Deal- 
ers Assn., Inc., in the Plaza Hotel 
here. 

Louis J. Lefkowitz, attorney gen- 
eral of the State of New York, 
told the group he was much in 
favor of the adoption by the group 
of a “code of ethics” which would 
give law enforcement agencies such 
as his own a guide to accepted 
business practices and ethics with- 
in the business itself. 

Later, the newly elected presi- 
dent, Eugene L. Malice, told the 
assembled dealers that he antici- 
pated the adoption of such a code 
during his tenure. He indicated 
that such a code would probably 
be adopted in conjunction with the 
Better Business Bureau. 

Peter A. Gordon, executive vice- 
president, announced that Gov. 
Nelson Rockefeller had finally 
signed a bill making law the elimi- 
nation of payment of a gross re- 
ceipts tax to the City of New York 
on swaps between dealers. Previ- 
ously, dealers were forced by the 
local city government to pay a 
gross receipts tax on every swap 
they completed. 

The following officers were elect- 
ed: President, Malice; first vice- 
president, Bernard Palley; second 
vice-president, Jack Leopold; third 
vice-president, Ralph Horgan; sec- 
retary, Frank Mirenda, and treas- 
urer, Jerome McDougal. 

Simultaneously, the new organ- 
ization elected the following board 
of directors: Bronx: Don Jennings 
and Abe Rosenberg; Kings: Malice, 
Harold Perfit and Mortimer Bock; 
Nassau: Morton Lane, Joseph 
Schneider, John J. Hayes, Harold 
Stern, Norman Fleishman, McDou- 
gal, Walter Dobler, Irving Rogers 
and Joseph Brune; Manhattan: 
Horgan and Don Seymour; Queens: 
Palley, Raymond Lauricella, 
George Ashdown and William 
Meyer jr.: Richmond: Nelson 
Mintz; Suffolk: Robert Mitchell, 
Neil J. Spare, Victor J. Booth, Leo- 
pold, William Frame and Sam 
Giles; Westchester: Harry Flinn, 
Dave Hagan, and Mirenda. 


FTC Price Order 
Accepted by B-W 


WASHINGTON. — The Federal 
Trade Commission has approved a 
consent order forbidding Borg- 
Warner Corp. and its wholly owned 
subsidiary, Borg-Warner Service 
Parts Co., both of Chicago, to dis- 
criminate in price among compet- 
ing purchasers of their automotive 
replacement parts and related 
items. 

The FTC alleged that respond- 
ents violated the Robinson-Patman 
Act by giving jobbers belonging to 
buyer groups higher discounts than 
competing non-grou p-buying job- 
bers on purchases of replacement 
parts of like grade and quality. 

The order requires the companies 
to charge the same net prices to 
purchasers who compete with each 
other in reselling or distributing 
the products. The FTC said the 
agreement is for settlement pur- 
poses only and does not constitute 
an admission by respondents that 
they have violated the law. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $16 last week to $1,062, according to Automotive News’ 


index, 


Actually, most models moved upward, but a huge loss of 
$199 on ’61s and a setback of $19 on ’59s more than counteracted 


all gains. 


Upward movements amounted to $28 on ’58s, $23 on ’54s, $14 
on ’57s, $12 on ’60s, $10 on ‘55s and $7 on ’56s. By averaging $992, 
’58s reached the highest point they had recorded since mid-Decem- 
ber. The average prices of ’55s and ’54s were at their highest 
point since the first week of January. 

At a group of representative auctions last week, the sales ratio 
was 69.8 percent, compared with 75.3 percent a week earlier. It 
was the first time since mid-February that the ratio had fallen 


below 70 percent. 


Auction reports begin on Page 56. 
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QUACK QUizZ. 


Sor dealers who 
ward 70 make moriey 


For the first 3 months of 1961 which dealer group has profits well above 
the industry average based on the latest NADA reports? 


Which dealer group sells twice as many compact cars per dealer as most 
other groups? 


Which car offers prospects the Lowest-Priced line of U.S.-Built cars 
(Based on manufacturers’ suggested delivered prices at factory) ... 
cars with the best dealer discount? 


Which dealer group sells compact cars exclusively? 


Which car beat all other compact cars in the Pure Oil Economy Trials 
for the second straight year? 


Which car was Car Life referring to in its April, 1961, issue when it said, 
‘“‘With the exception of the Lincoln Continental, it’s the only car we’ve 
had in our possession (this year) that didn’t have something wrong 
with it requiring dealer service of such a nature that closer quality 
control at the factory would have made said service unnecessary’’? 


Which car has more front seat headroom than any “Big 3” make? 


Which car should you be selling? 
YOU KNOW THAT THE ANSWER 


Write your answer here | 


Director of Dealer Development 


IN EACH CASE IS... Mail American Motors Sales Corp., Detroit 32, 


Dear Sir: Will you please provide m 





; - ' e with more i 
This sane = Rambler franchise. | understand thet or, nae ie 
and my inquiry will be held in the strictest catia = 
C NAME. | 
oupon ADDRESS. 


CITY. 
A few franchises still © Today! aie ain 
available in select markets eae 


ZONE__STATE 


(Please Print) 
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N. C. Assn. Hears Roche... 





Quality Dealer Called 
Vital to Retail Setup 


PINEHURST, N. C. — A quality 
dealer program is essential to the 
survival of the franchise system, 
James M. Roche, General Motors 
distribution vice-president, told 
dealers here. 

He was one of the speakers at 
the 26th annual convention of the 
North Carolina Automobile Deal- 
ers Assn, 

“There can be no question ag to 
the relationship between the fran- 
chise system and the quality dealer 
program,” he said. “One can’t exist 
without the other.” 

He admitted a quality dealer 
must make a profit “commensurate 
with his investment,” but he said 
there is no way to guarantee a 
dealer success or assure him any 
specific rate or amount of profit. 

“The profit squeeze we hear so 
much about today is not peculiar 


Two Are Accused 
Of Bilking Rootes 


L. A. Police Put 
Loss at $300,000 


LOS ANGELES. — The district 
attorney’s office charged last week 
that a scheme involving fake in- 
voices has cost Rootes Motors, Inc., 
$300,000 in three years. 

Named in a complaint prepared 
by Deputy District Attorney Har- 
ry Johnstone were Henry Henkel, 
former West Coast manager for 
Rootes, and Kenneth E. Fisher, 
co-owner with Henkel of a Man- 
hattan Beach (Calif.) imported- 
car dealership which closed last 
December. 

Henkel is accused of conspiracy, 
16 counts of grand theft and five 

counts of falsification of corporate 
records. Fisher is charged with 
conspiracy and with 10 of the 
grand-theft counts involving Hen- 
kel. Two other men are sought. 

Fisher and Henkel were ar- 
raigned before Municipal Judge 

Louis W. Kaufman, who set a pre- 
liminary hearing for June 13. 

According to investigators, the 
suspects distributed 160 cars from 
the Rootes branch to their own 

dealership and two others without 
invoicing them on company rec- 
ords. When the cars were sold, they 
allegedly kept the money and falsi- 
fied records to indicate the cars 
were still in stock in Los Angeles. 

The two men being sought are 
Peter Epsteen and Lee Schwartz- 
kops, who operated a Rootes deal- 
ership in Houston known as Mid- 
America Corp. 

John T. Panks, Rootes manag- 
ing director, said, “This regret- 
table incident, which was dis- 
covered early this year, has been 
resolved and handed over to the 
district attorney. New merchan- 
dising plans announced to our 
dealers last month by Ian Gar- 
ard, our West Coast manager, 
have already resulted in a steady 
sales increase.” 

It is reported that the illegal 
invoicing was discovered during last 
January’s inventory. Henkel was 
replaced by Garrard in February. 
Local dealers were not advised of 
the reason for the change. 
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WINDSHIELDS 
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8-Oz. Buffing Compound 


Special Buffing Wheel Used S15 
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L & M COMPANY, P. O. Box 57 
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to the retail automobile business,” 
he continued. “It simply reflects 
the normal operation of our Amer- 
ican competitive free enterprise 
system. It touches every business in 
the country.” 

Roche said the sales potential 
and profit opportunities of many 
GM dealers had been improved 
by the company’s continuing pro- 
gram of market studies to place 
the right number of dealers in 
the right locations. 

In commending the work of the 
Task Force Committee, James C. 
Moore, National Automobile Deal- 
erg Assn. executive vice-president, 
told the group that “problems at 
the local level would not be resolv- 
ed by a slight upturn in business.” 

Discussing the franchise future, 
he said a franchise hag no signifi- 
cance if dealers cannot handle 
manufacturers’ products exclusive- 
ly, and warned that the system 
cannot survive in its present form 





in years of economic slump unless 
“true business benefits flow to deal- 
ers.” 

Martin Bury, Philadelphia Buick 
dealer, advised the dealers to “for- 
get the outmoded ways of selling 
and keep up with the changing 
times.” It is essential to find new 
ways of advancing the industry, he 
said. 

Other industry speakers were 
Roy Abernethy, American Motors 
Corp. executive vice-president; 
J. B. Wagstaff, Chrysler Corp, vice- 
president; James O. Wright, Ford 
Motor Co. vice-president; Lewis E. 
Minkel, Studebaker-Packard Corp. 
marketing vice-president, and C. 
Gordon Bennett, Jaguar. 

Gov. Terry Sanford and Rep. 
Paul Kitchin, North Carolina Dem- 
ocrat, also addressed the delegates. 

M. Brack Wilson, Smithfield, was 
presented the Saturday Hvening 
Post’s Benjamin Franklin Quality 
Dealer Award by James A, Gava- 
gan, of the magazine’s automotive 
marketing division. 

Rupert E, Atkins, Raleigh, was 
elected to succeed C. W. Wickham, 
Tarboro, as president of the as- 
sociation. Other officers are: 

Arthur P, Harris, Charlotte, vice- 
president; J. M. Deaton jr., States- 
ville, secretary, and Wilson F. 
Yarborough jr., Fayetteville, treas- 
urer. 


Tennessee Dealers Name Officers— 


Charles Reed, seated, left, Memphis, has been elected president of the Tennessee 
Automotive Assn. Ivan Potts, Shelbyville, seated, right, is the association's new 
secretary-treasurer. Other officers elected during the group's annual convention in 
Nashville are, standing, from left, Regional Vice-Presidents J. Guy Henderson, Ripley; 
J. Houston King, Nashville; Stokely Doster, Chattanooga; Fred Michie, Jackson; George 
Terry, Oneida, and Darrell Eagleton, Maryville. Regional vice-presidents not pictured 
include Roy G. Byrn, Murfreesboro, and Robert Looney, Kingsport. — 


UNCOVER NEW BUSINESS... 


RING UP NEW PROFITS WITH ALEMITE! 





$3,800 EXTRA YEARLY PROFIT CAN BE YOURS... 
doing just 2 jobs a day with the famous Alemite ““On- 
the-Car” Wheel Balancer! In a little over a month, 
your new balancer pays for itself—completely. And 
you save money, too, because the Alemite Wheel 
Balancer is complete! No extra attachments to buy— 
and it never becomes obsolete! What’s more, balanc- 


ALEMITE’S “IDEAS IN ACTION’ WORK FOR YOU! 
Every year Alemite assists many dealers in planning service 
improvements of all types. Shown below is one of Alemite’s 
many contributions—a quick-service stall—taken from its 
“Ideas in Action” photo file. “Ideas in Action” shows how 
Alemite’s planning assistance has helped countless dealers 
build a greater profit and smoother work-flow into their serv- 
ice departments. An Alemite representative will be glad to 
show you Alemite’s “Ideas in Action.” Simply mail the cou- 
pon on the next page for full information. — 





ing service uncovers related sales that give your 
profits an additional boost on bearing replacements, 
front end and steering gear repairs. 

Compare Alemite with all others . . . see how you'll 
be ahead in service business . . . service profits . . . 
with equipment from the pioneer and recognized 
leader in Automotive Service Equipment ! 


SIGHTING-IN ON AN EXTRA $3,102! That’s a year’s 
profit doing only one aligning job a day. The Alemite Cross- 
Sight Wheel Aligner needs no space-robbing, costly pit or 
ramp installation. Works wherever the car is—inside or out 
—whether on a level surface or not. 
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‘Right Persuasion’ Is Secret of Selling, Veteran Says... 


‘Get Prospect in Tune 


By Douglas C. Brookshire 
Staff Correspondent 

ASHEVILLE, N. C.—“The great- 
est secret in selling today is to get 
the prospect thinking along your 
line through the right persuasion.” 

That sums up a part of the 
train of thought behind the suc- 
cessful sales career of the grand 
old man of Asheville’s auto busi- 
ness, Lucius C. Wilson, 70, Deal 
Buick, Inc. (Buick-Opel-Lark- 
Mercedes-Benz. 

The bespectacled, bald little man 
with a slight stoop has some other 
thoughts, too, along the same line. 
They go something like this: 

“As soon as I get a _ prospect 
I try to gain his confidence by ask- 
ing questions he doesn’t mind 
answering. Sometimes it depends on 
the prospect as to whether he wants 
to answer your questions or not. 
You can tell by the way he answers 
you. 

“TI try to let him talk as much as 
I can to find out what he has on his 
mind, and let him go as far as he 
will before I say too much. 

“I like to answer his questions 
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and give him correct answers. 

“You have to believe in your 
product. If you don’t believe in it, 
you wouldn’t be selling it.” 

Wilson, who enjoys the advan- 
tage of having both a very sharp 
sense of humor and a radiant per- 
sonality, doesn’t try to overload the 
prospect. He just “lets him walk 
along with you.” 

“There are no two prospects 


Brown Trailer Suspends 


Output at Reading Plant 


MICHIGAN CITY, Ind. — Clark 
Equipment Co. has announced that 
production has been _ suspended 
temporarily at its Reading (Pa.) 
Brown Trailer Division plant. The 
suspension was due to “depressed 
sales,” according to T. C. Brown, 
division general manager. 

“Industry figures indicate trailer 
sales for the first three months are 
50 percent below 1960 levels for the 
comparable period,” Brown said. 
He added that the plant would re- 
sume operations when sales volume 
justifies reopening. 






With You’ 


the same, of course,” Wilson will 
tell you, “but that makes it more 
interesting because you don’t 
have the same problem every 
time. If you had the same prob- 
lem, it would be too easy. 

“Pressure selling has never been 
my method of selling. I don’t be- 
lieve in promising anything you 
can’t fulfill,” Wilson said. 

“The average person today, if you 
handle him right, will buy, and most 
of them will buy without your hav- 
ing to apply pressure, 

“There is a difference in selling 
at the present time than in years 
gone by, becauSe the people are 
shopping for price and not con- 
sidering quality as much as they 
used to.” 

The latter, Wilson believes, the 
dealers have brought on themselves, 
but he’s not too sure he wants to 
Say why. 

Wilson (he is affectionately 
known as “Lush” by his many 
friends) was honored recently by 
Buick at a dinner and cocktail 
party. He was presented a bronze 
plaque congratulating him for the 
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Veteran Honored— 
Lucius C. Wilson, 70, receives a plaque 


from E. A. Zimmerman, Buick's Atlanta 

region manager, in recognition of 40 years 

as a Buick salesman in Asheville, N. C. 
Sn Se 


40-odd years he has been selling 
Buick cars. 

Wilson’s first experience in the 
auto field came in 1916 when he 
joined the old Western Carolina 
Auto Co., which handled Oakland, 
Cadillac and Oldsmobile. 

Two years later he embarked 
upon his successful career as an 
auto salesman. Among cars he sold 


MOVES ANYWHERE—GOES ANYWHERE! Alemite “On-the-Car” Wheel Balancer is easily operated, self-contained, precision 
built! Exclusive hand strobe light and pickup proves to your customers the need for balancing—shows perfect results when job is 
done. Gives both up-and-down and side-to-side correction. 


HANDLES EVERY MODEL IN YOUR LINE! The Alemite Lift 
adjusts easily ... lengthwise and sideways... to fit every model in your 
line—every other make and year of car, too! Provides you with the service 
flexibility you need to handle more jobs. As a new installation, or a replace- 
ment, the Alemite Lift will save you money! 
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STEWART- WARNER 


CORPORATION 


1850 Diversey Parkway, Chicago 14, Illinois 
In Canada: Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 
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Alemite Division 


Name 


Address 


City 


Stewart-Warner Corporation, Dept. DA-51 
1850 Diversey Parkway, Chicago 14, Illinois 


Please send me more “Ideas in Action” information. 


Zone_____State 
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in those days was the Scripps- 
Booth, an early version of a Gen- 
eral Motors car. 

“In those days you had to go out 
and create a desire for the car and 
teach the prospect to drive it, and 
this was followed by instructions 
for all members of his family. 

“It was a matter of either teach- 
ing or no sale. It was usually a 
long, drawn-out affair, and one 
the salesman usually was prepared 
to face at all costs.” 

Wilson worked with Western 
Carolina Auto two years before 
joining the old Byram Motor Co. 
He enjoys telling how he taught 
his boss how to drive an auto 
so he could begin selling them. 
“He offered me $25, but I re- 

fused to take it,” Wilson smilingly 
recalls. 

In 1920 Wilson left Byram and 
joined what was then the old Motor 
Co., selling Hupmobiles and Pack- 
ard. 

He joined Tate & Marr Motor 
Co. in 1921, selling Buick. That was 
the beginning of his long career 
with Buick. He once became sales 
manager of the old Webb Motor 
Co. (Buick). Later he served 
Thomas Buick Co., Inc., successor 
to Webb. 

Wilson’s auto selling was inter- 
rupted during World War II while 
he worked with the War Produc- 
tion Board in Raleigh. For his serv- 
ice he received a Certificate of 
Merit. 

Occasionally he likes to look over 
the fine collection of ping he has 
accumulated through the years as 
a salesman. He is a member of 
Buick’s Royal Purple Salesmaster 
Club, having won the honor for 
the fourth time in 1960. He now 
wears a diamond pin signifying this 
membership. 


Two Firms Settle 
Choke-Patent Suit 


CRYSTAL LAKE, IIl.—Legal ac- 
tion initiated against alleged in- 
fringement of the patented Aldo 
manual choke conversion kit has 
been upheld, A. L. Coulter, presi- 
dent of Superior Screw & Mfg. Co., 
Inc., announced, 

Superior won a consent judg- 
ment finding the firm’s patent valid 
and infringed. All differences be- 
tween Superior and American Muf- 
fler Co., who, it was declared, had 
infringed Coulter’s patent, have 
been settled amicably. 

Coulter has granted a license to 
American Muffler for producing 
the units. American Muffler has 
given license to Superior to pro- 
duce the units. 


Myrick Buys Lift Chevrolet 

HERMISTON, Ore.—Lift Chevro- 
let Co. has been sold to Frank My- 
rick and renamed Myrick Chevro- 
let Co. 





CHARTER DISTRIBUTORSHIPS 
FOR 
AEROCAR 
(The Flying Automobile) 


Federal Aviation Agency approved com- 
bination automobile and airplane. Drive 
aerocar to the airport, attach the wings 


and fuselage in minutes, drive into the 
sky, across country, over congested 
traffic and land. Remove the wings 
and fuselage and drive your compact 
car to the doorstep of your destination. 


Here is an opportunity seldom available 
in a lifetime. The appointed AEROCAR 
Distributors and Dealers will be on 
the ground floor of a completely new 
industry. They will enjoy a _ position 
superior to that of the first automobile 
dealers. AEROCAR has a great poten- 
tial and has established public ac- 
ceptance, 


Distributorships available only to quali- 
fied men and firms of sound character 
and financial standing. 

For information, call or write 
AEROCAR INTERNATIONAL CORP. 
1300 Nashville JE 6-5669 

Fort Worth, Texas 














R-M paints reflect the beauty of American cars.... 
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Fourteen automobile manufacturers, whose colorful crests are shown above, can verify that Rinshed-Mason is a major 
production-line supplier of their beautiful exterior and interior paints. From Cadillac to Corvair; from Continental to 


Falcon, Imperial to Valiant and Studebaker and Willys ...R-M paints are in daily use on original car production. 


Because Rinshed-Mason is a major supplier of fine production-line finishes, it provides this identical paint quality 
and color accuracy to autobody repaint service shops throughout the world. Thousands of colors in acrylic, enamels 


and lacquers are immediately available everywhere for old or new American, Canadian or foreign cars. 
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Advanced Chemical Coatings and Paint... 
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AUTOMOTIVE NEWS PLATFORM 

¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


Factory sales reports indicate that April marked the be- 
ginning of an old-fashioned spring boom in new-car sales. 
Now if the customers will only love us in May and June, 


too. 
* - * 


“No factory can win by ‘damning the dealers’ or attempt- 
ing to take its profit out of the dealer’s hide,” declares Ben 
D. Mills, general manager of Lincoln-Mercury, in a speech 
before Texas dealers. 

And, adds Mills: “No dealer can win by ‘damning the 
factory’ or seeking his profit through criticism of the fac- 
tory or legislation as opposed to pursuing his primary 
responsibility of retailing automobiles.” 

* * * 


The new wage-hour measure, exempting all employes of 
car, truck and farm implement dealers, is considered an- 
other major legislative victory for new- and used-car dealers. 

But the dollar-volume test under the bill will bear 
watching for possible future trouble: 
* * * 

While multiple car ownership has risen rapidly in recent 
years, the proportion of families without cars—one out of 
four—has stayed quite stable, studies by Michigan Univer- 
sity Survey Research Center shows. 

The richest 20 percent of the nation’s families account 
for 40 percent of total spending on new ears, it was 


found. 
- * * 


Promising a strong stand against deceptive advertising, 
FTC Chairman Paul R. Dixon declares that “we are going 
to serve injured business and consumers with a squad car 
instead of a hearse.” 

Let’s hope the squad car arrives in time to save honest 
dealers from unscrupulous competitors. 





Coming 
Events 


y%& Eprror’s Norte: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah, 

May 14-16—I| daho Automobile Dealers 
Assn., Idaho Falls. 


May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 


May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 


May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 


June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington, 


June I1-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


June 16-18 — New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
nee. The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 


Nov. 14—-Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Dec. 8-?— Montana Automobile 
Assn., Billings. 


Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


. * * 


Dealers 


Auto Shows 


Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 

Oct. 18-22—New England International 

— Show, Commonwealth Armory, 
oston. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
— a 
General 


May 14-17—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 


May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 

June 5-9—SAE Summer Meeting, Chase- 
Park Plaza, St, Louis. 

%& Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 

%& Oct. 23-26—Fleet Maintenance Exposi- 
tion, Private Truck Council of America, 
Inc., New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 


Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
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“Look at your husband—a new car is like 


a fountain 


of youth.” 








used if you so request. 





Would Cut Discount 


Last week I attended a National 
Automobile Dealers Assn, Task 
Force meeting. Subjects discussed 
included concern over the public 
image of car dealers. The public 
image starts with respect for the 
dealers. Respect starts to fall in the 
area of retail pricing. 

The overallowance on the tradein 
—in terms of the figure at which 
a unit should be bought by a dealer, 
or the quickly offered discount 
from the sticker price with no 
tradein—these two actions are the 
starting point of the loss of respect. 

We dealers say we can’t even try 
to sell a car at the suggested retail 
price or the prospect will laugh 
and walk, 

The answer? Lower the dealer 
margin to, for example, 18 percent 
from the suggested retail; which in 
turn means lowering the suggested 
retail. Dealers can then quote the 
right price on the value of the 
tradein, or really try to sell at sug- 
gested retail if there is no tradein. 

The. present discount structure 
leaves SO MUCH ROOM for hag- 
gling that prospects shop from 
dealer to dealer to dealer for a deal. 

The lower margin would lower 
the room for haggling, which is a 
step in the direction of eliminating 
it (if production were geared more 
to demand). If every deal written 
under the present discount struc- 
ture reflected a fair buying price 
for the used piece, or full suggested 
retail with no trade, then dealer 
earnings might be too high in 


The Big Stories 


35 Years Ago—1926 


An estimate of Ford Motor Co.’s business in 1925 indicated that 
the actual profit a car realized by the company from sales was $29, 


against $40 in 1924 . 


. . General Motors Corp. prepared to absorb 


the minority interest in Fisher Body Co. GM held little more than 


60 percent of the Fisher Body. 


20 Years Ago—1941 


Because of a growing need for defense materials, the Office of 
Production Management clamped a ceiling of 4,224,152 vehicles on 
the automobile industry’s output of 1942 models. Ford, GM and Chrys- 
ler Corp. were curtailed 21.5 percent, and four independents, Hudson, 
Nash, Studebaker and Packard, were reduced 15 percent. 


10 Years Ago—1951 


The average new-car dealer started May with a potential inventory 
of 10.5 new cars, according to a field survey, as compared with 12.3 


on April 1. 








‘Respect for Dealers ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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terms of return on investment and 
reward for work effort. 

A realistic suggested retail price 
behind which a dealer could stand, 
with elimination or reduction of 
“giving in” or “knuckling under,” 
would be a basic start toward win- 
ning public confidence and respect. 

There are other problems con- 
cerning the dealer image, but my 
time and your publication’s space 
are both limited.—James H. Harcer, 
Halcyon Motors, Inc. (Volkswag- 
en), Flemington, N. J. 

ok * * 


End Discounts? 


Just read your On The House in 
the May 1 issue. Very good. 

How about this idea? Instead of 
the factories reducing the discount 
percent, how about them setting a 
flat dollar rate. For instance, a car 
costs me $3,000. Let the factory put 
a $3,300 list price on the sticker. 
Also, they would hold back the $300 
and pay $300 times the number of 
sales reported for the month on the 
first of the following month. When 
making a deal, a dealer would give 
actual wholesale volume for the 
used car and know he had $300 in 
the factory bank. 

Of course, this is no cureall plan 
as some dealers, for the sake of 
volume, would give part of the $300 
away. 

However, I think it would help in 
several ways: 

1. It would stop this incessant 
talk about cars being overpriced. 

2. It would stop, “I paid $4,500 for 
this car and you’re only giving me 
$1,500 for it.’ He didn’t pay $4,500 
for it, taking into consideration the 
overallowance he was given on his 
tradein, but try to explain that to 
him. Impossible. 

I believe it would help a great 
many dealers to be less confused in 
arriving at a deal. 

There may be legal aspects in- 
volved here, but I’m not an attor- 
ney. I just know this, I agree with 
you. The present discount setup is 
a farce.—Henry G. Mitier, Hen 
Miller Buick, Inc., Wayne, Pa. 

ok oF * 


Another ‘Vote’ for Yager 


The article in the April 17 issue 
of Automotive News — Stimulator- 
Dealer Concept Is Hit—created a 
considerable stir among the dealer 
members of this association. 

Prompted by the queries of our 
members, we asked for and secured 
a copy of Mr. Yager’s letter to 
Henry Ford II, 

After a thorough digest of the 

(Continued on Page 14, Col. 1) 
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Every month, Ford’s TV spokesman, Professor Jonathan Karas, 
dramatizes one of Ford’s features to the readers of Popular Science, 


Popular Mechanics and Mechanix Illustrated. One of these demon- 
strations appears below. Here’s a convincing sales point to use with 


your prospects... they’ll save as much as $40.00 every 30,000 miles 
on chassis lube jobs alone! 


2. *‘Now, we'll turn on the dynamometers and 
start the test. The punishment these machines 
dish out can be compared to a ride on a badly 
rutted, bumpy road. 





5. ‘When it is time to lubricate the ’61 Ford, 
this plug is unscrewed, new molybdenum disulfide 
grease injected, and the plug replaced. Ford’s 
new chassis lubrication system is a money and 


time saver for your customers. 


3. ‘‘Hours later, we looked at both suspensions. 
Here’s the one on the other ’61 car. See how the 
ball joint leaked? This is why most cars need 
chassis lubes every 1,000 to 2,000 miles. 





6. “Ford is built to go 30,000 miles between 
chassis lubrications . . . 4,000 miles between oil 
changes . . . brakes adjust themselves automati- 
cally ...and the muffler is aluminized to last 
three times as long as ordinary mufflers. 


Ford lor Company, 


“Tell them when you sell them... 
sealed-in lubrication means 





Be “On this dynamometer is a ’61 Ford, on the 
other one, a different ’61 car. Each dynamometer 
has bumps attached to its rollers to give a severe 
shock to the car’s front end. 





4. ‘‘Now look at Ford’s suspension. No leaks. 
No ordinary grease fittings. Each ball joint is 
completely sealed in. No wonder Ford can go 
30,000 miles between chassis lube jobs! 


sJea\Oi Li meleRa@mslelian 
TO TAKE CARE OF ITSELF 


we “Its Diamond Lustre Finish never needs 
waxing, and its body protects itself against rust. 
All are time-saving, money-saving features of the 
’°61 Ford, the car that’s beautifully built to take 
care of itself.” 


DIVISION backs you best 








In the Letterbox 
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contents of this very informative 
letter, we asked for Mr. Yager’s 
permission to reproduce his letter. 

The reproductions were forward- 
ed to the members of the board of 
directors of this association and we 
asked for their comments. 

On April 25, at a meeting of the 
board, the matter of Mr. Yager’s 
letter was brought up for discus- 
sion and it wag the unanimous 
opinion of the board that Mr, Ya- 
ger’s action, his comments and his 
appeal for corrective measures 
have the wholehearted support of 
this association. 

It was the urgent hope of the 
board members that as a result, 
Mr. Yager’s letter will engender 
enough enthusiasm that action to 
return the dealer-franchise system 
to its rightful state will be under- 
taken.—Perter A. Gorvon, executive 
vice-president, Greater New York, 
Long Island and Westchester Auto- 
mobile Dealers Assn., 268 Ashland 


Place, Brooklyn 17, N. Y. 
* a * 


Clinton Endorses Yager 


Eprror’s Note: AUTOMOTIVE NEWs 
received a copy of a letter sent to 
Henry Ford II by the Clinton 
(Ia.) Automobile Dealers Assn. 

At the monthly meeting of the 
Clinton Automobile Dealers Assn. 
April 26, with all makes present, 
the group unanimously endorsed, 
by resolution, M. H. Yager’s letter 
of April 5 to you. 

We are asking you and all other 
automobile manufacturers to give 
his letter full consideration in your 
deliberations with NADA’s Task 
Force.—Marcaret A. Crowe, secre- 
tary, Clinton Automobile Dealers 
Assn., Clinton, Ia. 


* * 
Wealth of Data 


I am extremely impressed by the 
1961 Automotive News Almanac. 
You have done an extraordinary 
job of compiling a wealth of valy- 
able information on the automo- 
bile industry. And, most import- 
antly, you have placed it in a most 
convenient form for easy reference. 
—Byron J. NicHois, general man- 
ager, Dodge. 


* * * 
Dealers Need Help 


The government has been holding 
meetings and passing emergency 
programs to increase employment, 
help distréssed areas, etc. These 
meetings include manufacturers, 
union chiefs, mayors of affected 
cities, state governors and business 
leaders. 

The most vital part of our 
economy is the automobile busi- 
ness and its many suppliers. The 
most important part of the auto- 
mobile business is the dealer and 
his sales organization. No auto- 
mobile manufacturer is any 
stronger than his dealer organ- 
ization and they are the key to 
automobile production problems. 
Until something is done to im- 
prove the dealer profit potential 
and put him in a sound financial 
position, this situation is not go- 
ing to show any continued im- 
provement. 

The cancer in the whole automo- 
bile setup is the manufacturers’ un- 
willingness or failure to recognize 
the need for definite improvement 
in the dealer’s profit picture. The 
inability of the dealer to make a 
profitable return on his investment 
has caused the loss of his salesmen 
to other forms of selling, such as, 
real estate, insurance, etc. Ask any 
dealer how hard it is to get a sales- 
man that can really do the job. 

Why doesn’t the government find 
out what is really wrong with the 
automobile dealer and the reasons 
for the present nonprofitable oper- 
ation of the greater majority of the 
new-car dealers? 

In my opinion, the first and most 
important step in improving a deal- 
er’s operation is to reorganize and 
revitalize his service department. 
The factories should furnish the 
Necessary guidance and help to 
build a dealer’s parts, accessory 
and service profit until it equals 
at least 90 percent of his. absorp- 
tion. Equally important is your 
service management. 

I would rather pay twice as much 
for a good service manager ag a 
good sales manager, because if 
they do a good job in the back end, 
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and actual labor costs on work does 
not begin to reimburse the dealer 
for his cost on same. His loss is number of ways without actual 
on fixed overhead and loss of paid| cost to them, furnish free floor-plan 
labor while mechanics are taking/ to the dealers, including free inter- 
care of warranty service and fac-| est and insurance. If you ever 
tory mistakes while they could be| went out to dealers from October 
working on paid customer labor. 


tant part of the dealer’s profit pic- | floor-plan reduction, when he is 


SELLING SLANTS 
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ture is the stocking and floor- 
planning of new cars. This costs 
the dealer from $1,000 to $3,000 
a month for interest alone, plus 
insurance and storage. Floor-plan 
was only interesting to independ- 
ent finance companies as long as 
they could get a fair amount of 


the sales job is much easier. To| the dealer’s retail paper in com- 
help accomplish the desired profit 
through parts and service, the fac- 
tories should increase the parts and | Mately 50 percent. 
accessory discounts at least 10 per- 
cent. This would not cost the fac- 
tories a cent since it would come 
out of the expense and in the end, 
Federal taxes. 


parison to the floor plan carried. 
They actually demand approxi- 


With the activity of credit 
unions, banks, etc., in the financ- 
ing of new cars, it is impossible 
for the dealer to meet the de- 
mands of the finance companies, 
thus making his floor-plan busi- 
ness unattractive to them. They 
can make more money loaning 
the money out on small loans. 
The dealers not only have pres- 
sure from the factories to take 
and deliver cars, but are pressur- 
ed by the finance companies to 
give them more retail paper or 
reduce inventory. 

The factories can, through a 


The factories should also stand 
a larger percentage of the deal- 
er’s guaranteed service costs, 
especially since the factories 
increased the warranty to 12 
months, also new-car get-ready 
costs on poor quality control by 
factories. 

Taking care of parts replacement 


through February and asked for 
The second and equally impor-! floor-plan interest checks plus 





having a hard time meeting his 
payroll, you know you are cutting 
his heart out. This causes distress 
selling and forces them into un- 
ethical business practices in order 
to meet floor-plan obligations. 

Third and equally important as 
the other two, factories should stop 
the steady flow of factory repre- 
sentatives into a dealer’s place of 
business, They take up his time 
criticizing him and telling how 
good a job John Jones is doing in 
some place 200 miles away. They 
aren’t capable of showing him how 
to do it. 

Anyway you figure it, automobile 
production depends on sales. Sales 
depend on a good, well financed 
dealer organization. The factories 
and unions better spend some time 
around their conference table this 
fall finding ways to improve the 
profit picture for the dealer and 
earnings for the salesmen. Ford is 
already standing part of the sales- 
men’s salary on Lincoln. Perhaps 
it will have to be extended to 
all salesmen. — W1..iAM AITCHISON, 
sales, Snider Auto Service, Inc. 
(Studebaker and Mercedes-Benz), 
Indianapolis. 

Epitror’s Note: Mr. Aitchison’s 
mention of factory sharing the 
compensation of Lincoln sales- 
men refers to a program adopted 





about three months ago by Lin- 
coln-Mercury Division. One hun- 
dred specially selected Lincoln 
salesmen participate. They are 
given a week-long indoctrination 
at the factory, After they return 
to their dealerships, Lincoln pays 
about half of their sales compen- 
sation. 
* * oe 

‘Watching with Despair’ 

“Ask not, what your country can 
do for you; ask what you can do 
for your country.”—President Ken- 
nedy. 

The spiritual and material misery 
to which the employes and em- 
ployers of our key industries are 
delivering this nation, through 
their renunciation of thinking and 
ideals which spring therefrom, I 
picture to myself something close 
to chaos, yet I remain optimistic; 
I do not believe they wish to de- 
stroy themselves. 

What could be so important 
about leisure, unearned pay and 
excessive profit, that we would 
surrender our nation to get it? 
As one of the thousands of auto- 
mobile dealers who sells a product 
made of steel, glass, rubber, tex- 
tiles, and many other commodities 
which are the backbone of our 


economy, I am watching with de- 
(Continued on Page 15, Col. 2) 








Strike up the band 


for greater profits and prizes 
in AC’s fabulous 


“Parade of Prizes’ 
Promotion 


Here’s the greatest prize jackpot in the industry—available to you for 


selling AC Fuel Pumps with the FPM-90 Merchandising Package! 


Even the market is in your favor! Easy-to- 
install fuel pumps are increasing in sales 
yearly—and are one of the most profitable 
replacement items. The best way to cash 
in on this high-profit replacement busi- 
ness is to keep an adequate stock of 


6 FAST-MOVING 


AC FUEL PUMPS 





fuel pumps on hand. Here’s your oppor- 
tunity to stock up with the leading fuel 
pump on the market and get exciting 
gifts besides. You get all these benefits 
and more with AC's fabulous Parade of 
Prizes FPM-90 Merchandising Package. 


Included in FPM-90 are 6 fast-moving AC Fuel Pumps 
for the low-price lines of the “big three.” The pack- 
age contains one each of the fotlowing numbers: 
4460, 4149, 4206*, 4208, 4123, 711. 


*Combination pump 
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Double Duty— 


A new use for a gas engine fuel filter 
has been found by do-it-yourself fans. A 
Carter Carburetor Zip Disc filter is in- 
stalled into the windshield cleaner line 
to keep the nozzle free of impurities in 
the fluid, thereby insuring full spray 
force. The filter was introduced recently 
by the Carter Carburetor Division, ACF 
Industries, Inc., St. Louis, for use in fuel 
lines of motorcycles and scooters, power 
mowers, outboard motors and small in- 
dustrial gas engines. 





AUTOMOTIVE NEWS, MAY 15, 





In the Letterbox 





(Continued from Page 14) 


spair, the deterioriation of our 
franchise system and the end of 
quality dealers. 

I also see the end of the small 
retailers if the greed for more pay 
and more profit is not controlled. 

Some way, management and 
labor must find a way to balance 
the pay, the prices and the profits 
if we are to survive in a free enter- 
prise system. I know incentive 
plans would help. 

Although Hall Motors is not a 
member of the Council of Profit 
Sharing Industries, I feel that in 
their declaration of principles lies 
a fundamental concept that would 
be worthy of thorough investiga- 
tion on the part of all who are 
involved in management-labor 
problems. 

Following is a copy of the declar- 
ation of principles of the Council 
of Profit Sharing Industries as pub- 
lished in 1952. In them is the spirit 
of true democracy. 

1. The council defines profit 
sharing as any procedure under 


OF THE MONTH 
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which an employer pays all em- 
ployes, in addition to good rates 
of regular pay, special current or 
deferred sums, based not only 
upon the individual’s perform- 
ance, but on the prosperity of the 
business as a whole. 

2. The council considers as the 
essential factor of economic life, 
the human person. A free economy 
must be based on freedom of op- 
portunity for each to achieve his 
maximum personal development. 

3. The council holds that profit 
sharing affords a most significant 
means of granting workers free- 
dom of opportunity to participate 
in the rewards of their cooperation 
with capital and management. 

4. While the council feels that 


Idaho Assn. Meets May 14-16 


IDAHO FALLS, Id. — The 27th 
annual convention of the Idaho 
Auto Dealers Assn, has been sched- 
uled for May 14-16 here, according 
to Fisher Ellsworth, general chair- 
man. 











SELECT FROM OVER 350 FAMOUS-BRAND GIFTS 


AC is actually giving you your choice of over 350 top-quality gifts for 
stocking and selling AC Fuel Pumps. All of these top-value gifts are 
pictured and described in the colorful Parade of Prizes catalog that 
comes with each FPM-90 Package. Best of all, these gifts won't cost 
one cent more than the cost of the fuel pumps alone. What’s more— 
the Parade of Prizes Program is continuous so you can save prize points 
from this and other AC Parade of Prizes Programs for the larger gift 
you've always wanted. 


FPM-90 ALSO INCLUDES: 


Valuable Prize Point Certificates worth 400 points redeemable 
immediately for any one of 45 gifts, or accumulated for a larger gift. 
Dealers’ Sales Contest Chart makes it easy and profitable to hold 
a Parade of Prizes fuel pump sales contest among your employes. 


HERE’S HOW TO GET FPM-90 


To get FPM-90 and join the AC Parade of Prizes, all you have to do is 
pay your regular dealer price for the 6 popular AC Fuel Pumps con- 
tained in the package. You keep your full profit on every fuel pump sale, 
The contest chart, Parade of Prizes catalog and Prize Point Certificates 
worth 400 points are included at no charge. 
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profit sharing is entirely justified 
as a principle in its own right, the 
council considers well-planned 


15 


time it does not offer profit shar- 
ing as a panacea. No policy or 
plan in the industrial relation field 


profit sharing to be the best means| can succeed unless it is well adapt- 


of developing group cooperation 
and efficiency. 

5. The council holds that wide- 
spread profit sharing should assist 
in stabilizing the economy. Flexi- 
bility in compensations as well as 
in prices and profits affords the 
best insurance of ready adjustment 
to changing conditions, either up- 
ward or downward. 

6. The council maintains that 
stabilized prosperity can be main- 
tained only under fair relationship 
between prices, pay and profits. It 
believes that if our free economy 
is to survive, management must ac- 
cept the responsibility of trustee- 
ship to see that this relationship 
prevails. 

7. The council holds of para- 
mount importance the true spirit 
of partnership which sound profit 
sharing engenders, The only solu- 
tion to industrial strife is the 
spreading of this spirit. The 
council is convinced, through the 
experience of its members, that 
this approach will be reciprocated 
by a large body of labor. 

8. The council is dedicated to the 
purpose of extending profit sharing 
in every practical way. At the same 








SUPPLIER TODAY! 


ed and unless it has behind it the 
sincere desire of management in 
the importance, dignity and re- 
sponse of the human individual. 

Many members of industry and 
labor unions will ask: Why profit 
sharing? What is the Council of 
Profit Sharing Industries? The an- 
swers raise the most important 
facts in industry today. 

1. Profit sharing is good business. 
It lowers costs, lifts wages and in- 
creases profits. 

2. Profit sharing is good human 
relations. It brings harmony with- 
in the personnel of a company 
and mutual striving and pulling to- 
gether. 

3. Profit sharing is good psychol- 
ogy. It unchains the individual, so 
that he gives his best to the mutual 
work and constantly strives to 
make his best better. 

4. Profit sharing is wise world 
strategy. By releasing the full pro- 
ducing genius of American indus- 
try, it spolights for world attention 
the superior ability of the Ameri- 
can system to satisfy the material 
needs of mankind. 

The time has arrived, now, that 
the very big American industries 

and the very big labor unions 
must realize that by strikes they 
have broken into separate sides 
and we continue to have indus- 
trial warfare and unbalanced in- 
flation. 

This is unworthy of American 
industrial ability. Surely, they 
know that two men working to- 
gether can produce more than 
three men working separately, and 
200 men working together can pro- 
duce more than 400 or 500 working 
separately. Profit sharing empha- 
sizes the togetherness, unity and 
oneness of interest. 

Many of the profit sharing com- 
panies have found that one of the 
difficulties of management is they 
don’t treat their workers as human 
beings, that in all too many com- 
panies today, labor is looked upon 
as a commodity. 

Labor is people, and most of 
labor is good people. Therefore, it 
has been proven that if you take 
labor into your confidence, treat 
them as partners, and as a person, 
you will find a cooperative instead 
of combative spirit, which means 
more production at lower cost 
through efficiency. 

I have been a salesman and re- 
tailer since 1929. I have seen what 
can happen if labor does not have 
a union and I have seen the unions 
price themselves out of jobs. 

At the same time, I have seen 
the steel mills and the automobile 
manufacturers price themselves out 
of 50 percent of their production 
capacity. Overpricing caused over- 
production and our inability to 
compete. 

We have entered into the most 
critical phase of our national life. 
If labor and management is to be 
free, our government free, we 
must remember that the general 
welfare of this entire world is 
involved in every act of capital 
and labor. The action we take 
this year will decide our future. 

If most of our basic industries 
could achieve the efficiency and 
productive ability that most profit 
sharing industries have, our de- 
fense costs would be reduced by 
billions. 

No other destiny awaits this 
country than that which through 
our spiritual and mental disposi- 
tion we prepare for ourselves. — 
P. W. Hatt, Hall Motors (Plym- 
outh), Riverside, Calif. 


* * * 


Quantrell Consolidates 


It’s been quite a while since I 
dropped you a note relative to any 
change in my operation. However, 
I thought you might be interested 
in running a little copy, since we 
recently consolidated our former 
four locations into one downtown 
city block operation. 

This time we bought an older 
building that comprises four floors, 
plus the former Goodrich building 
on the opposite end of the block 
which we tore down. On this loca- 
tion we built a new building and 
attached it to the old building, the 
whole package has become a very 
interesting layout and I, frankly, 
believe one of the most efficient in 
this part of the country. Our oper- 
ation now covers 85,000 square feet 
of floor space al] at one location.— 
ART QUANTRELL, president, Quan- 


trell Cadillac, Inc., St. Paul, Minn. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Buick-Oldsmobile-Pontiac assembly 





‘All-American Values’ 


ee Decatur (Ill) New Car| Plant. 


Dealers Assn, advertised “All- 
American Values’—654 of them in 
the city’s 11 new-car showrooms— 
in a full-page ad in the Decatur 
Sunday Herald and Review. 

Each of the 11 members of the 
association and a drawing of the 
make he handles were featured in 
the layout. 

“You can be a hero to 14,152 em- 
ployes of 22 Decatur plants whose 
livelihood depends on the purchase 
of new cars,” the ad said. 

* oJ * 


Cashing In on Gas War 


ORDAN MOTORS (Dodge-Ram- 
bler), Mishawaka, Ind., capitaliz- 

ed on a gasoline-price war by an- 
nouncing: “Jordan Beats All Com- 
ers in the Current Gasoline-Price 
War with Free Gas.” 

Five gallons of gasoline were 
given motorists who took a dem- 
onstration ride in any of the deal- 
er’s cars, Fifty gallons were given 
if the person accepted any deal of- 
fered on any car in stock. 


Formula for Competition 


 eencepapes in nearby small towns 
can compete with metropolitan 
retailers through aggressive man- 
agement, proper training of sales 
personnel and accelerated advertis- 
ing programs, according to Charles 
Corley, owner of Town & Country 
Pontiac, Inc., Broken Arrow, Okla. 
He said that’s how he boosted 
Town & Country’s sales volume 
from an average of 30 new cars a 
year to 45 a month since taking 
over the dealership last August. 
Broken Arrow igs a community of 
about 2,500 population and is about 
15 miles from downtown Tulsa. 
“Buyers usually recognize value 
and are glad to drive a few extra 
miles for the satisfaction of know- 
ing they have made the best trade,” 
said Corley, who uses Tulsa radio 
and television spots extensively. 
“Once you have something to 
offer,” he continued, “you must 
have properly trained salesmen 


backing up the offer.” 
* * * 


A Sales Stimulator 
ITY Chevrolet-Oldsmobile, Ltd., 
Hamilton, Ont., stimulated 
spring business by offering a $2,000 
Envoy as a Mother’s Day gift. 
To be eligible for the prize, a per- 
son had to buy a new Chevrolet, 


Oldsmobile, Corvair or Envoy, 
* * x 


159 Years’ Service 


ELSON BROS. (Ford), Oakland, 

Neb., used a 10-inch-by-18-inch 
advertisement to inform customers 
that it had joined other members of 
the Nebraska New Car Dealers 
Assn. in adopting the Guaranteed 
Warranty program on used cars. 

The program provides a 15 per- 
cent discount on parts and labor for 
a year. It applies to repairs other 
than those resulting from an acci- 
dent. 

The ad included a picture of nine 
men who have been with the deal- 
ership a total of 159 years. Among 
them were Bill Nelson sr., 42 years; 
Bill Nelson jr., 22 years, and Bill 
Nelson III, one year. 

ok ” © 


What's on Menu? Olds 


OB MORGAN, a salesman for 

Kreiger & Sons (Oldsmobile), 
San Francisco, has come up with 
an unusual mailing piece made up 
like a restaurant menu that “caters 
to gourmet tastes in motoring.” 

The menu, which is changed 
every three months, pictures Mor- 
gan as the maitre d’ and leads off 
with the F-85 Series as the house 
specialty. Other entrees are the 
Dynamic 88, Super 88 and the 
Classic. 

Listed under “a la carte sugges- 
tions” are four series and the 
numerous options and accessories 
available for each. 

oe * + 


Aiming at Fort Worth 
PeeALEns in Arlington, Tex., are 
using a series of billboards and 
newspaper ads to pull traffic from 
nearby Fort Worth. Arlington, a 
city of 45,000, is 10 miles east of 
Fort Worth and is the home of a 





The theme of the promotion is 
“A Thousand Cars in Half a 
Mile,” and the retailers are bill- 
ing themselves as the “Silver 
Wheel” dealers. A boat, motor 
and trailer will be given away in 
a drawing, and second and third 
prizes will be 75,000 and 25,000 
trading stamps. 

Participating dealers are A. Van- 
dergriff (Buick-Chevrolet), Bob 

Cooke Ford, Mid-City Chrysler- 
Plymouth, Luke Pontiac-Rambler 
and Butts Oldsmobile. Their show- 
rooms and lots are on the main 
artery running from Fort Worth 
to Dallas. 


* of * 
‘Profits Are Necessary’ 
_ ‘VER Something for Nothing,” 
was the theme of a newspaper 
ad used by Lou Holtz Buick, Ro- 
chester, N. Y. ; 
Said ad copy: “Like every quality 


merchant who plans to serve you 
for years, we must make a profit. 
That is why Lou Holtz’ prices are 
fair. Fair for you and fair for him. 

“You'll never find any person 

associated with Lou Holtz Buick 
making exorbitant claims as to 
fantastic tradein values, high 
costs of service work or how 
little you'll pay. 

“Something for nothing still 
equals nothing. When you’re ready 
to buy a new Buick, we’d like to 
talk to you. You'll find it easy to 
own and drive a new Buick with 
payments tailored to suit you per- 
sonally.” 

* * aa 


‘Memo’ to Employes 

AILEY’S CHEVROLET, INC., 

Erie, Pa., stressed the import- 
ance of owner satisfaction in its 
operation with an_ institutional 
newspaper ad that featured a mem- 
orandum from the desk of C, A. 
Dailey jr. to all dealership person- 
nel. 

The memo to employes read: 

“All of us have a vital job in 
common—that of keeping our cus- 
tomers completely satisfied with 
their Chevrolet products and our 
dealership. This is what retains 
their loyalty, and their loyalty is 


SELLING SLANTS 








A motorist vacationing in Flor- 
ida reports receiving an overtime 
parking ticket and liking it. At- 
tached to the windshield wiper, it 
read: “Saved! We passed the 
meter and your time was up. We 
dropped the nickel to save you a 
buck—Tampa, Fla., brewery.” 





what assures our success in busi- 
ness. 
“The fact that we have so 








many regular customers return- 
ing here for normal service of 
their cars is a2 proof we are 
pleasing them with our profes- 
sional workmanship and our rea- 
sonable prices, And I’m certain 
the excellent preparation for de- 
livery to owners of our new 

Chevrolet cars and trucks as well 
as all used units is another 
strong reason for our high cus- 
tomer loyalty. 

“The continuation of these prac- 
tices, plus working as a team for 
greater owner satisfaction, will 
make our Chevrolet, Corvair and 
Corvette owners the most cared for 
customers in the world—our con- 
stant goal.” 

* * * 
Spring Paint Special 
Featured by Chevy Dealer 


ON ALLEN CHEVROLET, 

Niagara Falls, N. Y., promoted 
spring service business with a paint 
special featured in a newspaper ad 
under the caption: “Spring Time 
Is Paintup Time.” 

Among specials featured were 
complete paint jobs from $54.95, a 
spray glaze special at $12.95 and 
a facelift special at $4.95. Don Allen 
said in the ad: “Now is the time 
to get rid of all the winter’s rust 
and corrosion on your car.” 








12 FAST-MOVING 
AC AIR FILTERS 


Special design and construction features make AC 
Air Filters over 99% efficient—assuring complete 
customer satisfaction. The filter elements in the 
AFM-89 Package cover over 90% of the passenger 
car market, and include the following types: 


@ 2-A63C = @ -2-A86C 
@ 2-A53C 
@ 1-A66C 


@ 1-A59C 





YOU GET 


@ 1-A90C 


@ 1-A81C 
@ 1-A85C 
@ 1-A49C 


For the best air filter deal ever- 


Join the (© 


with the AFM-89 


Merchandising Package 


FABULOUS CATALOG 


OF EXCITING GIFTS 


AC's big Parade of Prizes is far more than just 
another premium offer. You get your choice of 
over 350 top-brand gifts for a whole range of 
activities and desires. There's sporting equip- 
ment for golf, fishing, hunting, baseball and other 
sports. Camera equipment, jewelry, luggage, 
radios, TV sets and many exciting gifts for the 
homemaker. Parade of Prizes is continuous—so 
you can save prize points from this and other 


Parade of Prizes Programs for bigger gifts. 
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Rambler Deal Expands— 


The new facilities of Bradenton Rambler Motors in Bradenton, Fla., feature an all- 
steel building and open-air showroom and service department. There are entrances 
on both front and rear streets. According to F. B. Firkins, owner, the dealership 
covers 25,000 square feet. 


Dewey Williams Leaves 


Kansas City Dealership 


KANSAS CITY.—Dewey D. Wil- 
liams, an auto dealer here for more 
than 40 years, has resigned as vice- 
president of Kelley-Williams Motor 
Co. He sold his interest in the firm 


OF THE MONTH 
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last fall to Sherrill Minter, presi- 
dent. 

Williams, who formerly was pres- 
ident of the firm, was associated for 
years with his brother, Damon E. 
Williams, who withdrew from the 
business about five years ago, 


Growing Dealerships .. . 





Auto Dealer Expansions 


Al-Warren Ford Expands 


BURLINGTON, Vt.— Al-Warren 
Ford has opened a new showroom 
and expanded used-car lot on Wil- 
liston Rd. The service and parts 
establishment will remain at 87 St. 
Paul St. 

* * Ld 


Al Eames Ford Expands 


ANTIOCH, Calif. — Al Eames 
Ford recently held a grand opening 
for its new headquarters here. The 
10,000-square-foot building is on 1% 
acres of land. 

* * ~ 


Deal Doubles Display Area 

KALAMAZOO, Mich. — A major 
expansion almost doubling the Ed- 
wards Motor Sales used-car display 
area has been completed, accord- 
ing to Mr. and Mrs. Edward Boe- 
chenstein, owners. 

+ * * 
Harvey in New Home 
SLAYTON, Minn.—Don Harvey 


Motor Co. (Ford), has moved into 
its new and larger building. The 
firm is owned and operated by Don 
Harvey. 


* 
Adams Cadillac Opens 


ATLANTA. — Cornelius Adams 
has opened Cornelius Adams Cadil- 
lac Center, which will be affiliated 


200 Ex-Employes Attend 


Graham-Paige Reunion 


DETROIT.—About 200 former 
employes of the old Graham-Paige 
Motors Corp. attended the second 
annual reunion here, according to 
the originators of the event, Joseph 
F. Kennedy, former assistant to 
the president, and Ralph Freer, 
former personnel director. 

They said invitations to future 
reunions will be sent to other for- 
mer employes who contact Freer at 
18035 Rutherford Ave., Detroit 35, 
Mich. 





) Parade of Prizes 


Here’s an opportunity to cash in on added profits and wonderful gifts—just by stocking and 
selling top-quality AC Air Filters. AC Air Filters are used as original equipment on all General 
Motors cars: Chevrolets, Pontiacs, Oldsmobiles, Buicks and Cadillacs. In addition, there are 
AC Air Filters designed to fit all cars. If you've joined the Parade of Prizes in other AC promo- 
tions, then take advantage of this opportunity to build prize points for still bigger gifts. Best of 
all—Parade of Prizes gifts are yours for just the regular cost of the air filters in the AFM-89 
Package. You make your full profit on every element sale. Join the Parade of Prizes today! 


= a 








CHART 


SALES CONTEST 


You can build prizes and profits faster with an 
employe sales contest. Several suggestions for re- 
warding the winners are given on the chart. 


340 PRIZE POINTS 


You can redeem these prize points immediately for 
many fine gifts—or save them for bigger prizes. The 
program is continuous. 


Here’s how to get the AFM-89 
Merchandising Package—To join the AC 
Parade of Prizes, all you have to do is pay your regular 
dealer price for the 12 popular AC Air Filters contained 
in the package. You keep your full profit on every air 
filter sold. The contest chart, Parade of Prizes catalog 
and Prize Point Certificates worth 340 points are 
included at no charge. 





ORDER FROM YOUR CO SUPPLIER TODAY! 
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with Fred Walters Oldsmobile, 3232 
Peachtree Rd., N. E. Adams, who 
was with Capital Automobile Co. 
(Cadillac) for 20 years, has been 
appointed sales vice-president of 
Fred Walters Oldsmobile. 
& * + 

O’Rielly Adds Building 

TUCSON, Ariz. — Construction 
of a new $23,000 sales office for 
O’Rielly Motor Co. (Chevrolet) 
at its used-car lot, has been com- 
pleted. Work has been started on 
a car polishing and washing fa- 
cility at the location, according 
to R. B. O’Rielly, vice-president. 


* * * 


New Building for Irvin 


DENVER, — Construction of a 
$500,000 headquarters for George 
Irvin Chevrolet has been announced 
by George Irvin jr. and Bob Bahne, 
partners. The new facilities include 
a 37,500-square-foot building on a 
three-acre site. 

+ * * 


Fitzgerald Expands 


SOUTH ATTLEBORO, Mass.— 
Fitzgerald Motors, Inc, (Oldsmo- 
bile), has added an 8,000-square- 
foot service building to its facilities 
here. The firm also has added addi- 
tional frontage for new and used- 
car display. 

+ ¥ + 


Don Stein Is Building 


KANSAS CITY.—A 13,000-square- 
foot building is being constructed 
by Don Stein Buick Co. on Metcalf 
(US-69) from 77th Terrace to 78th 
St., Overland Park. The new facil- 
ity, which will triple the space of 
the present quarters at 5801 John- 
son Drive, Mission, will permit ex- 
pansion of service operations, said 
Don Stein, president. 


* * * 


Levy Opens in Evanston 


EVANSTON, Ill.—Carol Buick, 
Inc., 1033 Chicago Ave., has been 
opened by Joseph Levy jr. 


Stock-Car Races 
Used to Test 
Dow Coolant 


MIDLAND, Mich.—The part that 
coolants play in engine perform- 
ance under high speed operating 
conditions is receiving a thorough 
test in the spring stock car racing 
programs. 

The question of better engine 
performance at higher than normal 
engine operating temperatures is 
being studied by Dow Chemical] Co. 
Walter B. Tower, Dow’s racing 
technician, has been working with 
the leading stock car race drivers 
at speedways in Daytona Beach, 
Fla.; Darlington, S. C., and Atlanta. 

Tower, a former outboard race 
driver, is a technical expert on 
cooling problems, He is on hand be- 
fore, during and after NASCAR 
and other races to observe the op- 
eration of engines and offer tech- 
nical assistance on cooling system 
problems. 

The expansion rate of the coolant 
is watched closely when a race car 
comes into its pit stops. Drivers 
pushing for the lead make these 
stops as quickly as possible. The 
coolant, if it is water, frequently 
boils over, and more water must 
be added to continue the race. 

The results of Tower’s work with 
race drivers are checked out by 
Dow to substantiate the fact that 
a coolant meeting the demands of 
speedway racing will prove more 
than adequate for the severest of 
highway driving conditions. 


3 Auto Firms 
Mark 37th Year 


COLUMBUS, O.—Three automo- 
bile firms are celebrating their 37th 
anniversary of business operations. 
They are: 

Wood Motors, Inc, (Chrysler-Im- 
perial); McClure Main Motor Co. 
(Plymouth); and Car Parts Center, 
Inc. (MoPar parts distributor). 
Harold R. Wood is president of the 
three companies. 


Hebebrand Buys Deal 


COLUMBUS, O.—Controlling in- 
terest in Goodwin Bros., Inc. 
(Dodge), has been purchased by 
John Hebebrand. He becomes presi- 
dent and general manager. 








VALUE 


the MOST bin features for your bin dollar 





Borroughs sliding dividers 
20 gauge, in 1%”, 34%”, 4%” and 
6¥e” heights. 3” base flange. Dividers 
snap over front and rear shelf flanges 
and hold by spring tension. Label 
holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black oxide 
label holder attached. 





Borroughs standard trays 


22 gauge one-piece flanged and hemmed 
body, for maximum strength. Formed pull. 
Lanced label holder and partition slots. 20 
gauge back stop spot welded to back of tray. 








Borroughs sliding shelves 


18 gauge steel. 357%” long with 7%” front and rear 
flange. Front flange has a %” 


return flange, and is 


pierced at each end to receive 3” label holders. 


send for Catalog TODAY! 
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Choice of green, gray, buff, white 
or cascade, electrostatically baked- 
on enamel. 





These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. 
2420 Oakville St. 


ALEXANDRIA, VA.: 


ATLANTA: Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
BROOMALL, PA: East Coast Distributing Co. 
2010 Boxwood Dr. 
BUFFALO: Automotive Bin Service Co., Inc. 
51 Isabelle 
CHICAGO: felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 
CINCINNATI: Automotive Bin Service Co., Inc. 


1220 Richmond St. 


CLEVELAND: 
8905 Lake Ave. 


W. W. Cannon Co. 
9739 Denton Dr. 


Barker Co. 
421 Santa Fe Dr. 


DALLAS: 


DENVER: 


DETROIT: Automotive Bin Service Co., Inc. 
10040 Freeland Ave. 

FARGO: Adams, Inc. 
6 North 13th St. 

FORT WORTH: W. W. Cannon Co. 

P. O. Box 464 

FRESNO: Healey & Co. 
2302 Tulare St. 

HONOLULU,Hawaii: Hunters’ Office & Industrial 


Equipment Co, 
538 Reed Lane 


Automotive Bin Service Co., Inc. 


HOUSTON: 
INDIANAPOLIS: 
JACKSONVILLE: 

KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 


MEMPHIS: 


MILWAUKEE: 


NEW ORLEANS: 


NEW YORK: 


OAKLAND: 


OKLAHOMA CITY: 


OMAHA: 


W. W. Cannon Co. 
1901 Winter St. 


Automotive Bin Service Co., Inc. PITTSBURGH: 
4508 Alisonville Road 
Bins & Equipment Co., Inc. PORTLAND, Or.: 
2610 Ligustrum Rd, 

es SACRAMENTO: 
Siggins Co. 
706 Broadway 

SALT LAKE CITY: 


Green-Penny Co. 
4180 E. Noakes St. 


ST. LOUIS: 
Automotive Bin Service Co., Inc. 
204 Builders Bldg. ST. PAUL: 
Metal Products Co, 
1620 Channel Ave. 
Felix F. Loeb, Inc. SEATS: 
864 E. Birch Ave. 

SEATTLE: 

Edco Metals, Inc. 
3030 Josephine St TACOMA: 
Borroughs Mfg. Corp. 
121 Varick St. TOLEDO: 
William A. Gore Co. 
1834 Adeline St. WATERTOWN, Mass.: 
W. W. Cannon Co. P : 
P. O. Box 7317 UERTO RICO: 
Siggins Co. CANADA: 
1236 S. 13th St. 


PHILADELPHIA: 


East Coast Distributing Co. 
780 S. 52nd St. 


Automotive Bin Service Co., Inc. 
1302 Highland Bidg. 

The Brower Co. 

1633 N. W 21st Ave. 


Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 


Business Equipment Co. 
949 E. 21st, South 


Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Steel Products, Inc. 
264 N. Beacon St. 

Automotive Specialties, Inc. 
1100 Corchado St., Santurce 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 
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OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. all. KALAMAZOO, MICHIGAN 
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For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the neXt 
month—a regular feature of AUTo- 
MOTIVE NEws. 

AMERICAN MOTORS — Seven 

mobile training units, with their re- 
spective instructors, will be con- 
ducting classes in the following 
states May 22-June 16: Unit 101, 
Les Howard, North Carolina and 
Virginia; Unit 102, LeRoy Roberts, 
New Jersey and New York; Unit 
103, Joe Demers, Pennsylvania and 
West Virginia; Unit 104, Lloyd Tol- 
man, Kansas and Oklahoma; Unit 
105, Ken Piere, California and Ne- 
vada; Unit 106, H. A. Hudson, 
Texas, New Mexico and Colorado; 
Unit 107, Lloyd Graves, Kentucky, 
Tennessee, Alabama and Missis- 
sippi. 
CADILLAC DIVISION—Air Con- 
ditioning—Atlanta, June 5; Buffalo, 
June 13; Cincinnati, May 31; Detroit, 
May 31; Kansas City, June 7; New- 
ark, N. J., May 31; New York, May 
31; Omaha, June 7; Philadelphia, 
May 31. Power Steering — Boston, 
May 31; Newark, N. J., June 5; New 
York, June 12; Pittsburgh, June 6; 
San Francisco, June 1. Diagnosis— 
Boston, June 5; Jacksonville, Fla., 
June 5; Washington, June 5, 12. 
Parts Merchandising — Buffalo, 
June 16; Detroit, June 9; Pitts- 
burgh, May 31. Hydra-Matic Diag- 
nosis — Charlotte, N. C., June 6; 
Detroit, June 13; Kansas City, June 
12; Newark, N. J., June 12; New 
York, June 5; Pittsburgh, June 13. 
Hydra-Matic Overhaul — Charlotte, 
N. C., June 8; Detroit, June 15; 
Newark, N. J., June 14; New York, 
June 7; Pittsburgh, June 15. Elec- 
trical Units—Charlotte, N. C., June 
13; Cincinnati, June 15; New York, 
June 14. Charging Circuits—Char- 
lotte, N. C., June 15; Dallas, May 
31; Houston, June 6; Philadelphia, 
June 12, 14. Carburetion — Cincin- 
nati, June 6; Los Angeles, June 7, 
14; Pittsburgh, June 8. Circuit 
Tracing—Cincinnati, June 8, 9; 
Dallas, June 2. Power Brakes—Cin- 
cinnati, June 13; Kansas City, June 
14; Los Angeles, May 31, June 5; 
Pittsburgh, June 1. Engine Mechan- 
ical Service—Denver, June 13; Ok- 
lahoma City, June 5; St. Louis, May 
31. Chassis Suspension — Detroit, 
June 6; Jacksonville, Fla., June 12; 
Newark, N. J., June 7; Oklahoma 
City, June 1. AFA Preparation— 
Detroit, June 8; Jacksonville, Fla., 
June 14; Kansas City, June 6. En- 
gine Tuneup—Houston, June 8; Los 
Angeles, June 12; Philadelphia, 
June 5, 7. 

CHRYSLER CORP.—During the 
period May 22-June 16, the five 
Chrysler Corp. training centers will 
offer service courses on automatic 
and manual-shift transmissions, 
manual and power steering, engines 
and engine tuneup, electrical and 
fuel system components, air condi- 
tioning, rear axles, body, brakes, 
suspension, accessories, new-car 
preparation, etc. Training covers 
latest factory-approved service pro- 
cedures, theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. Direct all inquiries 
to service training coordinator at 
training center serving your area. 
Also, a service merchandising and 
management conference for dealer- 
sponsored service managers will be 
offered the week of June 5 at the 
Rye (N. Y.) Center. 


FORD DIVISION — During the} 


period of May 22-July 16, the 36 
Ford district school instructors will 
be conducting courses in body serv- 
ice sheet metal and glass fits and 
adjustments, air conditioning, Ford- 
omatic and Cruise-O-Matic trans- 
missions, electrical systems (car 
and truck), and such courses as are 
required to meet local conditions. 
GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 









of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new Mme- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

MACK TRUCKS, INC. 
week courses are being offered, 
tuition-free. Diesel engine course 
and clutch transmission, carrier 
and bogie course. For further in- 
formation contact: Plainfield Serv- 
ice School Supervisor, Mack 
Trucks, Inc., 935 S, Second St., 
Plainfield, N. J. 

STUDEBAKER-PACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, S. 
Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational] Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
May 15. 

JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, wheel 


(Continued on Page 78, Col, 2) 











Ad Manager Cited— 


Robert W. Slocum, left, advertising man- 
ager, Watervliet Tool Co., Inc., subsidiary 
of CMP Industries, Inc., Albany, receives 
the “Advertising Man of the Year’ citation 
from the Assn. of Industrial Advertisers, 
Albany chapter. The presentation is made 
by Howard Howe, AIA awards chairman. 
The award is made annually for outstand- 
ing achievement, integrity, leadership and 
contributions to the advertising profession. 
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Some of your best 


- customers 


are women Sa 
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* T hat’s why department stores use more 


advertising in The Times than in any other 
New York newspaper. Do you want to sell 
more? To women? Then do more of your 
selling through The New York Times. 


It’s first in New York in automotive 


advertising, too. Because it sells and sells. 


é In New York their favorite buying 


guide is The New York Times* 
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Now! 
DOWGARD Coolant 











UARANTEED 


AGAINST LOSS FOR 


2 FULL YEARS 


(OR 24,000 MILES!) 





NEW GUARANTEE GIVES YOU BIG 
NEW PLUS FOR YEAR ROUND PROFITS! 


In 1958 cars or newer, DOWGARD Coolant is 
guaranteed against loss by Dow for two full 
years or 24,000 miles, whichever occurs first. 
(Replacement for loss the first six months is 
free; from 6 to 18 months 50% of retail price; 
from 18 to 24 months 75% of retail price.) 
This means that customers will get all the 
benefits of DOWGARD through 1961, ’62 and 
part of ’63 (summer and winter) for only 
about 50¢ per month. The guarantee re- 
quires customer call-backs for an inspection 
every six months. DOWGARD must be in- 
stalled by a service dealer. (We insist on 
this because we honor the guarantee.) This 
new guarantee policy gives you a stronger 
sales approach. 






















NOW, SELL TWICE THE VALUE— 
AT NO INCREASE IN PRICE! 


After continuous testing and use in the field, 
DOWGARD Coolant has proved it’s good for a 
lot longer than just one year. Therefore, 
Dow now recommends its use for two full 
years. There’s no change in price . . . no 
change in DOWGARD Coolant’ssuperior ability 
to stop rust and corrosion damage in the 
cooling system . . . plus guaranteed freeze 
protection anywhere in the continental 
U.S.A. and outstanding protection against 
overheating. What’s more, DOWGARD adds 
life to an engine—a bit more zip, a lot more 
dependability. DOWGARD gives you new sell- 
ing opportunities—not just for one season— 
but year ’round, year after year. 
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DOWGARD COOLANT IS SOLD THROUGH SERVICE DEALERS 


DOW DISTRIBUTION POLICY ANNOUNCED EARLY IN 1960 STILL STANDS. DOWGARD COOLANT WILL BE 


SOLD THROUGH ESTABLISHED NEW CAR DEALERSHIPS, SERVICE STATIONS AND INDEPENDENT GARAGES 












sae best car news 
of 1961 
is happening under your hood! 


. 








Chemistry looks under your radiator cap. 
Dow chemists took a close look at the most 
overlooked part of your car . . . the cooling 
system. They chopped engines like yours 
apart, dismantled radiators. Part by part, 
they found grim evidence of clogged radiators, 
corroded water pumps, thickly scaled engine 
blocks! Even with “normal” care, cooling sys- 
tems were found to have aged long before 
their time. 


A close look proved, for complete protec- 
tion, everything under the cap should come 
from the lab! When the final inspection had 
been completed and the evidence weighed, 
one fact was clear: your car’s worst enemy is 
water. Even when mixed with antifreezes or 
rust inhibitors, ordinary water turned cooling 
systems into “boiler systems.’’ The answer? 
Permit no ordinary water in the system! 
Instead, produce a completely laboratory- 
controlled fluid for your car’s engine. 


A NEW CONCEPT IN COOLANTS 
DOWGARD Full-Fill Coolant is the first 


coolant of its kind. It represents an entirely 


What’s the news? 


MONEY! Saved for you through the pre- 
vention of clogged radiators and plugged 
pressure caps. This added protection will pre- 
vent rusted water pumps, burned valves, 


And what’s new? 
DOWGARD® FULL-FILL® COOLANT!— 


A new concept in automobile cooling system 
fluids that can save you many repair bills by 


What is DOWGARD 
Full-Fill Coolant? 













scuffed cylinder walls, overheating of trans- 
mission and engine oil, fuel squandering, and 
loss of air conditioning caused by cooling 
system failures. 






keeping the many parts of your cooling system 
in “like new” condition from the day your car 
rolls off the assembly line! 










new concept in automotive coolants. Nothing 
is ever added to DOWGARD Full-Fill Cool- 
ant ... no water, no rust inhibitors, nothing. 
DOWGARD Full-Fill Coolant is used to fill 
your car’s cooling system from bottom to top. 


WHY THEY GOT RID 
OF ORDINARY WATER! 


(and why you should, too) 


The good is none too good and the bad is 
murder on metals! On a hot day when thirst 
is every third word you think of, a bubbling 
spring, a water hose or a sink faucet is about 
the best thing you can find. Great for you, 
perhaps, but not for your car. 


Water, in its most pure state (rain) absorbs 
carbon dioxide from the atmosphere as it falls 
to earth. Water with carbon dioxide, after it 
enters the earth, dissolves many minerals and 
carries them along either suspended or in 
solution. Sediment, microorganisms, fluorides, 
calcium and magnesium salts join the parade 
by the time rain water has become ‘‘well water.”’ 








In a six-week test, discs of these cooling system 
metals were inserted in DOWGARD Coolant and 
also in a solution of a good antifreeze and water. 
The difference between the two sets of discs was 
remarkable. Those taken out of the antifreeze- 
water solution showed definite signs of rust and 
corrosion. On the discs which had been in DOW- 
GARD—not a speck! 


Even soft water is hard on your car! 
Water in your area may be soft as a 
downy pillow yet be hard on your car’s 
cooling system. 


Why? 


Because water impurities are divided 
into two groups. Those that cause water 
to be “hard’”’ are calcium and mag- 
nesium. Remove them and the water 
can still be corrosive. That’s because of 
other corrosive elements which may be 
present in even soft water. These ele- 
ments are chlorides, sulphates and bi- 
carbonates. They’re extremely corrosive 
in a cooling system, not only attacking 
metal surfaces, but building up forma- 
tions of corrosion products on engine 
walls. 


Ordinary inhibitors were a compro- 
mise that didn’t satisfy Dow chemists! 
The trickiest thing of all about natural 
water, however, is its variable composi- 
tion. Impurities in water where you live 
may not be the same in the next state 
...or even in the next county. This has 
made it impossible for chemists to de- 
velop an inhibitor capable of protecting 
all the metals, including aluminum, in 
your cooling system equally well in all 
waters. 


Rust inhibitors (even those put in anti- 
freezes) have had to be compromises, 
designed to do fairly well under most 
conditions but not necessarily the best 
under any given water condition. The 
only way to build the perfect inhibitor 
system was to formulate the complete 
coolant. 





What DOWGARD Coolant 


does for you and why 


Improves Performance and Economy! The 
better you vaporize your fuel, the more you 
economize. DOWGARD Coolant can help 
your car’s intake manifold vaporize the fuel- 
air mixture better while on its way to the 
combustion chambers. This is possible because 
DOWGARD Coolant permits your engine to 
run closer to optimum temperature. You get 
better manifolding, better fuel distribution. 


This can mean better performance, increased 
gas mileage. In addition, DOWGARD keeps 
this temperature level under control by keep- 
ing the cooling system clean. Water, by caus- 
ing rust, corrosion and clogging can boost 
metal temperatures too high in time, producing 
actual engine damage such as burned valves, 
cylinder wall scuffing. 


DOWGARD Coolant keeps flowing, you 
keep going in cold weather or hot. DOW- 
GARD Coolant is especially important when 
you’re in slow, bumper-to-bumper traffic dur- 
ing the summer and your car’s engine has to 
pant like a hunting panther to catch a breath. 
Water will often ‘‘after-boil’”’ if you shut your 
engine off suddenly after a hot trip, causing 
coolant to escape and make things even worse 
when it comes time for you to take off again. 
DOWGARD Coolant resists boiling, perform- 
ing its proper function of heat transfer long 
after water would have boiled away. 

At the other end of the thermometer, DOW- 
GARD Coolant is guaranteed to protect 
against freezing damage anywhere in the con- 
tinental U. S. (Details on back cover.) 








Takes the heat off air-conditioned cars! 
Air conditioning puts an extra load on your 
car’s engine, often causing it to overheat just 
while you’re trying hardest to beat the heat. 
The safety margin in DOWGARD Coolant 
means that it will stay put, keep cooling, 
longer than water. And in factory installed 
air conditioning units where the evaporator 
coils and heater core are sometimes made in 
one unit, DOWGARD Coolant will prevent 
freezing in the heater core. 


Keeps octane requirements constant! 
Water-caused corrosion can even make your 
gas bill jump. It’s as simple as this: When 
your engine starts running too hot because of 
poor heat transfer through the cooling sys- 
tem, your engine’s octane appetite jumps. A 
little scale can materially increase the tem- 
perature of cylinder combustion walls. In time, 
your engine could start requiring gasoline 
with a higher and higher octane rating. You 
can keep your engine from developing such 
expensive tastes by keeping DOWGARD 
Coolant in the system from the day you buy 
your car. 














Helps control fluid temperatures in auto- 
matic transmissions! The same liquid that 
cools your engine also cools the fluid in your 
automatic transmission. A little corrosion on 
this “intercooler” through which the trans- 
mission fluid flows can increase oil temper- 
ature, reduce oil oxidation life and decrease 
the life of transmission seals. DOWGARD 
Coolant assures you of clean controlled cool- 
ing in this vital area. 


Maintains cooling systems at full capacity 
by preventing rust and corrosion! Water can 
actually shrink your car’s cooling system ca- 
pacity. The build-up of scale on cooling system 
walls limits the amount of coolant that can be 
circulated. It also restricts its flow. This is 
critical in modern high-compression engines, 
loaded with power equipment that was never 
dreamed of in the older days of the big, ex- 
posed radiators. Your engine needs every 
quart of cooling capacity it was designed for. 
DOWGARD Coolant keeps the cooling sys- 
tem in “like new” condition, cooling metal 
surfaces instead of insulating them with scale 
and corrosion. 






























DOWGARD Coolant gets the checkered f 


EVENT RESULTS EVENT RESULTS 


CAMORADI U.S.A. Hanford, California Ist, 2nd, 3rd places 


World Championship, | 1st Over-all, 1st in - . 
Nurburg Ring, Germany | Class, Fastest Lap Nashville, Tennessee 





2nd and 3rd places 














LeMans 24-Hour Endurance Race, | 10th Over-all, Weaverville, S. C. | Ist place 
France 2nd in Class - sae ne ie = 
- : ven nd, 3rd an 
Ist Over-all, Ist in Darlington “500 places 





Road Americas, Wisconsin Class, Lap Record Rill 


Two Ist places; 
2nd to 3ist com- 


INDIANAPOLIS MOTOR Sth, 7th and 12th USAC, Langhorne, Pa. 








MEANT? laces; Qualifying ERAT pleting cars fin- 
SPEEDWAY ‘‘500 ecord 50” Double-header ished with DOW- 
~ GARD Coolant r 
NATIONAL DRAG | 1960 Top Stock - —— —— 
CHAMPIONSHIPS, DETROIT Eliminator PIKES PEAK AUTO HILL CLIMB: 








‘ s= Miviel | 3rd, 7th, 8th, 9th, 
Championship Division ' ’ ' ' 
NASCAR GRAND NATIONAL CIRCUIT: ee ee and 10th places 


Stock Car Division 2nd and 3rd places * 


Ist, 2nd, 3rd and » 
4th places 








Darlington, S. C. “Rebel 300” Ist, 2nd, 3rd places 
Charlotte, N. C. “World 600” | Ist and 3rd places 





Sports Car Division 











—AND DOWGARD COOLANT IS NOW ON ITS WAY TO MORE VICTORIES IN 1961! te 


DOWGARD Coolant finishes in first 10 again and 


again during °61 NASCAR Daytona Speed Weeks Le 
An impressive total of 73.8% of all participating cars of 
used DOWGARD Full-Fill Coolant during the February the 
NASCAR Speed Weeks. And driver confidence in this Da 
new coolant was well placed. DOWGARD was used in DO 


from 4 to 8 cars placing in the first 10 in every major 
event on the fast, 244-mile track. 





flag under grueling race conditions! 


DOWGARD Coolant rode with the winners around the world in 19601 


In 1960, race drivers and mechanics had 
a new coolant to use in their hot, high- 
cost vehicles. Of the hundreds of cars 
using DOWGARD Coolant in races here 


and abroad, not one failed to finish be- 


cause of overheating caused by the cool- 
ant. The schedule at the left lists some of 
the events in which DOWGARD Coolant 
was “‘entered’”’ with rewarding results. 


Here’s what race drivers say about DOWGARD Coolant! 


, 


Lee Petty: ‘“DOWGARD kept the cars 
of both myself and my son Dick run- 
ning at perfect racing temperature 
throughout the Firecracker ‘250’ at 
Daytona. We are both real happy with 
DOWGARD.” 


Rex White: ‘“DOWGARD has per- 
formed perfectly for me every time. | 
no longer race anywhere without it. 
| think you really have a real ad- 
vancement in engine cooling with 
DOWGARD.” 


Jim Wangers: ‘We used DOWGARD 
in all our entries during the 1960 
National Drag Championships . . . in- 
cluding the winner, of course. We'll 
be using DOWGARD again this year— 
every little edge counts!” 


What they learned at the track is just as true for you in traffic! 





You can’t lose—it’s guaranteed against 
loss and freezing. In 1958 cars, or newer, 
DOWGARD Full-Fill Coolant is guaranteed 


by Dow for a period of 24 months or 24,000 
miles, whichever occurs first, against loss of 
the coolant from the cooling system—irre- 
spective of the cause. 

This guarantee covers, for example, loss re- 
sulting from such things as a collision, a 
faulty water pump, or other matters over 
which Dow has no control. If a loss occurs 
within the first 6 months (6,000 miles) replace- 
ment is free; if from 6 to 18 months (6,000- 
18,000), you save 50% of the then retail price; 
from 18 to 24 months (18,000-24,000), you 
save 25% of the retail price. 

The conditions of the guarantee require only 
that DOWGARD be installed in a 1958 or 
newer car by a service dealer, that the cooling 
system be in good condition at installation, 
and that the cooling system be inspected, and 
repaired if necessary, every 6 months. 

In addition, Dow guarantees for two full 
years to repair any damage to the engine or 
cooling system, caused by freezing of the cool- 


ant, in any car, anywhere in the continental 
United States, in which DOWGARD has been 
properly installed. This 7s not subject to the 
limitations concerning model year, etc., which 
apply only to the guarantee against loss. ‘ 


When you figure the cost—you’ll see you {| 
save! DOWGARD Coolant is sold for a sug- 
gested retail price of $2.25 per gallon, about } 
what you’d expect to pay for a premium cool- 
ant. For most American cars, this means a 
complete fill of DOWGARD Coolant costs 
$8 to $12. Figured over a two-year period, you 
pay only $4 to $6 a year for all the bene- 
fits of this laboratory-controlled fluid. Nothing 
else does so much for your car for so little! 


Proper installation protects your invest- 
ment. DOWGARD Cool- —————— 
ant is available through 
your recognized service 
dealers. This assures you of 
professional installation by 
trained service personnel. 
You’ll get all the good out of 
DOWGARD Coolant that 
the laboratory put into it. 


COOLING SYSTEM 
FLUID 


Get the best out of your car—put DOWGARD Full-Fill Coolant in it today 


FORM NO. 201-004-61 
PRINTED IN U.S.A. 


The Dow Chemical Company « Midland, Michigan <>- 











NOTE: Be sure to read and keep the attached 
8-page news bulletin. It makes great reading. 
Save it for use as a sales aid—to help you answer 
customers’ questions and help build more year 
‘round business. If you want extra copies, 
ask your Jobber Salesman. They’re free! 


Announcing another premium product— 


DOWGARD Antifreeze! 


NOW! A NATIONAL BRAND ANTIFREEZE FOR SERVICE 
DEALERS WITH A GUARANTEE AGAINST LOSS, AND... 
IT’S COMPETITIVELY PRICED. 


Here, truly, is the quality antifreeze for 1961 that o 
will equal or outperform any antifreeze formulation ; OSA ND) 
now available. Yet DowGARD Antifreeze is priced 


competitively with other dealer-installed antifreezes. A 
i : 
; j 


For car owners who (for some reason) still insist on 

antifreeze, DOWGARD Antifreeze offers the finest 

engine protection for one full winter. It’s the premi- 

um national brand antifreeze guaranteed against 

loss for one full winter driving season—till May 1! KEEPS 
Absolutely the finest antifreeze available today! we cee 
Meets and exceeds every car maker’s specifications i 


for an ethylene glycol antifreeze. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN <> 


STRENGTHEN YOUR SALES NOW... WITH THESE PREMIUM PRODUCTS FROM DOW! 












TURNINGS ... 


Insight Into Engineers 
From Executive Tester 


AUTOMOTIVE NEWS, MAY 15, 1961 






By Joseph M. Callahan 
Engineering Editor 
ee ee speaking, Dan Beck has had thousands 
of automotive engineers on the psychiatrist’s couch dur- 
ing the past 15 years and this has given him an unusual 
00 


insight into the typical engi- 
neer. 

A former mining engineer and 
Chrysler Corp. official, Beck has 
operated the Ex- 
ecutive Selection 
and Training In- 
stitute in Detroit 
since the war. 
The primary 
function of this 
small company 
is to analyze 
engineers and 
other employes to 
measure their po- 
tential ability to 
do a specific job. 





J. M. Callahan 


Beck doesn’t run an executive 
employment agency, 
has done some executive procure- 


ment for auto makers and sup-| | 


pliers. He also receives several 
dozen letters a week from job ap- 
plicants, which keeps him informed 
on the current employment situa- 
tion. 

At present there are a lot more 
applicants than jobs. However, in 
the past he has tested as many 
as 1,000 engineers who had been 
hired by one company and sent 
to him for testing. This was dur- 
ing one of the engineer-shortage 
eras and this company had hired 





although he 





almost every engineer in sight 
and then left the sorting up to 
Beck. 

By means of lengthy written 
tests and some verbal questioning, 
Beck probes into the minds of the 
engineers, seeking to put a numeri- 
cal value on each of these ele- 
ments: 

1. Mental capacity. He divides all 
intellects into five categories—(a) 
moron level, (b) grammar-school 
level, (c) high-school level, (d) pro- 
fessional level and (e) genius level. 

* * * 
Z THE company is looking for a 
draftsman or detailer, Beck will 
look for somebody in the middle 
level. Successful engineers will only 
come from the 
upper two levels. 

2. Visualization. 
This concerns 
how well the 
man can visual- 
ize a part. Some 
people can visu- 
alize things in 
only two dimen- 
sions; others can 
visualize them in 
only three dimen- 
sions. A good en- 
gineer must be able to do both. 

3. Interest in engineering. Said 
Beck: “A man may be very intelli- 


Dan Beck 


gent, but he’ll never shine in things 
he doesn’t like. If you have to fight 
your job for eight hours a day, 
you”re in no mood to do the little 
extra things that make for real 
success. The best men work up to 
the last minute and a little beyond, 
sometimes. 

“If you like your job and if ‘it 
gives you satisfaction, you'll go 

home and say, ‘Boy, we had a 

good, tough day today, but I hope 

we'll never have another like it.’” 

Often engineers come to Beck 
with fine backgrounds, good mental 
capacity, but only average interest 
in engineering. He generally sug- 
gests that these men become sales 
engineers and they often turn out 
very well. 

4. Personality and understanding 
of people. According to Beck, this 
is very important but it won’t help 
if a man doesn’t have the brains 


or interest in the field. 
* * a 


Major Defect Cited 


ee back at the thousands 
of engineers he has tested and 
interviewed, Beck said the major 
defect of men who are adequate 
engineers is that they lack under- 
standing and interest in other 
people. 

He explained that the average 























One End Lift 





Garage 
Horses 


HERES AHEAVY DUTY HANDLER 
FOR BIG TRANSMISSIONS AND 
DIFFERENTIALS. 
ADAPTER FOR CORVAIR ENGINE Too! 


AUSCO 


AUTO SPECIALTIES MFG. CO. 










IDEAL WITH 


© Model D-8200 

- Heavy Duty Hydraulic 
Truck Transmission Han- 
dler. 2000 Ibs. Capacity 







ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 


=, 
Hydraulic 
Hand Jacks Q 





<_ Adapter included 
for Powerglide 
and Tempest 
Transaxle 







MECHANICAL UNDER- 
THE-HOIST HANDLER. 


SCREW AND AUTO- 
MATIC LOWERING 


Hydraulic 
Service Jacks 
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USE THE 
NEW All-l09 ADAPTER 


Alo-9 TO REMOVE AND 
ENGINE QUICKLY, EASILY. 


.. AND HERE'S 
A LOW-COST 


BALL BEARING 


WITH PEDAL 
CONTROL MAKE 
IT EASY 
TO USE 


WITH EITHER D-8200 OR 


REPLACE THE ECONO-LINE 


Mechanical Handler 


‘| AULSCO Teansmission Hondlers 
ARE BUILT 70 DO MORE SOES! 


FOR EXAMPLE, THIS ADAPTER IS SUPPLIED WITH THE 
NO.A10-9 FOR REMOVAL AND REPLACEMENT OF THE 


TEMPEST 


TRANSAXLE 


No. A10-9 


_ Hydraulic Transmission. 


Handler with Universal 


Adapter. 1000 Ibs. Capacity 



















































engineer starts learning technical 
things and continues to bear 
down on these inanimate things 
until soon he cares only about 
facts, forgetting all about human 
beings and his relationships with 
them, 

“Then,” he asserted, “when the 
layoffs come along, he gets fired 
because nobody knows. or cares 
about him, anyway.” 

According to Beck, the social life 
of some auto engineers consists of 
going to the Engineering Soviety 
of Detroit building for a meal and 
spending the lunch hour drawing 
designs on the white tablecloth. 

Citing the case of a chemical en- 
gineer he analyzed recently, he said 
this 46-year-old man was successful 
from the monetary standpoint 
($14,400 a year) and terrific from 
the technical standpoint. But he 
was very unhappy in his work. 

* * * 


H® FOUND this man to be lack- 
ing in self-control (lost his 
temper periodically), self-reliance 
(looked for approval of himself 
but didn’t give it to others), social 
skills (concerned only about No. 1) 
and had antisocial tendencies (will- 
ingness to fight for trivial things 
at the drop of a hat). 

“This man,” he continued, “was 
weak in sociability—he didn’t be- 
long to any groups—and he was 
inhibited, introspective in his 
thinking habits, apprehensive 
about the future and too subjec- 
tive about himself.” 


Because this man was so well 
equipped technically for his posi- 
tion, he had developed a feeling 
that some other person should have 
had his boss’s job. He was so anx- 
ious to promote himself technically 
that he had neglected his social 
growth. 

The man asked Beck if he should 
quit his job and try for another 
position, but Beck told him he 
couldn’t possibly duplicate his sal- 
ary elsewhere. Then he laid out 
a program that would enable the 
man to develop himself as a social 
human being. 


Beck said “I urged this man to 
start learning about people, to start 
treating his boss as a human being 
and to start showing appreciation 
to other people at his office. 

“It’s often been said that 90 per- 
cent of the people who fail these 
days do so because of their failure 
in their human relationships and 
not because they lack the ability.” 

* Bo * 


Word to Youngsters 


PURIING to some of the younger 
engineers he has tested recent- 
ly, he said a lot of boys are going 
through engineering colleges, al- 
though they really shouldn’t. They 
turn out to be only mediocre engi- 
neers because their heart isn’t in it. 

“Often,” Beck said, “these boys 
come to feel that they’re no good 
at anything because they’re not 
good engineers. These fellows 
would be wiser to take something 
like business administration — a 
field that is getting some real 
good people, although it was once 
largely occupied by fellows that 
couldn’t make it elsewhere.” 

Summing up his thinking, Beck 
concluded, “I feel that everybody 
is good for something. I never criti- 
cize a man. I try to pick out his 
strong points and to strengthen 
them.” 


Frigiking Lists 
3,200 Dealers for 


Air Conditioners 


DALLAS.—There are now more 
than 3,200 sales and service outlets 
for the Frigiking auto air condi- 
tioner, according to Bert J. Mitch- 
ell, president of Frigikar Corp. 


Mitchell said that the 1961 Frigi- 
king line is designed to fit all do- 
mestic standard cars, compacts, 
imports and sports jobs. Cars as 
old as 1952 models may also be 
equipped, he said. 

The units are interchangeable 
from one car to another, he noted, 
and carry a warranty covering 12 
months or 12,000 miles. 

As recently as 1953, he said, only 
40,000 units were sold by the auto- 
air-conditioning industry. This had 
grown to 285,000 units by 1956 and 
this year, he said, sales may reach 
750,000 units. 

Frigikar began manufacturing 
air conditioners in 1949. 
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Make customers happy and profits bigger— 
sell SOLEX® Safety Glass 


Every auto dealer and salesman knows optional equipment sales mean more money. Here’s one way to get 
those extra profits and do your customer a service: sell PPG’s SOLEX Green Tint Safety Glass. To sell SOLEX 


Safety Glass, the most effective thing your salesmen can do is tell new car prospects the SOLEX sales story. 





TAKES THE STRAIN OUT OF DRIVING. No matter what size the wind- reduces eyestrain, and lessens driving fatigue. It makes driving safer. 
shield, SOLEX Safety Glass makes driving more pleasant. It cuts glare, SOLEX is unnoticeable from the inside, and doesn’t change the view outside. 





TAKES THE SWELTER OUT OF DRIVING. SOLEX Green Tint 
Safety Glass absorbs about 50% of the sun’s heat. On hot summer 
days, SOLEX-equipped cars will be noticeably cooler inside, more pleas- 
ant just to be in. It figures, because SOLEX is a must for air-conditioned 
cars—easing the load on the air conditioning equipment. 
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THE QUALITY LOOK. Compare a SOLEX-equipped car with a car that uses clear 
glass. SOLEX Green Tint Safety Glass gives a new car a look of built-in quality, 
adds to that “trade-up” appearance that car buyers like. The SOLEX story will 
make sense to your quality-minded customers. You’ll find that it always pays to 
sell SoLEX Green Tint Safety Glass as optional equipment. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


nN 





SI LP ei SOLEX?® the best glass under the sun! 


Pittsburgh Plate Glass Company 


Paints « Glass * Chemicals « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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EXTRA PROFIT 


“LOAD-STER"’ 
HELPER SPRING 


Extra profits are yours when you sell and install the Prior 
“LOAD-STER” Helper Spring, the only spring that takes 
effect only when needed to carry excessive loads caused 
by weight or rough roads. 12 “LOAD-STER” models fit 
most passenger cars and station wagons and all 14-ton 
and 34-ton pickup trucks. Load capacity is increased by 
1,000 to 1,500 pounds making the “LOAD-STER” ideal 
for passenger cars pulling utility trailers, for salesmen 
with heavy sample cases or for pickup trucks with an 
over-load problem. The ease of installation, complete 
absence of maintenance and nearby warehouses will 
make the “LOAD-STER” one of the most profitable and 
salable items you carry. 
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LEAF SPRINGS 
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For further information, write 
P. 0. BOX 7608 


PRIOR PRODUCTS, INC. 


DALLAS, TEXAS 


SPECIAL FOR 1961 


GENERAL MOTORS 


CARS WITH WELL-TYPE FLOORS 









New Easy-Lift, Easy Clean Mat Protectors 


ACE GLAM-R-TWINS 






8 Colors 







FOR 
CADILLAC — CHEVROLET 
OLDSMOBILE — BUICK — PONTIAC 


Designed especially to glamorously “custom-fit" the 1961 sunken 
floors of these cars; they are also universal fitting for the '59 and 
‘60 models. Note the sweeping arc design, carpet textured “live” 
rubber, corner grips for lifting without spilling: and the sparkling 
silver mylar door-step plates. 


At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC., 100 Beech St., Akron 8, Ohio 






























Capsule Reports .. . 


Auto News in Brief | 


ADELAIDE, South Australia, — 
Wholesale and retail prices of used 
cars have dropped about 25 percent 
in Australia since the government 
boosted the sales tax from 30 to 40 
percent last November, according 
to Arthur Sewell, governing direc- 
tor, Paramount Motors, Ltd. (Ford). 

“At the present time,” he told 
AvuTOoMOTIVE News, “the automotive 
industry is going through a very 
difficult period, owing to financial 
restrictions and the (tax) policy of 
the Australian Government.” 

* * * 


One Key for 2 Doors 

FT. WORTH.—Leave it to a 
Texan to come up with a mil- 
lion-in-one coincidence. R. O. 
Statum has discovered that the 
ignition key to his ’61 Rambler 
fits the front door of his house, 
which was built here in 1941. 

* * * 

3-Millionth Safety Belt 
Delivered by Auto-Crat 


LOS ANGELES.—Auto-Crat Mfg. 
Co., manufacturer of automotive 
and aircraft safety belts, recently 
shipped its three-millionth safety 
belt, according to William Noe, 
president. 

Noe said many of these belts 
have been furnished to Ford Mo- 
tor Co. for sale under the Fo-Mo- 
Co brand name. 

* * * 


Airtemp Reports Increase 


In Sales, Market Penetration 


DETROIT.—Substantial gains in 
sales and market penetration have 
been announced by the Airtemp 
Division, Chrysler Corp., in a re- 
port on 1960 operations. 

In a letter to Airtemp distribu- 
tors, Paul M. Augenstein, presi- 
dent, reported that Airtemp con- 
tinued the sales gains made in the 
air conditioning industry during 
the past 2% years. 

* * * 


Film Rental Catalog 


CHICAGO.—Work simplification 
and industrial engineering tech- 
niques are featured in the 1961 
edition of the film rental catalog 
announced by Industrial Manage- 
ment Society, 1330 S. Wells St., 
Chicago 6, Ill. There is no charge 
for the booklet. 

e Es * 


Lincoln Sales in L. A. 


Top Record Set in ’55 

LOS ANGELES.—Lincoln-Mer- 
cury dealers here broke a Lincoln 
sales record in January with the 
delivery of 545 Lincoln Continen- 
tals, according to W. H. Alen, Los 
Angeles district sales manager 
for Lincoln-Mercury. 

The previous monthly high was 
October, 1955, when 443 Lincolns 
were sold. The new record bet- 
tered that of December, 1960, by 
23 percent, Alen said. 

* * * 
Credit Life-Disability Policy 
Available to Car Dealers 


ROYAL OAK, Mich, — Michigan 
Life Insurance Co, hag announced 
a credit life—disability policy to be 
issued by automobile dealers to 
customers who purchase on the in- 
stallment plan. 

Harry O. Bourke, Michigan Life 
vice-president, announced that the 
policy is written on a group basis 
to a dealer who then issues life in- 
surance certificates to new or used- 
car buyers, service customers or 
parts and accessories purchasers. 
An available optional rider to the 
policy includes similar protection 
for disability. 

* * * 
Gas Stations, Garages Back 


Race Team in Autolite Plan 


TOLEDO.—The Indianapolis 500 
this year will be the beginning of 
active participation in big-time 
auto racing for corner gas station 
attendants and operators of repair 
shops and garages. They will spon- 
sor a car and a driver in this 
year’s race under a new plan an- 
nounced by Electric Autolite Co. 

Following the May 30 event, the 
racing team selected will continue 
to compete in at least 16 cham- 
pionship races under the colors of 

























the special nationwide association 


to be formed by Autolite. 
* * * 


New Cold Rolling Mill 
Opens at Ford’s Rouge Plant 


DEARBORN, — The first 50,000- 
pound coil of strip steel has been 
put through a newly installed four- 
stand tandem cold rolling mill at 


Ford Motor Co.’s Rouge plant. 
S. J. Gillen, Steel Division gen- 
eral manager, said the huge mill is 


an integral part of a $35 million 
program to provide the company 
and _ processing 


with facilities 
equipment among the most modern 


in industry for making highest- 


quality automotive steels. 
* * Ed 


Elman Sworn In 


As FTC Commissioner 
WASHINGTON. — Philip Elman, 


43, a former assistant to the solici- 
tor general of the United States 
and a political independent, has 
been sworn in as a federal trade 


commissioner, 


A graduate of Harvard Law 


School, Elman had served as assist- 


ant to the solicitor general since 


1946. He joins three Democrats and 
one Republican on the five-man 
board. 

* * * 


Alcoa Sees Big Market 
For Aluminum in Containers 


PITTSBURGH. — Aluminum con- 
sumption by the rapidly growing 
industry will 
evidence a 25-fold increase in less 


shipping-container 


Vancouver Notes 
Big Dip in Import 
Of European Cars 


VANCOUVER, B. C.—Steamship 
traffic in autos to the Port of Van- 
couver has undergone a heavy drop. 


European imports here and at 


other Pacific Coast ports have fall- 
en off sharply, due chiefly to com- 
petition from the new domestic 
compacts, and because of the gen- 
eral reduction in buying power, it 
was said. 

Imposition of new Canadian 
duties on Dec. 1 didn’t help mat- 
ters, one source said, although it 
provoked a flurry of imports in 
October and November to beat the 
deadline. 

The Totem Line, specializing in 
shipment of Swedish cars, has with- 
drawn from the trade. The Italnavi 
Line, a subsidiary of Fiat Motor 
Co. of Italy, now loads general 
cargo from Mediterranean ports as 
well as cars. 

The Wallenius Line of Sweden, 
which chiefly moves German cars, 
reports a decrease in the number 
of cars carried, although it is main- 
taining a heavy schedule, with five 
ships calling in one month at Pa- 
cific Coast ports. 

German cars outnumbered United 
Kingdom makes shipped to Van- 
couver during the last quarter of 
1960, with a total of 1,758 vehicles, 
compared with 1,171 from Britain. 

Sweden was next with 120 cars, 
followed by 55 from Italy, 43 from 
France, and eight from Belgium. 





than a decade, according to a 
market survey by Aluminum Co. 
of America. 

Today approximately seven mil- 
lion pounds of aluminum annually 
are being formed into the big 
boxes which can contain single 
shipments large enough to furnish 
a five-room house, Alcoa said. Dur- 
ing 1970, the firm said, 185 million 
pounds of the light metal will be 
destined for containers. 

co * * 


Inland Steel Profits Dip; 


Price Adjustments Hinted 


CHICAGO.—Inland Steel Co. re- 
ported net income of $47,050,611 last 
year, lowest since 1954. Sales total- 
led $747,096,711, second only to the 
record of $763,950,387 established 
in 1957. 

Referring to the continuing de- 
cline in the profit rate, Joseph L. 
Block, chairman, declared that ef- 
forts to cut costs will continue and 
added: “It seems clear that at some 
point price adjustments will have 
to be made to provide an adequate 
return to shareholders and assure 
future growth.” 

* * * 


Two Dealers Elected 


To Emory U. Board 


ATLANTA.—Two automobile 
dealers are among six southeastern 
business leaders elected to the 
Board of Visitors at Emory Uni- 
versity. 

They are Thomas M. Callaway 
jr., president of Callaway Motors 
(Oldsmobile - Studebaker), Decatur, 
Ga., and James L. Ferman, presi- 
dent of Ferman Chevrolet Co.,, 
Tampa, Fla. The Board of Visitors 
is an organization of community 
leaders which helps the college 
keep close ties with its public. 

* * * 


FTC Says Johnson Wax 


Agrees to Halt Ad Favors 


WASHINGTON.—S. C. Johnson 
& Son, Inc., Racine, Wis., manu- 
facturer of floor waxes, furniture 
polishes, automotive waxes and 
polishes, and other chemical spe- 
cialties, has consented to an order 
forbidding it to discriminate among 
its customers in paying advertis- 
ing allowances, the Federal Trade 
Commission announced. 

The company was charged with 
paying some customers allowances 
which were not made available on 
proportionally equal terms to all 
competing customers, as required 
by Section 2(d) of the Robinson- 
Patman Amendment to the Clayton 
Act. The agreement does not con- 
stitute admission that Johnson 
violated the law, the FTC said. 


* * * 
International Programs 


Of NADA Commended by U.S. 


WASHINGTON. — The National 
Automobile Dealers Assn. has been 
notified that its exchange and 
training programs, sponsored in co- 
operation with the International 
Office of Motors Trades and Repair 
at The Hague, have been commend- 
ed by the State Department. 

The NADA projects accorded 
government sanction include its ex- 
change program, whereby NADA 
members send their sons or daugh- 
ters to Europe for a month’s stay 
with the family of a European 
dealer, and vice versa, and its 
training program which provides 
a year’s on-the-job training for a 
European in an American franchis- 
ed new-car dealership. 





Volvo Trains Independent Garagemen— 


Independent New Jersey garagemen gather around a Volvo sedan at a technical 


training session and party held recently at Swedish Imports, North Plainfield, N. J. 
The meeting was one of a series planned by Volvo in cooperation with its dealers 
in the New York area to acquaint local garagemen with the Swedish-built car. Hosts 
for the evening, front, from left, were William J. Clark and Role Schmidt of Swedish 
Imports, and Bruce Englehardt, Vernon Bennett and Runi Svenssen of Volvo. 


SS 





WISE HIRING IS NOT AN ART... 


We all like to think we’re shrewd judges of men 
—that we can size up a hotshot salesman and 
hire him on the spot; but can we? How often 
have our best-looking prospects turned out to be 
mere order-takers, or bright-eyed optimists with 
a batch of sales just around the corner, or slickers 
that close so hard and fast that it’s hard to tell 
whether they’re doing more harm than good? 

How can we tell beforehand? How can we spot 
the money-hungry men that love the business— 
the genuine salesmen? Must it always be trial 
and error? 


The answer is “‘no.”’ Hiring can be surprisingly 


scientific, considering the animal involved. There 
will never be a real substitute for experience in 
dealing with people, but even the newest sales 
manager can hire with a fair degree of success 
if he follows the rules. 

And the rules? You’ll find them in the May 
issue of Profit Pointers, our monthly publication. 
We offer you a list of the traits that go to make up 
the good salesman and how to weigh them. We 
spell out the proper interview procedures and 
how to apply them. We give you the basic facts 
on how to build a good sales force from the bot- 
tom and increase your profit thereby. It’s not a 
complete course on hiring, by any means, but 


it’s a good refresher, and that’s something we can 
all use now and then. 


You will find an article of just this type in every 
issue of Profit Pointers—short, hard-working, and 
of real use. If you’d like a copy, write us, or con- 
tact your nearest Associates representative, and 
we'll be delighted to put you on the list. It’s part 
of our extra service at The Associates. 


THE 


ASSOCIATES 


INVESTMENT COMPANY «* South Bend, Indiana 


Associates Discount Corp. * Associates Discount 


ASSOCIATES 


(Canada) Ltd. » Emmco Insurance Company 
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Daeschner Looks at U. S. Market... 








Peugeot’s Byword: Conservatism 


By Ed Brown 
Staff Correspondent 


NEW YORK.—Peugeot’s success 
in the United States, in the face of 
a declining market, has been due 
to the conservatism for which the 
factory is well known and the 
fact that the 
company never 
has used this 
country, as a 
dumping ground 
for excess pro- 
duction, accord- 
ing to Francois 
Daeschner, exec- 
utive vice - presi- 
dent of Peugeot, 
Ine. 

“Production at 
the factory is in- 





F. Daeschner 
creased by only a very small mar- 


gin every year,” he explained. “Be- 
cause of the location of our 


facilities, near the Swiss border, 
the entire area is almost solely de- 
pendent upon our production sta- 
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Executone 


bility for its healthy economic sit- 
uation.” 

He said that every year Peugeot 
declares some of the highest divi- 
dends in France for its sharehold- 
ers. 

Such dividend declarations also 
stem from the very conservative 
way in which business is con- 

ducted, Daeschner explained. For 
instance almost all business is 
conducted on a cash basis. “Since 
the borrowing of money is ex- 
pensive,” he said, “the factory 
heads believe that these savings, 
when enjoyed, can be passed 
along to our shareholders and 
customers.” 

Passing from the profitable side 
of manufacturing to the profit po- 
tential of import retailing in the 
U. S., Daeschner said that during 
the next year it will be very im- 
portant for the dealer to hold daily 
meetings with his staff in order to 
keep them current with business 
conditions and to keep them fully 
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intercom? 


It’s like having 


an extra man 


in every department 


Hundreds of dealers, service firms, and garages 

are building profits—without adding to their payrolls 
—by putting Executone to work. See for yourself 
how Executone helps increase auto and service 


sales ... keeps mechanics on the job 
... ends bottle-necks... gives you 


more time to manage... 
speeds up deliveries. 


Learn about Executone’s no-cost 
communications survey of your 

operation, and all the other famous 
Executone Extras. Mail this 


coupon today! 


Lecilom 


Dept. B-11, 





COMMUNICATION and SOUND SYSTEMS 


415 Lexington Ave., New York 17, N. Y. 


Please send me your free booklet on HOW TO INCREASE AUTO SERVICE 


SALES, GOOD-WILL, AND PROFITS. 
Name 
Firm 
Address 
City 








Zone State 





(in Canada: 331 Bartlett Avenue, Toronto) 
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appraised of the product they have 
to sell. 

To this end, Peugeot has de- 
veloped a saleg technique book 
which is available to all dealers. 
If carefully studied and applied, it 
makes each contact a more likely 
sale, he said. 

“All our distributors and dealers 
are being encouraged to make this 
information readily available to 
their salesmen,” Daeschner said. 

“As a matter of fact, this thor- 
ough indoctrination of salesmen in 
the knowledge of their product is 
the way we have always been told 
in Europe that Americans have 
conducted their business. 

“But I found when I got here 
that it is not so any more. We, as 
importers, and dealers, as retailers, 
face a different problem here. We 
would like to give regular courses 
in salesmanship for our dealers, 
but we find that it would be im- 
practical because of the large turn- 
over of salesmen throughout the 
industry.” 

He smiled ruefully and added, 

“So we do the next best thing, 
which is to encourage our dealers 








Dealership Cited— 


R. Mitchell McClure, center, and Bruce 
Jermyn, right, of Courtesy Chevrolet, Los 
Angeles, receive one of the first ‘Quality 


Agency Awards" presented in 1961 by 
Universal Underwriters, Kansas City. The 
award, presented by W. J. Mich, left, Uni- 
versal regional manager, cties the dealer- 
ship for “repairs of the highest quality; 
expert training and qualification of all 
personnel; maintenance of modern, effi- 
cient shop equipment, and consistently 
courteous, prompt handling claims.” 


to get to know their product and 
the techniques needed to sell it, 
and then hold frequent—daily if 
possible—meetings with their 
salesmen.” 

Daeschner feels that product 
knowledge is vital to the sale of 


West Coast Dealer Boosts 
Car Sales by 35 Percent 


LOS ANGELES.—While auto 
dealers are having their troubles 
across the nation, one Los Angeles 
Buick dealer reports that new and 
used-car sales for December, Jan- 
uary and February are up 35 per- 
cent over last year’s similar period. 

New-car sales (299) are up 18 
percent, used-car sales (360) are 
up 54 percent and gross profits 
for the same period have increas- 
ed 45 percent, reports Bill Murphy 
of Bill Murphy Buick, Culver City, 
Calif. 

Across-the-board increases are at- 
tributed to trimming the executive 
staff and sales force, upgrading the 
mechanical] condition of used cars 
sold at comparable prices by com- 
petitive dealers and expanding 
service and repair facilities, Murphy 
said. 

The dealership formerly operated 
with a general manager, sales man- 
ager, new-car sales manager and 
assistant, used-car sales manager 
and assistant and 21 salesmen. Now 
there are a general manager, two 
assistant general managers and 16 
salesmen. 

“Overall efficiency has increased 
from the tightening-up process,” 
Murphy said. 

Economics, per se, have also ac- 
crued from the sales-force reduc- 
tion with the attendant decrease 
of administrative and phone costs 
not to mention the sales lost 
heretofore from ineffectual sales- 
men, Murphy added. 

While there have been personnel 
cuts in the executive and sales 
areas, there have been additions to 
the service department which have 
increased total dealership person- 
nel from 85 to 93, including sales, 
service and administrative. 

“The beefing-up operation in the 
service and used-car departments 
started the end of last summer 
when it became apparent that lean 
days were ahead because of gen- 
eral business conditions,’ Murphy 
said. 

He reasoned that there would be 
an increasing demand for used cars 
and a tendency among car owners 
to “fix up” the present car rather 
than buy a new one until the eco- 
nomic picture changed. 

He consequently added to an 


Starfire Sales Jump 


Cheers Oldsmobile 

LANSING.—Sales of the Starfire, 
Oldsmobile’s new $4,647 convertible, 
now are running at a rate of more 
than 48 percent of all ’61 Oldsmo- 
bile convertible sales, according to 
Emmett P. Feely, general sales 
manager. 

The Starfire, introduced last De- 
cember, has bucket seats, leather 
upholstery and a 330-horsepower 
engine. Automatic transmission, 
power steering and power brakes 
are standard equipment. 





existing service staff of 50 other 
specialists, thereby enabling the 
dealership to handle virtually 
every repair and reconditioning 
function itself, which eliminated 
the need for sending cars out to 
specialty shops. 

The result: Increased dealership 
profits as well as savings to cus- 
tomers through elimination of the 
“middleman.” 


To promote used-car sales, Mur- 
phy has been advertising that the 
dealership is so confident of the 
caliber of work on these recondi- 
tioned autos that all of them are 
for sale on a 10-day, free-trial basis 
plus a new-car warranty on about 
90 percent of the used cars. 


“The dealership stands behind 
this claim without qualification,” 
adds Murphy, who is president of 
the Los Angeles and Orange County 
Buick Dealers Assn. 

Murphy, 48, cut his business 
teeth in tough times. Forced out 
of UCLA in 1933 by the depres- 
sion, he went to work as a me- 
chanic. Two years later, he be- 
came a car salesman and, in 1938, 

he opened his first dealership. 
He’s been an auto dealer ever 
since, a Buick dealer for the last 
eight years, 

The dealership occupies two 
square blocks in Culver City and 
has about $200,000 of administrative 
and service equipment. 

Last year, the dealership sold 
more than 2,000 autos, of which 
some 900 were new Buicks. From 
1954 through 1960, it has sold more 
than 12,000 new Buicks. 








imports because of the large selec- 
tion available to the public. 

“Being able to explain the bene- 
fits of one product over another 
will determine the success or fail- 
ure of each and every sale from 
now on,” he declared. 

But equally important, he said, 
is the dealer’s ability to service his 
product correctly. 

“In Europe, maybe we have been 
lucky after all,” he said. “Follow- 
ing the war, when there were 
shortages of everything and a deal- 
er had no cars to sell, he had to 
make a living out of giving his cus- 
tomers service. Not only that, he 
had to keep transportation run- 
ning, because it was so vital to re- 
covery. 

“So the majority of dealers over 
there, learned to cover all of their 
expenses in giving service. There- 
fore any profit they made on the 
sale of a new car was really a 
profit. Not like here, where most 
people consider service a necessary 
evil.” 

He went on to say that the serv- 
ice-minded dealer does a better 
sales job for himself and the prod- 
uct he represents than does the 
dealer who neglects the service end 
of his business. 

In Daeschner’s view, salesmen 
should not shy away from talk- 
ing to customers who come in for 
service, “I see too many sales- 
men try to avoid the service cus- 
tomer,” he said. “They shouldn’t 
do that.” 

Service customers, he maintains, 
are a great source of referrals, or 
ag Advertising Manager James La- 

Marre said, “They are the greatest 
bird dogs in the world.” 

Daeschner also decried the lack 
of selling in the home. “In Europe,” 
he said, “we were also taught that 
this is the American way to sell. 
And it is the way we have develop- 
ed our technique. But here, not so.” 

There are some 420 dealers in the 
Peugeot setup right now, and the 
total is not expected to change 
much in the coming year, Natural 
attrition and retirements are ex- 
pected to whittle the group down 
some, but there apparently will be 
no rush to fill these vacancies un- 
less dealers with good service fa- 
cilities are available. 

“Strong dealers,’ Daeschner said, 
“lead to good business whether the 
general business trend is up or 
down. And this is our aim.” 

Right now Peugeot is in the for- 
tunate position of enjoying waiting 
lists of customers, even though the 
factory is working away full blast. 
“We do not have to give a big sales 
push in the American market in 
order to maintain the factory 
sales,” he said. “We can look more 
calmly to our future sales expan- 
sion than many, and make and 
draw our plans accordingly.” 

At the present time, the fac- 
tory is assembling about 1,000 
units a day, which includes 250 
trucks. Less than 10 percent of 
the car production arrives in the 
U. S. although yearly expansion 
of this market has taken place 
at a rate of about 12 percent. 

Daeschner and LaMarre express- 
ed great pleasure with their pres- 
ent distributor setup, saying, “It is 
working for us; it has worked for 
us, and we are confident it will 
continue to work for us.” 








Luby Deal Covers Seven Acres— 


A number of General Motors Corp. officials, headed by K. E. Staley, Chevrolet gen- 
eral sales manager, were on hand for the opening of Luby Chevrolet's new sales and 


service center in Miami. The new facility, with 82,000 square feet of floor space, 


stands on a seven-acre site. Headed by Sam Luby sr., the firm also operates dealer- 


ships in New York, Boston, Baltimore and Daytona Beach, Fla. Staley said the new 


Luby dealership was probably the largest in the country. Staley predicted that before 


the end of the year Chevrolet would have experienced one of its greatest years and 


that the industry will sell well over six million units. He was particularly enthusiastic 
about the forthcoming Chevrolet diesel trucks. 
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Conia Plans Study 
Of State Taxation 


of state governments, it must 
take into account the effect 
which any action it may take 
will have upon the revenue needs 
of the states. 

“Since revenues are obtained 





WASHINGTON. — A comprehen- 
sive study of state taxation of in- 
terstate commerce has been signed 
into law by President Kennedy. The 
law—expanding the scope of a 
study approved last year—author- 
izes the House Judiciary Commit- 
tee or the Senate Banking Com- 










Auto Industry Purchases 


mittee, acting separately or jointly, 
to investigate all matters pertain- 
ing to the taxation of interstate 
commerce. 

The study undertaken by the last 
Congress was an outgrowth of two 
Supreme Court decisions — North- 
western Cement Co, v. Minnesota 
and Scripto v. Carson. The former 
dealt with state income tax and 
the latter with imposition of a state 
use tax, 

The Supreme Court held in the 
Scripto case that an out-of-state 
business could be required to col- 
lect and pay over a use tax on 
sales made within the taxing 
state even though the out-of-state 
business maintained no facilities 
in the taxing state. 

A number of bills were intro- 
duced in the last Congress to pro- 
hibit requiring an out-of-state busi- 
ness to collect a use tax if the only 
activity within that state is solici- 
tation of orders to be filled from 
shipments from out of state. None 
of these bills passed but a law was 
passed to study the problem insofar 
as income tax was concerned. 


The new law approves the full 
study which both Senate and House 
Committees felt necessary. The 
House Committee report (with 
which the Senate Committee con- 
curred) declared: 

“In view of the history of the 
problems of State taxation of inter- 
state commerce, it would appear 
that to enlarge the scope of this 
study simply by adding another 
specific category of taxes would not 
prove the basis for an effective so- 
lution. If congressional] action is 
necessary, then it must be predi- 
cated upon considerations which go 
beyond those relating to a particu- 
lar form of tax. 

“Since Congress must concern 
itself not only with safeguarding 
the unimpeded flow of commerce 
but also with the fiscal problems 


Legislator Raps 
Piggyback Foes 


For ‘Recklessness’ 


WASHINGTON.—Rep, James E. 
Van Zandt, Pennsylvania Repub- 
lican, has assailed the Teamsters 
Union and other trucking interests 
for their “reckless charges” against 
railroad piggybacking operations. 

He said he and other members of 
Congress have received letters ‘“de- 
manding government action to re- 
strain the growth of piggybacking, 
especially for the movement of new 
automobiles, on grounds that it is 
enabling railroads to take business 
from trucks and hence putting 
truck drivers out of work.” 

Van Zandt said the Teamsters’ 
charge that the Interstate Com- 
merce Commission favors the rail- 
roads is without basis. He also dis- 
agrees with the union’s claim that 
truckers pay more than their share 
of highway costs, adding that the 
Bureau of Public Roadg agreed 
with him. 

The Teamsters, said Van Zandt, 
contradict themselves in saying 
that piggyback rates are too low 
and that railroads make too much 
money. They “cannot have it both 
ways,” he added. 

“With these reckless charges of 
unfair competition and ICC preju- 
dice exposed, the Teamsters’ real 
purpose becomes unmistakably 
clear,” Van Zandt continued. “That 
Purpose is to require railroads to 
maintain rates higher than neces- 
sary.” 

Van Zandt said he is sympathetic 
to unemployment “whether for rea- 
Sons of advancing technology or 
any other,” but railroadmen during 
the last generation also have been 
unemployed because of the growth 
of trucking. 





Boom Galvanized Steel 


from a variety of taxes, all of 
which are closely interrelated, a 
valid judgment can be predicated 
only upon a consideration of the 
entire picture rather than a frag- 
ment of it. 

“The committee is of the view 
that the scope of this study should 
be enlarged not only because it in- 
volves a unitary economic problem 
but because a solution predicated 
upon a consideration of only speci- 
fied tax forms would be ineffective. 

“In the event that Congress 
should determine to limit the impo- 
sition by the states of income or 
sales and use taxes upon interstate 
commerce, the states might then 
turn to other forms of taxes which < 


NEW YORK.—Seven additional| Were not considered by Congress. 

“This is amply demonstrated by 
the ineffectiveness which any so- 
lution dealing with income taxes 
alone would have had on the 
problems brought to light by the 
Scripto decision in the area of 


galvanizing lines were brought into 
production by the steel industry 
during 1960, representing nearly a 
20-percent increase in capacity, ac- 
cording to the American Zinc In- 
stitute. 

The movement was traced to in- 
creased use of continuously gal- 
vanized sheet steel by the auto 


sales and use taxes. 


talled 87,408 tons. Last 


“A complete study must therefore 
industry. In 1955, shipments of the| take into account not only those 
product to the auto industry to-| taxes which happen to have been 
year’s|the subject of recent Supreme 
shipments were estimated at 212,314] Court decisions but also others 


At Jeep Derby— 








Twenty-three of the West's most skillful Jeep drivers competed in the Sixth Annual 


tons. which have long vexed the courts.” | Beyer, Las Cruces (N. M.) cotton grower. 


Jeep Derby at Truth or Consequences, N. M., for $7,000 in prizes, headed by a new 
CJ-5 model contributed by Willys Motors. Shown with the prize vehicle are, from left, 
C. M. Ritchey, Willys advertising and merchandising director; Glen Thomas, Thomas 
Motor Sales, Truth or Consequences Jeep dealer, and Earl J. Studer, Willys Rocky 
Mountain regional manager, Denver. The three-day race event was won by Lonnie 
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ROCHESTER 


Here’s a pair of performers with a lot of get-up-and-go. Under their 
hoods are Rochester Carburetors that have been precisely designed 
and refined to give each engine fast response and gas-saving mileage. 


This kind of performance results largely from Rochester Reliability 
... the approach to design, development, manufacture and testing 
that imposes the most rigid standards of excellence on Rochester 
Carburetors. And the proof is in the testing. 


Rochester Carburetors are subject to the most brutal driving tests 
imaginable . . . in the plant, at the proving ground and on the road. 
After that, trained field men follow through and report back with 
performance data that is analyzed for further product improvement. 


That’s Rochester Reliability. It gives you a carburetor that performs 
its job when it’s asked to perform, for as Tong as it’s supposed to 


perform. Rochester Products Division, General Motors Corporation, 
Rochester, New York. 





Rochester Reflects Reliability 
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LAND CRUISER 
CAN DO ANYTHING- 








INCLUDING MAKE YOU MONEY 


Land Cruiser has more of what people want in a 4-wheel drive utility 
vehicle: Greater horsepower, amazing versatility, tougher stamina and 
genuine gas economy. That’s why the Toyota Land Cruiser is easy to 
sell and brings a bigger profit to dealers. Compare the Land Cruiser 
with its competitors: 

















LAND CRUISER JEEP SCOUT 
Horsepower 135 72 87 
Engine Mia. item. | ieten tn. 
Torque (ft. Ibs.) 217 114 iso 
Max. Speed (MPH) 85 79 75 
Curb Weight (Ibs.) 3263 2274 3000 
Turning Radius (ft.) 17.0 18.0 21.5 





Land Cruiser has more pluses that help clinch sales: more rugged chas- 
sis, responsive transmission (6 forward speeds, 2 reverse), heavier 
clutch, more standard equipment, bigger fuel tank, up-to-28 MPG gas 
economy, 7 upholstered seats, hardtop and soft top models. Even with 
all these features, which make the Land Cruiser the best vehicle and 
best buy in the 4-wheel drive field, it’s still competitively priced! That's 
why the Toyota Land Cruiser gives you an easy and profitable sale. 
Intensive Local Advertising. Toyota supports its dealers by supplying 
free showroom materials; magazine advertising and an intensive local- 
ized newspaper advertising campaign, all paid for by the factory. 


Get high profits from the Toyota Land Cruiser—First in the Field 


Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 


8701 Beverly Blvd. 
San Francisco, California 


Los Angeles 48, Calif. 
TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


OF NEW JERSEY, INC. 
231 Johnson Ave. 114 North Chester Ave. 
Newark, New Jersey Park Ridge, Illinois 


TovoTa /LAND CRUISER, 
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Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 

aS 


CReaManion, we <a 


1259 ASHLAND AVENUE, CHICAGO 272, ILLINOIS a 7 
Los Angeles 23, California ® Philadelphia 45, Pa. wv 
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Auto Personnel 





James H. Lumpkin jr. has been 
named manager of Esso Stand- 
ard’s Automotive Division. He suc- 
ceeds Robert L. Francis, who re- 
tired after 31 years’ service. 

Lumpkin was in charge of 
Esso’s automotive fleet in Virginia 
and West Virginia from 1946 to 
1955, when he moved to New York 
City headquarters as assistant 
automotive manager. He is a di- 
rector of the Private Truck Coun- 
cil of America. 

* * * 


Hale Heads Detroit Sales 


Of Dow Metal Products 


John R. Hall jr. has been ap- 
pointed Detroit district sales man- 
ager for Dow Chemical Co. metal 
products, He had been a Dow 
magnesium and metal products 
salesman. 

John Carleton, who had been De- 
troit sales representative for Sheet 
Aluminum Corp., has joined Dow 
as a metal-products field salesman. 

* * * 


Brost Appointed Manager 


Of AMC’s Philadelphia Zone 


Promotion of Robert W. Brost 
to manager of the Philadelphia 
zone of American Motors Sales 
Corp. has been 
announced by Roy 
Abernethy, execu- 
tive vice- presi- 
dent. 

Brost replaces 
J. E, Lamy, who 
has retired after 
24 years with the 
company. Assist- 
ant manager of 
the New York 
zone for the last 
21 months, Brost 


Robert W. Brost 
served in Philadelphia as assistant 
zone manager between November, 


1955, and July, 1968. 
oa 


* 


New Vermont Commissioner 


Robert Schwartz, who was re- 
cently moved from the Vermont 
State Highway Department to be- 
come deputy motor vehicle com- 
missioner, has been named com- 
missioner by Vermont Gov. F. Ray 
Keyser jr. to succeed H. Elmer 
Marsh, who retired. 

* * * 
Saco-Lowell Names Annas 


To Head Automotive Sales 

John T. Annas has been appoint- 
ed sales manager for the Automo- 
tive Division of Saco-Lowell Shops. 
He will head- 
quarter at the 
company’s De- 
troit sales Office. 
Annas has 25 
years of automo- 
tive experience 
and has been 
a manufacturer’s 
agent since 1957. 

Saco - Lowell 
makes drive- 
shafts, exhaust 
control valves, 
universal joints, axles and_differen- 
tial side gears. The Automotive Di- 
vision also produces electrical 
parts, stamped assemblies, machine 
parts and decorative items. 

* * * 


Auto-Lift Names Reed 


Ted E. Reed, former vice-presi- 
dent, Loder Bros. (Oldsmobile), 
Salem, Ore., has been named na- 
tional sales manager for Auto-Lift 


Co., Corvallis, Ore. 
of * * 


Clark Equipment Unit 


Promotes Van Dusen 


Marvin Van Dusen has been ap- 
pointed product sales manager of 
Powrworker electric hand trucks 
for the Industrial Truck Division 
of Clark Equipment Co. 

Van Dusen came to Clark in 1951 
as a machine operator. Since 1957 
he has been a sales engineer in the 
Powrworker sales department. 

z . 





John T. Annas 


Central Foundry Manager 


Named by General Motors 


Elmer E. Braun has been ap- 
pointed general manager of Cen- 
tral Foundry Division, General 
Motors Corp., succeeding James H. 
Smith, who retired. 

Braun has been works manager 
of Central Foundry since 1956. He 








joined GM as an employe of the 
Saginaw (Mich.) malleable iron 
plant, which later became part of 
Central Foundry, shortly after his 
graduation in 1933 from General 
Motors Institute. 

* * * 


Chrysler Appoints Hanway 


Assistant Fleet Sales Director 


W. C. Hanway jr., has been ap- 
as assistant fleet 
sales director for 
Chrysler Motors 
Corp., Detroit, 
according to W. 
J. Bird, fleet sales 
director. 

Hanway for- 
merly was in 
charge of truck 
sales activities 
for Dodge. He 
joined Fargo Di- Q 
vision, Chrysler W.C.Hanway Jr. 
Corp., in 1936, serving in the De- 
troit fleet sales office. 

* * * 


Ford Appoints Jeter 


General Manufacturing Chief 


E. C. Jeter, formerly manufac- 
turing manager-foundries, has 
been named general manufactur- 
ing manager of the Engine and 
Foundry Division, Ford Motor Co., 
Dearborn, replacing Robert Stev- 
enson, new general manager of the 
company’s Transmission and Chas- 
sis Division. 

H. C. Grant, manager of the 
Dearborn Iron and Specialty Foun- 
dries, has been named to replace 
Jeter; William E. Goudey, produc- 


Plymouth Wins 
High Rating in 
Taxicab Study 


DETROIT. — Plymouth said last 
week that an independent engi- 
neering study has estimated that 
the Plymouth unibody structure is 
capable of delivering five years of 
taxi service under severe corrosive 
conditions without failure. 

This amounts to as much as 250,- 
000 miles of driving, or the equiv- 
alent of 10 to 12 years of normal 
owner service, Plymouth said. 

The study, conducted by Janeway 
Engineering Co., Detroit, for Yel- 
low Cab Co., Philadelphia, was un- 
dertaken to determine the expected 
taxicab life of Plymouths powered 
by Perkins diesel engines. 

The study found, Plymouth said, 
that the structural life of the 
Plymouth body would not be im- 
paired by installation of the Per- 
kins diesel engine. 

“The Janeway study involved 11 
weeks of intensive comparative 
evaluation,” Plymouth said. 

“During that period, representa- 
tive cabs in a fleet of 900, including 
1960 and 1961 unit body models and 
clder cars with body-frame struc- 
tures were inspected. In addition, 
ride and vibration tests were con- 
ducted on the unit body Plymouth 
with standard and diesel engines. 
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tion manager at the Dearborn iron 
foundry, replaces Grant. 
* * * 


Ford Tractor Operations 
Headed by Hampson 


R. J. Hampson, general manager; 
Transmission and Chassis Division, 
has been appointed general man- 
ager of Ford Tractor Operations, 
it was announced by Henry Ford 
II, chairman and president of Ford 
Motor Co. 

The organization will coordinate 
the operations of the present Trac- 
tor and Implement Division in the 
United States and the tractor oper- 
ations now a part of Ford Motor 
Co., Ltd., Dagenham, England 
Ford Tractor Operations will re- 
port to Irving A. Duffy, vice-presi- 
dent—general products group. 

* * * 
International’s Metro Sales 


To Be Headed by Thornell 


R. A. Thornell has been named 
general supervisor of Metro sales 
for International Harvester Co. 

Thornell will direct national 
sales activities for all International 
multi-stop trucks with Metro bod- 
ies. Prior to his latest appointment, 
he was manager of fleet sales for 
the company’s Chicago motor truck 
district. 

* * * 


L-M Names Henderson 


R. B. Henderson jr. has been 
named assistant Los Angeles dis- 
trict sales manager for Lincoln- 
Mercury. He will replace L. A. 
Wehde, who has been promoted to 
district manager in Denver. 

* * * 


Borg-Warner Service Parts 
Names Geiger Sales Chief 


C. Gregg Geiger has been named 
sales manager of Borg-Warner 
Service Parts Co., a subsidiary of 
Borg-Warner 
Corp. and a dis- 
tributor of auto- 
motive service 
components. 

Geiger had 
been with Johns- 
Manville Sales 
Corp. for 14 years. 
He handles sales 
to the automotive 
field, selling to 
both the original- 
C. Gregg Geiger equipment manu- 
facturer and the replacement parts 
supplier. Prior to this he was on 
the sales staffs of Swift & Co., and 
Mall Tool Co. 


Dodge Shifts Keith, Harding 


To Charlotte (N. C.) Zone 


Dan J. Keith, former Dodge Dal- 
las regional sales manager, has 
been named Charlotte (N. C.) re- 
gional sales manager, and D. E. 
Harding, formerly Los Angeles re- 
gional truck manager, has been ap- 
pointéd assistant regional sales 
manager. 

Keith and Harding will head the 
division’s sales operations in the 
Carolinas, Virginia and Eastern 
Tennessee, 





* * 


* 
Willys Ups Hendrickson 
J. L. Hendrickson hag been ap- 
pointed Willys Southwestern re- 
gional sales manager, with head- 
quarters in Dallas. 





Cars Displayed on Bank's Flank— 


Ivan Skinner, vice-president, left, and Harold Hove, assistant vice-president of the 
Twin Falls Bank & Trust Co., inspect space the bank has donated for use by local mer- 
chants to display products. New-car dealers are the first ones to use the space and 
cars shown are displayed by Bob Reese Motor Co. (Dodge). 
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Handsome is and handsome does 


..--colorful Butler Buildings are functional too! 


It’s no accident that Butler buildings are finished Add Butler-Tone to the industry’s two outstanding 
with the most striking and protective color offered wall systems, optional roof guarantee, widest range 
in the industry — Butler-Tone™. Butler alone uses of clear-span sizes and types — and you have Amer- 
America’s number one system of pre-coating metal ica’s number one pre-engineered building value. 

panels. Butler-Tone coats both sides. Butler-Tone Phone your Butler Builder for the full story. He’s 
adds extra years of new-looking color and time-defy- in the Yellow Pages under “Buildings” or “Steel 
ing protection. Maintenance costs are minimized. Buildings.” Ask about financing, too. Or write direct. 


TURN THE PAGE TO SEE WHAT COLORFUL BUTLER BUILDINGS WILL DO FOR YOU... 


MOCHA TAN PASTEL GRAY VIVID CREAM FERN GREEN TERRA COTTA 
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...handsome, hard-working 


BUTLER BUILDINGS 


help you sell, stock, service 





Brehm-Hanna Chevrolet, Mt. Vernon, Illinois 
Architect: D. Clarence Wilson, A.1.A., Mt. Vernon 
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Out front where customers are won — in back where the work 
is done — a Butler building helps you succeed! The clear-span 
steel structural system brings new planning and layout oppor- 
tunities. Your sales area can be a spectacular glass showcase 
or a smart office area. Economical curtain walls may be 
dressed to your taste. Post-free, truss-free interior gives you 
freedom in partitioning. Stack parts or crates right to the roof 
peak. Maneuver, assemble or service the biggest, heaviest 
equipment. Hang cranes and hoists from the strong, steel 
roof beams. 

Speed and economy of construction conserve your capital 

. you schedule your “Grand Opening” and start making 
money sooner. For full details, call your Butler Builder. Ask 
him about financing, too. You'll find him listed in the Yellow 
Pages under “Buildings” or “Steel Buildings,” or write direct. 





BUTLER MANUFACTURING COMPANY 
7432 EAST 13th STREET, KANSAS CITY 26, MISSOURI 


Manufacturers of Metal Buildings © Plastic Panels © Equipment for Farming, Transportation, 
Bulk Storage, Outdoor Advertising * Contract Manufacturing 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. © Birmingham, Ala. © Kansas City, 
Mo. * Minneapolis, Minn. ¢ Chicago, Ill. * Detroit, Mich. * Cleveland, Ohio-* New York City and 
Syracuse, N.Y. * Washington, D.C. © Burlington, Ontario, Canada 
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Makers in 131 Cities... 





Auto Industry Plants 
Dot U.S. Landscape 


assembly plants. Third is Mis- 
souri with 9 assembly facilities. 

In the total number of assembly 
plants are 13 Fisher Body units that 
assemble bodies in each of the 


By Martin L. Whitmyer 
Staff Writer 

ROM New York to California 

and from Florida to Minnesota 
the landscape of America is dotted 
with a total of 283 manufacturing, 
assembly, defense or testing facil- 
ities of the automotive industry. 

Plants of the auto makers alone 
are situated in 131 cities, towns 
and their suburbs in 32 states. 
Faeilities of independent sup- 
pliers to the industry are too far 
spread and too numerous to 
count. 

A total of 168 manufacturing 
plants are located in 14 states, with 
Michigan, the home of the auto in- 
dustry, counting 76. 

Second biggest state for manu- 
facturing facilities is Ohio with 36. 
Another state close to the heart of 
the automotive center is Indiana 
with 17. 

Other states housing automotive 
manufacturing facilities in alpha- 
betical order are Alabama, 1; Ar- 
kansas, 1; California, 3; Connecti- 
cut, 3; Georgia, 1; Illinois, 6; New 
Jersey, 5; New York 12; Pennsyl- 
vania, 1; Tennessee, 1, and Wiscon- 
sin, 5. 





downtown,” he said. 


in the city.” 


* * * 
E industry’s 94 assembly 
plants are located in 25 states, 
with Michigan again leading the 
way with 21. 

California, with a heavy con- 
centration of Ford Motor Co., 
General Motors Corp. and Chrys- 
ler Corp. plants, is second with 13 

* * * 


depot. 


consecutive year. 


Location of Vehicle Makers’ Plants by Cities and States 


ALABAMA 
Sheffield—® Ford Motor *Huntsville—Chrysler Corp. 
ARIZONA 
Kingman—[Ford Motor] Phoenix—l[International] Mesa—[GM] 
ARKANSAS 
Jones Mills—® Fabricast (GM) 
CALIFORNIA 


Anaheim—® Delco-Remy (GM) 
Emeryville—tinternational 
Los Angeles—Chrysler Corp. (Dart-Lancer-Plymouth-Valiant), °® Ford 
Motor, $Ford Motor (standard Ford-Mercury cars), $Cook Bros. 
Equipment (Trucks), {Crown Coach 
Newport Beach—*Ford Motor (5) 
Oakland—#Chevrolet (Corvair cars and Chevrolet trucks), ¢Fisher Body 
(GM), $Peterbilt. 
San Jose—+Ford Motor (Comet-Falcon cars and Ford trucks) 
San Leandro—® Chrysler Corp., ¢Chrysler Corp. (S) 
South Gate—+B-O-P (standard Buick, Oldsmobile, Pontiac, F-85, Spe- 
cial and Tempest) 
Van Nuys—#Chevrolet (standard Chevrolet cars and trucks), $Fisher 
Body (GM) 
COLORADO 
Colorado Springs—[Ford Motor] 
Littleton—+tAmerican Coleman (trucks) 
CONNECTICUT 
Bridgeport—® Metropolitan Body (International Subsidiary) 
Bristol— ® New Departure (GM) 
Meriden—® New Departure (GM) 
DELAWARE 
Newark—+{Chrysler Corp. (Dart-Lancer-Plymouth-Valiant), 
Corp., ¢Chrysler Corp. (S) 
Wilmington—4B-O-P (standard Buick, Oldsmobile and Pontiac) 
FLORIDA 


GEORGIA 
Atlanta—#Chevrolet (standard Chevrolet cars and trucks), +B-O-P 
standard Buick, Oldsmobile and Pontiac), $Fisher Body (GM), 
tFord Motor (Falcon-standard Ford cars), ® Chrysler Corp. 
ILLINOIS 
Chicago—® Ford Motor, ¢Ford Motor (standard Ford cars and trucks), 
*Fisher Body (GM), ® Electro-Motive (GM), ®Delco Radio (GM) 
Danville—® Central Foundry (GM) 
LaGrange—® Electro-Motive (GM) 
South Lyons—+Hendrickson Mfg. (trucks) 
INDIANA 
Anderson—® Delco-Remy (GM), © Guide Lamp (GM) 
Bedford—® Fabricast (GM) 
Evansville—tChrysler Corp. (S) 
Ft. Wayne—+4International 
Indianapolis—® Ford Motor, ®Chevrolet, International, 
Corp. (2), © Allison (2-GM), $Marmon-Herrington (trucks) 
Kokomo—® Chrysler Corp. (2), ® Delco Radio (GM) 
Marion—® Fisher Body (GM) 
Muncie—® Chevrolet, © Delco-Remy (GM) 
Newcastle—® Chrysler Corp. (2) 
South Bend—+Studebaker-Packard (Lark, Hawk and trucks), [S-P] 
IOWA 
Des Moines—tFord Motor Tractor & Implement 
KANSAS 
Kansas City—+B-O-P (standard Buick, Oldsmobile and Pontiac) 
KENTUCKY 
Lovisville—tFord Motor (Standard Ford cars and trucks) 
MARYLAND 
Baltimore—+Chevrolet (standard Chevrolet cars and trucks), {Fisher 
Body (GM) 


*Chrysler 


Cocoa—XChrysler Corp. 


® Chrysler 


Veteran Dealer 
Sees Future in 


Downtown Area 


OKLAHOMA CITY.—Fred Jones, 
an auto dealer for 45 years, believes 
that the future of his business still 
lies in this city’s downtown area. 

“We are not going to move away 
and leave this community’s concen- 
trated buying power which is still 


Although families may live else- 
where, Jones pointed out that the 
“breadwinners of this town, both 
men and women, are near our plant 
most of the day—closer at least for 
more of them than any other place 


The Jones operation in the down- 
town area include Ford and Lin- 
coln-Mercury dealerships, his parts 
reconditioning plant which serves 
900 dealers in 10 states from Ala- 
bama to Arizona and a new parts 


Jones was honored at a luncheon 
marking his 45th anniversary in 
the auto business and received 
Ford Motor Co.’s distinguished} South Bend, and American Motors | suggested rate is 70 cents per $1,000.| ing cities, who would not be subject 


achievement award for the 13th| Corp.’s proving ground is at Bur- 































cities where Chevrolet production 
plants are located. 

Other states housing automotive 
assembly facilities and listed in 
alphabetical order are Colorado, 1; 
Delaware, 3; Georgia, 4; Illinois, 2; 
Iowa, 1; Kansas, 1; Kentucky, 1; 
Maryland, 2; Massachusetts, 1; 
Minnesota, 2; New Jersey, 3; New 
York, 5; North Carolina, 1; Ohio, 7; 
Oklahoma, 1; Oregon, 1; Pennsyl- 
vania, 2; Texas, 2; Virginia, 1; 
Washington, 1, and Wisconsin, 5. 

* * * 
ALIFORNIA houses the most 
defense facilities, with Ford 

Motor Co. having five units at 
Newport Beach. 

The remaining seven defense 
establishments are located in 11 
states ranging from Florida to 
Michigan, 

Michigan, with American Motors 
and Chrysler Corp. doing defense 
work in the Detroit area, places 
second to California in specialized 
government work. 

Other states that house defense 
plants operated by the auto indus- 
try are Alabama, 1; Delaware, 1; 
Florida, 1, and Pennayivania,  B 






















4 and Michigan are the 
top facilities for auto testing 
facilities, each housing three prov- 
ing grounds. 

In Arizona, Ford Motor has a 
proving ground at Kingman; In- 
ternational tests its trucks at 
Phoenix, and General Motors is 
located at Mesa, 

Ford, GM and Chrysler Corp. 
also have proving grounds in Mich- 
igan, Ford in the Dearborn area; 
GM at Milford, and Chrysler at 

Chelsea. 

Ford has another testing facility 
at Jennerstown, Pa.; Studebaker- 
Packard Corp. tests its cars at 

















lington, Wis. ‘ 


(Includes Plants on Standby Status) 


MASSACHUSETTS 
Framingham—+Chevrolet (standard Chevrolet cars), ¢Fisher Body (GM) 
MICHIGAN 

Bay City—® Chevrolet 

Brooklyn—® Ford Motor 

Chelsea—[Chrysler Corp.] 

Flint—$Chevrolet (standard Chevrolet cars and trucks and Corvair 
trucks), ®Chevrolet (4), Buick (standard model and Special), 
“Buick, *Ternstedt (GM) $Fisher Body (2-GM), ®AC Spark Plug 
(GM) 

Grand Rapids—® Fisher Body (2-GM), ®Diesel Equipment (GM) 

Grand Blanc—® Fisher Body (GM) 

Kalamazoo—#Checker Motors 

Lansing—Diamond T, Fisher Body (GM), tOldsmobile (standard 
Oldsmobile and F-85), Reo 

Manchester—® Ford Motor 

Marysville—® Chrysler Corp. 

Milford—[GM] 

Monroe—® Ford Motor 

Pontiac—}GMC Truck & Coach, ®GMC Truck & Coach, $Pontiac (stand- 
ard Pontiac and Tempest), ® Pontiac, ® Fisher Body (GM) 

Romeo—[Ford Motor] 

Saginaw—Central Foundry (GM), ® Chevrolet (3), ® Saginaw Steering 
Gear (GM) 

Willow Run—+tChevrolet (Corvair cars) 

DETROIT AREA 

Detroit & Suburbs—® Chrysler Corp. (18), Dodge Hamtramck (Dart- 
Lancer-Valiant), {Dodge Truck, ¢Chrysler Jefferson Plant (Chrysler- 
Dodge Polara-Imperial), +Plymouth, +Chrysler Wyoming Plant 
(CKD), *®Chrysler Corp. (2), ¢Cadillac, © Cadillac, © Chevrolet (4), 
*Ternstedt (GM), © Detroit Diesel Engine, ® Detroit Transmission, 
Fisher Body (6-GM), ®Ford Motor (18), $Ford Motor-Wixom 
(Lincoln-Thunderbird), {Ford Motor-Wayne (Mercury), $Ford Motor- 
Dearborn (standard Ford), [Ford Motor], $Divco, ‘American 
Motors Special Products 

MINNESOTA 

Minneapolis—+}Federal 

St. Paul—Ford Motor (standard Ford cars and trucks) 

MISSOURI 

Kansas City—+Chevrolet (standard Chevrolet and Corvair cars), $Dart, 
tFord Motor (Comet-Falcon and Ford trucks), $Fisher Body (GM), 
¢Cline Truck 

St. Lovis—}Chevrolet (standard Chevrolet cars and trucks, Corvette 
and Corvair trucks), {Chrysler Corp. (Dart-Lancer-Plymouth-Valiant), 
Fisher Body (GM), ¢Ford Motor (standard Ford cars) 

NEW JERSEY 

Bloomfield—Chevrolet (standard Chevrolet and Corvair boxing opera- 
tion) 

Clark Township—® Hyatt Bearing (GM) 

Fairlawn—GM overseas boxing for export 

Harrison—® Hyatt Bearing (GM) 

Linden—B-O-P (standard Buick, Oldsmobile and Pontiac) 

New Brunswick—® Delco-Remy (GM) 

Mahwah—#Ford Motor (standard Ford and Mercury cars and Ford 
trucks) 

Metuchen—+#Ford Motor (Comet and Falcon cars) 

Plainfield —® Mack 

Trenton—® Ternstedt (GM) 

NEW YORK 

Brooklyn—+Walter Motor Truck 

Buffalo—® Ford Motor, ® Chevrolet, ® Harrison Radiator 

Cortland—4Brockway 

Dewitt—® Chrysler Corp. 

Green Island—® Ford Motor 

Elmira Heights—Ward-LaFrance 

Lockport—® Harrison Radiator (GM) 
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Designed for Werld Fairs— 

The Aeromobile, developed by Dr. William R. Bertelsen, Neponset, Ill., has been 
shipped to the United States Department of Commerce International Trade Fair in 
Tokyo, Japan. The department, interested in the ground effect machine as an example 
of American ingenuity, asked Dr. Bertelsen to build an Aeromobile for use as an ex- 
hibit in fairs around the world. Creative Industries of Detroit was assigned the task 
of developing a fiberglass body to enclose its tubular framework. After design ap- 
proval, the body, above, was fabricated by Molded Fiber Glass Body Co., Ashtabula 
O. Final assembly work and testing of the air-supported ground vehicle took place at 
Bertelsen Mfg. Co., Neponset. 


Dealers Request 


Lower Tax Rate 


ALBUQUERQUE. — The Albu-| ation.” 
querque New Car and Truck Deal- 
ers Assn. has protested a proposal| occupation tax be set at 35 cents 


to assess all 
occupation tax based on an identical| sociation declared that “aggressive 


percentage of gross 


rate of one percent. In its protest, 
the association cited this recog- 
nition of the retail auto business 
as a “high-volume, low-profit oper- 


The dealer group asked that its 
businesses a_ city] per $1,000 of gross sales. The as- 


sales. The| activities” by dealers in neighbor- 


Auto dealers now pay one-half|to the tax, could mean loss of car 
of an established city sales tax| sales and loss of revenue to the city. 


Massena—® Chevrolet 

Rochester—® Rochester Products (GM) 

Syracuse—® Brown-Lipe-Chapin (GM) 

Tonawanda—® Chevrolet (3) 

Tarrytown—+Chevrolet (standard Chevrolet cars and trucks), $Fisher 


Body (GM) 
NORTH CAROLINA 


Henderson—Corbitt 
OHIO 

Canton—® Ford Motor 

Cincinnati—® Ford Motor 

Cleveland — ®Cadillac, Chevrolet (2), Cleveland Diesel (GM), 
*Euclid (GM), ® Fisher Body (GM), © Ford Motor (4), #White 

Columbus—® Ternstedt (GM) 

Dayton—® Chrysler Air Temp (2), ® Delco Moraine (GM), ® Delco Prod- 
ucts (GM), © Frigidaire (GM), ® Inland Mfg. (GM} 

Defiance—® Central Foundry (GM) 

Elyria—® Brown-Lipe-Chapin (GM) 

Euclid—® Euclid (GM), ® Fisher Body (GM) 

Fairfax—® Ford Motor 

Hamilton—® Fisher Body (GM) 

Hudson—® Euclid (GM) 

Lima—® Ford Motor, ¢Superior Coach 

Lorain—+Ford Motor (Comet-Falcon cars and Econoline trucks) 

Mansfield—® Fisher Body (GM) .. 

Norwood—#Chevrolet (standard Chevrolet cars and trucks), {Fisher 
Body (GM) 

Sandusky—® Ford Motor, ® New Departure (GM) 

Shadyside—® Willys Motors 

Sharonville—® Ford Motor 

Springfield—+International 

Toledo—® Chevrolet (2), ¢Willys Motors (Willys Jeep and trucks) 

Twinsburg—® Chrysler Corp. 

Warren—® Packard Electric (GM) 

Vandalia—® Allison (GM Aeroproducts) 


OKLAHOMA 
Tulsa—tAvailable Truck 
OREGON 
Portland—tWhite (Freight Liner) 
PENNSYLVANIA 


Allentown— Mack 
Exton—+White (Autocar) 
Jennerstown—[Ford Motor] 
Pittsburgh—® Fisher Body (GM) 
Scranton—*Chrysler Corp. 

TENNESSEE 


TEXAS 
Arlington—4B-O-P (standard Buick, Oldsmobile and Pontiac) 
Dallas—+Ford Motor (standard Ford cars and trucks) 
VIRGINIA 
Norfolk—+Ford Motor (standard Ford cars and trucks) 
WASHINGTON (State) 


WISCONSIN 
Burlington—[American Motors], ®AC Spark Plug (GM) 
Clintonville—+Four Wheel Drive 
Janesville—}Chevrolet (standard Chevrolet cars and trucks), $Fisher 

Body (GM) 

Kenosha—+tAmerican Motors (Rambler cars), © American Motors 
Milwaukee—® American Motors (2) 
Oak Creek—® AC Spark Plug (GM) 
Oshkosh—+Oshkosh Motor Truck 


Nashville—® Ford Motor 


Seattle—}Kenworth 


KEY 
¢ Assembly Plants. 
® Manufacturing Plants 
%& Defense Plants. 


[ ] Proving grounds are 
in brackets 
(S) Standby Plants 
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Trends in P & A 


a AND EQUIPMENT 
MANUFACTURERS ASSN. 
recently surveyed members on the 
gain or loss in business for the 
first quarter of this year. Results 
of this survey turn up some inter- 
esting figures in light of what has 
happened in the retail end of the 
auto business. 

One hundred and twenty replies 
were received in the MEMA sur- 
vey. Two-thirds of the members ex- 
perienced gains over last year’s 
first quarter. The overall average 
for those reporting showed a gain 
of 8.4 percent. 

When broken down by product 
categories, the figures are quite 
illuminating, especially in rela- 
tion to new-car sales. 

For instance, 17 manufacturers of 
accessories reported average gains 
over last year’s first quarter of 13.7 
percent while 11 manufacturers re- 
ported a smaller dollar volume for 
an average decrease of 14.6 per- 
cent. The average increase for this 
entire group was 2.6 percent. 

Chemical makers fared quite a 
little better. Twelve makers re- 
ported an average gain of 16.7 per- 
cent, while five makers experienced 
an average decrease of 8.3 percent. 
Average increase for the entire 
chemical group was 9.38 percent. 

* * * 


ee parts manufac- 
turers showed up better on the 
increase side of the ledger than 
any other category among after- 
market suppliers. 

Out of the 48 companies in this 
category, 37 showed an increase 
and but 10 had a lower sales vol- 
ume. One reported no change of 
record. Those who showed in- 
creases averaged out as obtaining 
22.6 percent more business this 
year than last, and the others lost 
by an average 15.9 percent. The 
average gain for the entire group 
of replacement parts makers was 
14.4 percent. 

The 28 manufacturers of shop 


Braking Safety 


Device Warns Motorist 


Of Fluid Losses 


ITTLE ROCK.—Davis Engineer- 
ing Corp. is about to begin pro- 
duction of an auxiliary brake-fluid 
system designed to fit any vehicle 
using hydraulic brakes. 

The device, called the Saf-T- 
Brak, contains a buzzer that warns 
a motorist when his brake-fluid 
supply runs low. , 

The buzzer is coupled with the 
auxiliary tank, both of which are 
bolted to the firewall and con- 
nected by hoses and wires to the 
master brake cylinder and the ig- 
nition switch. The tank holds 16 
ounces of fluid. 

If the regular braking system 
develops a leak or loses fluid for 
some other reason, the supply is 
replenished by the auxiliary tank. 

When the auxiliary tank’s supply 
falls to a predetermined level, a 
float sets off the buzzer telling the 
motorist his brakes are failing. 

C. W. Davis, president of the 
firm, said early models of the sys- 
tem will be for test purposes only, 
with government agencies being 
invited to install them on their 
cars. 

California, Nevada and Okla- 
homa state police already have 


Backshop 


.. + by Jack Weed 






equipment, service tools and re- 
lated products were evenly di- 
vided between those who showed 
a gain and those who lost busi- 
ness for the quarter. The makers 
who reported gains came up with 
an average gain of 17.8 percent 
for 1961 over 1960, while the 
others lost an average 11.6 per- 
cent. The entire category aver- 
aged a 3.1 percent increase for 
this year’s first quarter. 

As I analyze these returns, it 
looks as if the accessory makers 
felt the dropoff in new-car sales 
as certain types of accessories are 
normally sold in greatest volume 
to owners of new cars. 

However, there must have been 
quite a respectable demand for re- 
placement items like rear view 
mirrors and other accessories of 
this type that do get broken and 
discolored to bring up the gain by 
the 11 makers who reported in- 
creased sales. 

On the other hand, the replace- 
ment parts boys must have report- 

(Continued on Page 44, Col. 1) 


Chevrolet Starts Drive 
To Increase Shop Profit 


— to support auto dealers 
in their efforts to develop new- 
car and used-car buyers into serv- 
ice customers have been accented 
recently in manufacturing circles. 
This is part of the effort to 
make product and shop quality 
mean something in combatting 
price selling. 

While better facilities, trained 
men, time-saving tools and equip- 
ment put auto dealers in a superior 
competitive position in service, it is 
felt that even greater progress can 
be made. 

* * * 

” THIS regard, Chevrolet has in- 

stituted four programs, all stem- 
ming from the owner-relations pro- 
gram instituted by K. E. Staley, 
general sales manager, and from 
the dealer’s need to make more 
money in the service end of the 
business. 

In the last 10 years, the Chevro- 
let dealers’ total service area has 
increased 36 percent, his customer 
labor sales have increased 53 per- 
cent and his retail productive per- 


Trouble-Shooting Contests 


In ’61 Draw 1, 


SS by accelerated national 
interest, the Plymouth Trouble- 
Shooting Contest went into high 
gear this month with more than 
double the number of schools and 
students involved than a year ago. 

The contests, with their twin 
aims of bringing recognition to 
young auto-mechanic students 
and encouraging them to pursue 
careers as automotive technici- 
ans, are being held in cities from 
coast to coast. 

Thirty-five contests, including for 
the first time two state finals, take 
the 1961 competition into a dozen 
states and more than 500 schools, 
with the cooperation of 700 Plym- 
outh dealers. 

Nearly 1,500 students, chosen 
through interclass elimination from 
a total automotive-class enrollment 
estimated at more than 20,000, are 
participating this year. In addition 
to individual honors and awards, 
they are striving for recognition for 
their schools. 

It is to young men such as these, 
who have a basic understanding of 
automotive service, a desire to 
work on cars and more than nor- 
mal ability to diagnose automotive 
ills, that the industry must look to 
for its long-needed source of quali- 
fied mechanical talent for dealer 
shops. 

* * * 
| ia LAST year’s contests, several 
dealers made outstanding con- 
tributions toward bridging the gap 
between a good mechanic prospect 
and a useful addition to the deal- 
er’s service department. 

One outstanding example was 
reported in last month’s service 
issue of Automotive News, Char- 
les H. Eilert, service manager of 
Gates Motors Inc. (Chrysler- 
Plymouth), Indianapolis, success- 
fully employed two contest win- 
ners and, with the aid of the 
boy’s parents and their vocation- 
al teacher, had been able to make 
them a part of his shop force. 

Since the beginning of the Trou- 
ble-Shooting Contest, 197 young 
men have used the competition as a 


asked to try the device, he added.| springboard to employment as au- 


500 Students 


tomotive technicians in Plymouth 
dealerships. 

Many Plymouth dealers are 
strong in their praise and active 
support of the program, James E. 
Murphy, Murphy Brothers Motor 
Sales, Elizabeth, N. J., recently gave 
his views on the contest’s value to 
all dealers. 

“One of our greatest needs at 
Murphy Brothers is for well-train- 
ed, intelligent mechanics in our 
service department. That’s why I 
welcome the contest which has be- 
come an annual event in New Jer- 
sey. 

“It does my heart good each 
spring to see this parade of eager, 
promising young men testing their 
automotive skill in healthy competi- 
tion,” he continued, “And if I can 
move fast enough to sign them up 
for Murphy Brothers, I can get the 
cream of the crop away from com- 
petitive dealers who try to crash 
our party. 


Helps Sells Cars, Too 


ee Trouble-Shooting Contest 
pays off in other ways, too. 
(Continued on wees <2, Col. 3) 
* * 






Hunting Trouble— 


Harry Horner, Battle Creek (Mich.) Plym- 
outh dealer, watches Ralph Smith and Dan 
Richards of Battle Creek High School check 
the engine of a '61 Plymouth in the Kala- 
mazoo Trouble-Shooting Contest held at 
Western Michigan University. 








sonnel have increased 15 percent. 
However, it is hoped that addi- 
tional gains can be scored, 

To develop good customer loy- 
alty to both product and dealer, 
buyers must be made customers. 
For this, they must be treated 
right in the service department. 
This calls for good management. 
The Chevrolet program is be- 
lieved to be one of the most com- 
prehensive service development 
programs ever instituted by any 
factory. 

To do this job effectively, Chev- 
rolet has recently increased its field 
service representation by 145 per- 
cent. Service representatives have 
been increased to 126, assistant 
service managers have been added 
in eight zones. Ten heavy-duty- 
truck service representatives have 
been added, as well as 14 used-car 
reconditioning instructors and 10 
additional zone service managers. 

* * ok 

EALERS contacted as to their 

opinion on the new service pro- 
gram were almost unanimous in 
the view that it could be one of 
the most progressive steps the fac- 
tory has taken in years, not only 
from the standpoint of factory- 
dealer relations but from the stand- 
point of customer relations. 

Several dealers brought up the 
point that on the 1961 cars they 
had complaints on paint. Up to 
now the paper work and handling 
under the warranty rules took so 
much time that customers be- 
came irritated. These dealers said 
that the closer liaison promised in 
the new program could improve 
customer relations. 

Most dealers contacted expressed 
the hope that the program works 
out in practice as it was presented 
to them and expressed their will- 
ingness to go along with it whole- 





heartedly. They feel it is a long- 
needed step in the right direction. 
* * ® 


3-Week Course 


—— program calls for bringing 
in all field service representa- 
tives for an intensive three-week 
training course that will take in 
everything except the “bolts and 
nuts” product training that all fac- 
tories offer at least once a year. 
This training, which covers all 
subjects that make up good service 
management, includes business 
management, use of service space, 
tools and equipment, owner rela- 
tions, budget operations and per- 
sonnel relations, dealer organiza- 
tion, advertising, sales promotion 
and parts and accessories depart- 
ment activities. In all, some 32 
different management subjects will 
be taught by 17 factory department 


|heads during the three-week ses- 
| sion. 


This entire program is design- 
ed to give the service represen- 
(Continued on Page 41, Col. 1) 





Body Clinic Draws 
650 in Illinois 


ORE than 650 men, 225 of them 

insurance adjusters and claims 
men, attended a body repair clinic 
held in the Morton (Ill.) auto body 
shop last month. The clinic was 
sponsored by Autobody Damage 
Appraisers, Peoria, IIl, 

Equipment and tool firms dem- 
onstrated different techniques in 
compact body repair included Bear 
Mfg. Co., Biair Equipment Co., 
Blackhawk Mfg. Co., Marquette 
Mfg. Co., Kansas Jack Co. and De- 
catur Paint and Supply Co. Cars 
worked on included a ’60 Comet, 
two ’60 Corvairs and a ’58 and ’61 
Rambler station wagon. 

A similar clinic has been sched- 
uled June 3 in Madison, Wis. 


Thayer’s ‘Tender Care’... 


Service Planned to Please 


By Evelyn C. Bash 
Staff Correspondent 


LEARWATER, Fila. — When 

Milton Kenyon, president of 
Thayer Dodge, was planning the 
layout of the new building into 
which the firm moved one year ago, 
he was determined to have a service 
department that would meet the 
needs of the car driving public of 


} | this area. 


Therefore, he devoted 50 percent 
of the total area to service, dou- 
bling the space in the old facility. 
Ten percent was allotted to parts, 
15 percent to new-car sales, 15 per- 
cent to used cars and 10 percent to 


‘ administration. 


Starting with a new building, 
Kenyon had the privilege of lay- 
ing out the departments to his 
own specifications. He planned 
the service part of the building 80 
feet wide by 120 feet deep, the 
width being 10 feet more than 
most shops. Twenty-three stalls, 
seven lifts, two lube racks and a 
Visualiner section line both sides 
of the building, and there is still 
room down the center for two 


NEW PRODUCTS 


Page 68 








lines of traffic to flow unobstruct- 
ed through the department. 

Three stalls are reserved for new- 
car getready and two for tuneup. 
Thirty cars can be worked on at 
capacity. Traffic is routed in one 
door from two streets and out an- 
other. The doors are wide enough 
for two lanes of traffic and are 14 
feet high, enabling trucks to be 
handled with ease. 

At the left of the entrance is the 
service manager’s air-conditioned 
office. Next is the two-story parts 
department. Bulky parts such as 
tires, fenders, metal doors are 
stored on the upper level. A com- 
plete stock of all makes, grades and 
weights of motor oil in cans is car- 
ried especially for the transient 
trade and winter visitors. 

Bulk oil for motors and trans- 
missions is stored in a separate 
room and is piped to the lube area. 
Air compressors are also located in 
this room and are completely en- 
closed so there is no noise in the 
shop. 

The concrete and steel con- 
struction is free standing with no 
pillars. The corrugated stee] roof 
has numerous skylights so that 
full daylight floods the entire 
service area. 

Easy chairs are placed near the 

(Continued on Page 48, Col. 4) 
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Intensive Training Starts Program .. . 





Chevy Drives for Customers 


(Continued from Page 40) 


tative a professional knowledge 

of the nontechnical areas of the 

service operation, so that he is 
better prepared to give practical 

assistance to the dealer in im- 
proving owner relations and thus 
assuring a more profitable return 
on the dealer’s investment. 

Once the service representative 
has had this intensive training 
course, he will be prepared to sit 
down with the dealer and go over 
the dealer’s financial statement and 
point out from the dealer’s own 
statement the areas in the dealer’s 
operation that should receive some 
attention. * * # 

7. first schoo] opened May 8 
with 42 zone service representa- 

tives from the United States and 

five from Canada in attendance, 

The second school for about an- 
other one-third of the field service 
force will open June 5 and the third 
school for the rest of the force will 
be held later in the summer. 

To make this program most ef- 
fective, a new, organized plan of 
operation has been put into effect 
that will enable more frequent 
and close contacts with the deal- 
ers. The service representatives 
are to be assigned to a given area 
consisting of a specific number 
of dealers. 

Overall, the average service rep- 
resentative will be calling on ap- 
proximately 55 dealers. In some 
areas, the number may be less, de- 
pending on the dealer density in 
the area. * ©, * 


Schedule for Calls 


) Nem representative is responsi- 
ble for calls every 30 days on 
the “A” dealers in his area, who 
represent about 20 percent of the 
total; every 90 days on the “B” 
dealers, who represent approxi- 
mately 50 percent; every 180 days 
on the “C” dealers, who represent 
about 30 percent, 

Each service representative will 
be furnished information on all 
owner relations problems con- 
cerning dealers in his area as 
well as a new form which will 
enable the representative to keep 
a record of the results of each 
call on each dealer. 

This will show the progress or 
lack of progress on each of 16 or 
more separate dealer service opera- 
tions having to do with owner rela- 
tions, shop Management, gross 
profit performance, promotion, 
truck service, facilities, tools and 
equipment, and other phases of 

management. 

A simplified one page “recap” 
form is also furnished the represen- 
tative for each dealer he calls on so 
that a running record for the year 


can be kept. 
* * * 


gd ADDITION, the service repre- 
sentatives are being furnished 
with a guide to dealer space rec- 
ommendations, based on the plan- 
ning potential of the dealer, to aid 
the representative in helping the 
dealer plan adequate facilities. 

Not content with launching this 
most comprehensive program of 
representative training and dealer 
contact work, Chevrolet has also 
inaugurated BLAST, an intensive 
program for the summer months 
aimed at training Beginner, Learn- 
er, or Apprentice Service Techni- 
cians to become productive service 
employes of the dealers who spon- 
sor the students. 

This program is aimed at tak- 
ing young men, graduates of vo- 
cational automotive courses or 
others with ability but lacking 
the skills to be classified as me- 
chanics, and turning these un- 
skilled helpers or students into 
productive servicemen. 

Two courses are being offered. 
One is a five-week course for me- 
chanics and the other is a six-week 
course in body and paint. Both 


courses start in June. 
* * * 


Topics Covered 


HE mechanic courses will cover 
training on the electrical system 
and diagnosis, carburetion and 
tuneup, brakes — both conventional 
and power—steering, balancing and 
alignment, clutches, transmissions 
and rear axles. 
This course does not cover such 
items as complete engine overhaul, 
automatic transmission rebuilding 





or other highly specialized work 
but is planned to make the grad- 
uate capable of taking his place as 
a mechanic and performing much 
of the less highly specialized work 
in the average dealer’s shop. 

The metal work training is 
under the direction of training 
experts from Fisher Body and 
covers major body damage tech- 
niques, including body alignment 
on collision damage and the use 
of power alignment tools, and 
complete repair of door and fen- 
der damage. 

Unitized body construction is cov- 
ered as well as underbody sections 
and extensive use of gauging equip- 
ment, arc welding and body seal- 
ing, including frame straightening. 
The last week is devoted to train- 
ing in paint and spot repair tech- 
niques. 

* * bd 


: GENERAL, the classes will be 
limited to about eight men, The 
latest equipment and techniques 
will be used in the training work 
and the students will learn the 


Powerful 

Size 8U Electric 
easily tightens fifth 
wheel support on 
truck tractor without 
tiring operator. 


proper use of necessary tools to get ® 


the job done efficiently and profit- 
ably. 

This entire BLAST program is 
offered Chevrolet dealers at little 
or no cost to the dealer, His only 
expense is where he and the young 
man he sends to the school agree 
that the dealer should pay some of 
the student’s expenses while he is 
at the school. 

The program is aimed at sup- 
plying the badly needed new 
blood in the dealer’s service shop, 
of helping the dealer develop 
mechanics who will stay with 

him and help the dealer build a 
stable work force and one that 
the customer will have confidence 
in not only because he is getting 
good work but also because he 
comes to know the men in the 
shop. 

These programs have been de- 
veloped under supervision of Ray 
Siegrist, director of service opera- 
tions for Chevrolet, and will be ad- 
ministered under H. L. Fishtahler, 
manager of field service operations. 
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Class for Technicians— 


The Chevrolet BLAST program seeks to train the Beginner, Learner or Apprentice 
Service Technician to become a productive employe. Shown is a typical class that 
will teach these vocational school graduates or other talented young men how to 
handle body and paint work. These schools will be run by Fisher Body experts and 
take six weeks. Schools by Chevrolet, preparing boys to be productive mechanics, 
will run for five weeks. 





.,.at no extra cost! 


204A-18 


“Cuss-Proof” Socket Retainer. Sockets can’t 
fall off accidentally, but strong, spring-held 
retainer can be easily replaced. Another I-R 
exclusive. 


Life Guard Commutator. Exclusive 1-R con- 
struction prevents motor damage, permits 
easy dressing, provides long brush life. 


Sealed Nose Bumper. Exclusive |-R rubber 
guard seals out dirt in addition to protect- 
ing impact mechanism. 


Dirt-Sealed Trigger. Plunger-operated switch 
is sealed tight from dust and dirt. Another 
I-R exclusive. 


Job-Tailored Motor. Not ‘‘adapted” but built 
specifically for rugged Impactool duty. 





Ls 
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Only Ingersoll-Rand gives you your choice of drive 
sizes at no extra cost—all you do is specify the 
size you prefer. 

And—whichever drive size you select, remember— 
you not only have the most powerful, but also the 
smallest, lightest and fastest tool in its class on 
the market. 

Regardless of the drive size or the tool size you select, 


be sure that the make you buy is Ingersoll-Rand— 
the Impactools with the red@ ball extras! 


best design—biggest line 
look for the red @ ball extras 


Ingersoll -Rand 


11 Broadway, New York 4,N. Y. 








42 AUTOMOTIVE NEWS, MAY 15, 1961 
Plymouth’s Trouble-Shoot .. . 


1,500 Students Vying 
In Service Contests 


(Continued from Page 40) 





Parts and Accessories Leaders Honored— 


Seven non-Jewish leaders of the automobile parts and accessories industry were 
honored at a fund-raising dinner of the Combined Jewish Appeal of Metropolitan 
Chicago. Those honored were Edwin Drawz, John Hefferan, C. B. Jarrat, Sam Ladd, 
Vv. O. Winkenweder, Helen V. O'Brien and Jack Shea. Ironing out plans for the 
dinner are, seated, from left, Jules B. Newman, chairman, CJA Automobile Parts and 


Every year, without fail, I sell a 
few Plymouth cars right off the 
contest field to interested specta- 
tors,” Murphy said. 

M. R. McKaig, president of Mc- 
Kaig & Sons, Los Angeles, who is 
president of the Plymouth Dealers 
Assn, of the Los Angeles region, 
told a recent meeting of the as- 
sociation’s directors: 

“The annual Plymouth Trouble- 
Shooting Contest ig the finest 
public relations opportunity we 
have as Plymouth dealers in the 
Los Angeles region, 

“But it is one of those things that 
has to be observed in order to be 
truly appreciated. All of our dealers 
should witness the finals of the Los 
Angeles contest and understand the 
scope of this wonderful project. 


“This is not just another publicity 








cision to continue the driver-edu- 
cation program in Los Angeles area 
schools, 
* of a 

EORGE J. CUTLER, Plymouth’s 

service director, who began his 
own auto career as a service tech- 
nician in a dealership and who is 
the originator of the Trouble- 
Shooting Contest, anticipates that 
in 1962 the program might encom- 
pass as many as 2,000 student con- 
testants. This would be a 33 percent 
increase over the 1,500 competing 
this year. 

Contest rules call for partici- 
pating students to seek and cor- 
rect a number of prearranged 
malfunctions in a car, The con- 
testants work as teams, two boys 
to a car, The teams are permitted 
to use only a minimum of tools 
and testing equipment, and their 
competitive work is monitored by 
technicians and school instruc- 
tors. 

The contestants are selected to 
represent their schools on the basis 
of interclass competition. The first 
team to diagnose and correct the 
mechanical problems is declared 

the winner. 

The three top teams receive tro- 













at the same time we as dealers are 
performing a really worthwhile 
function. We are encouraging 
young men to enter the field of au- 
tomotive mechanics ag a career, 
and thereby helping to alleviate a 
potentially serious situation.” 
McKaig added that last year’s 
Logs Angeles contest, witnessed by 
representatives of the Los Angeles 
Board of Education, had a “pro- 
found influence” on the board’s de- 


Boice Offers Parts Catalog 


HYDE PARK, N, Y.—A 64-page 
catalog of replacement parts and 
spares for its high precision, dial 
indicator gauges and setmasters 
has been announced by Boice 
Gages, Inc. Large drawings of each 
gauge permit quick reference to 





Accessories Division, and Sidney L. Port, vice-chairman. Standing: Jerome Ivice, 
Elliott Lehman, C. J. Wollheim jr. and Jerome J. Levenberg, vice-chairman. 


stunt, nor just another gimmick,” 


he said. “We get publicity, yes; but! prices. 


e 


part names, part numbers and 


phies for their schools in addition 
to other valuable prizes. All par- 
ticipants also receive individual 
trophies. 





e 
« 





Many dealers feel that because 
the winners have proven their abil- 
ity to diagnose troubles, they 
should make better-than-average 
Service writeup men with a little 
training in how to meet the public. 

* * cd 


Rated High by Dealers 


ee who have employed 
these winners and who have 
taken the foresight to indoctrinate 
them properly have found them to 

be better-than-average technician 
timber with not only the desire but 

the ability to progress fast into the 
more highly specialized phases of { 
service. 

But dealers who want to hire 
these winners should remember 
Eilert’s experience and get both 
the parents of the boys and their { 
instructors on their team, so that | 


all will understand the basis on 
which the boy is being hired and 
what he can expect from the 
dealer if he does a good job, 

The dealer also must make cer- 
tain that his service manager is in 
sympathy with taking the boy to 
train. 

Otherwise, a promising service 
recruit might become discouraged 
early in his employment and leave 
the industry for good. This has 
happened in other cases where 
dealers have hired top vocational 
students and, without thinking, 
thrown them to the mercy of an 
unsympathetic service manager and 
an antagonistic work force. 

: * mm * 





FRANK THOMAS 





Dates, locations and the num- 
ber of competing teams in 35 
Plymouth Trouble-Shooting Con- 





HOLMES 470 MODEL — 

; April 7%, Portland, Ore, ............ 20 

| ENGINEERED to MASTER the MOST oo 
@ DIFFICULT RECOVERY JOBS! April 1% Lake Oewogo, Ore... § 


April 29, Kalamazoo, Mich. ......16 



















Here’s How the flexible action of a HOLMES _ ” soeragoets sovsnnnensnnnee = 
WRECKER will broaden your Service operations: Use —- 
i : i ; acme i. May 6, Columbus, 0. .............. 22 
of such a unit will permit you to go miles away — Serv i ¢a0 ee tat a 
ice more customers and handle a wider variety of work. May 11, Oakland, Calif, aca 45 
P : : : 4 ay 12, ersfield, Calif, ...... 24 
oa “— Holmes Engineering provides the best possible use of ie yadda ro 
mS = BE. Truck power for the efficient handling of all types of May 13, Morris Hills, N. J.......19 
All HOLMES Double Boom models provide  Tecovery and towing jobs. Being in a position to render Mer > Sheen I eae 
360° working area with power for pulling with such all-round service is a valuable business asset which May 13, Cleveland «0... 13 
either or both service lines. Booms may be posi- _— will pay you handsome dividends in TOWING FEES, a Te 
tioned for anchoring on one side, pulling from PARTS SALES, BODY WORK and SERVICE JOBS. May 17, Los Angeles .............98 
the other — without blocking road passage. May 18, Lexington, Ky. ............ 28 
eee ee ee os Y and a There are 7 Holmes Wrecker Models, varying in May 19, ae, ona i 
ear Controls for maximum safety of operation. —_— rice and ranging in size from 3 to 40 ton capacity, that May 20, Minneapolis ....... 
May 20, Philadelphi 
can NOW be purchased on a long term, easy pay plan. _— Ae 
May 20, Menlo Park, N. J. ...... 15 
Send TODAY for full details. Let us show ce ae Meee ooue oe 
HOW the flexibility of a new HOLMES ay BE TI ai vicrnscsescsnnsnssies 0 
WRECKER will make money for you! May a ae done me a 
June 9, Detroit. ...........cccccee 21 
Aug. 25, Columbus, O. / 
(state final) .............. 15 


Total 703 teams; 1,406 contest- 
ants. 
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© 1961 VOLKSWAGEN OF AMERICA, INC. 


it for a Volkswagen dealer? 


(and why we’re locking for a few more) 


The Volkswagen is an unusually good 
car. 

It’s also a reasonably priced car. 

Volkswagen dealers continually find 
the demand for Volkswagen’s much 
greater than the supply. (That’s why it’s 
been selling at the full gross price ; 
without a discount.) 

In fact, the VW is the only popular car 
in the world that people are willing to wait 
months to get. And asa result, VW dealers 
sell more cars per dealer than any other 
dealer selling any other make. 

In 1960, Volkswagen dealers across the 
country sold around 191,000 VWs (includ- 
ing station wagons and trucks). That's 
approximately 41,000 (or 27%) more 
than in 1959. 

The VW dealer has more to sell than 
passenger cars alone. He sells a complete 
line of automobiles: sedan, sun roof, con- 
vertible, Karmann Ghia coupe and con- 
vertible, station wagons and trucks. 

(You might be interested to know that 


for the past 2 years Volkswagen trucks 
have been the 4th best-selling trucks in 
the country in the 6,000 Ib. gross vehicle 
weight category, which takes in 50% of 
the trucks sold in the United States.) 

The Volkswagen dealer also sells serv- 
ice. And he can run a profitable service 
operation (without charging exorbitant 
prices) because the Volkswagen remains 
basically the same from year to year. 
Almost every new VW part will fit any 
year VW, way back to the earliest. 

So the money a VW dealer invests in 
parts works 4 or 5 times as hard as a parts 
investment for cars that keep changing 
every year. And VW mechanics soon get 
to be experts because they don’t have 
to relearn their jobs every year. 

People know when they’re getting a fair 
shake. More than 70% of the 500,000 
Americans who own Volkswagens bring 
their cars back to their Volkswagen 
dealers for routine maintenance. 

And many of them have been willing to 


wait all over again for their second and 
third Volkswagens. 

This priceless word-of-mouth advertis- 
ing by satisfied VW owners has created a 
reputation for honesty, integrity and dedi- 
cation that is outstanding in the automo- 
bile business (or in any other). 

Why are we teiling you all this? 

Because the Volkswagen factory is ex- 
panding and will soon be producing more 
cars. In the months ahead, we will be 
opening a few new Volkswagen dealer- 
ships in new areas, where Volkswagens 
are not being sold now. 

Since we won't sell VWs unless Author- 
ized VW Dealer Service is available, we 
are looking for people to establish these 
new dealerships in keeping with Volks- 
wagen’s high standards of service. 

If you think you might be interested in 
an Authorized VW Dealership, write to 
Mr. Stuart Perkins, General Sales Man- 
ager, Volkswagen of America, 476 Hudson 
Terrace, Englewood Cliffs, New Jersey. 
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ed quite substantial gains. One 

maker reported a 75 percent loss. 

Another maker enjoyed an astound- 

ing 100 percent gain, with the 

smallest gain reported being 2.8 

‘percent, | 
* * * 


Tool Potential 


Cr LOOKS as if the honeymoon cf 
equipping gas stations with new 
tools and equipment must be about 
over. One tool maker did report 
a gain for the quarter of 56 per- 
cent, while the highest loss report- 
ed was 34 percent. 

However, there still is a tre- 
mendous market for these shops 
just waiting to be sold by the tool 
and equipment makers who can 
demonstrate that their tool or piece 
of equipment will save mechanic 
time and still produce a better job. 

With the constant increase in 
labor and other overhead costs 
franchised dealers, in particular, 
Should be very interested in any 


tool or piece of equipment that 
will enable them to sell more 
flat-rate hours of productive 
labor for the number of me- 
chanic hours they buy. 


who knows his business and the 
needed work noted, either on the 
customer’s copy of the order or 
in a politely worded slip that could 
be attached to the steering wheel, 
it would not only promote a great 
deal more service revenue for that 
shop but would be a fine public 
relations gesture. 

Another thing that I ran across 
in the promotion literature of the 
Good Car Keeping Institute also 


The National Lubricating Grease} makes the same kind of sense to 
Institute has brought out a clever| me. I know that sometimes we get 


little sticker “gimmick.” It’s a little 


| stamp with an aluminum back- 


slightly irritated by the drugstore 
type of selling related articles when 


ground of a little guy with a car| we only wanted some new razor 


on his head. It says, give your car 
a lift, inspect every 1,000 miles for 
safety, comfort and savings. 

While the stamp is designed to 
increase the lubrication business, 
there is a connotation that I be- 
lieve could well be used by every- 
one who is endeavoring to promote 
better service and closer customer 
ties. That is to inspect every car 
that comes into the service station 
for the things the customer should 
have done besides the things or 
one item he has ordered. 

* * * 

Ir EVERY car was put on a lift 

and inspected by a mechanic 


blades or some soap. I can’t believe 
anyone hasn’t profited from the 
suggestions at the “point of sale.” 
I know that I have forgotten some 
item that has been called to my 
attention in such a manner. 

In the servicing of an auto- 
mobile, however, there are cer- 
tain things that go together like 
ham and eggs. When a set of 
brake linings wear down to the 
point where the shoes must be 
relined, it is a pretty good bet 
that the hydraulic master and 
wheel cylinders should be check- 
ed, too, and the mufflers and tail 








GIVE YOUR CAR A LIFT 


INSPECT 


EVERY 1000 MILES 


FOR SAFETY, COMFORT & SAVINGS 





pipe be given a thorough inspec- 


tion. 


The Good Car Keeping Institute 


Says: 


“The driver should be edu- 


JOIN THE BEAR‘SOO”CLUB 


and proudly wear this insignia of membership 
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...it’s a Club of men ‘‘Who Know” and Insist on 


Bear Alinement and Balancing Equipment and Service! 


THIS YEAR, as every year since 1930, 
“500” will get the Checkered Flag in a Bear 


Indianapolis 


Serviced car! The men “who know”... 
know the value of Bear Service. That's 


the safety of their cars... 


why, for many years, every car in the 


the winner of the 
who bet their lives on 


“500” has had the benefit 


of Bear Alinement and Wheel Balancing. 


The Bear 


Again in 1961 


“500” Club is 





BEAR. 


is the OFFICLAL Service at the 
Indianapolis **500’? mile race 


open to all men “who know’ the 








outstanding qualities of Bear Alinement and Balancing and use 
ONLY BEAR EQUIPMENT. If you are one who now have Bear 
services —or if YOU are going to equip with Bear, then you 


can become an active member of the Bear 


“500” Club. With 


membership you get special privileges and the profits that go 


“who know” 
faster... easier... 


to men 


finish... 


“500” clus titi 


BEAR MFG. CO., Dept. A-10, Rock Island, Illinois; 


Send me full details on the ‘’500’’ Club Membership requirements and 
the privileges given to members. [] Send FREE 1961 Bear Catalog. 


(write name and address in margin below) 


Bear does the job RIGHT from start to 
with more profits to the user. 















cated to view his car, and his driv- 
ing habits, as a whole operating 
unit rather than as a collection of 
unrelated conditions and parts. 
Wear in one part is usually symp- 
tomatic of wear in other seemingly 
remote parts of the whole system. 

“The wear of a tire is directly 
related to the wheel alignment, to 
the shock absorbers and the brakes. 
The driving that is toughest on 
these parts, the short haul and 
stop-and-go driving often referred 
to as “brake and pedal driving” is 
also toughest on oil, and batteries 
and mufflers. 

“Establishing this related cause 
and effect makes possible sound, 
reason-w h y-to-buy related selling 
that the customer can understand. 
When the customer understands 
why, related buying begins.” 

o* * * 


Modern Complications 


ND now, just to close on a note 

of consolation for many of my 
friends among the dealers who 
have just gone through a pretty 
rugged period, I’d like to quote 
from a speech recently made by 
Robert L. Jannen, director of sales 
and marketing, Leech Corp., be- 
fore the Southern California chap- 
ter, American Marketing Assn. 

“With the surplus of material 
available to markets, we have seen 
the evolutionary trend of extreme 
price competition and in many 
cases fewer retailers and middle- 
men involved in the marketing of 
products after they leave the 
manufacturer’s shipping dock. The 
changing market has literally 
forced a change in emphasis on 
distribution. Let’s take a familiar 
case in point—household appli- 
ances. 

“Ten years ago a manufacturer 
could produce a somewhat crude- 
ly designed and manufactured 
toaster for approximately $8, 
with a reasonable profit. The dis- 
tributor would mark the price up 
to $11, or say 40 percent. The re- 
tail outlet would apply their 
markup of, say 40 percent, and 
collect $16 from the customer. 

“You might question how this 
differs today. Isn’t the story the 
same? Let’s take a look. 

“The manufacturer can’t produce 
the toaster for $8. He now has a 
better engineered, more complex 
device, produced with more expen- 
sive tooling, facilities and labor 
costs. Now the toaster leaves the 
manufacturer at about $11. The 
distributor has to sell it for $11.50 
(a 5 percent markup), and the re- 
tailer sells it for $12.95, or a 10 
percent markup. 

“The reasons for narrowing of 
prices between distributor and con- 
sumer are: The fierce competition 
at the consumer level; the con- 
sumer will not pay more than $13 
for a toaster; the department 
stores are fighting to meet the dis- 
count store prices by having equal 
prices or using appliances as lead 
items.” 

* oe * 

OUND familiar? 

It no doubt wouldn’t be that way 
if the retailer could get that toaster 
back into his. shop every month 
and sell the customer some work 
on the appliance and during the 
year make nearly as much, or per- 
haps more on the service work done 
than he did on the original sale. 

And the retailer’s shop could be 
made to pay all or most of the 
burden on the entire store from 
the profits on parts and customer 
labor. 

And if there was a profitable resi- 
due in most of the appliances he 
took in trade and resold to the 
good customers he had built up 
over the years. 

The average automobile dealer 
has two years and from 12 to over 
24 opportunities to make customers 
out of his buyers if he works to 
that end. 


8-Page Consumer Brochure 


Available from Fram 

PROVIDENCE. — How Your Car 
Can Save You Money, an eight- 
page brochure used as a consumer 
magazine insert, ig available upon 
request from Fram Corp., Provi- 
dence 16, R. I. 

Designed to sell more filters and 
oil, this brochure strives to con- 
vince consumers of the necessity 
for proper oil and filter change as 
well as regular maintenance to 
stretch the mileage potential of any 
car on the road. 
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Now Du Pont Tela 
has a new low price.. only *3*. 


® 
ANTI-FREEZE AND 
SUMMER COOLANT 








““Telar” is now only $3.95 a gallon. So for ’61, 
‘*Telar’’ becomes the premium anti-freeze prod- 
uct at a new low price... . a price that’s going to 
have more of your customers asking for “‘Telar’’. 
Think of it! The proven, long-lasting anti-freeze, 


anti-rust and summer coolant that can be used 
year after year, summer and winter . . . that you 
can sell with confidence to all of your customers 
... for just a little more per gallon than standard 
anti-freezes you install. 


Be ready to go both ways ... sell ZEREX and TELAR 


ZEREX® anti-freeze 
with MR-8 rust inhibitor 
... finest permanent type 

anti-freeze. 





TELAR?® anti-freeze and 
summer coolant protects 
year after year. 


*Fair Trade price in those 
states where applicable. 


REG. U5. paT.OFF 
BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 
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“‘Telar”’ is installed just like you’ve been installing ‘‘Zerex”’ 
all these years, quickly and without fuss. “‘Telar” is not a difficult-to-handle 
full-fill product—no need to waste space stocking water. “Telar” and tap 
water in the proper proportions make the best anti-freeze, anti-rust and sum- 
mer coolant on the market. And the amount of “‘Telar” your customer needs 
is exactly the same as the amount of “‘Zerex” you would install. 





“Telar” is recommended for cars with aluminum engines. Years 
of research have proven that “Telar” completely protects the aluminum now 
used in many car engines. Same goes for a// other metals in the cooling sys- 
tem... copper, iron, steel, etc. ‘““Telar” is a modern product for modern 
cars. You can recommend it with confidence to all of your customers. 





Here are the facts that will 





“Telar’’ does its work effectively year after year, winter and 
summer. The “Telar” you put in now will protect your customer’s cooling 
system for as long as he keeps his car (requiring only occasional make-up). 
That’s because Du Pont spent years of research in developing a rust inhibitor 
so effective it lasts year in, year out. This long-lasting protection, plus new 
low price, will make “‘Telar” appealing to many more of your customers. 


* 





“Telar” is effective as a summer rust inhibitor and coolant, too. 
Many anti-rusts on the market today do not protect as well as “‘Telar” in the 
summer—when the threat of rust and corrosion is greatest. With “Telar” in 
the cooling system, there is complete protection from rust and corrosion. 
And “‘Telar”’ has a higher boiling point than water. Many dealers got a jump 
on the anti-freeze season last year—by recommending and installing “‘Telar”’ 
in July and August, before the first-freeze rush. 


Be ready to go both ways... sell ZEREX and TELAR 


ZEREX”® anti-freeze 
with MR-8 rust inhibitor 
... finest permanent type 

anti-freeze. 





TELAR‘® anti-freeze and 
summer coolant protects 
year after year. 


antifreeze & summer coolant 
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help you sell Telar in ’61 








ANTI-FREEZE AND 
SUMMER COOLANT 


At only $3.95 a gallon, “Telar’’ is now the most economical 
long-lasting anti-freeze, anti-rust and summer coolant money can buy. If your 
customer plans to keep his car for more than one winter, the cost for protec- 
tion with “‘Telar” can average out to dollars /ess than the cost of two fills with 
one-year anti-freezes. And remember . . . with “Telar” your customer buys 
only the anti-freeze protection he needs. No need to protect to 40° below 
zero if he doesn’t need it. 





There’s profitable make-up business for you with “‘Telar’’. Under 
normal driving conditions, a certain amount of loss through leakage and over- 
flow is unavoidable with any anti-freeze. So once in a while, you'll find that 
your customer’s radiator needs some make-up. In the summer you can add 
plain water; in fall and winter you'll add some “Telar’’. You build up a steady, 
repeat business that’s fast and profitable. 





“Telar” is sold through servicing dealers. Again this year, like last, 
you'll find “Telar” where it belongs—in service stations, garages and car 
dealerships. At $3.95 a gallon, there’s a of lot profit in selling “Telar’’—and 
that profit is yours exclusively. 





Color Check is an added safeguard! Du Pont has proven that the 
super rust inihibitor in “Telar”’ can be expected to outlast your customer’s 
car. To be sure he will have complete anti-rust protection at all times, a Color 
Check feature was added to assure him the rust inihibitor is continually doing 
its job. “Telar” is the first anti-freeze with such a safety feature. If ““Telar” 
turns from normal red to yellow (and this rarely happens), the solution should 
be replaced, because it is no longer fighting rust, even though it may still be 
giving anti-freeze protection. 


IMPORTANT NOTE TO DEALERS: You'll probably never have a customer whose 
‘“Telar”’ turns yellow. But if you should, you replace it immediately with the amount 
initially installed. Then return to Du Pont the installation certificate issued‘to the 
customer at the time of initial installation. Du Pont will immediately replace your 
stock with the amount of “Telar’” you replaced. IMPORTANT: Du Pont, of 
course, does not take responsibility for /oss of “‘Telar” from any cause, such as 


leakage, overflow, etc. 


Complete details for replacement of any ‘‘Telar” which has turned yellow, along 


with original installation certificate for your customer, will be found in the Du Pont 


point-of-sale Dealer Kit. 


REG. us. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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Inspections Account for Half of Shop Work, Dealer Says... 


Harping on Safety Fattens Profits 


By George H. Watson 
Staff Correspondent 


BIRMINGHAM, Ala. — “Automo- 
tive safety is our business,” said 
Sam Burgess, service manager of 
Edwards Chevrolet Co. Although 
this may seem like a dry subject, 
he added, it produces a good vol- 
ume of business if harped on day 
in and out. 

Burgess figures that at least 
half his business is the result of 
constant harping on safety. Near- 
ly all newspaper and direct-mail 
advertising is slanted that way, 
he said, and the service staff has 
only one theme that plays on like 
a broken phonograph record— 
safety. 

“Our theme song is not new, but 
it is loud,” said Burgess. 

The free checkup made by Ed- 
wards is on a “Circle of Safety” 
form approved by the Auto Indus- 
tries Highway Safety Committee. 
It covers these points: Brakes, 
lights, steering, tires, exhaust sys- 
tem, glass, windshield wipers, rear- 
view mirror and horn. A record of 
the checkup is given the owner 
and a copy is kept for the office. 

“If the owner wants the needed 
work done then and there, well and 
good, but he may want to bring 
his car back later,” said Burgess. 
“In that case he will have the in- 
































spection report as a guide. No ef- 
fort to high-pressure sales is made. 
It is deemed sufficient just to call 
needs to the customer’s attention. 


“We feel that our safety check 
is like a complete physical checkup 
by a doctor. He may not find any- 
thing essentially wrong, but it is a 
great comfort to the patient to 
know he is sound. In this day of 
tragedies on the highways, it cer- 
tainly ought to be a relief to an 
auto owner to know that his ve- 
hicle has been ‘safety tested.’ We 
put a sticker on his car to that 
effect. 

“In spotting work that needs to 
be done on a car, we find our 
lubrication men are in the best 
position,” Burgess said. “They 
‘have eyes in the back of their 
heads’ and are real ‘bird dogs’ at 
it. That is because when they 
have a car up on a lift, it is easy 
to spot things like worn tires, 
wobbly steering, defective muf- 
flers and tail pipes, and bent or 
worn tie rods. 


“Of course it also takes only a 





Barrel Device 
Designed to Boost 


Shock Sales 


MONROE, Mich.—Auto dealers 
miss selling more shock absorbers 
by not pointing out and demon- 
strating the need for new shocks 
on cars brought into the service 
shop for other work. 

According to Monroe Auto 
Equipment Co., the problem of how 
to bring home to the owner the 
need to replace worn-out shocks is 
solved by its merchandising pro- 
gram featuring a barrel device that 
is “not only a reminder, but also 
a demonstrator at the point where 
the sale can be made.” 

A worn-out and a new shock, 
with handles attached to each, are 
mounted on the lid of a steel bar- 
rel, or drum, Pushing and pulling 
on the handles demonstrates the 
difference in action between the 
two shocks. 

Once the motorist has seen for 
himself the difference, the service 
manager or mechanic can move in 
to sell new shocks if the ones on 
the car have not been replaced 
within 25,000 miles, according to 
Monroe Auto. 

Monroe Auto is offering a barrel 
demonstrator to dealers, garages 
and other outlets with a special 
package of its shock absorbers and 
rear suspension stabilizers. 

” * * 

































Looking for Trouble— 


Sam Burgess, right, service manager of 
Edwards Chevrolet Co., Birmingham, Ala., 
watches as a mechanic inspects the front 
wheel of a car under the shop's free check- 
up program. Half of the shop's work is the 
result of these inspections, Burgess said. 


TORONTO.—One of four new- 
car dealers in Canada lost money | 
last year, according to a survey} 
conducted for the Federation of 
Automobile Dealer Assns. of Can- 
ada, 

In 1959, 84 percent of dealers 
reporting in the survey showed a 
profit. 

Gross profit per new vehicle sold 
declined to $354 last year from $389 
in the previous year. 

Net profit before income tax was 
reported as 1.7 percent of total 
sales in all departments, compared 
with 1.98 percent in 1959. 

Average inventory of new vehi- 
cles as of Dec. 31 was equivalent 
to almost two months’ sales vol- 
ume, 

Ratio of sales of used to new 
cars in 1960 was 1.38 used vehi- 
cles to one new; in 1959 it was 
1.47 to one. 

The federation estimated that 
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Chevy Tags $4.3 Million 
For Tonawanda Plant 


BUFFALO. — Chevrolet plans to 
spend $4,300,000 in equipping and 
refurbishing the former aviation- 


Jobber Saleswoman— engine plant in the Town of Ton- 


little time to raise the hood and 
check the fan belt and water pump, 
and to inspect other items such as 
the headlights and windshield wip- 
ers. 

“Suffice to say that in the field 
of safety there is enough work to 
keep any shop busy,” he continued. 
“The average owner is already con- 
scious of the need for safety so that 
the mere suggestion is enough as 
a rule for needed work to be au- 
thorized. 

“As noted, we in no wise want 
to be considered a high-pressure 
shop, but we likewise don’t want 
to be known as a shop that will 
let needed work in behalf of safety 
pass unnoticed,” he added. “One 
is just about as bad as the other.” 


In the further interest of safety, 
said Burgess, his men road-test 
cars on which major work is done. 
It pleases the owner and makes 
him feel that the company really 
has his interest at heart, he said. 


While Edwards Chevrolet runs 
a lot of “safety specials,” it does 
not go in for “halfway jobs at 
halfway prices,” said Burgess. The 
charge for relining brakes is 
$19.10, regardless of what chain 
brake stores may offer, he added, 
and the best of brake fluid is 
used as well as other materials. 

“We are not cheap in price, or in 
our product,” said Burgess. 

In preaching safety to its cus- 
tomers, Edwards Chevrolet follows 
the same principle in its shop oper- 
ations. Mechanics are required to 
use jack stands under their lifts 
as a safety precaution. All electric 
wires are grounded. Goggles are re- 
quired in welding operations. No 
gas is allowed for washing or clean- 
ing operations. Trash containers 
must be kept covered. 

“Safety has been worn thread- 
bare so far as propaganda is con- 
cerned,” said Burgess. “But despite 
that fact, all the publicity in the 
newspapers and on the air has been 
a factor in holding down accidents, 
especially on holiday weekends. I 
figure that the least we can do in 
our contact with owners is to stress 
the same subject, especially where 
it produces business for us. In that 
way we are serving the owner as 
well as ourselves and the public 
as a whole.” 


Canadian Dealers’ Profit 
Averages 1.7 Pet. in ’60 


Canada’s vehicle dealers have 62,- 
000 employes, an annual payroll of 
$253 million and a total capital in- 
vestment of $237.5 million. 


United States dealers last year, 
according to the Nationa] Automo- 
bile Dealers Assn., had a before-tax 
profit of 0.5 percent, although only 
21.9 percent operated in the red. 

Washout gross profit per new 
vehicle sold for U.S. dealers was 
$352, compared with $410 a year 
earlier. 








German Mission Visits ASIA Group— 


Members of the 1961 Commerce Mission from West Berlin, Germany, visited the 
national headquarters of the Automotive Service Industry Assn., Chicago, as part of 
a study program concerning sales methods of wholesalers. The visit by the German 
business team was arranged through the Council for International Progress in Man- 
agement (USA), Inc., New York. Standing, from left, are Dr. Karl Ackerman, tube 
and iron wholesaler; Helmut Diemar, food wholesaler; Karl-Werner Geck, textile whole- 
saler; Gerhard Weise, food and candy sales agent; Richard E. A. Heide, industrial 
raw materials wholesaler; T. von Zastrow, interpreter. Seated: Erich Springer, food 
importer and wholesaler; Prof. Dr. Werner Loffler, director, economic affairs depart- 
ment, Senat Berlin; J. L. Wiggins, ASIA executive vice-president, and Erwin Schnautz, 
pharmaceuticals sales agent. 


Thayer’s ‘Tender Care’... 


Service Planned to Please 


(Continued from Page 40) 








lube section for customers who 
wish to watch this work, or they 
may go to the customer’s lounge 
nearby in the new-car department. 

The paint and body shop is in a 
separate building 60 by 80 feet. 


San Mateo Gets 
Trouble Shooting 
Contest for’61 


SAN MATEO, Calif.—The Plym- 
outh Trouble Shooting Contest has 
been extended to San Mateo County 
this year in a combined effort of 
the vocational classes of the public 
schools, Chrysler Motors Corp. and 
the Bay Area Plymouth Dealers 
Assn, 

The Plymouth Trouble Shooting 
Contest was developed in Los An- 
geles 12 years ago by G. J. Cutler, 
now Plymouth service director, and 
is now held nationwide. The aim is 
to reward students for achievement 
as well as to introduce them to a 
future as an automotive technician 
and to gain recognition for their 
schools and instructors. 

The contest works in this man- 
ner: A new Plymouth for each 
team is furnished with malfunc- 
tions previously installed. At a sig- 
nal, the teams of two students be- 
gin the repairs. 

Each team has a judge to indi- 
cate the repairs are completed and 
request permission to drive the car 
around a set course to the final 
judges’ stand where final decision is 
made on the operation of the vehi- 
cle. The team having the automo- 
bile operating properly in the least 
amount of time is the winner. 

* 
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Dealers in the Warren (O.) area, have 
it pretty good when pretty Doris White- 
head comes to call for orders. A jobber 
saleswoman for Parker Distributing Co., 
Warren, Doris is one of the few in the 
business. When she started a few months 
ago, Doris didn't know an ignition point 
from a shock absorber, but now she's hold- 
ing her own with the best of Parker's 
salesmen, according to boss Fred Parker, 
right. Charlie Grantello, division manager, 
Monroe Auto Equipment Co., Monroe, 
Mich., explains the shock absorber demon- 
strator, 





awanda which it acquired from the 
government last year, 

That was reported by Robert 
Moses, chairman of the State 
Power Authority, whose trustees 
approved the application of Chev- 
rolet for 6,500 kilowatts of expan- 
sion power from the Niagara ° 
power project. Moses said that the| Plan Trouble Shooting Contest— 
$4,300,000 will be spent during the] This group has completed plans to extend the Plymouth Trouble Shooting Contest 
next five years for new machines, | to San Mateo County, Calif. They are, from left, Gaston Periat sr., Periat & Sons, San 
equipment and conversion of the| Mateo; George Davis, county official; T. F. Reynolds, local school superintendent; Romer 
present electrical system in the| Packer, service counselor for Chrysler Motors Corp.; W. H. Bushkin, regional service 
plant. manager, and Jack Canaveri, county official. 





There is a large room for storing 
and mixing paint adjacent to the 
paint room where the air is filtered 
in and out to keep paint from es- 
caping into other areas. 

The paint and body manager has 
an air-conditioned office where con- 
sultations may be held with cus- 
tomers away from the work areas. 

In addition to the paint and 
body manager, service manager 
and shop foreman, 19 mechanics 
are employed, five of them in the 
paint and body department. Serv- 
ice absorption never falls below 
75 percent, and in March was well 
over 100 percent. 

Kenyon says the best way to 
build up a service department is to 
give good, courteous service at a 
fair price and the customer will re- 
turn. A satisfied customer is better 
than a paid advertisement, he be- 
lieves. 

Thayer Dodge does maintain a 
regular monthly newspaper ad pro- 
gram for its service department, 
but never runs any price deals or 
gimmick-type ads. Nor is radio or 
TV used. These have been tried in 
the past and were found to evoke 
little customer response, 

An owner follow-up and direct 
mail program to service custom- 
ers is carried out regularly. As 
there is a high population turn- 
over here, owner follow-up is a 
problem. A complete file is main- 
tained on service customers, but 
only the permanent resident has 
a folder in the permanent file. 

A customer told AUToMoTIVE NEws 
he likes Thayer Dodge service be- 
cause he gets what he describes as 
“professional” treatment. 

At Thayer Dodge, he says, “cus- 
tomers are treated with the same 
professional courtesy you receive in 
a doctor’s office. Personnel are 
crisply efficient, and go about their 
work with expert precision in clean, 
uncluttered work areas. You get the 
feeling your car is being treated 
with tender, loving care.” 

Perhaps that is the reason for 
this firm’s service success. 


Lincoln Offers 
Merchandisers for 


Tuneup Business 


ST. LOUIS.—Lincoln Engineering 
Co. has announced a line of port- 
able tuneup service merchandisers 
for its Quick-Check instruments. 

Designed as practical merchan- 
disers for tuneup business, these 
units include Lincoln’s entire set of 
Quick-Check instruments plus tim- 
ing light and spark plug connec- 
tors. 

Featured is the Model 104006 
tuneup center, which includes a 
portable work bench-tool cabinet 
with instrument panel, instrument 
stand and all the Quick-Check in- 
struments. 
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Shop Profit Goes Up 
With Welcome Signs 


* By Ruel McDaniel 
Staff Correspondent 

CUERO, Tex.—Service business is 
inclined to go where it is most ob- 
viously invited, according to the 
recent experience of Smith-Duckett 

Motor Co. (Chevrolet-Oldsmobile). 

When Newton Smith, president, 
faced the fact a year ago that the 
service department was running 
only 52 percent fixed overhead ab- 
sorption, he started doing some- 
thing. 

The most important thing he 
did, in his estimation, was to 
make the department more in- 
viting, by tidying up the entrance, 
and more personal by moving his 
own desk to a small glassed-in 
office adjacent to the service 
apron. 

He put up a large sign at the 
curb, with an arrow pointing to 
the service entrance. He had the 
floor of the apron painted to show 
customers where to stop, with ar- 
rows curving to the right to direct 

them where to leave their Cars. 

Immediately to the left of this 
apron is Smith’s office, with an ap- 
propriate sign. He greets most cus- 
tomers and is on hand to discuss 
other than routine problems, 

He instructed the small sales 

* * 


CUSTOM 
RECEPTION 





Reception Area— 


This is the customer reception area in 
the service department of Smith-Duckett 
Motor Co. (Chevrolet-Oldsmobile), Cuero, 
Tex. In addition to placing this overhead 
sign, the company painted arrows on the 
floor to direct customers to proper wait- 
ing places. 


Safety Checkups 
Boost Car Sales, 
Me. Dealers Say 


WATERVILLE, Me.—A poll of 
Central Maine dealers revealed 
that state-regulated, semiannual 
safety inspections have a favorable 
effect on car sales. 

Although dealers were about 
equally divided as to whether the 
sale of new or late-model used cars 
was most affected, all maintained 
that inspections cause at least a 30 
to 40 percent increase in sales. 

Dealers agreed that most sales 
result when the car owner is shown 
how expensive it would be to repair 
his old car. Most receptive buyers, 
dealers find, are those who must 
use their cars in earning a living. 

Kingpin in the process of fur- 
nishing leads on prospective buyers 
is the serviceman who inspects the 
car, the dealers reported. Should 
he, upon completing the safety in- 
spection, ascertain that the cost of 
work will be high, he immediately 
reports this to the salesman, A 
salesman then contacts the car 
owner. 

Some salesmen maintain an in- 
dividual] referral system with pri- 
vate gas stations, These stations 
supply salesmen with names of car 
owners whose car they have in- 
spected and found it will prove 
costly to repair. 


Dealer Donates Car 


ANN ARBOR, Mich. — Herb 
Estes (Ford) has presented a 1954 
Ford to the auto mechanic classes 
for persons on probation from Cir- 
cuit Court. The vehicle will be used 
to teach probationers the funda- 
mentals of servicing cars. 


force to bring every purchaser of 
a new or used car to the service 
department, where they are intro- 
duced to James Korth, service- 
parts manager, and to himself. In 
many cases, C. L. Duckett, vice- 
president and sales manager, does 
this. 

Through this introduction, the 
new customer becomes acquaint- 
ed with the man who will take 
care of his car in the future and 
the man who heads the company 
that is responsible for the per- 
formance of the newly purchased 
car. 

At this time, Smith, the service 
manager and the salesman go over 
the deal with the customer to make 
certain that all angles of the sale 
are understood. 

“This has eliminated misunder- 
standings between service men and 
customers,” Smith explained. “If a 
salesman promises a customer that 


some certain service or adjustment 
will be performed on his car, this 
is brought out at this introduction 
and it goes into the sales contract.” 

As a stimulant to service, the 
company issues a 12-month free- 
lubrication card to every buyer of 
a new or used car. At the meeting 
of salesmen, service manager, presi- 
dent and customer, this card is 
presented and the customer is 
urged to take advantage of the 
service. 

When it decided to issue the 
cards to all buyers of its cars, 
the firm also mailed out 700 to 
persons who already had bought 
cars from them, These cards were 
the means of bringing back 
scores of persons who had not 
been coming to the service de- 
partment, Smith declared. 


“There is considerable abuse of 
the free lubricating jobs,” he ad- 
mitted. “That is, some car owners 
come in, get the free grease job 
and buy nothing else; but that was 
expected. In spite of this abuse, 
the plan has helped us to start the 
service department volume back 
where it belongs.” 

In one year the company brought 
its service absorption to 85 per- 
cent, Smith said, and in another 
year or less it is expected to rise 
to 100 percent, 
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Car Buyer Meets Shop Boss— 

As part of the new personal approach to service business, a new-car buyer is in- 
troduced to James Korth, service-parts manager of Smith-Duckett Motor Co. (Chevro- 
let-Oldsmobile), Cuero, Tex. At the left is Newton Smith, president, while C, L. Duckett, 
vice-president and sales manager, hands the buyer a 12-month free-lubrication card, 
another new feature of the firm's service program. 


With the compact DeVilbiss EGA 
spray gun, and a simple shield, it 
is possible fo save masking time and 
materials on many touch-up jobs. 


DeVilbiss touch-up outfit lets you 
do many paint jobs without masking! 





DeVilbiss touch-up outfit includes: pre- 
cision EGA spray gun, suction-feed cup 
attachment, six extra 6-0z, glass cups 
x 15’ braid-covered air 


with covers, 4” 


Now save time — and cut costs — on fussy touch-up, trim, and 
spot work with a versatile DeVilbiss touch-up outfit! 


Lightweight, precision spray gun is specially designed for 
intricate spray jobs—is easy to handle in cramped quarters, and 
ruggedly built for hard, continuous use! Adjustable spray pat- 
tern, from round to fan, makes it ideal for soft blending, 
spotting and feathering of repaired areas. Applies all sprayable 
materials; lets you paint around door jambs and moldings, 
using a simple shield instead of tape masking! Interchangeable 
see-thru glass cups permit swift, easy color changes. 


For faster, better, lower cost painting, call your DeVilbiss 


supplier—order your DeVilbiss touch-up outfit today! 


hose with connections. 


SPRAY GUNS e AIR COMPRESSORS e HOSE AND CONNECTIONS e TRANSFORMERS 


Branch offices and Distrib- 
utors in principal cities 
the United 
States, Canada and the 


throughout 


world. 


The DEVILBISS COMPANY, Toledo, Ohio 


Santa Clara, Calif. ° 


Barrie, Ontario ° London, England 


FOR BETTER SERVICE, BUY 


DeEVILBISS 
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FORD FAMILY OF FINE:CARS CLEARINGHOUSE e NO. 238 OF A SERIES 


“LET'S KEEP OUR HOUSES IN ORDER” 


Addressing the Minneapolis Junior Chamber of Commerce April 20, 
Henry Ford Il discussed the responsibilities of the modern business 
corporation and the importance of maintaining high standards of 
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business ethics. Here are several excerpts from his address: 


“Our American industrial system has long been one of the most 
outstanding accomplishments of our society. We started out as a 
pioneer people, fervently independent and individualistic, and we 
built an economic system to match. With time there came increasing 
complexity in our society and certain excesses in our corporate 
behavior. Laws were passed and the untrammeled freedom of business 
action was restricted. On the whole, it was wisely restricted, so that 
America was able to enjoy the benefits of substantially free com- 
petition, risk capital and profit incentive without the social and 
human abuses that often attended early-day capitalism. 


“Because of its early excesses, as we all know, business fell under 
a cloud and for long years became the scapegoat for many of the 
nation’s problems, a whipping-boy for most of its griefs. Chastened 
by anti-trust laws, squeezed in the giant wringer of the great depression, 
and restricted by the emergence of huge and powerful labor unions, 
the American corporation painfully learned that it must assume 
responsibilities beyond its traditional function of making money 
for the stockholders. 


“It learned that, however legal and proper its actions, to act in 
terms of profit and loss alone was not quite good enough. Something 
more was required—a positive awareness of national goals and objec- 
tives, social as well as economic, and an effort to make its actions 
conform as much as possible with the prevailing tides of public opinion. 


CHANGING CONDITIONS 


“In the past twenty years, there has been a material change in the 
whole outlook of our larger business enterprises, a change toward 
far greater social maturity and responsibility. Business today under- 
stands well how its actions may impinge not only on the lives of 
individuals but also upon the goals and the policies of our nation 
both at home and abroad. 





“This maturing process did not take place in a vacuum. The business 
corporation is a mirror of society. It exists at the sufferance of society 
to serve the broad purposes of society. It reflects at most times the 
prevailing ethical, moral, and even cultural values of society. More 


particularly, it tends to reflect the values of the people at the top 
levels of management. 


BUSINESS PERSONALITY 


“One of the many fascinating things about a business corporation is 
that—in its daily life, and not merely in the legal sense—it does take 
on many of the attributes of a person. It may have quite a distinct 
personality. It may be liked or hated with real emotion. It may be 
venal and greedy, negative and reactionary, pompous and self-righteous, 
just like some people; or it may be full of good will and a sense of 
public service, adventurous and confident, open and forthright—just 
like some other people. It may be corrupt, shady and dishonest, 
like a few people; or honest and law-abiding—to the best of its 
ability—like most people. 


“One thing that most corporations—like most people—cannot do 
is to succeed in creating the impression that they are something other 
than what they really are. No amount of false front will keep the real 
character of your company or mine from showing through. 





RECENT DEVELOPMENTS 


“I am concerned, as I am sure many of you are, at a recent chain of 
events that could arouse broad popular distrust and that could revive 
old and worn-out hostilities toward American business and industry. 
Too fast and too close together for comfort we have had a series of 
falls from grace involving some of our oldest and most respected 
business firms. As a director of one of the electrical goods manufac- 
turers, and as the chief executive officer of an automotive manufac- 
turing business, my concern is more than academic. In addition to 
price-fixing convictions in the one industry, and conflict of interest 
charges in the other, Congressional committees, in still other indus- 
tries, have turned up evidence of widespread collusion between 
corrupt unions and equally corrupt management. Let me note that, 
whatever differences our company may have had with the UAW, we 
have developed a genuine respect for the determination of its leadership 
to keep it free of corruption. 
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“It would indeed be a sad thing if the good will and confidence that 
business has laboriously built up over the years should now be 
washed away at this very critical juncture in our history. 


“I am sure all responsible people would hate to see a return of that 
national pastime of the 1930’s: business-baiting—or for that matter, 
an outbreak of labor-baiting or any other kind of divisive attacks on 
American solidarity. 


“We have vast national problems to solve at home and abroad, 
problems of chronic unemployment and economic breakthrough, 
problems of competing more effectively in world trade, problems of 
leading the free world in strengthening freedom and economic progress 
in vast continents being courted by international communism. 


CRITICAL PERIOD AHEAD 


“I think it may be no exaggeration to project the 1960’s as the most 
critical and far-reaching ten years in the history of the world. In such 
a decade, America needs more than ever before an atmosphere of 
mutual trust and confidence among such major elements of our society 
as industry, labor and government. Without that confidence, we will 
not only be far less effective in meeting the goals of our country, 
we will present to the world at large the image of a quarrelsome, 
divided and possibly corrupt society. World communism could not 
ask for a better gift than this. 


“When I say this, I am not suggesting for a moment that we should 
abandon the real benefits of vigorous competition. Neither am I 
suggesting that American businessmen—or unionists or farmers or 
any other element in our society—should suddenly play dead, that 
we should transform ourselves from a society of free men to a country 
of docile followers. Freedom to compete, to differ, to dissent, to 
criticize, to urge change—these all are a cherished part of our heritage 
as Americans, of the values that we seek to defend against the 
onslaughts of communism. Most of the world, I believe, understands 
these basic things about our country, and multitudes of its people 
long for them. But there is a difference between the kind of earnest, 
healthy, rational debate that forwards America’s interests—indeed, is 
essential to the workings of the American system—and the kind of 
internal warfare that can weaken it. 


“No doubt there are those who will say that it is neither necessary 
nor wise for us to wash our business linen in public, that by talking 
about these things we will draw attention to them and, by so doing, 
foster the impression that things are much worse than they actually are. 


“T don’t agree. I think what has happened has very grave implica- 
cations for all of us in business. I believe we need to think very hard 
about what we can do, individually and collectively, to reduce the 
likelihood of such things continuing to happen. If they still should 
happen now and then—since sin has never been entirely eliminated— 
we need to think about how business can handle itself so as to minimize 
the unfavorable impressions that result. Of one thing I am sure. The 
confidence and faith of the American people in business—particularly 
in the big corporations that play so vital a role in our whole life—will 
not be strengthened by alibis, excuses or counter-recriminations. 


“If we are to preserve the good name of our respective companies, 
we must be sure that management does every thing reasonable in 
prudence and good sense to prevent such things happening, and takes 
swift and sure corrective action when the occasional misdeed does 
occur. At the very least, the top operating executives are responsible for 
establishing strong and explicit policies concerning the conduct of em- 
ployes under the law and in conformance with high ethical standards, 
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PRODUCTS REFLECT INTEGRITY 


“There is one and only one way for business to keep its skirts clear; 
that is to insist that top management maintain the highest standards 
of integrity in all aspects of business operation. 


“Perhaps more than anything else, our integrity will be reflected in 
the products we offer. I believe today, more deeply than ever before, 
that the future of the company I represent, indeed of our whole 
industry, depends directly on our ability to produce products that 
perform exactly as we say they will perform, products that establish 
their own standards of integrity—of quality, durability and depend- 
ability. 

“Indeed, gentlemen, all American industry will be judged before 
the court of world opinion on the basis of its success or failure in 
maintaining high integrity in its actions, its products and its services. 
We live in a world that is bigger than our own world and must compete 
with products from all over the globe—many of them of the highest 
integrity of manufacture. We must compete also with a way of life, 
an ideology, an imperialist system that seeks every opportunity to 
hold us and our economic way of life up to scorn. 


“So I would like to suggest that all of us in business management 
take a new long look at ourselves and all our business practices. I 
suggest we look not only at the obvious areas of danger, where we 
may run afoul of the law, but also at those borderline areas of corporate 
action which might have unfortunate social consequences for our 
fellow man. 


OBEDIENCE TO THE UNENFORCEABLE 


“Morality is not just avoiding price-fixing or conflict of interest. 
Obedience to the law is not enough. The law is negative. It tells us 
only what we must not do. As Crawford Greenewalt, president of 
DuPont, has suggested: we in industry must be concerned more 
specifically with ‘obedience to the unenforceable’—‘the things we do, 
not because they are required but because they are right. This strength 
is more potent and compelling than the law.’ 


‘A corporation may be primarily a producer of goods, but it is 
more than just that; it is a small society within society, one with 
motivations, with rules and principles of its own. It is a purposeful 
organization that can and must give more than just money to those 
who serve it, and those it serves. It 
should reflect in its daily actions the 
principles and aspirations of our society 
in its finest tradition. If it does so, I 
have no fear for America’s ability to 
stand strong and free before the world 
for long and good years to come.” 


Mion, Phe 


Henry Ford II 








If you would like the complete text of Mr. Ford’s address, please write: Charles 
F. Moore, Jr., Vice-President, Public Relations Staff, Ford Motor Company, 


The American Road, Dearborn, Michigan. 
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Capsule Reports ... 


LANSING. — Qualified mechanics 
for wheel alignment, balancing and 
body-frame alignment are being 
trained in a program available 
‘through John Bean Automotive. 

The three-course program, in- 
cluding instruction in theory and 
actual operation of equipment, is 
being offered at the Trade and In- 
dustrial Division, Ferris Institute, 
Big Rapids, Mich. 

Course A is a basic course 
wheel alignment, balancing and 
steering system correction. 

Course B is an advanced course 
in the A subjects, with emphasis on 
suspension correction. The course 
includes steering gear adjustments 
and service procedures on both 
power and conventional type steer- 
ing. 

The C Course is directed toward 
a body-frame repair program with 
emphasis on complete body-frame 
straightening techniques using full- 
scale equipment, Instruction utiliz- 
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ing portable body-frame equipment 
is included. 

Single courses are one week in 
length and each course begins at 


least once each month. Two- and 
three-course combinations are 
available so that complete training 
may be completed with a single trip 
to the school. 

ok * * 
Public Relations Manual 


Is Prepared by ASIA 


CHICAGO.—A new Publicity and 
Public Relations Manual is now 
available to wholesaler and ware- 
house distributor members of the 
Automotive Service Industry Assn. 

The manual was prepared by the 
Automotive Advertisers Council 
after study of the needs of whole- 


salers and warehouse distributors. 
* * * 


Sun Electric to Display 


Equipment at Finnish Show 
CHICAGO.—A line of automotive 
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testing equipment made by Sun 
Electric Corp. will be displayed and 
demonstrated at the United States 
Industries Exhibition in Helsinki, 
Finland. 

Sun is one of about 125 American 
manufacturers to take part in the 
exhibition May 26-June 11. The 
Sun equipment provides a quick 
diagnosis of engine troubles, 

* * * 


Brost Offers Night Service 


BUFFALO.—B rost Motors, Inc. 
(Dodge), has inaugurated a new 
Monday night service operation for 
the convenience of its customers. 
Service is available until 9:30 p.m. 

* % * 


Humble Oil Introduces 


Line of Flexon Products 


NEW YORK.—Humble Oil & Re- 
fining Co. is introducing a new line 
of products with a new trademark. 
The products are process oils for 
the rubber industry, and their 
trademark is Flexon, There are 21 
grades in the new line. 

The Flexon oils will be marketed 
nationwide. At present they are 
manufactured at Humble refineries 
in Baytown, Tex., and Bayonne, 
N. J. The Flexon line includes 15 
new grades of naphthenic and par- 
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A man in Cincinnati stole three 
whitewall tires. He had a good 
reason. “I found one and needed 
three more to match it,’ he told 
police. 
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“Puts our service department 
out in front in profits” 


‘‘We have used and recommended Pennzoil to our customers for over 25 years. 
And we feel more than ever that we are using the best petroleum products available. 


‘Our Pennzoil Follomatic machine has given us a complete and 
economical customer control plan that has made our Service 
Department a most important part of our profit picture.” 


Sha E Lo 


JOHN E. LEWIS, President, Perry Lewis Company, Inc., Crawfordsville, Indiana 





You, too, can cash in on Pennzoil’s 
“BIG 3” profit plans. One, or all, of these plans, 


backed by Pennzoil performance, makes you more money. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


Lifetime Lubrication 


to your service 
for life of their cars. 


Program ties customers 


PLAN 3 


Custom-Tailored 


you sell more cars 
at better prices. 
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Warranty Program helps 





















which Humble had not manufac- 
tured previously. 
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Raybestos Division Offers 


Brake-Service Guide 


BRIDGEPORT, Conn.—An 80- 
page brake service guide to aid in 
servicing brake systems on cars and 
light trucks is being offered by the 
Raybestos Division of Raybestos- 
Manhattan, Inc. 

The manual contains fundamen- 
tals of brake service, a general 
guide to hydraulic brake systems, 
information on reline and adjust- 
ments procedures, data on servicing 
power brake systems and a trouble- 
shooting chart. 

* * * 


Unbalanced Rear Wheels 


Called Vibration Cause 


SPRINGFIELD, fl.—When an 
auto owner tells his service man 
that the car vibrates at speeds of 
60 to 70 miles per hour, the rear 
wheels are probably out of bal- 
ance, suggests E. W. Kelley, of 
the Weaver Manufacturing Divi- 
sion, Dura Corp. 

To be sure the problem is one 
of rear-wheel balance, Kelley, 
who is supervisor of the Weaver 
laboratory garage here, advises 
raising the rear end of the car 
on a jack and running the en- 
gine at a speed of 60 to 70 MPH. 
If the rear wheels are not in bal- 
ance, vibration usually will be 
felt on the floor or back of the 
front seat, he says. ‘ 

* * 


Garage Group Expands 


MANCHESTER, N. H.—A New 
Hampshire branch of the Independ- 
ent Garage Owners of America has 
been organized. New Hampshire 
became the 39th state to form an 
IGO branch, it was reported. 

+ * * 


Vulcan’s New Curing Tube 


Has Built-In Expansion 


TORONTO.—A curing tube with 
built-in expansion has been intro- 
duced by Vulcan Equipment Co., 
Ltd. 

Designed especially to reduce re- 
placement costs and increase shop 
profits, the firm said, the Vulcatube 
features a U design which permits 
expansibility and assures ease of 
operation and longer life. 

ok * * 


Heli-Coil Offers Charts 


On Thread Measurements 


DANBURY, Conn. — Heli-Coil 
Corp. is making conversion charts 
for screw threads on imported cars 
available to all automotive service- 
men. One chart gives data for con- 
verting worn, stripped or damaged 
BS.W. (Whitworth) or BSF. 
threads to conventional U. S. coarse 
and fine sizes. 

The other chart offers informa- 
tion on how to convert the nominal 
diameter of international metric 
threads into inches, indicating the 
nearest size Heli-Coil insert suit- 
able for the repair. 

ok * * 
Demonstration Features 
Unitized-Body Repair 

PEORIA, Ill—Five compact-car 
owners got a free bonus when 
their damaged autos were repaired 
free as a demonstration of unit 
body repair techniques. 

The demonstration was conduct- 
ed by Autobody Damage Appraisers 
in conjunction with the first an- 
nual convention of Independent 
Garage Owners of Central Illinois. 
Manufacturers of special body re- 
pair equipment cooperated. 

* o* * 


Business Guide 


DETROIT.—The new 80-page 
Starting and Managing a Service 
Station, by the Small Business Ad- 
ministration, now is available from 
the Commerce Department Michi- 
gan Office, 438 Federal Building, 


Detroit 26, Mich., at 35 cents. 
* * * 


Import Service Center Opens 


WEST HARTFORD, Conn.—The 
Foreign Car Center has been open- 
ed by Clifford Grape on Prospect 
Ave. Service for imported cars of 
every make is performed by Euro- 


pean-trained mechanics, Grape said. 
* 


Schools G et Ford Engines 

WICHITA.—On behalf of Ford 
Motor Co., Price Auto Service has 
presented 1961 engines to South 
and Southeast High Schools for use 
by students in auto mechanics. 
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Available to General Motors Dealers in 
CHEVROLET + PONTIAC - OLDSMOBILE 
BUICK - CADILLAC new cars and used 
cars of all makes 
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Sales Conditions’ in Various Areas... 


Auto Market Reports 





Dayton, O. 

New-car sales in Montgomery 
‘County (Dayton) O., in April total- 
led 1,948, compared with 1,986 in 
March. 

By makes, registrations were: 
Chevrolet, 520; Ford, 200; Corvair, 
191; Pontiac, 113; Falcon, 109; 
Oldsmobile, 101; Buick, 97; Ram- 
bler, 83; Dodge, 82; Tempest, 51; 
Comet, 44; Cadillac, 43; Volks- 
wagen, 39; Fiat, 33; F-85, 33; Plym- 
outh, 33; Oldsmobile, 33; Chrysler, 
28; Mercury, 25; Renault, 22; Val- 
iant, 22; Lancer, 16; Lincoln, 11, 
and miscellaneous, 19. 

—Ernest C. KisH 
* * * 


St. Petersburg, Fla. 
Last year was the best year in 
the history of the automotive indus- 
try in Pinellas County, which in- 
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cludes the cities of St. Petersburg 
and Clearwater. 

American and imported new cars 
numbering 16,074 were sold in the 
county for $45,582,000 in 1960, com- 
pared with 14,378 selling for $40,- 
118,000 the year before, according 
to Pinellas Review, a legal, finan- 
cial and commercial newspaper. 

The paper said that Pinellas 
County’s 116,000 families spent 
$101 million for new and used 
cars in 1960. The total amount of 
money spent on the automobile 
in the county, including gas, oil, 
last year, amounted to $134 mil- 
lion, more than was spent for 
food. 

How will this affect 1961 sales? 
Dealers are optimistic over this 
year’s sales prospects, although the 
first quarter was rather slow. An 
upturn was noted in April, which 


dealers hope will continue through 
the summer. 

A poll of 48,000 families in the 
county reveals that 8,500 plan to 
buy new cars and 5,700 plan to buy 
used cars within the next six 
months. 

In 1960, Chevrolet led the field in 
the county with 2,553 new-car sales. 
Ford was second with 1,397; Ram- 
bler third with 1,211, and Falcon 
fourth with 1,138, 

Other American makes sold as 
follows: Oldsmobile, 1,045; Pon- 
tiac, 815; Buick, 700; Dodge, 568; 
Corvair, 558; Comet, 553; Plym- 
outh, 518; Cadillac, 509; Valiant, 
495; Mercury, 356; Studebaker, 
260; Chrysler, 185; Thunderbird, 
143; Dart, 111; Imperial, 107; 
Lincoln, 83; DeSoto, 73; Willys, 
34; Corvette, 15, and miscellane- 
ous, 7. 

In the import field, English Ford 





Ais EIMNy 


“I’m going out to their place 
and see if I can make a deal— 
about supper time.” 





chalked up the most sales with 512 
registrations. Renault was second 
with 311, and Fiat a close third 


When these Gabriel signs go up... your business will too! 
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abriel ham 





And theyte all yours FREE when you sign up as a 


CERTIHIED GABRIEL DLALER/ 


Special Load-Absorber Display! A big, colorful stand- 


Half your customers need new shock absorbers right now 
...and 99% of them need to be reminded of it. That’s 
why you'll be smart to sign up as a Certified Gabriel 
Dealer right away and get all these eye-catching Gabriel 


display pieces free: 


Permanent Metal Sign! A flange-type sign—of heavy- 
gage metal, with baked enamel finish—that goes on wall, 
fence or pole . . . identifies you as a Gabriel Shock Absorber 


Specialist. 


Spectacular Window Display! Comes in three sections, 
and you may use one, two or all three, depending on the size 


of your window. 


THE GABRIEL COMPANY « Cleveland 15, Ohio 


Gabriel of Canada Ltd. ¢ Toronto 14, Ontario 


up display you can use on the floor, in a window, on a count- 
er, or out on an island (it’s made of weather-resistant Mason- 
ite). It features a full-scale picture of a Load-Absorber and 
is equipped with hooks so that you can display an actual 


unit if you want to. 


Remember: shock absorbers represent one of the 


hottest sales opportunities in your business today. 


So sign up with Gabriel . . 
bigger profits! 


ABSORB 
ABSORB 





. and move up to 


abriel 
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with 304, Volkswagen was fourth 
with 285, 

Other makes: Simca, 174; Opel, 
110; Triumph, 110; Hillman, 84; 
Saab, 82; Metropolitan, 75; Morris, 
73; Taunus, 64; Peugeot, 63; Vaux- 
hall, 55; Mercedes-Benz, 50; Volvo, 
47; MG, 37; Austin, 36; Austin-Hea- 
ley, 29; Borgward, 26; Alfa Romeo, 
17; Sunbeam, 16; Porsche, 15; Sing- 
er, 11, and miscellaneous, 54. 

—E. C. Basu 


* * * 











Columbus, O. 


New-car sales in Franklin County 
(Columbus), O., in the first half of 
April numbered 1,070, compared 
with 1,216 in the first 15 days of 
March and 1,381 in the first half of 
April, 1960. 

By makes, registrations were: 
Ford, 198; Chevrolet, 194; Falcon, 
91; Plymouth, 81; Corvair, 71; Pon- 
tiac, 63; Dodge, 59; Rambler, 51; 
Oldsmobile, 50; Buick, 44; Comet, 
33; Cadillac, 24; Chrysler, 21; 
Volkswagen, 21; Mercury, 17; 
Simca, 13; Studebaker, 12; Renault, 
9; Mercedes-Benz, 5; Hillman, 3; 
English Ford, 2; Imperial, 2; Lin- 
coln, 1; Willys, 1, and miscellane- 
ous, 4, 

o ok * * 
Sioux City, Ia. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., to- 
talled 284 in April, compared with 
236 in March and 380 in April a 
year ago. 

By makes, they were: Chevro- 
let, 86; Ford, 63; Buick, 23; Pon- 
tiac, 18; Oldsmobile, 17; Dodge, 
16; Plymouth, 11; Rambler, 10; 
Comet, 9; Volkswagen, 7; Chrys- 
ler, 5; Mercury, 5; Cadillac, 4; 
Studebaker, 4; Renault, 2; Lin- 
coln, 1, and miscellaneous, 3. 

New-truck registrations number- 
ed 47, compared with 32 a month 


|earlier and 74 a year earlier. By 


makes: Chevrolet, 16; Ford, 10; In- 
ternational, 9; GMC, 5; Dodge, 2; 
White, 2; Studebaker, 1; Volks- 
wagen, 1, and Willys, 1. 

* * * 


Toledo 


New-car sales in Toledo and 
Lucas County totalled 1,298 in 
April, compared with 1,639 in 
March and 1,933 in April a year 
ago. 

By makes, they were: Chev- 
rolet, 379; Ford, 315; Pontiac, 81; 
Oldsmobile, 73; Piymouth, 67; 
Buick, 61; Comet, 57; Rambler, 
57; Dodge, 52; Mercury, 47; Cad- 
illac, 26; Chrysler, 20; Volks- 
wagen, 18; Renault, 9; Stude- 
baker, 7; Lincoln, 4; Mercedes- 
Benz, 4; Simca, 4; English Ford, 
3; Austin-Healey, 2; Imperial, 2; 
Sunbeam, 2, and miscellaneous, 8. 

Total used-car transactions num- 
bered 4,389, 

New-truck sales amounted to 141, 
compared with 150 a month earlier 
and 161 a year earlier. By makes: 
Ford, 57; Chevrolet, 42; GMC, 11; 
International, 11; Dodge, 7; Willys, 
7; Mack, 2; Reo, 1, and miscellane- 
ous, 3. 








Minnesota Poll 
Finds 120,000 
Eying New Cars 


MINNEAPOLIS. — Minnesotans 
plan to buy about 120,000 new cars 
this year, slightly less than in 
1960, but about the same as in 1959, 
according to the Minneapolis Trib- 
une’s Minnesota Poll. 

The study involved interviews 
with 1,200 adult residents between 
mid-January and late February. 
The figure of 120,000 means that 6 
percent of the state’s two million 
adults plan new-car purchases. 

An additional one percent of the 
persons interviewed said they were 
undecided whether to buy a new 
or a used car. 

(Persons who already had bought 
new or used cars this year at the 
time they were interviewed are in- 
cluded in the 1961 figure.) 

More potential new and used-car 
purchasers were found in the Twin 
Cities area than elsewhere in the 
state, with 8 percent saying they 
expect to buy new cars and 6 per- 








cent planning to acquire used cars. 
For the state as a whole, 5 per- 
cent said they plan to buy a used 
car. 


Chevrolet Outlet Opened 


ABBEVILLE, La. — Ray-Hanks 
Chevrolet Co., 209 South St., has 
been incorporated. 
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All 1962s to Have Anchors... 





Congressmen Praise 
Move on Seat Belts 


WASHINGTON.—The auto indus- 
try’s decision to install anchors for 
seat belts on all 1962 cars drew 
words of praise from two congress- 
men. 

General Motors, Ford, Chrysler 
and American Motors cars for 
1962 will be equipped with an- 
chors for belts in the front seat 
while Studebaker-Packard will 
equip both front and rear seats 
with anchors. 

Rep. Kenneth Roberts, Alabama 
Democrat and chairman of the 
House health and safety subcom- 
mittee, said the move “has force- 
fully called the attention of every 
automobile owner to the value of 
seat belts.” 

Rep. Roberts continued: “This 
constitutes a considerable financial 
investment and will encourage the 
public to install and use seat belts. 
Expert testimony before the sub- 
committee on health and safety in- 
dicates that at least five or six 
thousand lives could be saved each 
year if motorists used properly in- 
stalled seat belts. 

“In addition, thousands of serious 
injuries could be averted. This 
alone would more than pay the 
added cost.” 

Rep. Paul F. Schenck, Ohio Re- 
publican, declared: “By providing 


Used-Car Notes 


PHILADELPHIA.—The Philadel- 
phia Independent Automobile Deal- 
ers Assn. is enlisting support for 
its drive for legislation to curb un- 
licensed used-car sellers who it says 
are a peril to legitimate operators. 

“Classified ads in the newspapers 
over the past year have revealed 
that these operators are becoming 
more numerous and flagrant,” the 
association said in a bulletin to 
members. 

Their method of operation allows 
them to avoid city and state taxes, 
the group added, and “they also 
violate the Sunday closing law since 
many of the ads indicate that the 
car may be seen or sold on 
Sunday.” 

The PIADA said the unlicensed 
outlets sell cars from houses, gaso- 
line stations, phantom offices and 
even the city streets. 

“These persons can well afford 
to sell cars at prices for below the 
current market since their overhead 
is almost nil,’ the PIADA added. 

The association has appealed for 
the support of city and state 
officials and agencies, both new and 
used-car dealers and the press to 
get legislation to “compel everyone 
who engages in the sale of auto- 
mobiles to have a lot or display 
room and be licensed as an auto 
dealer.” 





* Es ae 
Ablon Elected President 


Of Dayton Independents 


DAYTON.—Max Ablon jr., presi- 
dent of Arts Cars, Inc., has been 
named to head the Greater Day- 
ton Independent Automobile Deal- 
ers Assn. He succeeds Paul Cloud, 
who was elected chairman. 

Other officers are Ray Lewis, 
vice-president; John Hunter, sec- 
retary; Leo Gepheart, treasurer, 
and James Fannin, sergeant-at- 
arms. 

* * * 
Casey Motors Formed 


BUFFALO.—Harold W. Casey jr., 
who served briefly as president of 
the former Hal Casey Chevrolet, 
Inc., before it was sold early last 
year, has formed Hal Casey Motors, 
Inc., a used-car outlet. The firm 
will be located on Camp Rd., Town 
of Hamburg. 

* * * 
Oriends Purchase Lot 


SYRACUSE, N. Y.—Joe and Tony 
Oriend have purchased a used-car 








lot at 1313 W. Genessee St. The 
business formerly was operated as 


Palma’s Used Cars. 
* * * 


Lew in Business Again 
CORPUS CHRISTI, Tex. — Ray 
Lew, who recently sold his interest 
in Pagan-Lew Motors, has opened 
Ray Lew Motors. 


front seat supporting clamps, the 
industry is making a great con- 
tribution to safety by encourag- 
ing automobile owners to install 
and use seat belts. I know of 


F-85 Takes 31 Percent 


Of Olds’ L. A. Zone Sales 


LOS ANGELES.—Since the in- 
troduction of the F-85 in October, 
the small car has accounted for 31.6 
percent of total Oldsmobile sales 
in the Los Angeles zone, according 
to Leo L. Holland, manager. 

“Public interest was tremendous 
at the start and the pace has kept 
up around 30 percent month after 
month,” he said. “We are now sell- 
ing F-85s at a faster rate than the 
national average.” 

The Los Angeles zone embraces 
11 counties in Southern California, 
counties in Southern Nevada, and 
most of the State of Arizona. 





In just 5 minutes, you can make a complete 
test sequence...including generating circuits, 
ignition performance, and engine efficiency... 
with the PB-881. The secret's in a unitized de- i 
sign and a single hook-up for all car and truck 


engines. 


1961 





nothing more important in the 
safety field now than educating 
the public on the value of seat 
belts.” 

Rep. Schenck pointed out that a 
study of highway accidents showed 
that seat belts could reduce in- 
juries as much as 60 percent. 

The auto manufacturers an- 
nounced the move after meetings 
with a group of legislators from 
New York State, headed by Sena- 
tor Edward J. Speno. 

The action will cut the cost of 
seat belts by reducing the installa- 
tion charge. The floor pans of the 
cars will be equipped with reinforc- 
ing plates so the belts can be fitted 
without the necessity of drilling or 
using special tools. 

A Ford dealer estimated that the 
new setup will enable him to sell a 
pair of belts for about $10 installed, 
compared with $21 at present. 

The next step is getting motor- 
ists to buy and use the seat belts. 
Safety authorities believe that 
widespread use of the devices 
would reduce auto deaths and in- 
juries by 50 percent, but the pub- 
lic has been apathetic. 

The industry recalls Ford Motor 
Co.’s experience in 1956. Ford Divi- 


Single hook-up, push button test 


sion pushed safety that year and 
promoted the use of seat belts. 
Chevrolet stressed power and clob- 
bered Ford by nearly 200,000 units 
in the registration race. 

Dr. Andrew A. Kucher, Ford en- 
gineering and research vice-presi- 
dent, noted that the factory instal- 
lation rate on seat belts rose to 7 
percent during the 1956 campaign, 
but subsequently dropped to 3 per- 
cent. 

He added, “Recently, others have 
intensified their efforts to promote 
the use of belts, and the cumula- 
tive effect of these campaigns is 
beginning to reverse the trend.” 

Five weeks ago, L. L, Colbert an- 
nounced that Chrysler Corp. is sup- 
plying its dealers with seat belts on 
a nonprofit basis, He urged dealers 
to offer them to owners of all 
makes of cars on the same basis. 
Chrysler said this program igs con- 
tinuing. 

The auto makers’ decision to 
provide seat-belt anchors for the 
’62 models was viewed as a com- 
promise move. 

Safety experts have urged the 
manufacturers to make the belts 
themselves standard equipment on 
all cars, but factory officials have 
resisted the idea because of the 
cost involved and because of the 
public’s lack of interest, 
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Crash Test— 


A. L. Haynes, left, director, product study 
engineering office, Ford Motor Co., and 
New York Senator Edward J. Speno study 
the effects of a two-auto crash on a dummy 
occupant of one of the cars in a crash 
test. Speno is chairman of New York's Joint 
Legislative Committee on Motor Vehicles 
and Traffic Safety. The committee toured 
Ford facilities and saw what the company 
is doing in the safety field. Purpose of the 
crash tests is to show what happens to 
the occupants of automobiles in a collision. 


- B MINUTE QUICK CHECK 
WITH THE ALLEN PB-881 





ing is here! 


UNIVERSAL HOOK-UP FOR ALL 
CARS, TRUCKS, AND TRACTORS 


The same four connectors 
- fit all 4-cycle engines; 6, 12, 
or 24 volt ignition. Nothing 
compares to the PB-881 for 
speed and simplicity. It's 


ideal for the widest range of service use. 


Use the PB-881 for selling. You can show 


the customer what's wrong, what needs to be 
.in minutes. Use it for better service. 
PB-881 sequence testing insures a complete 
tune-up in less time. Check finished work. 
Quick hook-up makes quality control checking 
practical. It's your best guarantee of satisfied 


done.. 


customers and a growing business. 


ALLEN ELECTRIC & EQUIPMENT Co. 





Write for complete information 


2105 NORTH PITCHER STREET, KALAMAZOO, MICHIGAN 


PLUG-IN TUNE-UP 
EXCLUSIVE WITH ALLEN 


Install a pre-wired harness in 
cars for tune-up checks at 
regular service intervals. It's 
a big sales feature that builds 
‘captive customers’. Also 
ideal for money-saving fleet maintenance programs. 
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Ss 


"59 °60 
duly 


"59 =’60 
dune 


"59 ’60 
May 


: Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* oa 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of May 2. The mar- 
ket is strong. Clean cars bringing top dol- 
lar. Good action on all cars. Sold 210 cars 
from 276 consignments. 


BUICK—’58 Century conv., $1,185* (ps). 
’57 Century Estate Wagon, $700* (ps); 
Special 4-dr., $650*; 4-dr. Riviera, 


$620*; 2-dr. Riviera, $580*. 

756 RM 4-dr., $225* (ps). 

"55 RM 4-dr., $250* (ps); 
Riviera, $185* (ps). 

’54 Century 4-dr., $195*. 

CADILLAC—’60 (62) conv., $3,760* 
2-dr. hardtop, $3,650* (ps). 

"59 (62) 4-dr., $2,825* (ps); 
top, $2,785* (ps). 

’58 (62) 4-dr. hardtop, $1,875* (ps); Se- 
dan de Ville, $1,710* (ps). 
’57 (62) 4-dr. hardtop, $1,420* 

756 (62) 4-dr., $550* (ps). 

CHEVROLET—’61 Impala (8) sport sedan, 
$2,455* (ps); sport coupe, $2,415* (ps). 

60 Bel Air (8) 4-dr., $1,530*, $1,450; 
2-dr., $1,450*. 

59 Impala (8) conv., $1,650* (ps); sport 
coupe, $1,580* (ps), $1,450* (ps); sport 
sedan, $1,460* (ps); Parkwood (6) 4- 
dr., $1,260*; Parkwood (8) 4-dr., $1,- 
240*; Bel Air (8) 4-dr., $1,220*, $1,- 
190*, $1,175* (ps), $1,170*, $1,155*, 2 
at $1,150*, $1,135*, $1,125*, $1,110%, 
$1,060*, $525*; Bel Air (6) 4-dr., $1,- 
150*, $1,140, $1,140*, $1,105*, $1,090*, 
$1,080*, $1,060, $1,045, $1,040*, $980; 
2-dr., $1,010, $1,000; Brookwood (6) 
2-dr., $1,015; Biscayne (6) 4-dr., $1,- 


Century 2-dr. 


(ps); 


2-dr. hard- 


(ps). 


005. 

’5S Bel Air (8) 2-dr., $890*; Delray (6) 
2-dr., $605. 

’57 Bel Air (8) 4-dr., $800; sport sedan, 
$765; Bel Air (6) sport coupe, $725*; 
Two-ten (8) station wagon, $800*; One- 
fifty (6) 4-dr., $490. 

’56 Bel Air (6) 4-dr., $365*; Two-ten (6) 
4-dr., $305*; 2-dr., $200. 

’55 Bel Air (6) sport coupe, $375*; 2-dr., 
$345*, $250*; Bel Air (8) sport coupe, 
$180*; Two-ten (8) 2-dr., $190; 4-dr., 
$130*. 

’54 Two-ten 2-dr., $135. 

’53 Bel Air 4-dr., $150* (ps); 2-dr., $150. 


CHRYSLER—’60 NY 4-dr. hardtop, $1,- 
750* (ps). 
’°59 Windsor Town & Country, $1,600* 


(ps); 4-dr. hardtop, $1,425* (ps); Sara- 
toga 4-dr. hardtop, $1,575* (ps). 
758 NY 4-dr. hardtop, $1,210* (ps); 2-dr. 
hardtop, $1,180* (ps). 
’57 Saratoga 4-dr. hardtop, $400* (ps). 
’53 Windsor 4-dr., $105*. 
DeSOTO—’ 57 Firedome 4-dr., $440*. 
DODGE — ’60 Matador (8) station wagon 
4-dr., $1,280. 
58 Coronet (8) 4-dr. hardtop, $880* (ps). 
’54 Coronet (8) 4-dr., $100*. 
FORD—’60 Galaxie (8) 4-dr., $1,500*, $1,- 


360*, $1,300*; Fairlane 500 (8) 4-dr., 
$1,435*; 2-dr., $1,330*; Fairlane (8) 
2-dr., $1,050*; Fairlane (6) 2-dr., $875, 
$865". 


’59 Thunderbird (8) 2-dr. hardtop, $2,350* 
(ps); Fairlane (8) 4-dr., $1,130*, 2 at 
$990* (ps), $935* (ps), $910* (ps), 
$900*; 2-dr., $920; Fairlane 500 (8) 2- 
dr. Victoria, $1,060* (ps); Custom 300 
(8) 4-dr., $935, $850, $830, $730; Cus- 
tom 300 (6) 4-dr., $540. 


’58 Thunderbird (8) 2-dr, hardtop, $1,- 


900* (ps); Country Sedan (8) 4-dr., 
$800* (ps); Ranch Wagon (8) 2-dr., 


$570". 
’57 Country Squire (8) 4-dr., $825*; Fair- | 
lane 500 (8) Skyliner, $750* (ps); 4-dr. 





Victoria, $600*; Custom (8) 2-dr., 
$645*, $380; Fairlane (8) 2-dr. Victo- 
ria, $300*; Custom 300 (8) °-dr., $280*. 


’56 Fairlane (8) 4-dr., $170*; Custom (8) 
2-dr., $165. 

’55 Custom 8) 4-dr., $240*; Fairlane (8) 
2-dr., $240*; 4-dr., $200* (ps); Country 
Sedan (8) 4-dr., $195*, $175*. 

54 Ranch Wagon (8) 2-dr., $140*. 


"53 Custom (8) 4-dr., $120*; Main (8) | 

4-dr., $110. | 

IMPERIAL — '59 Imperial 4-dr. hardtop, 
$2,060* (ps); 2-dr. hardtop, $2,020* 
(ps). 

758 Crown 4-dr. hardtop, $1,540* (ps); 
Imperial 4-dr. hardtop, $1,495* (ps); 
2-dr. hardtop, $1,460* (ps). 

LINCOLN ‘59 Premiere 4-dr. hardtop, 
$2.100* (ps); Capri 4-dr. hardtop, $1,- 


965* (ps), $1,885* (ps). 
’58 Capri 4-dr. hardtop, $1,290* 
’55 Custom 2-dr. hardtop, $275* (ps). j 
MERCURY—’60 Monterey 2-dr., $1,325*. {| 
’58 Commuter 4-dr., $755* ‘ps). i 
'57 Montclair 2-dr. hardtop, $800* (ps). | 
OLDSMOBILE—’59 (88) 4-dr. Holiday, $1,- | 
655* (ps); 2-dr. Scenic, $1,625* (ps). 
"58 (S88) 4-dr., $1,050 * (ps). 


(ps). | 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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"59 '60 
Dec. 


"59 «7°60 
Sept. 


"60 61 
Feb. 


"60 61 
Jan. 


"59 = °*60 
Nov. 


"59 =’60 
Oct. 


"69 =’°60 
Aug. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 


Figures alongside bars represent dollars. 


’57 (88) Super 4-dr. Holiday, $850* (ps), ’57 Savoy (6) 2-dr., $380; Savoy (8) 4- 
$665* (ps), $595* (ps); (88) 4-dr. Holi- dr., $315*; Plaza (8) 4-dr., $360*, 
day, $700* (ps), $670* (ps). $350*. 


’56 Plaza (8) 4-dr., $100*. 
’55 Plaza (8) Suburban 4-dr., $250*. 
PONTIAC—’59 Bonneville 4-dr. Vista, $1,- 
675* (ps); Catalina 4-dr., $1,200* (ps). 
’58 Bonneville conv., $1,375* (ps); Chief- 


’56 (88) 2-dr. Holiday, $420* (ps), $380* 
(ps); 2-dr., $210*, 

°55 (88) Super 2-dr. Holiday, $295* (ps); 
(88) 2-dr. Holiday, $225*, $180* (ps). 

’54 (88) 2-dr., $130*. 


’52 (98) conv., $115* (ps); (88) conv., tain 2-dr. Catalina, $1,060*. 
$105". ’57 Star Chief 4-dr., $690* (ps); 4-dr. 
Y , Catalina, $470*. 
> —'55 ( -dr. , $200* , 
rae = SS (2000) S-Gr. hartiep, O90 '56 Chieftain Safari 4-dr,, $360* (ps). 
J . J ’55 Chieftain 4-dr., $195*. 
Bete on, Valent (6) 4-dr., $1,-| +53 Chieftain 2-dr. Catalina, $130. 
59 Suburban. (8) Custom 4-dr., $915* STUDEBAKER—’58 Scotsman (6) station 
(ps); Se (8) 4-dr., $910* (ps), wagon, $300. 
$850°, $840°. . ’ - ’56 Champion (6) station wagon, $325*. 
’58 Suburban (8) Custom 4-dr., $745*, | MISCELLANEOUS — ’59 Willys (6) Jeep, 


$1,400; Chevrolet (6) Carryall, $625. 


$700*, 


$580*. 


| Frequency Rates: Listing (maximum: three lines of 
Sa Acaemeetite en 1 inch on 1 column—maximum 





ALABAMA MICHIGAN 


JOHNSON AUTO Aptco 


AUCTIONS DETROIT'S 
Hentevilie, Ale.—Friday Oldest, Largest and Very Best 


Wednesday at Noon 
100% Insured—No Registration Fee 
Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








COLORADO 





Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY TUESDAY 
11:00 A.M. 














George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
@ Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers, 
Fair management, 

MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 











FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





WEST PALM BEACH Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 





NEW JERSEY 


| N-A-D-E 


Tea Sr 


eT ee 


For buying, selling, trading ANY- | EVERY WEEK WN Ts) 
THING automotive, Automotive Ratna Pe 
News Want Ads get quick results! hod 


“MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 




















4-dr., $700* (ps); Super 4-dr. Riviera, 

$760*; Century 4-dr., $735* (ps); 4-dr. 

Riviera, $555* (ps); Special 4-dr., 

$455”. 

| CADILLAC—’61 (62) 2-dr. 
385* (ps), $4,275* (ps). 

*60 (62) conv., $3,995* (ps); 2-dr. hard- 
top, $3,695* (ps); de Ville 4-dr. hard- 
top, $3,990* (ps); 2-dr. hardtop, §$3,- 
980* (ps), $3,840* (ps). 

"59 de Ville 2-dr. hardtop, $3,300* (ps), 
$2,900* (ps), $2,660* (ps); 4-dr. hard- 
top, $3,100* (ps); Eldorado conv., $3,- 
295* (ps), $3,205* (ps); (62) 4-dr., 
$2,720* (ps), $2,710* (ps), $2,705* (ps), 
$2,700* (ps); 2-dr. hardtop, $2,575* 
(ps). 

’58 Eldorado conv., $2,295* (ps); (62) 
conv., $2,050* (ps); Coupe de Ville, 
$1,825* (ps); 4-dr., $1,820* (ps); 4-dr. 
hardtop, $1,805* (ps); (60) Special 4- 
dr. hardtop, $1,800* (ps). 

"57 (62) Coupe de Ville, $1,450* (ps), 
$1,290* (ps), $1,280* (ps); 4-dr. hard- 
top, $1,130* (ps); conv., $1,010* (ps); 
(60) Special 4-dr. hardtop, $1,150* 
(ps). 

"56 (62) Coupe de Ville, $1,210* (ps); 
conv., $645* (ps); Eldorado conv., $1,- 
070* (ps); (60) Special 4-dr., $900* 
(ps). 

CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,350* (ps); Bel Air (8) 4-dr., $2,- 
120*; Corvair 700 (6) 4-dr., $2,115*; 
Biscayne (8) 4-dr., $2,000*, $1,995. 

’60 Impala (8) conv., 42,290, $2,100* 
(ps); 4-dr., $2,200* (ps), $1,965* (ps), 


hardtop, $4,- 










"60 =’61 "60 =’61 "60 ’61 $1,950*, $1,885*; sport sedan, $2,035*, 
March April May $1,950* (ps); sport coupe, $1,825* 
to Date (ps); Parkwood (8) 4-dr., $1,800*; Bel 

Air (8) 4-dr., $1,635*; Biscayne (8) 

4-dr., $1,425*, $1,385*; Biscayne (6) 





@ 1961, by Automotive News 4-dr., $1,360, $1,345*. 


’59 Impala (8) sport sedan, $1,790* (ps), 





’58 Chevrolet (6) % -ton Carryall, $350. saass dln $1 dee" cpa oe bint cao, 
’56 Studebaker (6) pickup, 3145. $1 630° (ps) "$1 600* (ps) $1 500* 
(ps); sport coupe, $1,365*, $1,285; 


CHICAGO 


Parkwood (8) 4-dr., $1,425* (ps), $1,- 





Arena Auto Auction. Sale every Tuesday. ai ater ta, i Sane (8) oe ~~ 

Prices are for sale of May 2. All sharp a ps, ae a eee . 

: 300* (ps), 2 at $1,250*%, $1,225*, $1,- 

cars sold for top dollar. Market terrific. 200*, $1,180*, $1,035*: 2-dr., $1,240*; 

Sold 444 cars from 653 consignments. Brookwood (8) 4-dr., $1,250*: 2-ar.. 

BUICK—’59 Electra 4-dr., $1,720* (ps); $1,135; Brookwood (6) 2-dr., $1,050, 
Invicta Estate Wagon, $1,675* (ps); $1,035*; Biscayne (8) 2-dr., $1,010*. 

LeSabre Estate Wagon, $1,350* (ps); ’58 Bel Air (8) 4-dr., $1,235*; 2-dr., 

LeSabre 4-dr., $1,260* (ps). $870*; Bel Air (6) 4-dr., $705; Impala 

’58 Limited 2-dr. Riviera, $1,260* (ps); (8) sport coupe, $1,210* (ps), $1,120* 
conv., $1,250* (ps); Super 2-dr. Rivi- (ps); Brookwood (8) 4-dr., $1,140*. 

era, $1,205* (ps); Century 4-dr. Rivi- ’57 Bel Air (8) conv., $1,275, 2 at $1,- 

era, $1,160* (ps). 025* (ps), $1,025*, $1,005; sport sedan, 

’57 RM 4-dr. Riviera, $825* (ps), $800* $1,050* (ps), $1,050*, $975* (ps); 4- 


(ps); 2-dr. Riviera, $800*, $780* (ps); (Continued on Page 57, “ol. 1) 


J—$5.00, 1-time; $4.00, 13-times: $3.50, 52-times. Dis- 


inches on 2 columns.) For display Rates contact Want Ad 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


NEW JERSEY 





Minutes from New York City 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Four- 
oF -A- 


Insured By 
AUCTION INSURANCE, AGENCY, KinD 
EVERY TUESDAY AT NOON! / TO BEAT A 
ON ROUTE 46 FULL HOUSE 


CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


More and more clean cars . . . a higher 
and higher percentage sold .. . has drawn 
a larger and larger ‘full house” of active 
buyers every Friday at the Manheim Auto 
Auction. 

We have to have ‘‘four-of-a-kind” to beat 
it... so now there are 


Four ACTION-PACKED LANES 

at the largest auto auction in the world 
The winner? Our customers, of course. Be- 
cause now you can see more cars — sell 
more cars — collect your money and get 
home earlier than ever before! 


SALE EVERY FRIDAY AT 10 A. M. 


Guaranteed Titles © Auction Checks Issued 
® Ladies’ TV Lounge 
Restaurant Featuring Lancaster County 
Home Cooking 


Manheim Auto Auction, Inc. 
ROUTE 72 « MANHEIM, PA. 
MOhawk 5-2401 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — Ii O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and | ON 
Title Protection. (Wed.) | 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 













‘iera, 
4-dr. 
-dr., 


$4,- 


lard- 
lard- 
$3, - 


(ps), 
jard- 


-dr., 
ps), 
575* 


(62) 
rille, 
t-dr. 
1 4- 


ps), 
ard- 
ps) ; 
150* 


pS) ; 
$1,- 
900* 


lan, 
$2,- 
15*; 


00* 
Ds), 


325 * 
Bel 
(8) 
(6) 


DS), 
‘70* 
pS), 
00* 
85 ; 
$1,- 
jan, 
$1,- 
$1,- 


dr., 
50, 


ir., 
ala 
20* 


it 
an, 
4- 
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Used-Car Auction Prices 





(Continued from Page 56) 


$825* (ps), $800*; sta- 
tion wagon, $880*, $875*; Two-ten (8) 
sport sedan, $920* (ps); station wagon, 
$800*, (ps); 4-dr., $795*. 

’55 Bel Air (8) station wagon 4-dr., 
$585*, veer, (ps); sport coupe, $430*. 


dr,, $890* (ps), 


CHRYSLER ’60 Saratoga 4-dr. hardtop, 
$2,100* (ps). 
’59 NY 4-dr., $1,775* (ps); 2-dr. hard- 
top, $1,775* (ps). 
758 (300D) 2-dr. hardtop, 41,300* (ps); 
Windsor 4-dr., $850* (ps). 
’57 (300C) 2-dr. hardtop, $1,225* (ps); 
NY 4-dr., $810*. 
COMET—’61 Comet 2-dr., $1,740*. 


"60 Comet 4-dr., $1,410*. 


DeSOTO—’60 Fireflite 2-dr. hardtop, $1,- 


580* (ps). 
’57 Firesweep 2-dr. hardtop, $455*; Fire- 
dome 4-dr., $430* (ps). 
DODGE—’ 60 Polara* (8) station wagon, $1,- 
885* (ps); conv., $1,775* (ps); Dart 
(8) Phoenix 4-dr., $1,480; Dart (6) 


Seneca station wagon, $1,365* (ps). 

’bS Sierra (8) 4-dr., $1,250* (ps); Coro- 
net (8) conv., $825*. 

EDSEL—’58 Bermuda (8) 4-dr., $675*. 
FORD—’ 61 Fairlane 500 (8) 4-dr., $1,940; 
Fairlane (8) 4-dr., $1,800* , $1,730*. 
°60 Galaxie (8) 4-dr. Victoria, $1,800* 
(ps), $1,600* (ps); 4-dr., $1,505* (ps); 
2-dr., $1,450*, $1,335*; Fairlane (8) 2- 
dr., $1,335*; Fairlane (6) 2-dr., $925*; 
Fairlane 500 (6) 4-dr., $1,275*; 2-dr., 
$1,240*. 

’59 Thunderbird (8) 2-dr. 
505* (ps); Galaxie (8) 2-dr., $1,550*; 
4-dr. Victoria, $1,380* (ps); 4-dr., $1,- 
370*; Fairlane 500 (8) 4-dr. Victoria, 
$1,305* (ps), $1,030*; Fairlane 500 (6) 
4-dr., $990 *(ps); Fairlane (8) 4- dr., 
$1,165*, 2 at $1,050*, $1,025*, $995*; 
Ranch Wagon (8) 2-dr., $1,095*; Coun- 
try Sedan (6) 4-dr., $1,045*; Custom 
300 (6) 2-dr., $835*, $825"; 4- dr., $620*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
830* (ps), $1,635* (ps); Country Squire 
(8) 4-dr., $930*; Fairlane (8) 2-dr. 
Victoria, $775*. 


hardtop, $2,- 


’57 Ranch Wagon (8) 2-dr., $590*, $585* 
(ps); Fairlane 500 (6) 4-dr., $510* 
(ps); conv., $475*, $450*; Fairlane (6) 


2-dr. Victoria, $350*. 

’56 Ranch Wagon (8) 2-dr., $385*, 
Custom (8) 4-dr., $340*. 

’5b5 Fairlane (8) 2-dr. 
(ps). 

LINCOLN-—’59 Continental Mark IV 4-dr., 
$2,915* (ps); Premiere 4-dr. hardtop, 
$2,020* (ps); 2-dr. hardtop, $1,850* 
(ps). 

’58 Continental Mark III 4-dr., $1,800* 
(ps); Premiere 4-dr., $1,600* (ps). 
MERCURY—’59 Park Lane t-dr. hardtop, 

$1,455* (ps). 

’58 Montclair 4-dr. hardtop, $900* (ps). 

’57 Montclair 2-dr. hardtop ,$465* (ps). 

OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,- 
605* (ps), $2,400* (ps), $2,300* (ps); 
conv., $2,600* (ps), $2,490* (ps), $2,- 
485* (ps); (88) 4-dr. Holiday, $2,225* 
(ps); (88) Super 4-dr., $1,995* (ps). 

’59 (88) Super Fiesta 4-dr., $1,960* (ps); 
conv., $1,850* (ps). 

758 (98) 4-dr., $1,300* (ps); 4-dr. Holi- 
day, $1,200* (ps); (88) Super 4-dr., 
$1,160* (ps); (88) Fiesta 4-dr., $900* 
(ps). 

’57 (88) Super Fiesta 4-dr., $900*; 
4-dr. Holiday, $900* (ps); (88) 
Holiday, $850* (ps), $725* (ps), 


$335"; 


Victoria, $890* 


(98) 
4-dr. 
$710*. 


PLYMOUTH—’59 Fury (8) 4-dr., $915* 
(ps); Savoy (8) 4-dr., $895*; Savoy 
(6) 4-dr., $805*. 


758 Belvedere (8) 4-dr., $840*; Suburban 
(6) Custom 2-dr., $620* (ps). 

’57 Suburban (8) Custom 4-dr., 

PONTIAC — ’61 Bonneville conv., 
(ps). 

760 Ventura sport coupe, $2,050*; Star 
Chief 4-dr., $2,030*; Catalina 4-dr., 
$1,730* (ps). 

’59 Bonneville 4-dr. Vista, $1,985* (ps), 
$1,770* (ps); sport coupe, $1,850* (ps); 
Catalina Safari 4-dr., $1,680* (ps); 4- 
dr. Vista, $1,585* (ps). 

’58 Bonneville sport coupe, $1,235* 
$1,120* (ps). 

RAMBLER—’60 Rebel (8) Custom station 
wagon, $1,750*; 4-dr., $1,600*. 

59 Ambassador (8) Custom Cross Coun- 
try, $1,400*, $1,385; Custom (6) 4-dr., 
$995* (ps). 

58 Ambassador (8) Super +-dr., $900. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of May 3. 
BUICK—’61 LeSabre 2-dr. hardtop, $2,- 

665* (ps), $2,560*, 

759 LeSabre 2-dr. hardtop, $1,620* (ps), 
$1,505* (ps); Electra 4-dr., $1,600* 
(ps); 2-dr. hardtop, $1,600* (ps). 

758 RM 4-dr. Riviera, $1,000* (ps). 

’57 Special 4-dr. Riviera, $700* (ps). 

’55 Super 2-dr. Riviera, £300* (ps); Spe- 
cia] 2-dr., $225*. 


$645*. 
$2,845* 


(ps), 


CADILLAC—’56 (75) 4-dr., $1,615* (ps); 
(62) Sedan de Ville, $1,115* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 


700* (ps); sport coupe, $2,275; Corvair 
500 (6) Lakewood 4-dr., $1,960*. 

’60 Impala (8) conv., $2,275* (ps), $2,- 
250* (ps); sport coupe, $2,105*, $2,- 
040*; sport sedan, $1,890* (ps), $1,- 
850* (ps); Impala (6) sport coupe, $1,- 
725; Biscayne (6) 2-dr., $1,460; Cor- 
vair 500 (6) 4-dr., $1,250*. 

’59 Impala (8) conv., $1,750* (ps), $1,- 
700*, $1,675* (ps), $1,550*; sport 
coupe, $1,600; Bel Air (6) 4-dr., $1,- 
335*; Bel Air (8) 4-dr., $1,310*; Brook- 
wood (6) 2-dr., $1, 175*; Biscayne (6) 
2-dr., $1,050, $1,035*. 

’58 Bel Air (8) sport coupe, $980*; sport 
sedan, $925* (ps); 2-dr., $905*; Bis- 
cayne (6) 2-dr., $865*. 


’57 Bel Air (8) sport coupe, $1,000* (ps); 
sport sedan, $765*; Two-ten (6) 4-dr., 


$680; One-fifty (6) 2-dr., $620*. 
’56 Bel Air (8) sport coupe, $615*; Two- 
ten (8) station wagon 4-dr., $325*. 


CHRYSLER — '57 Saratoga 2-dr. hardtop, 
$690* (ps). 

COMET—’60 Comet (6) 2-dr., $1,550. 

DeSOTO—’ 57 Fireflite 2-dr. hardtop, $640* 
(ps). 

56 Firedome 2-dr. hardtop, $135*. 
DODGE—’ 57 Coronet (6) 2-dr., $385. 
EDSEL—’58 Pacer (8) 4-dr., $750*; 

sair (8) 4-dr. hardtop, $480* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,550* (ps). 

‘60 Thunderbird (8) eonv., $2,975* (ps), 

$2,955* (ps); Galaxie (8) conv., $2,- 
200* (ps), 2 at $2,100* (ps), $2,035*, 


Cor- 











































MERCURY 


$2,010* (ps); 4-dr, Victoria, 
(ps); 4-dr., $1,805* (ps); starliner, $1,- 
680* (ps), $1, 680*; 2-dr., $1,450; Coun- 
try Squire (8) 4- ar. (9 pass.), $1,900*; 
Custom 300 (8) 4-dr., $1,380*; 2-dr., 
$1,260*; Fairlane 500 (6) 2-dr., $1,350; 
Falcon (6) 2-dr., $1,315. 

’59 Galaxie (8) conv., $1,485*; 
toria, $1,450*, $1,410* (ps), $1,355"; 
Fairlane (8) 4-dr., $1,465*, $1,000*; 
Country Sedan (8) 4-dr., $1,130; Cus- 
tom 300 (8) 4-dr., $1,040* (ps), $975*; 
2-dr., $875*. 

’58 Thunderbird (8) 


$1,875* 


2-dr. Vic- 


2-dr. hardtop, $1,- 


760* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $950* (ps); Country Sedan (8) 
4-dr., $860* (ps); Custom 300 (8) 2-dr., 
$655*, $630*. 

’57 Country Sedan (8) 4-dr., $750*, $710*, 
$645, $565* (ps); Custom (6) 2-dr., 
$615; Custom (8) 4-dr., $585; Ranch 


Wagon (8) 2-dr., 
2-dt., $500*. 

’56 Fairlane conv., 
$510* (ps); 
$440*, $280*. 

’59 Montclair 2-dr. hardtop, 

(ps); Monterey 4-dr. hardtop, 


$525; Custom 300 (6) 


$515*; 2-dr. Victoria, 
Country Sedan (8) 4-dr., 





$1,500* 
$1,335*. 
’58 Monterey 4-dr., $780*. 
’57 Turnpike Cruiser 2-dr. hardtop, $670* 
(ps); Monterey 2-dr. hardtop, $325*, 


OLDSMOBILE—’61 (98) 4-dr. Holiday, $3,- 


030* (ps); 4-dr., $2,700* (ps). 

’59 (98) 4-dr. Holiday, $1,925* (ps). 

’58 (98) conv., $1,150* (ps); (88) 2-dr., 
$1,100*. 


"57 (88) 2-dr. Holiday, $600*. 
PLYMOUTH — ’60 Valiant 100 (6) 4-dr., 


$1,365*. 

’59 Fury (8) 4-dr., $1,140* (ps); Belve- 
dere (8) 4-dr., $890*; Savoy (6) 4-dr., 
$790; Savoy (8) 2-dr., $750*, 


’57 Suburban (8) “Custom 4-dr., $600*; 


Plaza (6) 4-dr., $350; Savoy (8) 4-dr., 
$250". 

PONTIAC—’61 Tempest (4) Safari 4-dr., 
$2,075*. 

’59 Catalina Safari 4-dr. (9 pass.), $1,- 
910* (ps); sport coupe, $1,810* (ps), 
$1,565". 

’57 Chieftain 2-dr., $650*, 

’55 Chieftain (860) 2-dr., $180*, $100*. 

’54 Chieftain station wagon 4-dr., $240*; 


Star Chief 2-dr. Catalina, $210*. 
RAMBLER—’60 Super (6) station wagon 4- 
dr., $1,500; Rebel (8) Deluxe 4-dr., 
$1,425. 
’59 Super (6) 4-dr., $1,060. 
’58 Ambassador (8) Custom 4-dr., 
(ps). 


$925* 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of May 2 


BUICK—’59 LeSabre 2-dr. hardtop, $1,600*. 

’57 RM 4-dr. Riviera, $850* (ps); Super 
4-dr. Riviera, $835* (ps). 

56 RM 2-dr. Riviera, $610* (ps); 
Riviera, $370* (ps). 

’55 Super 4-dr., $235*. 

54 Century 4- ‘dr. $125*. 

CADILLAC—’60 de’ Ville 2-dr. hardtop, $4,- 
455* (ps), $4,380* (ps); 4-dr. hardtop, 
$4,375* (ps), $4,225* (ps), $4,100* 
(ps), $3,900* (ps); (62) conv., $4,050* 
(ps); 2-dr. hardtop, $3,850* (ps). 

"59 (60) Special 4-dr. hardtop, $3,500* 
(ps), $3,325* (ps); de Ville 4-dr. hard- 
top, $3,460* (ps), $3,250* (ps), $3,150* 
(ps); conv., $3,360* (ps), $3,210* (ps); 
4-dr., $3,280* (ps), $3,250* (ps). 

"58 (60) Special 4-dr. hardtop, $2,400* 


4-dr. 


’59 Impala (8) sport coupe, $1,930* (ps), 
$1,800, $1,780* (ps), 2 at $1,745* (ps), 
$1,685"; conv., $1,750* (ps); sport se- 
dan, $1,725* (ps), $1,715*, $1,665* (ps); 
Brookwood (8) 2-dr., $1,425* (ps); Bel 





Model Breakdown 
Of Auction Averages 





‘ Air (8) 4-dr., $1,385* (ps), $1,355*, 
May, 1961 April, March, $1,350*, $1,350" (ps), $1,250*, $1,110; 
Model To Date 1961 1961 2-dr., $1,295*, $1,290* (ps);'Bel Air 
1961............ $2,438 $2,494 $2,561 (6) 2-dr., $1,080; Parkwood (6) 4-dr., 
1960. 1,923 1.935 1,909 $1,3¢ ; Biscayne (8) 2-dr., $1,200*; 
buedweens ces ’ ’ ’ 4-dr., $1,180*; Biscayne (6) 2-dr., $1,- 
PE seins 1,463 1,367 1,355 120, $1,110, $1,075, $1,070. 
960 ’58 Bel Air (8) s t , $1,315; sport 
pe Sibetdeveets pon A a "iedem, $1,045° (ps); 2-ar., $910": ‘ae, 
ne $900*; Impala (8) conv., $1,275* (ps), 
BD 6csctvcxiin 434 433 444 $1,105* (ps), $1,100* (ps), $1,085*; 
ROBB: «. <cserccee 334 323 Biscayne (8) 2-dr., $1,000; 4-dr., $910*, 
1954 262 210 aoe $725*; Biscayne (6) 2-dr., $875* (ps); 
Several i Delray (6) 2-dr., $800; utility sedan, 
vera _ —__-_- —_- $685. 
Average $1,062 $1,047 $1,008 | MT Lis), $906"; wport coupe, $700"; Del- 
Ss.), 95*; 5 : - 
ray, $685*; Two-ten (6) 4-dr., $700* 
(ps). 
(ps); (62) Coupe de Ville, $2,400* (ps); 56 Two-ten (8) 2-dr., $740*, $690; Bel 
4-dr., $2,035* {Ps), $1,935* (ps); 2-dr. Air (8) sport coupe, $700*; sport se- 
hardtop, $1,985 Sere. dan, $690*; One-fifty (6) utility sedan, 
’57 (60) Special 4-dr. hardtop, $1,870* $480*; One-fifty (6) 4-dr., $435. 
(ps); (62) Coupe de Ville, $1,795* (ps); ’55 Bel Air (8) sport coupe, $700*, $650*; 
2-dr. hardtop, $1,730* (ps). 4-dr., $585*, $475, $375; station wagon 
’56 Eldorado conv., $1,000* (ps). 4-dr., $380*; Bel Air (6) 4-dr., $485; 
"55 (62) 2-dr. hardtop, $875* (ps). Two-ten (6) station wagon 2-dr., $500, 
54 (62) 2-dr. hardtop, $725, $695, $685; $345; 2-dr., $460, $405; 4-dr., $400; 
4-dr., $665, $565. Two-ten (8) 2-dr., $380, $350*; One- 
’52 (62) Coupe de Ville, $185. fifty (6) utility sedan, $350. 
’49 (62) Coupe de Ville, $370. 54 Bel Air conv., $415, $325, $315*, 
CHEVROLET—’61 Impala (6) sport coupe,| ,_ 5280". ; 
$2,295* (ps); Corvair Monza (6) 2-dr.,, Seis. Air 4-dr., $235; Two-ten 2-dr., 
* : 1 ir (8) 4-dr. 2,- oe 
a ee 4-dr., $2,-| CHRYSLER—'58 NY 2-dr, hardtop, $1,530* 
°60 Corvette (8) conv., $2,435; Impala| ,_(PS). ; 
(8) sport coupe, $2,275 (ps); conv., $2,- 57 Saratoga 2-dr. hardtop, $870* (ps); 
185* (ps), $2,115* (ps); sport sedan, J NY 4-dr., $855* (ps). ss 
$2,085* (ps); Biscayne (8) 4-dr., $1,- 55 Windsor 2-dr. hardtop, $330*. 
( ce * DeSOTO—’59 Firedome 4-dr., $1,500* (ps). 
710; Biscayne (6) 2-dr., $1,600* (ps), . . ; . 
$1,500* (ps); Bel Air (6) 2-dr., $1,- 58 Fireflite 2-dr, hardtop, $1,185* (ps); 
695*: Corvair 700 (6) 4-dr., $1,520*, Firedome 2-dr, hardtop, $935* (ps). 
$1,450". (Continued on Page 58, Col. 3) 





WITH THE NEW Seayp-ov DISTRIB-U-SCOPE 








This new Snap-on Distrib-U-Scope gives you 
everything you need in a distributor testing ma- 
chine — quick checkout, pin-point accuracy, easy 
distributor servicing and parts replacement. 
Nothing can touch it on single-point, dual points 
or high rpm checks. With this machine, you can 
put distributor servicing on a really profitable 
basis — and give your customers results that are 


second to none. 


Here's what the Distrib-U-Scope does: 
e Checks contact point cam angle or dwell for 


each cam lobe 


... nothin 


blocks 
your 
view 


SNAP-ON MT-605 
DISTRIB-U-SCOPE 





e Shows wear in cam, distributor shaft, bushing, 
breaker plate and housing 


e Checks centrifugal and vacuum advance 
against factory specs 


e Shows contact point bounce, point creeping 


Yours on Easy Payments 
Become the distributor specialist in your area. 
For a small down payment and a little each 
week, this Snap-on Distrib-U-Scope is yours — 
the very best in scientific tune-up equipment. 
Ask your Snap-on man for details — and a work- 
ing demonstration. 


The only distributor tester with all these important aavantages 


Double light-band system — Two bands of lights 
show, with unmatched accuracy, any me- 
chanical faults on distributor — show dwell 
and advance of each cam lobe, as well as 


overlap on dual point systems. 


Two-scale automatic tachometer — T'ach auto- 
matically switches to proper scale as rpm’s 
increase or decrease. Reads up to 4,000 dis- 


tributor rpm. 


SNAP-ON TOOLS | 


Cor" F. a: me aA UT 


8082-E @ 


28th Street * 


Kenosha, Wisconsin 


Full-view dial — Distributor mounts off to side. 


Pin-point accuracy — on either single or dual 
point distributors. 

Positive speed control — Variable speed trans- 
former controls speed for greater accuracy. 

Direct-view angle — Instrument panel mounted 
at 45-degree angle for easy viewing. Con- 
trols grouped at bottom for operator con- 
venience. 
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THE COMPLETE 
AUTOMOTIVE GUIDE 





THE 





NADA 
OFFICIAL 


USED CAR GUIDE 


THE RECOGNIZED AUTHORITY 
IN THE USED CAR FIELD 


Complete Information 
at your fingertips 





Average Wholesale 
Average Retail 

Average Loan (in most areas) 
Insurance Symbols 


Easy to identify scale drawings of both 
domestic and imported passenger cars 


New Edition every 30 days 

Imported Car Section 

Simplified and Expanded Truck Section 
Published in 8 Regional Editions to 
reflect conditions in your own market 


®ee8e8 @ 


Make sure your key personnel have this valuable 
Guide on hand to Buy—Sell or Trade Used Cars— 


ONLY oy FOR 
12 ISSUES PER YEAR 





Fill Out And Mail Now! 
SUBSCRIPTION ORDER FORM 


National Automobile Dealers Used Cor Guide Co. 


2000 K Street, N.W., Washington 6, D.C. i 

SUB 25.00 
Please enter our order for..... New ____ Pt = 
Additional _____ yearly subscriptions to SUB 42.00 
the NADA OFFICIAL USED CAR SUB 47.00 


8-99 SUB $ 6.50¢ea 
100 or more subs. $5.50 ea. 
These rates effective only 
on subscriptions mailed to 
one subscriber. 


GUIDE. 
() Remittance enclosed 
C) Will remit on receipt of invoice 
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Please Type or Print 

By ... Make of Car Handled ...... 
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Used-Car Auction Prices 





(Continued from Page 57) 


53 Firedome 2-dr., $195* (ps). 

DODGE—’61 Lancer (6) 4-dr., $1,935*. 

60 Polara (8) conv., $2,150*%; Dart (8) 
Pioneer station wagon (9 pass.), $1,- 
995* (ps). 

*57 Custom Royal (8) 4-dr., $760* (ps); 
2-dr. hartdop, $735*. 

EDSEL—’59 Villager 4-dr., $1,395* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,300* (ps), $4,250* (ps), $4,175* 
(ps), $4,100* (ps), $3,885* (ps), $3,- 
600* (ps). 

’60 Thunderbird (8) conv., $3,000* (ps); 
2-dr. hardtop, $2,990* (ps), $2,950* 
(ps); Galaxie (8) conv., $1,795*; 4-dr., 
$1,590* (ps); Country Sedan (8) 4-dr., 
$1,680; Falcon (6) 2-dr., $1,460, $1,- 
450; Fairlane 500 (8) 2-dr., $1,385*. 

°59 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps); conv., $2,345* (ps); Country 
Sedan (8) 4-dr., $1,540*, $1,510; Gal- 
axie (8) 2-dr. Victoria, $1,535* (ps); 
2-dr., $1,290; Fairlane 500 (8) 2-dr. 
Victoria, $1,475* (ps); 4-dr. Victoria, 
$1,275* (ps); 4-dr., $1,175*; 2-dr., $1,- 
100*; Custom 300 (8) 4-dr., $1,325*, 
$1,265* (ps); 2-dr., $1,160*; Custom 
300 (6) 2-dr., $1,075; 4-dr., $1,055; 
Fairlane (8) 4-dr., $1,150* (ps), $1,- 
125*, $1,100*; Fairlane (6) 4-dr., $1,- 
100*, $1,030*. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
190* (ps), $2,075* (ps), $2,050* (ps), 
$2,005* (ps), $1,575* (ps); Country Se- 
dan (8) 4-dr, (9 pass.), $1,235* (ps); 
(6 pass.), $1,125* (ps), $1,055* (ps); 
Fairlane 500 (8) 2-dr., $1,070* (ps); 
conv., $1,010* (ps); 2-dr. Victoria, 
$980*, $885* (ps); 4-dr., $675* (ps); 
Fairlane (8) 4-dr., $685* (ps). 

57 Country Sedan (8) 4-dr., $905* (ps), 
$875* (ps), $800* (ps); Fairlane 500 
(8) 2-dr. Victoria, $885* (ps), $710*; 
skyliner, $845*; 4-dr. Victoria, $705* 
(ps); 4-dr., $650*; Country Squire (8) 
4-dr., $825* (ps); DelRio (8) 2-dr., 
$685*; Fairlane (8) 2-dr., $665* (ps); 
Custom 300 (8) 2-dr., $545; Custom 
(6) 4-dr., $500; Custom (8) 4-dr., $410; 
Ranch Wagon (6) 2-dr., $395. 

56 Country Sedan (8) 4-dr. (9 pass.), 
$645* (ps); Parklane (8) 2-dr., $550* 
(ps); Fairlane (8) 2-dr. Victoria, $530* 
(ps), $365*; conv., $375*; Fairlane (6) 
2-dr. Victoria, $440*; Custom (8) 4-dr., 
$300*. 

’55 Fairlane (8) 2-dr., $385*; Ranch 
Wagon (8) 2-dr., $385*, $335*; Country 
Sedan (8) 4-dr. (9 pass.), $375*; Coun- 
try Squire (8) 4-dr., $270*; Custom (8) 
2-dr., $215; Main (6) 2-dr., $210. 

54 Custom (8) 4-dr., $205*, $185*; 2-dr., 
$150*; Ranch Wagon (6) 2-dr., $190*; 
Ranch Wagon (8) 2-dr., $160*. 

’53 Custom (6) 2-dr, $165*. 

*40 opera seat 2-dr., $540. 

IMPERIAL—’58 Crown 4-dr. hardtop, $2,- 
000*. 

LINCOLN—’59 Continental Mark IV conv., 
$3,195; 4-dr. hardtop, $2,900; Premiere 
4-dr. hardtop, $2,055* (ps), $1,990* 
(ps). 

’57 Premiere 4-dr. hardtop, $1,300* (ps). 

’51 Capri 2-dr. hardtop, $450*. 

MERCURY—’58 Monterey 2-dr., $730*. 

’57 Commuter 4-dr., $660* (ps); 2-dr., 
$590*; Monterey 4-dr. hardtop, $600* 
(ps). 

°56 Monterey 2-dr. hardtop, $485*, $385*, 
$320* (ps); Custom 2-dr., $430, $390*. 

’55 Monterey 2-dr. hardtop, $430*, $350*; 
Montclair 2-dr. hardtop, $335*. 

53 Monterey 4-dr., $210*. 

NASH — ’55 Statesman (6) Super 4-dr., 
$110. 

OLDSMOBILE — ’60 (88) conv., $2,475* 
(ps); 2-dr. Scenic, $2,085. 

*59 (88) Fiesta 4-dr., $2,410 *(ps); (98) 
conv., $2,295* (ps); 2-dr. Scenic, $2,- 
150* (ps); (88) Super 2-dr. Scenic, $2,- 
230* (ps). 

*58 (88) Super Fiesta 4-dr., $1,495* (ps); 
4-dr., $990*; (98) conv., $1,100* (ps); 
(88) 2-dr. Holiday, $1,100* (ps); 4-dr., 
$910". 

’B7T (88) 2-dr., $710* (ps); 2-dr. Holiday, 
$650*; (98) conv., $600* (ps). 

’56 (98) 2-dr. Holiday, $745* (ps); 4-dr. 
Holiday, $435* (ps); (88) Super 4-dr., 
$535* (ps), $425* (ps); (88) 2-dr. Holi- 
day, $450*, $385*. 

’55 (98) 2-dr. Holiday, $625* (ps), $500*; 
(88) 4-dr. Holiday, $460* (ps); 2-dr. 
Holiday, $320* (ps). 

’54 (88) Super 2-dr. Holiday, $330*; (88) 
2-dr. Holiday, $315* (ps), $300* (ps). 

PACKARD—’ 54 Clipper 4-dr., $285* (ps). 

PLYMOUTH—’60 Valiant 100 (6) 4-dr., 
$1,550*, $1,500*; Belvedere (8) 4-dr., 
$1,525* (ps), $1,465* (ps). 

’59 Suburban (8) 4-dr., $1,420*%; Belve- 
dere (8) 2-dr. hardtop, $1,320* (ps); 
4-dr., $1,000*. 

’57 Belvedere (8) 2-dr. hardtop, $625*, 
$610*; 4-dr., $625* (ps); Savoy (8) 2- 
dr. hardtop, $550*, $470*. 

’56 Savoy (6) 2-dr., $415 ;Plaza (8) 4- 
dr., $320. 

55 Belvedere (6) 2-dr., $225; Plaza (8) 
4-dt., $225. 

’54 Savoy 4-dr., $160*. 

’53 Savoy Suburban 2-dr., $200. 
PONTIAC—’61 Bonneville sport coupe, $2,- 
960* (ps); 4-dr. Vista, $2,935* (ps). 
60 Bonneville sport coupe, $2,730* (ps). 
’59 Bonneville sport coupe, $2,290* (ps); 
4-dr. Vista, $2,235* (ps); Catalina 
sport coupe, $1,890* (ps), $1,880* (ps). 

’58 Star Chief 2-dr. Catalina, $1,315* 
(ps); 4-dr., $960* (ps); Chieftain 2-dr. 
Catalina, $860*; 2-dr., $850*. 

’57 Super Chief Safari 4-dr., $895* (ps); 
2-dr. Catalina, $765*; Star Chief Sa- 
fari 4-dr., $895*. 

’56 Chieftain 2-dr. Catalina, $430*, $325*; 
2-dr., $345; 4-dr., $315*; Star Chief 
2-dr. Catalina, $425. 

’53 Chieftain 2-dr. Catalina, $120*. 

RAMBLER—’60 Ambassador (8) 4-dr., $1,- 
610*; American (6) station wagon, $1,- 
325°. 

*59 Ambassador (8) 4-dr., $1,250* (ps). 

’58 Super (6) Cross Country, $905. 

°56 Super 4-dr., $320*. 

’55 Custom Cross Country, $385; Super 
2-dr., $360. 

STUDEBAKER—’60 Lark (6) 2-dr., $1,075. 

’59 Lark (6) station wagon, $970*. 

"53 Champion (6) 4-dr., $135; 2-dr., 
$125°. 

MISCELLANEOUS—’61 Chevrolet (6) %- 
ton LWB pickup, $1,675. 

’60 Chevrolet (8) El Camino, $1,650* 
(ps); (8) %-ton LWB pickup, $1,350; 
Ford (6) Falcon Ranchero, $1,470, $1,- 
435, $1,400; (8) %-ton pickup, $1,335*; 
(6) %-ton pickup, $1,075, $1,050. 


’59 Chevrolet (8) El Camino, $1,485; (6) 
El Camino, $1,235; Ford (8) Ranchero, 
$1,405* (ps), $1,270*, $1,195*, $1,125*. 

’58 Ford (8) Ranchero, $885*; (6) %-ton 
pickup, $845, $655; Chevrolet (6) %- 
ton panel, $650. 

’57 Chevrolet (6) %-ton pickup, $785; 
Ford (8) %-ton pickup, $760; (6) %- 
ton pickup, $650. 

56 GMC (8) %-ton pickup, $660; (6) %- 
ton pickup, $635; Dodge (6) %-ton 
— $560*; Ford (8) °*4-ton pickup, 


’55 Ford (8) %-ton pickup, $500*; Chev- 
rolet (6) 3600 %-ton bobtail, $425; (6) 
%-ton pickup, $375. 

’53 Chevrolet %-ton cab & chassis, $150. 

’52 Studebaker (6) %-ton pickup, $155. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 3. Buyers 
were more cautious here today and there- 
fore prices dipped slightly. Sold 219 cars 
from 382 consignments. 

BUICK — ’60 Electra 225 conv., $2,815* 
(ps); Electra 2-dr. hardtop, $2,450* 
(ps); Invicta 4-dr, hardtop, $2,375* 
(ps), $2,240* (ps); 4-dr., $2,350* (ps); 
LeSabre 4-dr. hardtop, $2,325* (ps), 
$2,210* (ps), $2,195* (ps); Estate 
Wagon 4-dr., $1,675*. 

59 Electra 225 4-dr., $1,775*; LeSabre 
Estate Wagon 4-dr., $1,620* (ps); 
conv., $1,615* (ps); 4-dr., $1,600* (ps), 
$1,570* (ps); 2-dr. hardtop, $1,500* 
(ps); Invicta 4-dr., $1,285*. 

’57 Special 2-dr. Riviera, $765*; 2-dr., 
$545*; Century 4-dr. Riviera, $760* 
(ps); Super 4-dr. Riviera, $640* (ps). 

"56 Special 4-dr., $350; 2-dr., $160. 

’55 Special 2-dr., $550*; Super 2-dr. Rivi- 
era, $215* (ps). 

CADILLAC—’59 (62) 4-dr., $2,700* (ps). 

’58 (62) coupe, $1,750* (ps). 

’56 (62) sedan, $615* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 

$2,405; 4-dr., $2,375* (ps); Corvair (6) 
2-dr., $1,730. 

60 Impala (8) conv., $2,295* (ps), $2,- 
285* (ps), 2 at $2,275* (ps), $2,265* 
(ps), $2,175* (ps), $2,130*; 2-dr., $2,- 
075*, $1,850* (ps); sport coupe, $2,055* 
(ps), $1,965*, $1,960* (ps); sport se- 
dan, $2,000* (ps); 4-dr., $1,885*; Bel 
Air (8) 4-dr., $1,950* (ps), $1,610, $1,- 
600*, $1,500*, $1,480; Parkwood (8) 4- 
dr., $1,600; Bel Air (6) 2-dr., $1,620*, 
$1,570; 4-dr., $1,550, $1,515*; Biscayne 
(6) 2-dr., $1,490, 2 at $1,405; Corvair 
(6) 2-dr., $1,375*; 4-dr., $1,320*, $1,- 
290*. 

’59 Kingswood (8) 4-dr., $1,535* (ps); 
Brookwood (8) 4-dr., $1,510; Impala 
(8) sport sedan, $1,500*, $1,240* (ps); 
sport coupe, 2 at $1,490*, $1,470; 4-dr., 
$1,375*; Parkwood (8) 4-dr., $1,490* 
(ps), $1,460* (ps); Bel Air (8) sport 
sedan, $1,385*; 2-dr., $1,155*; Bel Air 
(6) sport sedan, $1,375*; 2-dr., $1,- 
140; Brookwood (6) 4-dr., $1,370*, $1,- 
135; Biscayne (8) 4-dr., $1,160*; Bis- 
cayne (6) 2-dr., $1,160*, $1,075, $935, 
$890. 

’58 Impala (8) conv., $1,265*; sport 
coupe, $1,100*; 2-dr., $1,090; Bel Air 
(8) 4-dr., $1,075*; Brookwood (8) 4- 
dr., $905*; Biscayne (6) 4-dr., $830; 
Biscayne (8) 2-dr., $825*; Brookwood 
(6) 4-dr., $700. 

’57 Bel Air (8) sport sedan, $900*; 4-dr., 
$710*, $710; 2-dr., $675*; Two-ten (6) 
oar $775*, $610, $515; station wagon, 
$775. 

"56 Two-ten (6) 2-dr., $455, $270; 4-dr., 
$400, $340; One-fifty (6) 2-dr., $385*; 
Bel Air (8) sport coupe, $185. 

55 Two-ten (6) station wagon, $345; 2- 
dr., $245, $170*; 4-dr., $170*; Two-ten 
(8) station wagon, $105*. 

CHRYSLER—’60 NY 4-dr. hardtop, §$2,- 
400* (ps). 

’57 NY 4-dr. hardtop, $600* (ps). 
COMET—’60 Comet station wagon 4-dr., 

$1,460*; 2-dr., $1,415. 

DODGE—’60 Matador (8) 4-dr., $1,690*. 

’58 Coronet (8) 4-dr., $785* (ps). 

’56 Royal (8) 2-dr. hardtop, $210*. 
EDSEL—’58 Pacer conv., $665* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,550* (ps), 2 at $3,500* (ps). 

’60 Thunderbird (8) conv., $2,900* (ps); 
2-dr. hardtop, $2,650* (ps); Galaxie 


(8) conv., $2,030* (ps), $1,865*; 4-dr., 
$1,785* (ps); 2-dr. hardtop, $1,530; 2- 
dr., $1,485*; Falcon (6) 4-dr., $1,390, 
$1,355; Fairlane 500 (8) 4-dr., $1,325*, 
$1,315*, $1,145; Fairlane (6) 4-dr., $1,- 








Loyal Rambler Owner— 


Edward F. X. McCarthy, right, 83, Ros- 
lindale, Mass., may hold the record as a 
loyal American Motors Corp. booster. He 
has owned a total of 29 Rambler and 
Nash cars. His most recent purchase was 
made from Nish Atamian, Atamian Ram- 
bler, Boston. 


313*, $1,270; Ranch Wagon (8) 4-dr., 
$1,175. 

’59 Galaxie (8) conv., $1,555*; Country 
Sedan (8) 4-dr., $1,225*, $1,215*; Fair- 
lane (8) 2-dr., $1,040*; 4-dr., $800; 
Custom 300 (6) 2-dr., $1,020; 4-dr., 
$860*; Ranch Wagon (8) 4-dr., $985*, 
$815* (ps). 

’58 Custom 300 (8) 2-dr., $710; 4-dr., 
$630; Fairlane (8) 2-dr., $635, 

’57 Fairlane 500 (8) 4-dr. Victoria, $820* 
(ps); 4-dr., $635* (ps); skyliner, $435*; 
Fairlane (8) 4-dr., $615; Country Se- 
dan (8) 4-dr., $605*, $480*, 

’56 Fairlane 500 (8) conv., $400*; Custom 
(8) 4-dr., $380. 

’55 Custom (6) 4-dr., $115*. 

’54 Crest (6) 2-dr., $150. 

LINCOLN—’ 60 Continental Mark V conv., 
$3,650* (ps). 

’48 Continental 2-dr., $300. 

MERCURY—’61 Monterey 4-dr., $2,300*. 

’59 Montclair 2-dr. hardtop, $1,555* (ps); 
Monterey 4-dr., $1,350* (ps); 2-dr. 
hardtop, $1,340* (ps). 

’57 Montclair 2-dr., $390* (ps); 2-dr. 
hardtop, $360*. 

’55 Custom 4-dr., $265; Montclair 4-dr., 
$165*. 

OLDSMOBILE—’60 (88) Super 2-dr. Holi- 
day, $2,500* (ps); (88) 4-dr., $2,190* 
(ps); 4-dr. Holiday, $2,100* (ps); 2- 
dr., $2,015* (ps). 

"59 (88) 4-dr., $1,480* (ps). 

’5S (88) 2-dr., $1,125*; 4-dr. Holiday, 
$1,035". 

’57 (88) 2-dr., $765* (ps); 4-dr., $620*. 

’56 (88) 2-dr., $250°*. 

’55 (88) 2-dr., $155*. 

PLYMOUTH—’61 Savoy (6) 2-dr., $1,150. 

’59 Suburban (8) Custom 4-dr., $1,200* 
(ps); Fury (8) 2-dr. hardtop, $963*; 
Belvedere (8) 4-dr., $910*. 

’57 Suburban (8) Custom 4-dr., $395*; 
Savoy (8) 4-dr., $375*; 2-dr., $310*, 
$275. 

’55 Savoy (8) 2-dr., $215*; Suburban (8) 
4-dt., $185. 

PONTIAC—’ 60 Bonneville Safari 4-dr., $2,- 
700* (ps), $2,470* (ps); 4-dr. Vista, 
$2,500* (ps); Catalina 4-dr. Vista, $2,- 
100* (ps). 

’59 Catalina Safari 4-dr., $1,660* (ps), 
$1,560* (ps). 

’57 Star Chief 2-dr. Catalina, $620* (ps); 
4-dr. Catalina, $480*. 

’56 Star Chief 4-dr., $540* (ps); Chieftain 
Safari 2-dr., $320* (ps). 

’54 Star Chief 4-dr., $140* (ps). 

RAMBLER—’60 Custom (6) 4-dr., $1,430*; 
Super (6) 4-dr., $1,415*; American (6) 
Deluxe 4-dr., $600. 

"59 Super Six 4-dr. hardtop, $1,005; 
American (6) station wagon 2-dr., 
$980. 

’58 Super (6) station wagon 2-dr., $840*. 

STUDEBAKER—’58 President (8) 4-dr., 
$275". 

MISCELLANEOUS — ’60 Ford (8) %-ton 
pickup, $1,105*. 

’59 Chevrolet (6) %-ton pickup, $955; (6) 
panel delivery, $665. 

’58 Ford (8) %-ton pickup, $750. 

’48 Ford 2-ton stake, $100. 

’34 Ford %-ton pickup, $210. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for May 1, 1961. 
Retailers reported last week’s rains and 
cloudy cool weather loused up car sales to 
almost a standstill. Buyers here today were 
more cautious in their selections, especially 
on 1956 and cheaper grades. Real clean 
units held steady with last week’s quota- 
tions, but the market pace in general slowed 
down. Sold 128 cars from 163 consignments. 
BUICK-—’56 Century 4-dr. Riviera, $480* 

(ps); 2-dr. Riviera, $335*. 

’55 Special 4-dr., $170. 

CADILLAC—’59 (62) 4-dr., $2,885* (ps). 

’5B7 (62) Coupe de Ville, $1,500* (ps); 
2-dr. hardtop, $1,360* (ps). 

’55 (62) Coupe de Ville, $770* (ps). 

CHEVROLET—’61 Impala (8) 4-dr., $2,- 
325°. 

60 Impala (8) conv., $2,080 (ps); Brook- 
wood (6) 4-dr., $1,750; Bel Air (8) 4- 
dr., $1,650*; Biscayne (6) 2-dr., $1,425. 

’59 Parkwood (8) 4-dr., $1,500*%; Bis- 
cayne (6) 4-dr., $1,300*; Bel Air (6) 
4-dr., $1,225* (ps), $1,175*, $1,165*, 
$1,100; Bel Air (8) 4-dr., $1,200*. 

’58 Brookwood (8) 4-dr., $1,250* (ps); 
Brookwood (6) 4-dr. (9 pass.), $1,150* 
(ps); Impala (8) sport coupe, $1,170* 
(ps); Nomad (8) 4-dr., $1,110*; Del- 
ray (6) 2-dr., $925*, $885, $875; Bis- 
cayne (6) 2-dr., $925*. 

’57 Two-ten (6) station wagon 4-dr., 
$925; 2-dr., $875*; 4-dr., $710*; Two- 
ten (8) station wagon 4-dr., $900*; sta- 
tion wagon 2-dr., $680; 4-dr., $850*, 
$750*; Bel Air (8) 2-dr., $885*, $750*; 
sport coupe, $700*; 4-dr., $860*, $800* 
(ps); sport sedan, $830*; station wag- 
on 4-dr., $665; One-fifty (6) 2-dr., $630. 

"56 Nomad (8) 2-dr., $650*; Two-ten (8) 
4-dr., $600*, $480; 2-dr., $460; Two-ten 
(6) 4-dr., $580*, $510*, $500*, $460; 
2-dr., $450; One-fifty (6) 2-dr., $410. 

"55 Two-ten (6) station wagon 4-dr., 
$550*; 2-dr., $375; Two-ten (8) 2-dr., 
$400*; Bel Air (6) 4-dr., $425, $410; 
Bel Air (8) 4-dr., $350* (ps); sport 
coupe, $340*. 

’53 Deluxe station wagon 4-dr., $110; Bel 
Air 4-dr., $100*. 

*39 Special Deluxe 4-dr., $100. 
CHRYSLER—’55 Windsor 4-dr., $330* (ps). 
DeSOTO—’ 57 Firedome 4-dr., $575* (ps). 
DODGE—’56 Custom Royal (8) 2-dr. hard- 

top $510* (ps); Coronet (8) 2-dr. hard- 
top, $465*. 
FORD-——’61 Fairlane (6) 2-dr., $1,685. 

60 Galaxie (8) conv., $2,150* (ps); Gal- 
axie (6) conv., $1,950*; Falcon (6) 2- 
dr., $1,380. 

"58 Fairlane 500 (8) conv., $965* (ps); 
Custom 300 (8) 4-dr., $800*; Custom 
300 (6) 2-dr., $650*; Fairlane (8) 4-dr. 
Victoria, $650*. 

’57 Fairlane 500 (8) 2-dr., $730*; 2-dr. 
Victoria, $700*, $620* (ps); 4-dr. Vic- 
toria, $670*; Country Sedan (8) 4-dr., 
$630*, $600*; Ranch Wagon (6) 2-dr., 
$550; Fairlane (8) 2-dr., $550; Rel Rio 
(6) 2-dr., $480; Country Squire (8) 4- 
dr., $470*; Custom (6) 4-dr., $460*. 

’56 Fairlane (8) conv., $500* (ps); 4-dr., 
$500*; 4-dr. Victoria, $410*, $290*; 
Custom (8) 2-dr. Victoria, $490*; 
Ranch Wagon (8) 2-dr., $420*. 

MERCURY — '57 Montclair 2-dr. hardtop, 
$670*; Monterey 4-dr., $485*; 2-dr., 
$450°*. 

’56 Monterey 4-dr., $350*. 

OLDSMOBILE—’59 (88) 2-dr. Scenic, $1, 

575* (ps). 

’57 (98) 4-dr. Holiday, $840* (ps), $740* 
(ps); (88) 2-dr., $680*. 

’56 (88) 4-dr. Holiday, $460* (ps); 2-dr. 
Holiday, $410*, $320*; (88) Super 2-dr., 
$410* (ps). 

"55 (98) 4-dr., $290* (ps); (88) 2-dr., 
$250* 


(Continued on Page 59, Col. 1) 
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(Continued from Page 58) 


PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
025*. 

'58 Subyrban (8) Sport 4-dr., $925* (ps); 
Custom 4-dr., $710*. 

'57 Suburban (8) Custom 4-dr., $650; Bel- 
vedere (8) 2-dr. hardtop, $585*; Plaza 
(6) 2-dr., $210. 

'56 Savoy (8) 4-dr., $390*. 

’55 Belvedere (8) 2-dr. hardtop, $310*. 


PONTIAC—’60 Catalina 4-dr. Vista, $1,- 
600*. 
’58 Star Chief 4-dr., $1,130* (ps). 
’56 Star Chief 4-dr., $600* (ps); 2-dr. 


Catalina, $200*. 
’55 Chieftain (870) 2-dr. Catalina, $370* 
(ps), $360* (ps). 
RAMBLER—’60 American (6) Deluxe 2-dr., 
$1,090. 
’59 Rebel (8) Custom Cross Country 4-dr., 
$1,400*; Super (6) 4-dr., $1,190. 
’56 Super (6) Cross Country 4-dr., $590*; 
4-dr., $290*. 
MISCELLANEOUS — '59 Chevrolet %-ton 
pickup, $960*. 
’56 Chevrolet 2-ton pickup, $550. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 5. Sold 396 cars 
from 565 consignments. 


BUICK—’58 Century conv., 
’57 Century 4-dr., $700*; 
$625*. 

56 Super 4-dr., $450*; Century 2-dr. 
Riviera, $360*; Special 4-dr., $225*. 
’55 Super 2-dr. Riviera, $305*; Special 4- 
dr., $125*; 2-dr. Riviera, $105*. 

’54 Special 4-dr., $105*. 
’53 Century 4-dr., $125*. 


$1,040* (ps). 
2-dr. Riviera, 


OCADILLAC—’60 (62) 2-dr. nardtop, $3,- 
555* (ps). 
’58 (62) 4-dr. hardtop, $1,835* (ps). 
’57 (62) conv., $1,360* (ps); Coupe de 


Ville, $1,200* (ps). 

’56 Eldorado conv., $1,095* (ps); (62) 2- 
dr. hardtop, $840*, $640*. 

’55 (60) Special 4-dr., $680* (ps); (62) 
2-dr. hardtop, $490*, $325* (ps). 

’54 (62) 2-dr. hardtop, $145*. 

"51 (62) 4-dr., $315*. 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,390* (ps). 

’60 Brookwood (8) 4-dr., $1,680*. 

’59 Impala (8) sport sedan, $1,445* (ps); 
conv., $1,435*; sport coupe, $1,285*; 
Biscayne (6) 4-dr., $720*. 

’58 Impala (8) conv., $1,220* (ps); Yeo- 
man (8) 4-dr., $900*, S890; Bel Air (8) 
sport sedan, $675*. 

’57 Bel Air (8) sport coupe, $885* (ps), 
$780*, $775*; station wagon, $870"; 
4-dr., $810*; sport sedan, $810*; conv., 
$750*; 2-dr., $730*, $685*; Two-ten (8) 
station wagon 4-dr., $800*; sport coupe, 
$675*; One-fifty (6) 2-dr., $450; One- 
fifty (8) 2-dr., $335*. 

’56 Bel Air (6) 4-dr., $490*; Bel Air (8) 
2-dr., $445*; Two-ten (8) 2-dr., $395*; 
sport coupe, $235*; One-fifty (6) 4-dr., 
$240*. 

’55 Bel Air (8) 2-dr., $495*, $370*; sport 
coupe, $430*; conv., $390*; 4-dr., 
$225*; Bel Air (6) 4-dr., $390*, $300*; 
Two-ten (8) 4-dr., $350*; 2-dr., $315*; 
Two-ten (6) 4-dr., $255*; One-fifty (8) 
2-dr., $255*%, $230*; 4-dr., $235*; One- 
fifty (6) 4-dr., $180*, $160*; 2-dr., 
$165*, $100*. 

’54 Bel Air sport coupe, $335*; 2-dr., 
$265*; 4-dr., $210*, $205*; Two-ten 
station wagon 4-dr., $240*. 

’53 Bel Air 4-dr., $210*, $175*; Two-ten 
2-dr., $155*; One-fifty 2-dr., 2 at $105*. 

CHRYSLER—’59 NY 4-dr. hardtop, $1,775* 


(ps). 

’55S NY 4-dr., $260*. 

DeSOTO—’ 57 Firedome 4-dr. nardtop, $585* 
(ps). 

’56 Fireflite 4-dr., $330*. 

DODGE—’58 Royal (8) conv., $850*. 

’56 Coronet (8) 2-dr., $230*. 

’52 2-dr., $675. 

EDSEL—’58 Citation 4-dr, hardtop, $645*. 

FORD—’60 Galaxie (8) conv., $1,940* (ps); 
starliner, $1,645* (ps); 4-dr., $1,430*; 
Fairlane (8) 4-dr., $1,410*; 2-dr., $1,- 
395*, $1,220*, $1,195*; Ranch Wagon 
(6) 2-dr., $1,140*; Ranch Wagon (8) 
2-dr., $1,040. 

’59 Thunderbird (8) 2-dr. hardtop, $1,- 
890* (ps); Galaxie (8) conv., $1,460* 
(ps); 4-dr., $1,385* (ps); 2-dr. Vic- 
toria, $1,285*; Galaxie (6) 4-dr., $1,- 
070*; Ranch Wagon (8) 2-dr., $1,200*; 
Fairlane (8) 4-dr., $960*; Custom 300 
(8) 4-dr., $915*; 2-dr., $850*. 

’58 Fairlane 500 (8) conv., $1,120* (ps); 
Fairlane (8) 4-dr. Victoria, $895* (ps), 
$645*; 4-dr., $815*; Ranch Wagon (8) 
2-dr., $600*; Custom 300 (8) 4-dr., 
$505". 

’57 Fairlane 500 (8) skyliner, $825*; 4- 
dr., $680*; 2-dr., $610*; Country Se- 
dan (8) 4-dr., $690*, $650*; Fairlane 
(8) 2-dr., $500*; Fairlane (6) 4-dr. 
Victoria, $495*, $350*; Custom 300 (8) 
4-dr., $460* (ps); Custom (6) 4-dr., 
$385*. 

’56 Thunderbird (8) 2-dr. hardtop, $1,- 
510* (ps); Country Sedan (6) 4-dr., 
$390*; Country Sedan (6) 4-dr., $310*; 
Custom (8) 2-dr., $300*; 2-dr. Victoria, 
$210*. 

’55 Fairlane (8) 2-dr., $355*, $340*; Main 
(8) 2-dr., $195*; 4-dr., $175*, $165*. 

’54 Crest (8) 2-dr. Victoria, $185*; Cus- 
tom (8) 4-dr., $130*. 

’52 Ranch Wagon (8) 2-dr., $210. 

LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 
300* (ps). 
MERCURY—’59 Montclair 4-dr., $1,240*; 
Monterey 2-dr., $925*. 
’57 Montclair 4-dr., $700*; Voyager 2-dr., 


$680*. 

’56 Montclair 2-dr. hardtop, $465*; Cus- 
tom 4-dr., $300*; 2-dr., $290*; conv., 
$280". 

’55 Custom 4-dr., $125*. 

'54 Monterey 2-dr. hardtop, $245*. 

NASH—’55 Ambassador (8) 4-dr., $285*; 


Ambassador (6) 2-dr. hardtop, $175*. 
OLDSMOBILE—’60 (98) 4-dr., $2,250*. 
’58 (88) 4-dr. Holiday, $1,080* (ps). 
"57 (88) 4-dr., $690*, $475*. 
’56 (88) 2-dr., $280*. 
’5S5 (88) 2-dr., $245*; 2-dr. Holiday, 
$185*. 
’53 (88) 2-dr. Holiday, $250*; (88) Super 
4-dr., $170. 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $740* (ps); Plaza (8) 4-dr., $560*. 
’57 Plaza (8) 2-dr., $390*; 4-dr., $225*; 
Belvedere (6) 2-dr., $350; Savoy (6) 2- 
dr., $295*, 
°56 Plaza (8) 4-dr., $230*; 2-dr., $180*. 
‘55 Plaza (6) 4-dr., $135*, $120*; Savoy 





(6) 2-dr., $130*. 
’54 Belvedere 2-dr. hardtop, $120*. 
PONTIAC — ’57 Chieftain 2-dr. Catalina, 
$515* (ps), $325* (ps). 
"56 Chieftain Safari 4-dr., $390* (ps); 2- 
dr., $195*. 
'55 Chieftain 2-dr., $310*; 4-dr., $175*; 
Star Chief 4-dr., $310*, $300*, 
’53 Chieftain 4-dr., $105*. 
RAMBLER—’ 57 Custom (6) Cross Country, 
$640*. 
’56 Deluxe 4-dr., $415. 
STUDEBAKER — ’57 Scotsman (6) 4-dr., 
$315*. 
’56 Champion (6) 4-dr., $180*. 


MISCELLANEOUS—’60 Chevrolet (8) 
ton, $1,230. 

’59 Chevrolet (8) %-ton pickup, $970. 
"58 Ford (8) %-ton truck, $810. 
’55 Ford (6) pickup, $265. 
’54 Chevrolet 1-ton, $160. 
’53 Chevrolet pickup, $175. 
’50 Ford %-ton, $110. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale uf May 3. 


BUICK — ’57 Super 4-dr. Riviera, $630* 
(ps); Special 4-dr. Riviera, $500*, 
’55 Super 2-dr. Riviera, £375*; Special 
2-dr. Riviera, $305*. 


CADILLAC—’60 (62) conv., $3,785* (ps); 
2-dr. hardtop, $3,600* (ps). 

’59 (62) 2-dr. hardtop, $2,950* (ps), $2,- 
900* (ps); conv., $2,950*; 4-dr. hard- 
top, $2,890* (ps), $2,660* (ps). 

CHEVROLET—’61 Impala (6) conv., $2,- 
570* (ps). 

’60 Impala (8) conv., $2,150* (ps); Park- 
wood (6) 4-dr., $1,710; Brookwood (8) 
4-dr., $1,655*; Bel Air (8) sport coupe, 
$1,650*, $1,585, 

’59 Impala (8) conv., $1,600* (ps); sport 
sedan, $1,500* (ps), $1,355* (ps); Im- 
Pala (6) sport sedan, $1,425*; Bel Air 
(8) sport sedan, $1,540* (ps), $1,295* 
(ps), $1,290; 4-dr., $1,240*, 2 at $1,- 
200* (ps); 2-dr., $1,175*; Bel Air (6) 
4-dr., $1,100*, $1,060; Kingswood (8) 
4-dr., $1,385*; Brookwood (6) 4-dr., 
$1,280, 2 at $1,185. 

’58 Impala (8) conv., $1,350* (ps); sport 
coupe, $1,220*; Brookwood (8) 4-dr., 
$1,050*, $875* (ps); Bel Air (8) sport 
sedan, $980* (ps); Delray (6) 2-dr., 
$885* (ps); Biscayne (6) 2-dr., 2 at 
$850. 

’57 Two-ten (8) 4-dr., $75*, $675*. 

’56 Bel Air (8) 4-dr., $650*, $615, $475*; 
sport sedan, $400*; Bel Air (6) 4-dr., 
$270; Two-ten (8) 4-dr., $460*; 2-dr., 
$400. 

’55 Bel Air (8) sport coupe, $450*; 4-dr., 
$290*; Bel Air (6) 2-dr., $360; Two-ten 
(6) 4-dr., $350; One-fifty (6) 2-dr., 
$315, $290, $275. 

’54 Two-ten (6) 4-dr., $200*, $155*; 2-dr., 
$120; Bel Air (6) 2-dr., $145*. 

’53 Bel Air 4-dr., $215, $180; Two-ten 4- 
dr., $150. 

CHRYSLER—’56 NY 4-dr., $435* (ps). 
DeSOTO—’58 Firedome 4-dr., $850* (ps). 
’57 Firesweep 4-dr., $410* (ps). 
’56 Fireflite 4-dr., $470* (ps). 
DODGE — ’59 Coronet (6) 2-dr. hardtop, 
$950. 

’55 Coronet (6) 2-dr., $175. 

’53 Meadowbrook (6) 4-dr., $105*. 

EDSEL—’59 Corsair 2-dr. hardtop, $1,150* 
(ps). 
’58 Ranger 2-dr. hardtop, #520* (ps). 


y%- 


FORD—’60 Falcon (6) 2-dr., $1,320; Ranch 
Wagon (6) 4-dr., $1,285. 

"59 Custom 300 (8) 4-dr., $1,050, $1,000; 
Ranch Wagon (6) 4-dr., $660. 

’58 Fairlane (8) 4-dr., $715*. 

’57 Fairlane 500 (8) conv., $725* (ps); 
4-dr., $630*, $620*; Country Sedan (8) 
4-dr., $640*; Fairlane (8) 2-dr. Vic- 
toria, $625*; 2-dr., $500*; Custom 300 
(8) 2-dr., $575*, $500*, 

’56 Fairlane (8) 4-dr., $555*, $460*; 2- 
dr. Victoria, $390*; Country Sedan (8) 
4-dr., $450* (ps); Ranch Wagon (8) 2- 
dr., $310, $230*. 

"55 Custom (8) 4-dr., $235*, $180*, $150; 
Fairlane (8) 2-dr., $220. 

’54 Custom (8) 4-dr., $150, $100. 

HUDSON—’56 Hornet (8) 4-dr., $260*. 
’55 Hornet (8) 2-dr. hardtop, $155*. 
LINCOLN—’55 Capri (8) 2-dr. hardtop, 
$245* (ps). 
MERCURY—’60 Montclair 2-dr., $1,400*. 

’56 Monterey 4-dr., $390* (ps); Montclair 
2-dr. hardtop, $360* (ps). 

’55 Custom sport coupe, $290*, 

’54 Monterey conv., $190*; 2-dr. hardtop, 


$125". 
OLDSMOBILE — ’59 (88) 4-dr., $1,425* 
(ps). 
’5S8 (88) 4-dr., $810* (ps). 
’56 (98) 4-dr., $550* (ps), $275* (ps); 2- 
dr. Holiday, $315* (ps); (88) 4-dr., 
$365* (ps). 


"55 (98) 4-dr., $460* (ps). 
’54 (88) Super 2-dr. Holiday, $135* (ps). 

PACKARD—’57 Clipper station wagon, 
$525* (ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,080* (ps); Suburban (6) Deluxe 
4-dr., $960. 

’58 Savoy (6) 4-dr., $685* (ps). 
’56 Savoy (8) 4-dr., $425*. 

PONTIAC—’59 Bonneville sport coupe, $1,- 
990* (ps); Catalina conv., $1,575* (ps). 

’57 Star Chief 4-dr., $650* (ps). 

‘55 Star Chief 4-dr., $300* (ps); Chief- 
tain station wagon 2-dr., $255. 

’54 Star Chief 4-dr., $175* (ps). 

RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,035*. 

’56 Super (6) 4-dr., $350*. 
’55 Deluxe Suburban 2-dr., $200*. 

MISCELLANEOUS—’ 54 Dodge %-ton pick- 
up, $380; 2-ton, $200. 

’53 Chevrolet 3100 pickup, +280. 


KANSAS CITY 


K. C. Automobile Auction Co., Inc. Sale 
every Wednesday. Prices are for sale of 
May 3. Big demand for all good, clean cars 
—all makes and models. Over 350 cars and 
trucks consigned this week. 


BUICK—’59 Electra 4-dr. hardtop, $1,565* 
(ps). 
’58 Special 4-dr., $1,135* (ps). 
’57 Century 4-dr, Riviera, $900* 
’56 Special 4-dr. Riviera, £540*, 
’50 Special 2-dr., $150*. 


CHEVROLET—’61 Impala (8) sport sedan, 
$2,335* (ps). 

‘60 Bel Air (8) 4-dr., $1,648*, $1,645*, 
$1,643*, $1,563*, $1,525*; Corvair (6) 
4-dr., $1,103. 

759 Impala (8) sport sedan, $1,635* (ps); 
Biscayne (8) 4-dr., $1,150* (ps). 

58 Impala (8) sport sedan, $1,130*; 
Brookwood (8) 4-dr., $1,130*, $1,075* 
(ps), $825* (ps), $655* ‘ps); Biscayne 
(8) 4-dr., $1,075*. 

’57 Bel Air (8) 4-dr., $898* (ps); Two- 
ten (6) 4-dr., $830; One-fifty (6) 2-dr., 
$400*. 

’56 One-fifty (6) 2-dr., $370; Two-ten (6) 
2-dr., $235. 

’55 Two-ten (6) 4-dr., $470; Bel Air (8) 
4-dr., $325; Two-ten (8) 4-dr., $255*. 

’54 Bel Air 4-dr., $250*; Two-ten 4-dr., 
$245. 

’53 Bel Air 2-dr., $373; conv., $148. 

CHRYSLER—’56 NY 4-dr. hardtop, $690*. 
DeSOTO—’57 Fireflite 4-dr., $763* (ps). 


(Continued on Page 60, Col. 1) 


(ps). 
$528*. 


Used Import Car Prices 





Albany 
Vauxhall—’60 Victor 4-dr., $730. 
Armonk, N. Y. 


Ford (English)—’60 Anglia 2-dr., $790. 
Renault—’58 4-dr., $250. 


Bordentown, N. J. 
Ford (English)—’60 Anglia 2-dr., $780. 
’59 Anglia 2-dr., $440; Escort 2-dr., $310. 
Renault—’60 4-dr., $670. 
’59 4-dr., $380. 
*57 4-dr., $180. 
Simca—’60 4-dr., $525. 
Sunbeam—’55 conv., $350. 
Volkswagen—’56 2-dr., $620. 


Caldwell, N. J. 
Austin-Healey—’57 conv., $995. 
Fiat—’59 roadster, $1,100. 
Prinz—’61 NSU 2-dr., $650. 
Simea—’59 4-dr., $300. 
Volkswagen—’ 61 2-dr., $1,405. 


Chicago 
MG—’60 2-dr., $1,500. 
Ovel—’59 station wagon 2-dr., $730. 
Peugeot—’59 4-dr., $850*. 
Simea—’59 2-dr., $700. 
Vauxhall—’58 4-dr., $535. 
Volkswagen—’61 2-dr., $1,375. 
’60 Karmann-Ghia 2-dr., $1,805; 2-dr., 
$1,335, $1,180, $1,160, $1,060. 
’58 Karmann-Ghia 2-dr., $1,095; 2-dr., 
$910. 
’57 Karmann-Ghia 2-dr., $905. 


Columbus, O. 
Vauxhall—’58 Super Victor 4-dr., $660. 
Volkswagen—’59 Microbus, $1,050. 


Daytona Beach, Fla. 
Borgward—’59 2-dr., $480. 
MG—’57 roadster, $1,000. 
Mercedes-Benz—’61 4-dr., $2,609. 
Metropolitan—’ 60 2-dr., $800. 
Morris—’57 Minor 2-dr., $310. 


Detroit 
Volkswagen—’60 sunroof 2-dr., $1,120. 
Dyer, Ind. 
Lloyd—’58 2-dr., $330. 
Volkswagen—’60 2-dr., $1,140. 
Flint 

Vauxhall—’59 Super 4-dr., $550. 

Fontana, Wis. 


Jaguar—’55 conv., $625. 
Vauxhalil——’59 station wagon, $595. 


Kansas City, Mo. 
Metropolitan—’60 4-dr., $742. 
Peugeot—’59 4-dr., $580. 
Renault—’59 4-dr., $502, $445. 
Volkswagen—’61 2-dr., $1,535. 


Los Angeles 
Borgward—’58 sport coupe, $740. 
Fiat—’59 Millecento 4-dr., $600. 

’58 1100 4-dr., $225, 
Ford (English)—’58 Anglia 2-dr., $385. 
Hillman—’59 Minx conv., $745. 

’58 Minx 4-dr., $470. 

’56 Husky, $245. 
Metropolitan—’59 2-dr., $790. 
Renault—’59 Dauphine 4-dr., $400. 
Simea—’59 Aronde 4-dr., $485, $235, 
Volkswagen—’59 sunroof 2-dr., $935. 

"58 conv., $935, $835. 

’57 2-dr., $780. 

’56 2-dr., $700. 
Volvo—’58 2-dr., $680, $650, $620. 


Manheim, Pa. 
Borgward—’60 station wagon 2-dr., $725. 

'59 station wagon, $575, $440. 
Fiat—’60 2-dr., $1,700; 600 2-dr., $575. 

’59 4-dr., $440, 
Ford (English)—’59 Anglia 2-dr., $450. 
Goliath—’60 station wagon 2-dr., $440. 
Hillman—’60 conv., $925. 
Jaguar—’61 Mark V 4-dr., $3,600. 
MG—’58 Magnette 4-dr., $470. 
Mercedes-Benz—’58 2208S, $500. 

’56 4-dr., $600. 
Morris—’59 Minor 4-dr., $440. 
Prinz—’60 NSU station wagon 2-dr., $700. 
Renault—’ 60 4-dr., $475. 

’59 4-dr., $600; Dauphine, $525. 
Taunus—’58 station wagon 2-dr., $270. 

’55 station wagon 2-dr., $135. 
Triumph—’60 2-dr., $1,420; conv., $1,260. 
Volkswagen — ’61 sunroof, $1,600; 2-dr., 

$1,550, $1,470; Deluxe 2-dr., $1,522. 

’60 2-dr., $1,650, $1,270, $1,215, 2 at $1,- 

195, $1,175, $1,120, $1,115; Microbus, 
$1,250; conv., $1,100. 

’59 2-dr., $780. 

’58 sunroof, $1,000; 2-dr., $1,000; conv., 

$830; station wagon, $790. 

’57 Microbus, $750. 


Newington, Conn. 


Renault—’59 Dauphine 4-dr., $550. 


’58 Dauphine 4-dr., $275. 
Warehouse Point, Conn, 


Metropolitan—’59 2-dr. hardtop, $575. 
Simca—’60 Deluxe 4-dr., $575. 


’57 Versailier 4-dr., $400. 


Vauxhall—’58 4-dr. Victor, $420. 


Volkswagen—’60 Deluxe 2-dr., $1,125, 
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Used-Car Auction Prices 


(Continued from Page 59) 


’56 Fireflite 4-dr. hardtop, $478* (ps). 
’55 Firedome 4-dr., $195. 


DODGE—’ 60 Dart (6) Phoenix 4-dr, hard- 
top, $1,860*; (6) Pioneer station wagon 
4-dr., $1,630; Matador (8) 4-dr., $1,- 
500*. 

FORD—’ 60 Fairlane (8) 4-dr. Victoria, $1,- 
768; Fairlane 500 (8) 4-dr., $1,305*, 
$1,290*. 


’59 Galaxie (8) conv., $1,563; 4-dr., $1,- 
485* (ps), $1,470*; Custom (6) 4-dr., 
$1,010*; Fairlane (8) 4-dr., $985*. 

’5S Fairlane (8) 4-dr., $750*; Custom (8) 


4-dr., $703*; Custom (6) 2-dr., $680*. 

’57 Fairlane 500 (8) conv., $883* (ps); 
4-dr. Victoria, $668*; Custom (6) 2- 
dr., $395. 


’56 Fairlane (8) conv., $758* (ps), $628*, 
$605* (ps); 4-dr., $405*; Ranth Wagon 
(8) 4-dr., $525*. 

’5S Fairlane (8) 4-dr., $445*; Custom (6) 
2-dr., $373; Country Sedan (8) 4-dr., 
$3307. 

’54 Crest (8) Victoria, $335*. 

’53 Crest (8) 4-dr., $343*. 

’52 Main (8) Ranch Wagon, $223*. 

MERCURY — ’60 Monterey 4-dr. hardtop, 
$2,010* (ps). 

’58 Montclair 4-dr., $665*. 

’56 Montclair 4-dr. hardtop, $350*. 

55 Monterey 4-dr. hardtop, $175*. 

NASH—’55 Ambassador 4-dr., $230. 
PLYMOUTH — ’58 Belvedere (8) 
$645*. 

’57 Belvedere (8) 4-dr., $600*, $555*. 

PONTIAC—’59 Catalina (8) 4-dr., $1,500*. 

’58 Catalina (8) Safari 4-dr., $848* (ps). 


4-dr., 








A NEW KIND OF CUSHION AGAINST WEAR 


Detroit demands it! Kendall has it! 


Da 


’b7 Star Chief (8) 4-dr. Catalina, $670*, 

$595* (ps), $543*. 

’56 Star Chief (8) conv., $645*. 

’55 Chieftain (8) 2-dr., $340*, $135*. 
VALIANT—’60 4-dr., $1,390. 
MISCELLANEOUS—’59 Chevrolet 

Camino, $1,365. 

’5S8 Willys Jeep, $950. 

’56 Ford (8) 1%-ton truck. $590. 

’55 Ford (8) %-ton pickup, $400. 

’54 Ford (8) 2-ton truck, $625. 

’53 Chevrolet (6) 1-ton pickup, $365. 

’52 GMC (6) %-ton pickup, $413, 

’50 Chevrolet (6) %-ton pickup, $185. 

’49 Dodge school bus, $200. 

’46 Chevrolet (6) truck, $260. 


ARMONK, N. Y. 


Banksville Auto Auction, Sale every 
Thursday. Prices are for sale of May 4. 
Sharp cars very strong, average or below 
going begging. Many dealers report action 
a little quiet. 

BUICK—’59 Invicta 4-dr., $1,560* (ps). 

’56 Special conv., $425* (ps). 

’55 Super 4-dr., $275* (ps). 

’54 Special 4-dr., $150*. 
CHEVROLET — ’59 Biscayne (6) 

$6107. 

’58 Yeoman (6) 2-dr., $535*. 

’57 Two-ten (6) station wagon 4-dr., 

$575; 4-dr., $500*. 

’56 Bel Air (8) 4-dr., $490. 

’54 Bel Air 2-dr., 2 at $250. 
DeSOTO—’58 Firedome 4-dr. hardtop, $950* 

(ps). 


(6) El 


2-dr., 
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LOYAL CUSTOMERS LOOK FOR THE 
Lalor GK of Cuallly 
KENDALL REFINING COMPANY, BRADFORD, PENNA. tuprication Specialists since 1881 








’55 Fifteflite 4-dr., $275* (ps). 

FORD—’60 Thunderbird (8) conv., $2,800* 
(ps); Galaxie (8) 4-dr, Victoria, $1,- 
600* (ps). 

’59 Fairlane 500 (8) 2-dr. Victoria, $1,- 
300* (ps). 

’58 Country Sedan (6) 4-dr., $790* (ps); 
Custom 300 (8) 2-dr., $775* (ps); Fair- 
lane 500 (6) 2-dr., $565* (ps). 

’57 Country Sedan (8) 4-dr., $690*; Cus- 
tom 300 (6) 4-dr., $395. 

’54 Custom (8) 4-dr., $150*, $125. 
LINCOLN—’56 Premiere 4-dr., $510* (ps). 
MERCURY — ’60 Monterey 2-dr, hardtop, 

$1,525* (ps). 

’57 Commuter 2-dr., $550*; Monterey 4- 
dr., $510* (ps); 4-dr, hardtop, $310*. 

’56 Monterey 4-dr., $295*. 


OLDSMOBILE — ’58 (98) 4-dr., $1,075* 
(ps). 
’57 (88) 4-dr. Holiday, $585* (ps). 


’56 (88) 2-dr., $200*. 
’55 (88) conv., $225*. 
PLYMOUTH—’58 Savoy (6) 4-dr. hardtop, 
$640*; Plaza (6) 4-dr., $475*. 

’57 Suburban (6) Deluxe 2-dr., $390*. 
’56 Belvedere (6) 2-dr., $350, $170*. 
PONTIAC—’60 Ventura sport coupe, $1,- 

095* (ps). 
’56 Chieftain (870) 2-dr, Catalina, $400*. 
’55 Chieftain (870) 2-dr, Catalina, $300*. 
RAMBLER—’ 57 Deluxe (6) 4-dr., $380*. 
’56 Custom (6) 4-dr., $325. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday, Prices are for sale of 
May 3. Sun shone on both buyers and sel- 
lers this week. Prices were right for the 
right merchandise and the selection of sharp 
cars made it possible to stock the lots for 
the spring selling season. Sold 81 percent 
of 616 consignments. 

BUICK—’ 60 LeSabre 2-dr. hardtop, $2,150* 
(ps), $2,050* (ps), $1,900* (ps). 

59 LeSabre Estate Wagon 4-dr., $1,755* 

(ps); 4-dr, hardtop, $1,690*; 2-dr. 





A different 
kind of 


for you 
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Kendall SuperB 10W-30 Motor Oil exceeds car manufacturers’ most 
exacting requirements. It ends excessive wear and costly repair. It offers 
new protection against scuffing and lifter sticking. Prevents ping, rumble, 


power loss and improves gas mileage. 
Refined from the richest 100% Pennsylvania Crude Oil, Kendall SuperB 


keeps engines running the way they were made to run. This means greater 


customer satisfaction . . . more repeat business and added profits for you. 








motor oil value 


and you profit byit! 





House Told Piggybacking 


Idles 15,000 Teamsters 


WASHINGTON.—An official of 
the Teamsters Union has estimat- 
ed that piggybacking of autos 
already has cost the jobs of about 
15,000 Teamster members engag- 
ed in the delivery of new cars 
from the assembly plants to 
dealers. 

Harold J, Gibbons, executive 
vice-president of the union, testi- 
fied on the effects of automation 
on unemployment before a House 
Labor subcommittee, headed by 
Rep. Elmer Holland, Pennsylvan- 
ia Democrat. 

$$$ 


hardtop, $1,500; 4-dr., $1,435*; Electra 
4-dr. hardtop, $1,700* (ps); 4-dr., $1,- 
185* (ps). 
*58 Century conv., $1,210* (ps); Special 
Estate Wagon 4-dr., $1,000* (ps). 
’5b7 Super conv., $835* (ps); Century 2-dr. 


Riviera, $775* (ps); 4-dr. Riviera, 
$750* (ps); Special 2-dr, Riviera, 
$740*; 4-dr., $700* (ps); 4-dr. Riviera, 
$645* (ps). 

’56 Special 4-dr., $380*. 

’55 Century 2-dr. Riviera, $525* (ps); 
Special 2-dr. Riviera, $400*. 

CADILLAC—’60 (62) 4-dr. hardtop, §$3,- 


750* (ps); 2-dr. hardtop, $3,750* (ps), 
$3,675* (ps), $3,550* (ps); 2-dr., $3,- 
750* (ps); conv., $3,650* (ps). 
759 (62) 4-dr. hardtop, $2,835* (ps). 
CHEVROLET—’60 Corvette (8) conv., $2,- 
750; Impala (8) sport sedan, $2,025* 






























(ps); sport coupe, $1,920* (ps), $1, 
910; Bel Air (8) 4-dr., $1,750*, $1,600 
(ps); Brookwood (8) 4-dr., $1,685 
(ps), $1,400; Bel Air (6) 2-dr., $1,630* 
$1,580* (ps). 

759 Corvette (8) conv., $2,325*; Impala 
(8) sport coupe, $1,595* (ps), $1,595* 
$1,525, $1,490* (ps), $1,465* (ps), $1,- 





400; 4-dr., $1,535* (ps); sport sedan, 
$1,425* (ps), $1,275* (ps); Parkwood 
(6) 4-dr., $1,485*; Bel Air (6) 4-dr., 
$1,390*, $1,310* (ps), $1,300*, $1,290*, 
$1,275*, $1,185*, $1,180*, $820; 2-dr., 
$1,805; Impala (6) 4-dr., $1,300; Bel 
Air (8) 2-dr., $1,200*; 4-dr., $1,175*, 
$1,165*; Biscayne (8) 4-dr., $1,075* 
(ps), $1,060*. 

758 Impala (8) conv., $1,300* (ps); 
Brookwood (8) 4-dr., $1,165* (ps), 


$915*; Bel Air (8) sport sedan, $1,090* 


(ps), $910* (ps), $835* (ps); Bel Air 
(6) 4-dr., $1,025, $990* (ps); Biscayne 
(8) 4-dr., $980*; 2-dr., $935, $915; 
Biscayne (6) 4-dr., $800; Delray (6) 
2-dr., $950, $695, $560; Delray (8) 
2-dr., $760. 
CHRYSLER—’60 NY 2-dr. nardtop, $1,700* 
(ps). 
759 NY 4-dr., $1,690* (ps); Saratoga 4- 
dr., $1,200* (ps). 
"57 NY 4-dr. hardtop, $1,100* (ps). 
DeSOTO—’59 Firedome 4-dr, hardtop, $1,- 
490* (ps). 


’5S Firedome 4-dr. hardtop, $750* (ps). 
’57 Firesweep 2-dr. hardtop, $775* (ps); 
Firedome 4-dr., $600*. 
’56 Fireflite 4-dr. hardtop, $390*. 
DODGE—’60 Polara (8) 4-dr. hardtop, $1,- 
775* (ps); 2-dr., $1,300*; Matador (8) 
2-dr. hardtop, $1,475* (ps); Dart Sen- 
eca (8) 4-dr., $1,425. 
*59 Coronet (8) 4-dr., $1,340*; 2-dr., $1,- 
010; Royal (8) 4-dr., $1,075* (ps). 
FORD—’60 Thunderbird (8) 2-dr, hardtop, 


$3,100* (ps), $2,350* (ps); conv., $2,- 
820* (ps), $2,400* (ps); Galaxie (8) 
4-dr. Victoria, $1,625* (ps), $1,500* 


(ps); 4-dr., $1,400*; Falcon (6) 4-dr., 
$1,440, $1,400, 2 at $1,300, $1,180, $1,- 
155; Fairlane (8) 4-dr., $1,270; Fair- 
lane (6) 2-dr., $1,260*; 4-dr., $1,200; 
Ranch Wagon (6) 4-dr., $890*, $875*. 

’59 Country Sedan (8) 2-dr., $1,500*; 4- 
dr., $1,455* (ps), $1,350*, $1,090*; Gal- 
axie (8) 4-dr. Victoria, $1,440* (ps); 
conv., $1,365*; 2-dr. Victoria, $1,310*; 
Fairlane (8) 2-dr., $1,310*; Custom (6) 
2-dr., $850*; Ranch Wagon (6) 2-dr., 
$750. 

’58 Fairlane 
Victoria, 
$675*, $650; 


(8) 4-dr., $910* (ps); 4-dr. 

$855*; 2-dr., $775*, $725, 

Fairlane (6) 2-dr, Vic- 
toria, $690; Custom (8) 2-dr., $680*, 
$560*, $500, $450*; 4-dr., $530, $520; 
Custom (6) 2-dr., $375*, $300*. 

’57 Fairlane (8) conv., $850* (ps); 2-dr. 
Victoria, $585* (ps); 4-dr., $490*; 
Country Sedan (8) 4-dr., $800* (ps); 
Custom (6) 2-dr., $450, $350. 

’56 Ranch Wagon (6) 2-dr., $300*, $250*. 

LINCOLN — ’59 Premiere 2-dr. hardtop, 
$2,300* (ps). 

57 Premiere 2-dr. hardtop, $1,240* (ps), 
$1,090* (ps). 

’56 Capri 4-dr., $300* (ps). 

MERCURY—’60 Monterey 2-dr., $1,350*. 

59 Monterey 4-dr., $900*. 

’58 Monterey 4-dr., $900*; 2-dr. hardtop, 
$825*. 

’57 Monterey 2-dr. hardtop, $520*; 4-dr., 
$490*; 4-dr, hardtop, $280*. 


*56 Monterey 2-dr. hardtop, $610* (ps); 
Medalist 2-dr. hardtop, $260*, 
’55 Monterey 2-dr. hardtop, $250*. 
OLDSMOBILE — ’60 (98) conv., $2,550* 


(ps), $2,425* (ps); 4-dr., $2,115* (ps). 
’59 (98) 4-dr. Holiday, $1,860* (ps); 2- 
dr. Holiday, $1,775* (ps); 4-dr., $1,420* 
(ps); (88) 4-dr., $1,620* (ps); 4-dr. 
Holiday, $1,620* (ps), $1,600* (ps), $1,- 
550* (ps); Fiesta 4-dr., $1,460* (ps). 
’57 (98) conv., $710* (ps); 2-dr. Holiday, 
$330* (ps). 
PACKARD — 
$140*. 
PLYMOUTH—’'60 Belvedere (8) 4-dr., $1,- 
500* (ps); Suburban (6) 2-dr., $1,400. 
759 Fury (8) 2-dr. hardtop, $1,585* (ps); 
Suburban (8) Custom 4-dr., $1,060, 
$755* (ps); Belvedere <8) 4-dr. hard- 
top, $1,355* (ps); 2-dr., $830*, $815; 
Savoy (8) 4-dr., $985*, $875*. 
"58 Savey (8) 4-dr., $810*, £505*; Plaza 
(6) 4-dr., 2 at $550. 


’55 Clipper 2-dr. hardtop, 


’57 Belvedere (8) 2-dr. hardtop, $525* 
(ps); 4-dr., $420*. 
PONTIAC—’60 Ventura 2-dr, Vista, $2,- 


275* (ps), $2,210* (ps). 

’59 Star Chief 4-dr. Vista, $1,645* (ps); 
4-dt., $1,565* (ps). 

’58 Bonneville conv., $1,275* (ps); 
Chief 4-dr. Catalina, $990* (ps). 

’57 Star Chief 2-dr. Catalina, $600* (ps); 
station wagon 4-dr., $545*. 

’56 Star Chief 4-dr. Catalina, $600* (ps); 
2-dr. Catalina, $207*; Chieftain 2-dr. 
Catalina, $400*; 4-dr. Catalina, $335*. 

’55 Star Chief 4-dr., $125*. 


RAMBLER—’61 Custom (8) station wagon 
4-dr., $2,335* (ps). 

’59 Super (8) station wagon 4-dr., $1,- 
350; Super (6) 4-dr., $900; station wag- 
on 2-dr., $785. 

’58 Rebel (8) Cross Country 4-dr., $960*; 
Super (6) 4-dr., $710. 

’57 Custom (8) Cross 
$900*, $750". 

756 Custom (6) 4-dr., $200*. 

STUDEBAKER—’ 53 2-dr., $135. 
* * io 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (May 4). A red hot sale, Prices 
show increased activity in sharp late model 
cars and again the difference between the 
so-so cars and the sharp cars is the clean 
up. Sold 353 cars from 585 consignments. 

* * Bo 


COLUMBUS, O. 

Capital Auto Auction, Inc. Sale every 
Thursday (May 4). Activity strong on the 
clean sharp models. Sold 204 cars from 346 
consignments. 


Star 


Sountry 4-dr., 


. 2) 8 
FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day (May 4). All clean and sharp units are 
finding new homes. Market strong. Sold 179 
cars from 237 consignments. 

* ok * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (May 5). Weather: Clear. Sold 74 per- 
cent of 1,010 consignments. 

of * * 


NEWINGTON, CONN. 
Newington Auto Auction, Sale every 
Thursday (May 4). The market was very 
active as buyers were on the search for 
clean cars. Sold 52 cars from 79 consign- 
ments. 
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: | The Man Behind the Wheel . 


Sales Testing the Corvair 70 


Epiror’s Norte: 


This is another | ward into spaces you’d usually pass 


in a series of articles exploring | if driving one of the standards. 


the sales features of American | 


cars. 
* x oh 
By William Carroll 
West Coast Editor 
SS little town car, 

A the Corvair, is quick and easy 
to handle, with soft ride and no 
bad habits. 

The car tested by Automotive 
News was a plain-Jane, white, 
four-door 700,*with automatic 
transmission, radio and heater — 
just about the most average 
model Corvair has. 

Wearing a Corvair is as easy as 
any compact, and once inside, the 
thin well-shaped seats put my body 
in a position to reach and see 
everything. There’s a five-inch sill, 
with dropped floor covered by a 
colorful matching rubber mat. 


Interior trim is plain, but well 
* * * 





Good Access— 


Engine compartment is well laid out, 
with carburetors and belt adjustment right 
on top. Distributor is high and open and 


special wrench makes spark plugs easy to} 


remove. Well vented lid avoids problem 
of heat around spare tire. 

* * * 
done, with metal door frames to 
take the extra wear of hard use. 

Though the front seat has plenty 
of movement on the track, it’s 
worth noting that track-to-floor 
brackets can be shifted to move the 
seat another inch backward. In ad- 
dition, the brackets can be 
shimmed to raise the seat as much 
as an inch. 

* * * 

NSTRUMENTS and controls are 

few, big and easy to use. Red 
lights warn of temperature and oil 
pressure (fan belt, too), while nee- 
dles indicate fuel level and speed. 

A window shows which auto- 
matic transmission gear you’re 
using, but looking goes out of 
style after a day or so of driv- 
ing; as you can decide which 
gear you’re in by counting the 
shift lever bumps from reverse. 

For tall men, with big feet, the 
accelerator pedal is at exactly the 
right slope with enough room 
around it for a Size 16 shoe. The 
single-pull parking brake, like most 
of us are used to, is on the left and 
no trouble for women. 

New for ’61 is a large unlabelled 
black button, which gives precise 
fuel saving control over twin 
chokes. A nice touch, much liked 
by those who enjoy the mechanics 
of driving their car- 

bd ok * 


Fun to Drive 


RIVING the Corvair turns out 

to be fun. There’s a feeling of 
solidity, with wide spread front 
fenders that eliminate the “chick- 
en” feeling of driving a compact, 

You feel as though the car is 
large enough for safety, yet it 
always turns out to be narrow 
enough to slide through traffic 
holes without mentally counting 
fenders after you pass. 

Handling seemed to please every- 
one who drove it. Though no power 
steering is available, the lightly 
loaded front wheels don’t need it. 
They can be flipped from side to 
Side with a finger. 

Brakes are satisfactory, with 
firm pedal pressure required. As 
you can imagine, good visibility 
makes parking no problem, Just 
pull up, flip the wheel and zip back- 





. * cd 
HE little two-speed automatic, 
mounted at the rear as part of 
the engine, would allow enough en- 
gine windup to reach cruising speed 


| in’ a reasonable hurry. 


On 20 and 25 percent grades it 
held its own and gave a most 
precise control of speed and 
power. Acceleration is modest, as 
there’s over 30 pounds of car and 
driver for each horsepower. 


On rough roads the independent 
four-wheel suspension acts as 
though it is glued to the road. 


Curving roads are a delight, and 
keeping one’s foot on the throttle 
will straighten more than one cor- 
ner like it’s never been straighten- 


ed before. 
* * * 


Heater Ingenious 


A REAL selling point on any Cor- |. 


vair is the new three-speed 
heater. Lift up the rear seat cush- 
ion and you'll find two huge ducts 
from the engine compartment. 
Under the seat each of them splits 
into two ducts. Two of the four end 
at the base of the back seat to! 
warm the rear of the car. 

The other two merge with 
body-sill channels to carry warm 
air to the front seat passengers. 
This is a most delightful way to 
warm the car, and one that could 
well be copied by other compact 
makers. 

For fresh-air fans, there’s a pair 
of massive vents near front floor- 


boards which bring in cold air from | 


intakes below the windshield. 


The new 14-gallon fuel tank | 


stretches miles between gas stops 
and eliminates a subject of much 
complaint last year, We don’t know 
what mileage our 700 was produc- 
ing, but it seems likely you’d get 
what you drove for. 

In the trunk, where Corvair hides 
the engine, will also be found the 
spare tire. Much ado has been 
made of the heat problem of a 
spare over the engine but all any- 
one has to do is look at the com- 
partment lid. It’s fully vented and 
it would appear that rising hot air 
leaving the engine compartment 
keeps the tire well cooled. 

* * * 
is to the engine pleases me, 
for there’s little that couldn’t 
be tinkered with. Carburetors are 
right on top, the fan belt adjust- 
ment is within inches and timing 
marks are next door. 

The distributor is high and 
open, making for easy ignition 
point changes. Though plugs ap- 
pear to be hidden, with the prop- 
er plug wrench they are easy to 
remove. 

There’s a lot to be said about 
self-service on the Corvair, a sub- 
ject that could well be sold to 
young people interested in reducing 
cost of car ownership. 

Luggage space in the Corvair, as 
far as the front trunk goes, is less 
than other compacts. However, the 
area is well covered with speckled 
paint and is easy to load and un- 
load. 

The lid has a two-position lock 
which provides safety action 
against sudden luggage lid-hood 

.. + os 





openings while the car is in mo- 
tion. Besides, as one Corvair owner 
commented, “Big trunks are fine if 
you need them. I’ve yet to fill my 
Corvair trunk in a year’s use.’ 
* * * 
Unit-Body Appeal 
A LOT of people we talked with 
about the Corvair were curious 
about expense of unit body repairs. 
This was easy to answer, as all 
Corvair seams and welds are 
quickly found. Panel sections are 
small and easy to replace. Cost 
of major repairs should be low. 

The flat bottomed chassis has lit- 
tle wind resistance underneath, 
which may be one reason the car is 
so quiet at road speeds. 

About the only thing the Corvair 
does not seem suited for is the 
family of six which wants to make 
a three-month tour of the United 
States while towing a mobile home. 
Otherwise, it can easily be con- 





Driver's Seat— 


Instruments in the Corvair are few, big 
and easy to use. Foot pedals have plenty 
of room, even for big-footed sales-testers. 
Interior trim is plain, but well done. Front 
seat has adequate movement on the track; 
windows provide lots of vision. 

* * * 


sidered the dish of many an auto 
buyer. It seems to this reporter, 
that more than other compacts, the 
Corvair has to be driven to be ap- 


Steady Increase Noted in Last 90 Days... 


Sales Upturn Cheers Kansas City 


By L. H. Houck 
Staff Correspondent 
KANSAS CITY.—Dealers in the 
Kansas City area are cheered by 
a definite indication of a pickup in 
new and used-car sales after a bad 
winter. 

A faster increase in sales has 
been hampered by the hangover 
from a disastrous 120-day con- 
struction strike last year, an un- 
usually bad winter from the 
weather standpoint and one of 
the latest springs on record. 
These conditions have been aug- 

mented by slack employment in in- 
dustry, including layoffs at the auto 
factories. 

While the increase does not in- 

dicate that the dam has broken 
enough to run for the hills, dealers 


Car Tested: 
761 CORVAIR 


Model: Chevrolet Corvair 700 
four-door sedan, 

Engine: Air-cooled, opposed, 
six-cylinder. Bore, 3.44 inches; 
stroke, 2.60 inches; displacement, 
145 cubic inches. Compression 
ratio, 8:1. Horsepower, 80 at 
4,400 revolutions per minute. 
Torque, 128 pounds-feet at 2,300 
RPM. 

Dimensions: Wheelbase, 108 
inches, 180 inches. 
Width, 67 inches. Height, 51.5 
inches, Weight, 2,440 pounds. 

Transmission: Automatic; 
three or four-speed manual 
available. Clutch, single dry 
plate, 9.125 inehes in diameter. 
Differential ratio, 3.27:1, with 
3.55 optional. 

Suspension: Independent on 
coil springs on all four wheels. 

Tires: 6,50x13. 

Accessories: Radio, heater, au- 
tomatic transmission, safety and 
decorative features. Hi g h-per- 
formance engine optional, 


Length, 








Corvair Called Fun to Drive— 


Corvair 700 sedan acts as though it is glued to the ground and straightens corners 


admirably, according to William Carroll, 
Carroll said the Corvair has no bad habits, but many endearing qualities. 


and visibility received high marks. 


who sales-tested the Chevrolet compact. 
Seating 


| 
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| report a steady increase for the | 


| last 60 and 90 days. | 


The increased tempo started with | 
used cars, and used-car demand 
and profits still are ahead of the 
new-car business, with good late 
models in short supply. 

“Used-car demand right now is| 
exceptionally good with a genuine 
need for good '58s and ’59s,” said 
Charles B. Fisher, vice-president 
and general manager, Art Hoffman 
Buick Co. 


“April was the best month 
we’ve had this year. We’re get- 
ting a tremendous reception for 
the ’61 Buick, with the Special 
gaining momentum at a rapid | 
rate,” Fisher continued, 


Profits still are on the lean side 
with most dealers. Customers are 
driving hard bargains, but one of 
the redeeming features is a grow- 
ing tendency to discount hard 
times ahead. Most expect things to 
get better during spring and sum- 
mer. This factor is bringing in 
more lookers and shoppers and 
loosening purse strings, dealers say. 

Fisher said Buick’s top model, 
the luxury Electra 225, is outselling 
the LeSabre and Invicta, and the 
Special is taking the lower-priced 


Jerry Scott (Lincoln-Mercury- 
Comet) reported a similar trend. 

“Lincoln business is wonderful. 
It’s a little lower in volume than 
last year right now, but it may out- 
strip last year because it’s picking 
up,” Scott told Automotive News. 
He also reported an upsurge in 
used cars with a heavy demand 
for ’59s. 

The market is confusing enough 
for dealers, Scott reported, but 
even more confusing to prospects. 

“Many prospects are owners of 





54s to ’56s,” Scott said, “and 
when they get today’s prices on 
what they want to buy and what 
is offered for their present car, 
they’re apt to want to go home 
to think it over. 

“However, after the first shock is 
over, they come back in the mar- 
ket. The market has always been 
more or less confusing to those 
who trade every four or five years 
because of the many changes in 
cars, prices and conditions in that 
time.” 

Along the same line, many pros- 
pects in this area are ready to 
trade but find they do not. have 
enough equity in their present cars. | 

The luxury compacts are show- 
ing high sales abilities. Scott re- 
ported sale of six bucket-seat 
Comet S-22s the first week, and in- 
terest and sales continuing unabat- 
ed. The same is true of the new 
Falcon Futura. 

This idea of a sports-type com- 
pact loaded with accessories, which 
was predicted far and wide to be a 
big mistake, may turn into a riot of 
sales before the summer is out. 
Plenty of people are talking about 
them in the barber shops and on 
the streets, and interest is higher 





ot 


preciated. And I don’t mean just 
once around the block. 
ok * * 


GOOD Corvair demonstration 

should include rough roads to 
demonstrate comfort of the inde- 
pendently coil-sprung wheels, a 
couple of steep hills where han- 
dling and power will be surprising 
pleasures and a few passes at a 
parking space. 

There’s hardly a woman in the 
world who won’t appreciate the 
easy of putting the Corvair into 
a hole, Or a man who can’t vis- 
ualize the saving in undented 
fenders saved from careless fe- 
males. 

There’s no shortage of selling 
features. Among those, we like best 
are: Heat and ventilating system. 
Quietness at road speed. Comfort 
over rough roads at moderate to 
high speeds. Good seating arrange- 
ment and easy to see out of win- 
dows. Low, easy to fill luggage 
compartment. Manual choke. All 
brakes with double wheel cylinders. 
An automatic transmission safety 
feature which allows you to shift 
to low at 70 miles an hour, without 
ruining anything. The windshield 
washer bottle can be filled without 
messing around a greasy engine. 
And best of all; it’s fun to drive. 


than it has been in years on a new 
midseason offering. 

Repossessions, which have been 
above normal] for the last five or 
six months, are tapering off. 
Much new and resumed construc- 
tion is calling men back to work, 
which will help this area a great 
deal. 

Much publicity has attended dis- 
charge of the chief of police of 
Kansas City and a couple of his 
lieutenants, and a grand jury in 
session investigating narcotics, 
gangsters and associated crime tie- 
ins. Dealers report this is hurting 
business. 

Kansas City, long touted as a 
wide-open town, and the mecca for 
stockmen, oilmen and others, may 
be losing business by this reputa- 
tion, dealers report, 

“A wide-open town might have 
been an advantage to this area at 
one time,” one dealer reported, “but 
wide-open towns are not wanted 
any more and this reputation is 
hurting business.” 

Late statistics indicate that 
cities such as Wichita, Tulsa, 
Oklahoma City have been recov- 
ering from the depression at a 
more rapid rate than Kansas 
City, and dealers blame Kansas 
City’s slow rise from the ashes 
on the crime investigation and 
last year’s construction strike, 

In suburbia, Tony Fasenmyer, 
Fasenmyer Chevrolet Co., Raytown, 
reported used cars slower, although 
he’s in the black every month. 
Weather conditions have been 
against normal sales. 

“But the Monza is terrific,” Fas- 
enmyer said, “and 25 percent of 
sales to date have been Corvair. 
Last year at this time Corvair was 
taking only 10 percent of our sales. 
We've also sold a large number of 
Corvans, some fleets to large com- 
panies. The Corvan and the Cor- 
vair 95 truck are catching on.’ 

Fasenmyer thought that buying 
habits are changing. Buyers still 
want luxury and prestige, he re- 
ported, sc the luxury Monza sells 
strong. 

“It’s smart now to own a small 
car,” Fasenmyer said. “A small car 
also indicates a two-car family 
most of the time, another class 
symbol. And the small car is get- 
ting a good name with the public,” 
Fasenmyer said. 


Willys and Kaiser 
Report Losses 


TOLEDO. — Willys Motors, Inc., 
reported a net loss of $56,000 in the 
first quarter of 1961, compared 
with a net profit of $1,373,000 in the 
corresponding 1960 period before 
intercompany and other interest on 
long-term debt. 

Kaiser Industries Corp., Willys’ 
parent firm, had a consolidated net 
loss of $1,118,000 for the first quar- 
ter, compared with a net profit of 
$1,236,000 for the year-earlier pe- 
riod. 
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Available for the FIRST time! 


AUTOMOTIVE REPLACEMENT 


CMR UXcro ete an VE 
Exostly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 










TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 


to compliment interior trim. 8 












". Made from 
(Armstrong 
Vinyl Automat 
ECONOMICAL 
Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 
INDIVIDUALLY BOXED 


Clearly labeled for easy 
identification. 


— Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 


\MaMOen, 


The 














01 Baum Blvd., PITTSBURGH 13, PA 





Made by a company wifh 29 years automotive experience 


SELL 
CLIMATIC 
AIR 


The 
Profif 
Line 


The 
Performance 
Line 






Imperial 








Compact 








For 


196] 


Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, more satisfied more prestige with a 
quality performing unit. A model for every style and make 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check NOW with the auto air conditioner line 
that SELLS with a sales promotion plan for dealers: 








Portamatic 


customers, 


for Distributor and Dealer information — contact: 


REFRIGERATED 


AUTO AND TRUCK AIR CONDITIONING 
3030 CANTON 804 W. ERWIN 








DALLAS, TEXAS TYLER, TEXAS 


AUTOMOTIVE NEWS, MAY 15, 








Import-Car 


Peugeot 


A TROPHY will be added to the 
prizes awarded this year at In- 
dianapolis Speedway in a new and 
special class, it was announced 
jointly by Peugeot, Inc., and speed- 
way Officials, 

The award is being made by 
Peugeot as their car was the last 
winning entrant from overseas. 

In making the announcement, 
Francois Daeschner, Peugeot exec- 
utive vice-president, said, “We are| 
honored to add our name to the 
list of awards donors for this year’s 
500-mile race on May 30th. We hope 
that this trophy will attract addi- 
tional attention and participation 
from competitors outside of the 
United States.” 

So far this year, the Cooper Car 
Co., Ltd., England, has entered two 
Cooper-Climax “road race” ma- 
chines in the classic. 

One of the cars will be driven 
by World Champion Jack Brab- 
ham, with the other to be held in 
reserve in case of unexpected 
mechanical trouble. There is also 
the possibility that one or more 
European drivers may compete 
in an American car. 

Stressing. the importance of the 
award, in honored recognition of 
Peugeot drivers’ past achievements 
in the 500-mile race, Daeschner also 
indicated that a $500 cash award 
will accompany the trophy, named 
the “Peugeot Indianapolis Trophy.” 

x ok * 


Rootes 


OOTES MOTORS announced 

appointment of six additional 
dealers and also noted that three 
existing dealerships had taken on 
additional Rootes’ lines. 

The dealers added are: Kelso 
Auto Dynamics, Newark, Del.; Sam 
Goldfarb’s Dearborn Imported Cars, 
Dearborn, Mich.; Ascot Imported 
Cars, Swickley, Pa.; Schwartz 
Motor Sales, Liberty, N. Y.; Green 
Lake Auto Service, Green Lake, 
Wis., and Cherokee Motors, Inc., 
Kingsport, Tenn, 

The Rootes dealers adding new 
lines are: Howard Gitlen Motors, 
Ine., Hartford, Commer commer- 
cial; Schmidt Motor Sales, Inc., 
Chicago, Singer, and Nemith Auto 
Co., Latham, N. Y., Humber and 


Singer. 


* * * 


Renault 


HEN Renault, Inc., introduced 

its Gordini and the Peugeot 404 
to dealers in its Kansas City re- 
gion, it utilized new tri-level “Auto- 
Veyor” rail cars of the Santa Fe 
Railway to transport the cars from 
Houston to Kansas City, 

The 36 Gordinis and 18 Peugeots 
were shipped from their port of 
entry on three of the new Santa Fe 
cars especially designed for this 
service. The tri-level arrangement 
permits more autos to be handled 
on a single flat car than ‘is possible 
by boxcar or piggyback methods. 

Because of the universal tie- 
down system employed on the 
“Auto-Veyor” flat cars, mixed 
shipments of cars can be made 
on a single rail car, regardless of 
the size, weight or axle position 
of the autos. This was demon- 
strated in the Renault shipment, 
each rail car carrying 12 Gor- 
dinis and six Peugeots. 

As a result of its favorable ex- 
perience with this first shipment 
by rail, Renault subsequently made 
shipments of 216 autos to its dis- 
tributor, Eastern Auto Distributors, 
Inc., Norfolk, Va. On these ship- 
ments, 90 cars originated in Pen- 
sacola, Fla. and 126 in New Or- 
leans. They moved on tri-level rail 
cars of the Louisville and Nash- 
ville Railroad. 

* * oa 
Triump 
INETEEN more dealers have 
received franchises for han- 
dling Triumph cars. They are: 

Sunset Motors Corp., 3177 N. At- 
lantic Ave., Cocoa Beach, Fla.;| 
Thornton Motor Co., 626 S. Sixth 
Ave., Columbus, Ga.; Gottfried Mo- 
tors, Inc., 8801 S. Chicago Ave., Chi- 
cago; Towne & Countree Auto 
Sales, Inc., 9424 Wicker Park Blvd., 
Highland, Ind., and Don Dierking 
Motors, 29th and Monroe, Topeka. 

Harry Aldridge Motors, 133 Mid- 
land Blvd., Lexington, Ky.; Robert 
M. Reynolds Foreign Cars, N, Bel- 





Simca Spurs Service . . 


| ton St., Route 3, Norwell, Mass. 
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fast Ave., August, Me.; Chabot Mo- | 
tors, Inc., 27 Providence St., Mill- 
bury, Mass.; H. C. Bookwalter 
Sons, Inc., 2225 US-12, Benton Har- 
bor, Mich., and M. E, Tunningley, 
Nunda, N. Y. 

Clifford T, Nutt, 245 W. Foothill 
Blvd., Monrovia, Calif.; By Pass 
Motors, 921 S. 31st St., Springfiefd, 
Ill.; Rallye Motors, Ltd., 2050 S. 
MacArthur, Springfield, Ill., and 
Accord Foreign Motors, Washing- 





Cahill Motor Co., 7434 Manches- 
ter, Maplewood, Mo.; Harrigan Mo- 
tors, 6441 Troost, Kansas City; 
Towe-Webb Motor Co., Inc,, Dobb 
St., Hertford, N. C.; Uzzle Motor 
Co., Inc., Foster and Geer Sts., Dur- 
ham, N. C., and Gateway Motors, 
Inc., Bridge St., White River Junc- 
tion, Vt. 


* * 


Saab 


AAB MOTORS, INC., has fran- 

chised the following dealers: 

Autoland, Inc., 695 Broad St., 
Hartford; Europa Motors, 123 
Princeton Blvd., North Chelmsford, 
Mass.; European Engineering 
Corp., 295 Trapelo Rd., Belmont, 
Mass.; Taylor Auto Sales Corp., S. 
Main St., Bradford, Vt.; Ruckle 
Motors, Ltd., 232 S. Broadway, 
Yonkers, N. Y.; Transatlantic Mo- 
tors, Inc., 747 Main St., Stamford, 
Conn.; Frank McDonald, Inc,, 191 
Kimberly Ave., East Haven, Conn.; 
Yorkshire Garage, 91 Longstown 
Rd., York, Pa.; Walt’s Auto & Ma- 
rine, Route 6-11, RD #1, Clarks 
Summit, Pa. 

Uptown Saab Sales Corp., 2450 
N. Seventh St., Harrisburg, Pa.; 
Susquehanna Valley White Truck 
Co., N. Market St., Selinsgrove, Pa.; 
Foreign Car Village, 3213 Asbury 
Rd., Erie, Pa.; Ed Roth & Son, N. 
Delsey Dr., Glassboro, N, J.; Little 
Car Co., Rt. 46, Pine Brook, N. J.; 
New Salem Garage, RD #1, Voor- 
heesville, N. Y.; Swedish Motors, | 
13000 E. Warren Ave., Detroit; Don 
Dierking Motors, 29th and Monroe 
Sts., Topeka, Kans.; Paul Gilbert 
Motors, Inc., 885 Volusia Ave., Day- 
tona Beach, and _ International 
Autos, 525 LeJune Rd., Miami. 

The following are changes in 
names of dealerships: 

Foreign Motors, Ltd., Presque 
Isle Rd., Caribou, Me., changed to 
Petrie-Walker Corp., same address; 
South End Garage, 181 S. Main St., 
Barre, Vt., changed to Vermont 
Sports Car Center, Mail Rt. #1, 
Barre; Dutton Motors, Inc., 251 
Baldwin St., Elmira, N. Y., changed 
to Carroll Motor Co., Inc., same ad- 
dress; Midwest Sports Car Center, 
Inc., 2752 Farnam St., Omaha, 
changed to Foreign Cars, Inc., 
2752% Farnam St.; Wheeler Motor 
Co., Inc., Overland Park, Kanzs., 
changed to K, C, Saab, Inc., 8207 
Wornall Rd. Kansas City, and 
Harry Smith Motors, 121 N. Third 
St., Rockford, Ill., changed to Olson 
Import Motors, Inc., same address. 

The following are changes of ad- 
dress of dealerships: 

Cowing Auto Sales, 422 Lfncoln 

* * * 


* 








Designed for VW— 


Volkswagen used-car lots across the 
country will soon be marked by this blue 
and white sign carrying the Volkswagen 
emblem. The sign (five by eight feet) was 
designed jointly by its producer, Tel-A- 
Sign, Inc., Chicago. and Volkswagen of 
America, The sign face is made of durable 
plastic with the emblem and copy deeply 
embossed in white translucent letters on 
a background of blue. It is brightly light- 
ed from within by six high intensity 
lamps. 








St.. Hingham, Mass. changed to 
427 Lincoln St., Hingham; Virginia 
Imports, Inc., 1134 Rose Hill Drive, 
Charlottesville, Va., changed to 625 
W. Main St., Charlottesville; Cuya- 


| hoga British, Inc., 20115 Harvard 


Ave., Cleveland, changed to 5166 
Lee Rd., Maple Heights, O.; Ray 
Carter Motor Co,, 1400 Harrison 


| Ave., Panama City, Fla., changed 


to 1317 Harrison Ave., Panama City, 
and Economy Cars of St. Peters- 
burg, Inc., 416 Ninth St., N., St. 
Petersburg, changed to 360 Ninth 
St., N., St. Petersburg. 


* * * 


Volkswagen of Canada 


ora CANADA, LTD., 
has opened its new parts depot 
and Western Canadian distribution 
center at Lake City Industrial Es- 
tate, North Burnaby, B. C. 

The 24,000-square-foot depot 
will supply cars and parts to dis- 
tributors in Alberta as well as 
handling British Columbia distri- 
bution. The branch will handle a 
million-dollar spare parts stock 
and house the field service and 
wholesale departments, 

The company has 32 dealers 
throughout British Columbia. Three 
dealer branches will be operated by 
Volkswagen Pacific Sales, who 
have acted as distributors in Brit- 
ish Columbia for Volkswagen sinee 
it was introduced nine years ago 
in the province. 

Werner Jansen, managing direc- 
tor of Volkswagen Canada recalled 
at the Burnaby dedication cere- 
monies that Volkswagen was not 
easy to introduce in Canada. Stude- 
baker was offered the Canadian 
franchise and declined, he said, and 
other efforts were equally unpro- 
ductive. 

He said he made the rounds of 
ear distributors in British Colum- 
bia and only a day before the first 
shipload of cars was due to dock 
he interested Borden and Jack De- 
Wolfe. A car was unloaded and 
demonstrated on the dock and this 
led to formation of Volkswagen 
Pacific Sales, Ltd. Now Volkswagen 
Canada has taken on its own dis- 
tribution but the original British 
Columbia distributors will continue 
as one of the largest dealer or- 
ganizations of the company. 

When Volkswagen came to Can- 
ada nine years ago it had 23 em- 
ployes, Jansen said. Now it has 450 
employes and 342 distributors and 
dealers in Canada. 

In its first year’s operations in 
British Columbia, the company 
sold 170 cars and now there are 
nearly 17.000 in use in British 
Columbia. The company exvects to 
sel] 3500 this year, slightly more 
than last year. 

* * * 


Shamrock 


eae may be the next coun- 
try to test the United States auto 
market. Production of the Sham- 
rock has begun at Castle Blaney, 
near Dublin. A prototype was 


shown in the United States in 1959. 
* + * 


British Yearbook Issued 


MPORTS of British cars, com- 

mercial vehicles, tractors and 
parts topped $200 million in 1960, 
accerding to the 1960-61 Yearbook 
of the British Automobile Manu- 
facturers Assn., New York, 

“American demand for British 
cars is being well maintained in 
spite of increased competition,” 
said John Dugdale, executive vice- 
president of the association. Al- 
though 1960 sales volume was below 
that of 1959, the value of British 
imports was the second highest 
ever achieved, he said. 

Britain’s share of the American 
imported car market, according to 
the yearbook, has been maintained 
at about 30 percent over the last 
three years. British Motor Corp. 
contributed the largest share by an 
individual manufacturing group 
with 56,996 sales; English Ford ac- 
counted for 23,602 sales; the Rootes 
Group 18,422 sales, and Standard- 
Triumph, 17,720 sales. 

World motor-vehicle production 
figures in the yearbook indicate the 
steady annual expansion of the 
British automotive industry which 
produced 1,364,407 cars, trucks and 
buses in 1958; 1,560,427 units in 
1959, and 1,810,700 in 1960. 


* * * 


Leyland 


EYLAND MOTORS, LTD., has 

4 announced that its offer to ac- 
quire the issued capital of Stand- 
ard-Triumph International, Ltd., 
has been approved by stockholders 
of the latter firm. 
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‘JEEP’ VEHICLES...MADE ONLY BY WILLYS MOTORS: ONE OF THE GROWING KAISER INDUSTRIES 






FIND OUT ABOUT A ‘JEEP’ FRANCHISE NOW! 
4a a 
VEHICLES p 


pti AG 


BUA BEE 


VEHICLES 
SUPPORTED BY 


WEEKLY 
NATIONAL TV! 


} 
As a ‘Jeep’ dealer you get weekly 






















advertising support from two top TV 

shows...Maverick and Hong Kong. : 
No other commercial vehicle line in 
America is supported by this kind 
of national television advertising. 


With this type of advertising sup- 
port’‘Jeep’ vehicle sales are at an all 


time high and are climbing higher. 


‘Jeep’ dealer profits have always 
been outstanding .. . gross profits 
average over $400 per vehicle after 





washout! And 2 year old ‘Jeep’ ve- 
hicles sell for up to 90% of factory list. 


You can add a ‘Jeep’ franchise to 
your present line with little increase 
in your overhead. Look into it today! 





For complete information on a ‘Jeep’ franchise supported by weekly national TV, write: Cruse W. Moss, Vice President in Charge of Sales, Willys Motors, Inc., Toledo 1, Ohio. 
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equipment 





A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors... prevents tipping. 
Positive-locking, self-engag- 
ing lug. 

WILL NOT RELEASE 

UNDER LOAD! 
Built like a surveyor’s tripod 
to eliminate rocking. Quick 
SELF-LEVELING delivery from your local 
TRIPOD DESIGN jobber. 


KEN-TOOL MFG. CO. 
AKRON 5, OHIO 











TO KEEP THAT 


Nes: 


/ 
On Your Customers’ Cars 


Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use, In hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner @ 
wash mitts ¢ tar remover © windshield 
washer solvent © white tire cleaner 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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A Business Fraught with Debate .. . 





Exploring Distribution of Parts 


Epiror’s Nore: Have you heard 
of someone selling sparkplugs 
retail for prices lower than you 
pay wholesale? The article below 
seeks to explore this confusing 
and hotly disputed business. But, 
the explorer warns: “Nothing you 
can say about parts distribution 
seems to be wholly true.” 

* * a 
By Kenneth C. Kelley Jr. 
Staff Writer 


g ler complex system, which sup- 
plies the American motorist 
with replacement parts for his auto, 
is seething with complaints about 
unfair price competition as this seg- 
ment of the auto industry goes 
through a period of change. 

It is almost impossible to de- 
termine just how serious are 
these complaints, how widespread 
the problems and just what is 
being done about them. 

For one thing, complaints about 
price competition are nothing new 
in the automotive aftermarket. It is 
the type of market which seems to 
have at least some price competi- 
tion built into it. 

In addition, this is a time when 
those in parts distribution might be 
expected to resort to price competi- 
tion, if they ever do. Price cutting 
is a standard tool of some business- 
men in meeting a recession. Parts 
sales traditionally slow down in the 
winter, pushing some to cut prices 
to get a bigger share of the avail- 

able business. 
* * * 
ot complaints about unfair 
pricing are heard, Most often, 
the complaints come from jobbers 
or auto dealers. 

The usual complaint is that some- 
one else in the chain of distribution 
is able to sell a given part for less 
than the person making the com- 
plaint. 

Many of the current complaints 
center on the role of the distrib- 
uting jobber. The distributing 
jobber is actually a big jobber or 
wholesaler who assists the parts 
producer in distributing his parts 
to other jobbers. 

For this added function, the parts 
manufacturer gives the distributing 
jobber an extra discount on parts 
which he sells to other jobbers. On 
the parts which the distributing 
jobber sells to retailers, he is sup- 
posed to have the same discount as 
any other jobber. 

ok * * 

MALL jobbers have complained 

that some distributing jobbers 

are overstating the amount of parts 
that they are selling to other job- 
bers. The distributing jobbers take 
the added discount on these parts, 
cut prices on the parts and sell 
them to retailers for less than the 
small jobbers can, the complaint 
says. 

The complaints about unfair 
price competition seem to center 
on certain fast-moving parts — 
sparkplugs, sealed beams, oil fil- 
ter cartridges, universal joint 
kits and mufflers. The complaints 
come most often from larger 
cities. With fewer parts outlets, 
the smaller cities seem to have 
less-vigorous competition. 

One jobber gave this account of 
pricing on one sparkplug line: 

Jobbers get plugs for 48 cents. 
apiece. However, the cost to the 
distributing jobber on the plugs 
that he sells to other jobbers is 43 
cents a plug. 

The retailer is supposed to pay 
63 cents for a plug and sell it to a 
car owner for $1.08. Actually, the 
small jobber complained, plugs are 
being sold to retailers for around 
57 cents apiece. 

Moreover, some retailers are get- 
ting plugs for 53 cents apiece. This 
jobber said that he could not afford 
to pay 48 cents for his plugs, meet 
his expenses and sell them for 53 
cents. 

oe * a 

HERE have been reports of re- 

tailers selling brand-name plugs 

to the consumer for as little as 47 
cents apiece while other plugs, 
whose brand name is not so well 
known to the consumer, have been 
retailed for 37 cents apiece. 

Auto dealers are making similar 
complaints, saying that they cannot 
afford to sell parts, if they must pay 
the wholesale prices which they are 
being charged, 

Others in the chain of parts dis- 





tribution have made similar com- 
plaints. It seems that, at every 
level, there is “someone” who is 
cutting prices. 

There are two reactions of those 
who observe what they consider un- 
fair price competition. 

One group points out that know- 
ing about price cutting is one thing 
and proving it is something else 
again. This group feels that the 
problem is here to stay, although 
it may get better or worse from 
time to time. 

* cs * 

HE other group feels that 

“someone” should do something 
about price cutting. Some in this 
group fee] that the parts-distribu- 
tion industry, through its trade as- 
sociations, should handle the mat- 
ter. Others claim that price cutting 
exists only when the manufacturer 
of the part permits it and they ex- 
pect the factories to eliminate the 
problem. 

The extent of price cutting in the 
parts field depends a great deal on 
who is discussing it. It undoubtedly 
differs from place to place, from 
parts line to line and from parts 
outlet to outlet, giving each observ- 
er a different view on what is going 
on. 

One jobber summed up making 
a part sale today this way: 
“Sometimes you feel like you’re 
holding an auction.” 

Another jobber said he had made 
a success out of resisting price cut- 
ting. He said: “You have to sell 
your house, your organization and 
your service.” 

Among those who feel that price 
cutting is a real problem, there is 
a feeling that the inexperienced or 
uninformed parts distributor is at 

* EA * 





fault. This is much like the com- 
ment often heard ahout auto deal- 
ers—it is the man who doesn’t know 
his costs who cuts selling prices 
below his costs and spoils the mar- 
ket for all. 
* ok oe 
7 APPRECIATE the importance 
of price competition in the parts 
market, it is necessary to consider 
the complexity of the distribution 
system and the size of the market. 
The marketing of replacement 
parts is a big business, but there 
are no exact figures available on 
just how big it is. Based on the 
federal excise tax on automotive 
parts, the Automobile Manufactur- 
ers Assn. has estimated last year’s 
wholesale sales of replacement 
parts at $2 billion, 375 million. 


There are some replacement 
parts which are not covered by 
the parts excise (tire and tubes, 
for instance, are taxed as rubber 
products), Any estimate of the re- 
placement parts market would 
have to include these products 
and move all figures up to their 
retail value. 

Estimates on last year’s replace- 
ment parts business run to $4 bil- 

lion, $5 billion and above, 
* ” * 

a parts business is a market 

that is easily entered. A pros- 
pective parts company can have its 
products turned out by an estab- 
lished factory. Once the line is pro- 
duced and packaged, the parts com- 
pany is ready to enter the market. 

Entry into the jobber or whole- 
sale end of the replacement parts 


| business is even easier. Parts com- 


panies are anxious to find jobbers 
who will take their lines and move 
them on to retailers. In addition, 


* * * 





the prospective jobber needs little 
in the way of capital or equipment. 
Given a good market and easy 
entry, it follows that parts dis- 
tribution will attract lots of com- 
petition. And emphasis on price 
competition ig not surprising. 

A veteran jobber pointed out last 
week that an automotive part is 
marked up “four, five and some- 
times six times the cost of produc- 
tion” to cover the cost of moving 
it from the factory to the consumer. 
Some in the business have felt it 
best to cut this markup a bit to 
get a bigger share of the market. 

cd OK * 


_ TRACING the line of parts dis- 
tribution, it is important to re- 
member that not all parts are han- 
dled by every type of outlet and 
that some outlets serve in more 
than one role. 

In fact, some say it is this con- 
fusion of roles which Jeads to com- 
plaints about unfair price competi- 
tion. The distributing jobber fills 
two roles—he sells both to whole- 
salers (other jobbers) and to re- 
tailers. Therefore, he has two sets 
of prices and is the target of com- 
plaints about how he uses them. 

There is a real question on 
whether warehouse distributors, 
distributing jobbers and jobbers 
are three distinct classes of parts 
outlet, or two or one. In practice, 
many individual companies fall 
into at least two of the classes. 

A replacement part starts moving 
toward the consumer at the auto 
company plant or the factory of an 
independent parts company where 
it is produced. 

* ok * 

. parts company has a num- 

ber of ways of moving its parts 
into the replacement market, The 
parts company with original equip- 
ment business also will sell some 
parts for both original equipment 
and aftermarket needs to its auto- 
company customers, 

Whether purchased from an in- 

(Continued on Page 67, Col. 1) 
* * oe 





Flow of Parts to Consumer 
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MORE IMPORTANT EVERY DAY! 


INCREASED COMPLEXITY IN CAR SERVICING OVER THE LAST FIVE YEARS HAS MADE 
THE CAR DEALER THE IMPORTANT MAN IN THE CAR SERVICING MARKET. 





“I'm putting more space, time and money into 
my service department," says Martin Mcliner- 
ney, General Manager of Simms-Dawson, De- 
troit, “because the demand is there and because 
it's getting bigger every day.” 


Multiplicity is the trend of the auto industry . . . in 
models, designs, options and parts. In 1956 the pub- 
lic had a choice of 217 American car models. 1961 
offers 253! Because of this multiplicity, car servicing 
today requires more knowledge, more training, more 
tools, more space, and greater inventory than ever 
before. 


It is becoming increasingly difficult for independent 
garages and corner gasoline stations to cope with the 
situation. Car owners now more than ever, depend 
upon the dealer for complete and competent servic- 
ing. Only the car dealer has the knowledge, person- 
nel, equipment, training programs and space to han- 
dle the complexity of today’s service operations. 


Add to this the longer warranty periods and the 
manufacturers’ maintenance programs and you have 


the reason that the dealer is taking command of the 
car servicing market! 

So whatever automotive product you manufacture or 
sell, the dealer is the man who is in constant touch 
with your ultimate customer . . . the man who is so 
highly influential in the sales of your products .. . 
the man you must reach! 

And Automotive News is the car dealer's publica- 
tion! More dealers subscribe to, read and prefer 
Automotive News than any other automotive publi- 
cation! 

That’s why so many manufacturers already depend 
on Automotive News for complete coverage of the 
vital car dealer market. And that’s why you should 


The most influential publication 
in the automotive industry 


aD 


sttP ey 


s 

KY % 
.} 

One’ 


. 
feunt . 
35th Year—No. 


_— | Survey Finds Sales 
Tan Cars 





look to Automotive News ... to reach and sell the 
man who is taking command of the complex business 
of car servicing. 


REPRESENTATIVES: 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 

NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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No Clutter Here— 


Engine compartment of the Peugeot 404 
has all vital components arranged for easy 
accessibility. The four-cylinder engine is 
mounted at a 45-degree slant to provide 
a lower hoodline and lower center of 
gravity. 
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The Man Behind the Wheel . . . 





Sales Testing the Peugeot 404 


Eprror’s Note: This is another 
in a series of articles exploring 
the selling features of imported 
cars. 

By Ed Brown 
Staff Correspondent 

EW YORK.—In the new Peu- 

geot 404, Peugeot has designed 
and engineered a piece of machin- 
ery which is a delight to drive and 
should prove pure joy to sell. 

Its modern but sophisticated 
lines don’t boast one extra orna- 
ment or frill to mar the classic 
approach to a silhouette. Body 
work is exceptionally fine, dem- 
onstrating the value of the huge 
number of inspections to which 





Milwaukee Experiment 
On Night Closings Fails 


By Benn Ollman 
Staff Correspondent 


MILWAUKEE. — Another “noble 
experiment” has ended in failure 
here. The pact between four of 
the city’s five Buick dealerships 
to close two nights a week col- 
lapsed after a three-month trial. 
All are now back on a six-day, five- 
night schedule. 


Involved were Axelsen Buick, 
Berndt Buick, Frascona Buick 
and Lou Ehlers Buick. Officials of 
each firm still are convinced that 
the idea of trimming the number 
of night openings is good in 
principle. But they feel it can only 
work if it is adopted by all dealers 
in a community. 

A. J. Frascona, Frascona Buick 
owner and vice-president of the 
Milwaukee County Auto Dealers 
Assn., had this reaction: 

“We learned that most dealers 
apparently just don’t care enough 
about improving industry condi- 
tions. We could encourage better 
men to get in this business if they 
didn’t have to work so many nights 
to earn their living. I took this 
dealership in Milwaukee instead of 
Chicago, where I worked as a sales- 
man. The thing that lured me was 
that dealers here are closed on 
Sundays.” 

An advertising allotment was set 
up to inform the public that the 
showrooms of the four Buick deal- 
ers were closed Tuesday and Thurs- 
day evening. Two-column-by-six- 
inch ads twice a week in both 
metropolitan newspapers. carried 
this message: 


“The average automobile sales- 
man works over 68 hours per 
week and this doesn’t leave him 
much time to spend with his 
family. To help remedy this situa- 
tion, the four Buick dealers listed 





Rambler's Custom 400— 


A “Custom 400” series in the Rambler 
American, Classic and Ambassador V-8 
lines has been announced by American 
Motors Corp. The new models feature in- 
dividual front seats in pleated vinyl, com- 
bining what AMC terms the advantages 
of a flat surface with the ‘sports’ appeal 
of bucket-type seats. The new models, 
available in four-door sedans and the 
American convertible, also have distinctive 
interior trim and luxury appointments. 








below have decided to close Tues- 
-day and Thursday nights at 6 p.m. 


“By closing two nights per week, 
we think we'll not only help the 
salesman see his family more often, 
but we’ll actually serve you better 
by giving you the quality salesman 
you’d expect to find at a Buick 
dealership.” 

In addition, each dealer included 
the new night schedule in his own 
newspaper and radio advertising. 

The program ran from December 
through February. 

How did it affect sales? 

A survey of the four dealers re- 
veals that they find it difficult to 
pinpoint any loss of new-car busi- 
ness. But all agreed that closing 
two nights a week may have cut 
into their used-car volume. 

They had hoped that other re- 
tailergs would follow suit and also 
close several evenings. Outside of 
a few Oldsmobile and Pontiac deal- 
ers who tried it a week or two and 
then went back to a full schedule 
of five nights, their example went 
unheeded. 

Elsewhere in Wisconsin, dealer 
groups have been cooperating in 
programs to limit night openings. 
An example is the state capital, 
Madison, 80 miles from here. 

Lou Ehlers, head of Lou Ehlers 
Buick, who also operates a Madison 
dealership, said: “It is easier to 
put over a deal like this in a town 
like Madison where there are only 
12 or 14 dealers. In Milwaukee 
we've got about 90 and it looks 
like they may never decide to 
close a couple of nights each 
week.” 

Ed Wendlick, Axelsen Buick sales 
manager, admitted his disappoint- 
ment. 

“One of the difficulties,” he said, 
“was that each of us is located in 
a highly competitive area where 
other dealers stay open five nights 
a week. If we had gotten coopera- 
tion from a few more dealers, how- 
ever, it might have caught on.” 

How did the salesmen react? 

“They loved it; they would like 
to keep on being off two nights a 
week,” said Wendlick. “But we 
finally had to conclude that if it 
takes us six days and five nights 
to run our business, that’s the 
way it will have to be.” 

Fred Berndt, Berndt Buick, took 
a philosophical view: “One of these 
days we'll get to the point where 
car dealers will agree to stay open 
a reasonable number of nights. I 
can recall when we all thought 
that if we didn’t keep our show- 
rooms open on Sundays we couldn’t 
make a living. But when a law 
was passed making us close Sun- 
days, we proved that we can get 
along without it.” 


Miami Dealers Permitted 


To Inspect New Cars 


MIAMI. — Dade County com- 
missioners have agreed to permit 
franchised new-car dealers to 
conduct their own inspections of 
new cars and place OK stickers 
on the windshields. 

Used cars must be taken to 
official centers for inspections 
and stickers, 





the 404 is subjected during its 
manufacture. 

Interior upholstery and trim, 
from the leatherette—which covers 
all interior surfaces except the 
deep pile cloth seat covers—to the 
moulding which covers the bottom 
of the dash, and the pieces added 
under the dash to keep unsightly 
wires from dangling, are all fitted 
carefully and with precision. 

Although the metal dash is a bit 
of a disappointment on such a 
plush interior, the instruments are 
nicely grouped and conveniently lo- 
cated. 

Eo * ok 
B bree Peugeot is a step-down de- 
sign, with doors opening wide 
and catching in the open position. 
Stainless steel trim on the outside 
and inside gives a gleaming finish. 

When your customer ap- 
proaches the automobile, give 
him his exterior orientation first. 
Remind him of the unit construc- 
tion. 

Give him a view of the roomy 
trunk, fully padded and covered, 
including the spare. Note that the 
trunk pops open with the turn of 
the key, and almost slams itself 
shut when given the slightest tug 
down, In fact, the sound of the 
trunk lid closing should be a sales 
point for door-slammer types. 

While inspecting the rear of the 
automobile, call attention to the 
big taillights and wraparound 
bumpers. 


* * 
Under the Hood 


Pte the prospect a good view 
of the engine compartment. 
Point out that it is a four-cylinder 
engine, set at a slant of 45 degrees. 
Stress the four cylinders, because 
during the test drive the customer 
is bound to ask something like, 
“Did you say this is a six-cylinder 
automobile?” 

The 45-degree slant to the en- 

* x x 


Car Tested: 
761 PEUGEOT 404 


Overall length, 174 inches; 
overall width, 64.2 inches; over- 
all height, 57.1 inches; wheel- 
base, 104.3 inches; front track, 
53.2 inches; rear track, 50.4 








inches; weight, 2,359 pounds. 
Engine: Four-cylinder, ov er- 
head valve, canted at 45 degrees; 
water cooled; bore, 3.31 inches; 
stroke, 2.87 inches; displacement, 
98.7 cubic inches; 72 horsepower 


at 5,400 revolutions per minute. 

Maximum torque: 94 pounds- 
feet at 2,250 RPM; compression 
ratio, 7.4:1. 

Brakes: Lockheed-type hy- 
draulic with free-floating shoes; 
two cylinders per front wheel; 
126.7 square inches of lining. 

Suspension: Coil springs front 
and rear; rear has stabilizing 
bar and direct double-acting tel- 
escopic shock absorbers; front 
suspension is strut-type with in- 
tegrated shock absorbers and 
coil springs. 

Tires: 5.90x15. 


* * * @ 








gine provides a Jower hood line, 
a lower center of gravity and 
easy access to the engine com- 
partment. An automatic fan 
clutch is controlled by a thermo- 
stat. 

Now invite the prospect inside. 
He will note the deep foam-rubber, 
semi-bucket seats. the nicely piled 
floor rugs, the leatherette finish, the 
deep pile cloth on seat bottoms and 
backs. 

Point out the extras, such as the 
sliding sunroof, the adjustable re- 
clining seats and dual padded sun 
visors with a vanity mirror on the 
passenger side. Individually con- 
trolled fresh air, which eliminates 
vent windows, should be demon- 
strated. 

* * oe 

HERE is an electric clock and 

large side pockets in the front 
doors, in addition to the closed 
glove compartment, electric wind- 
shield washers and wipers, a pull- 
down arm rest in the rear seat and 
a “pop-out” safety windshield. The 
ignition key not only turns off the 
engine, but locks the steering wheel 
in place. 

Headroom, front and rear is 








good, and legroom in both in- 
stances is excellent. The pedals 
are all well sized. 

Now give your prospect the heady 
experience of driving this car, Let 
him take the wheel and appreciate 
the experience of accelerating 
through the four gears. 

Incidentally, the shift pattern is a 
little unusual and it is well to give 
your prospect a full grounding, It 
begins exactly like the American 
three-speed pattern, but fourth 
gear requires one more movement 
away from the driver and up. 

Accelerating this 72-horsepower 
vehicle is bound to come as a sur- 
prise, because of its low overall 
weight of 2,359 pounds. 

* * * 
_—— ride is as special as the ac- 
celeration. There is no need to 
slow down for any kind of road 
or terrain. Suspension is by coil 
springs at all four wheels, inde- 
pendent in front, with a lower 
wishbone and long strut extending 

up to the high-set coil. 

Cornering is a pleasure, The 
tires have a slight tendency to 
squeal on a really fast turn, but 
no break away was ever noticed. 
The brakes are sure and fast, 

with no fade evident during the 
time of our test. They are over- 
sized Lockheed types. 

Rack and pinion steering is quick 
and easy, and the car is highly 
maneuverable, in both city traffic 
and on expressways. 





No Reeession for Grihalva 


SAN DIEGO.—“There is no re- 
cession except for businessmen who 
are unable to operate in an economy 
unless it is advancing sharply,” de- 
clares Buick Dealer Richard A. 
Grihalva. 

He reported that February 
was his best month since October, 
1959, and he added that business 
has been holding up “exception- 
ally well” this year in spite of 
recession talk. 

Grihalva believes that many busi- 
nessmen and much of the public 
have talked themselves into a re- 
cession attitude. 

“T am and always have been a 
great optimist,” he said. “A little 
more optimism on the part of the 
average businessman would give 
the San Diego economy the lift it 
needs to get things booming again.” 

He believes that too many young 
persons are missing the boat by 
passing up a career in sales work. 

“There is no limit to the rewards 
a salesman can attain,” Grihalva 
declared. “He is his own boss, and 
he is limited only by the amount of 
work he does. 

“The average person today often 
would rather take security than the 
opportunity to be on his own and 
build what he can for himself and 
his family. The opportunity is just 
outside the door for persons who 
are willing to work.” 

Grihalva entered the auto busi- 
ness in 1945 as a result of doing 
a favor for a friend. 

“T had just sold two restaurants 
I had been operating,” he recalled, 
“and a friend asked me to watch 
his dealership for a month while 




















Peugeot 404 a Delight to Drive— 


The new Peugeot 404, says Sales Tester Ed Brown, is a delight to drive with its fine 


finish and trim, solid unit construction, quick acceleration, easy handling and good 
cornering. Many “extras” are standard equipment on the 404. 


San Diego Dealer Thriving ... 








he went East. I liked the business, 
bought an interest and became 
manager.” 

He later opened a Kaiser-Frazer 
dealership and switched to Buick 
in 1952. He now heads Dick Gri- 
halva Buick here and Dick Gri- 
halva Seaside Buick in nearby La 
Jolla. 


Bear ‘500’ Club 
For Servicemen 


Tied to Big Race 


INDIANAPOLIS. —An_ exclusive 
club for Bear alignment shops — 
the Bear “500” Club — has been 
formed to coincide with Bear Mfg. 
Co.’s 28th year of safety service at 
the Indianapolis Speedway. 

Membership requirements are a 
Bear pit or floor alignment rack 
service and Bear wheel balancer, 
the safety services Bear provides 
during May at Indianapolis prior 
to the 500-Mile Race, Independent 
shops, service stations, auto and 
tire dealer service departments, or 
others offering Bear safety service 
are eligible for club membership. 


Annual dues of $5 entitle mem- 
bers to special emblems resembling 
the Bear decal used on Indianapolis 
race cars and which can be put on 
the shirts or jackets of shop opera- 
tors, a large wall poster showing 
alignment and balancing equipment 
at the Speedway, advertising mats 
and photos of track operations and 
news stories for release to local 
papers. 

Bear introduced a new body- 
frame correction machine to the 
Speedway this year—the No. 120 
Portable Bearcat — to supplement 
the equipment used to straighten 
race-car frames when necessary, 





Astronaut’s Booster 


Built by Chrysler 


DETROIT. — The Redstone 
booster, used in placing the first 
American astronaut into the sub- 
orbital flight from Cape Canaver- 
al, Fla., was produced by Chrys- 
ler Corp. It marked the 24th 
consecutive successful launching 
of a Redstone. 

L. L. Colbert, Chrysler Corp. 
chairman and president, said, 
“Chrysler Corp. is extremely 
proud of the part it has had and 
will continue to have in programs 
of this kind, It is dramatic proof, 
we think, that free enterprise 
and this country’s unfettered in- 
dustrial research, engineering 
and development will play a 
major role in man’s conquest of 
space,” he said. 
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A Business Fraught with Debate .. . 


; Exploring Distribution of Parts 


(Continued from Page 64) 


dependent or produced in one of its 
own plants, the auto company has 
two methods of selling its replace- 
ment parts in the aftermarket. 
Under one method, the parts go to 
the car and truck divisions, which 
move them to car and truck dealers 
for the line. 

The dealer serves in a dua) role 
in the aftermarket—he is both a 
wholesaler and a retailer. Retail 
sales include the parts used on 
cars and trucks serviced in the 
dealer’s shop and any over-the- 
counter retail sales in the parts 
department. 

As a wholesaler, the dealer may 
sell parts for his car line to other 
dealers, gas stations and garages 
which use them in repairing cars. 

In addition, the dealer has a spe- 
cial class of customers—fleets. Be- 
cause of its size, the fleet gets a 
better price on parts than the in- 
dividual auto owner, but still pays 
more than those who buy parts 
wholesale from the dealer. 

* * * 

NDER the other method, three 

of the auto companies have 
units which sell their replacement 
parts in the independent aftermar- 
ket—United Motors Service at Gen- 
eral Motors, Motorcraft at Ford and 
MoPar at Chrysler. 

These units sell parts to distrib- 
uting jobbers who handle the 
wholesaling function. 

As an example of how the parts 
market is riddled with exceptions, 
Chrysler does not usually supply 
its dealers with replacement parts 
through the car and truck divi- 
sions. 

The MoPar organization has a 
network of wholesalers who move 
Chrysler parts both to the inde- 
pendent aftermarket and to Chrys- 
ler-line dealers. 

ea * ok 

_— replacement parts, which 

the independent parts manufac- 
turer turns out, may be sold to any 
one of at least eight chains of dis- 
tribution. Here’s how each chain 
works or, at least, how it usually 
works: 

1. Mail order houses buy replace- 
ment parts from the parts manu- 
facturer and, in a few cases, have 
parts plants which turn out their 
own lines of replacement parts. The 
retail customer usually buys by 
mailing in an order. In some cases, 
the mail-order companies have 
stores which sell direct to the auto 
owner. 

2. There are a number of chains 
of parts stores, One leading ex- 
ample is the store set up by a 
rubber company to sell replace- 
ment tires, in the main, and also 
handle a line of other replace- 
ment parts. These chains ship the 
parts to their stores which sell 
to the consumer. 

3. Very similar are the chains of 
specialty shops. The chain buys the 
parts; they are shipped to shops 
where they are installed on the cus- 
tomer’s car. This line of distribution 
tends to specialize in one type of 
replacement part — mufflers and 
seat covers are two leading ex- 
amples—and to handle the work of 
installing the item purchased. 

* * * 


JOUR. Oil companies have de- 
veloped lines of replacement 
parts which they send to their gas 
stations to be sold to car owners. 
Until recently, there was frequently 
a tiein between a rubber company 
which produced or purchased the 
line of parts and an oil company 
whose stations handled the distri- 
bution. The government objected to 
these tieins, and the matter is still 
under dispute in the courts. 


5. Some parts manufacturers 
have factory branches in Major 
cities which handle the first set of 
wholesaling chores for the factory’s 
line of replacement parts. This hap- 
pens most often when the factory’s 
product has a strong brand name. 
The factory branches sell to jobbers 
who move the products into the re- 
tailing level. 

6. In the distribution of elec- 
trical replacement parts, such as 
sparkplugs, batteries and ignition 
parts, some of the parts manu- 








facturer’s output goes to a net- 
work of electrical centrals. 


The electrical centrals serve as 
the first step in the wholesaling of 
the product and sell to jobbers. In 
addition, the centrals handle cer- 
tain duties, such as warranty work, 
for the parts manufacturer. 

* * * 


EVEN, There are two networks 

of warehouse distributors across 
the country, They buy direct from 
the factory, carry large stocks of 
parts and sell only to jobbers. 


8. The final distribution outlet 
open to the parts manufacturer 
is the distributing jobber who is 
really half a warehouse distribu- 
tor and half a jobber. The dis- 
tributing jobber is likely to buy 
his parts from the manufacturer 
or any one of the major whole- 
salers in the parts field—ware- 
house distributors, electrical cen- 
trals, factory branches or from 
an auto company’s aftermarket 
unit. 

As a redistributor, the distribut- 


ing jobber sells to other jobbers. As 
a jobber, he sells to any parts re- 
tailer. 

There are some jobbers who do 
nothing but sell to retailers—car 
dealers, gas stations and independ- 
ent garages. These jobbers also sell 
to fleets, which are neither retailers 
nor typical retail buyers. In addi- 
tion, many jobbers do some direct 
retailing to the car owner who is a 
do-it-yourselfer on repairs. 

* * ok 


Arenas, many parts move to 
the consumer in a way differing 
from any of those mentioned. Many 
of those at all levels along the line 
will make purchases in the place 
where they get the best price. 
Each of the many outlets along 
the wholesale line has something in 
which it specializes. Some points 
offer complete lines, including sel- 
dom-needed parts, while others 
carry only the fast-moving items. 
There are outlets which will 
sell on rather long-term credit 
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“All in favor say, ‘Aye.’” 





while others sell only for cash. 
Some offer delivery service and 
others ship only once a _ week. 
Some outlets are closer to the 
point of the ultimate sale to the 
consumer and some stay open 
longer than others. 


of 


every sale is probably made at what 
the buyer considers are the best 
terms available to him in relation 
to what he needs and why. 
+ ok oe 

HERE are two other facets of 

the parts business which en- 
large and complicate it, The chan- 
nels already mentioned handle new 
parts being sold in the replacement 
field. 

Many of the parts sold in the re- 
placement market are rebuilt, The 
rebuilder either sells his products 
to a retailer or moves them into the 
wholesale area of the parts field. 

In addition, sales supplies for 
the service industry are carried 
on along side the distribution of 
replacement parts. Many of those 
who are moving replacement 
parts to the retailer also handle 
the supplies, tools and equipment 
the retailer needs to conduct his 
service business. 


Jobber establishments are some- 
times broken down into two classes 
—parts jobbers and equipment job- 
bers. The parts jobbers handle 
parts, accessories and service sup- 
plies. In addition to parts and ac- 
cessories, the equipment jobbers 
sell and service shop equipment, 


All of these differences are/ tools and testing devices. 


matched against price. In the end, 


Any questions? 





Besides paint spraying... 


Here are 28 OTHER WAYS 
you can use a 


Binks 
Air Compressor 


Air Hammer 


Body Polisher 
Body Sander 
Brake Tester 


Car Rocker 
Car Washer 


Engine Cleaner 
Fender Hammer 


Hoist (one ton) 
Hydraulic Lift 
Pneumatic Tools 


Air Filter Cleaner 


Air Motor (press. tank) 
Air Pump (undercoating) 


Carbon Remover 


Dusting Gun (blow gun) 


Grease Gun (high pressure) 












Radiator Tester 

Rim Stripper 

Spark Plug Cleaner 
Spark Plug Tester 
Spray Gun (siphon) 
Spring Oiler 

Tire Changer 

Tire Inflation Line 
Tire Spreader 
Trans. & Diff. Flusher 
Vacuum Cleaner 


By analyzing your air needs, you 
can make one compressor do 
many jobs. And, your Binks job- 
ber will help you determine the 
correct type and size for your 
shop. Just call him. 


Binks complete line of air com- 
pressors ranges from 14 to 15 hp 
with a pressure range of 40 to 


175 psi. They’re designed to give 
you constant service with a mini- 
mum operating and mainte- 
nance expense. 


Complete informa- 
tion is available in 
Binks Catalog 820. 
Write for your free 
copy today. 


Ask about our spray painting school. Open to all... NO TUITION ... covers all phases. 





Binks Manufacturing Company 3136 Carroll Avenve, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR CLASSIFIED Pp DIRECTORY 
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Patent Pending 


THROTTLE LEVER TIGHTENER—A method 
of permanently tightening loose carburetor 
throttle levers has been announced by 
Thexton Mfg. Co., 1000 N. Lyndale, Minne- 
apolis 11, Minn. The device, called the 
Thexton Throttle Lever Tightener, locks the 
throttle lever in permanent position in 
relation to the throttle shaft. Easily in- 
stalled—in most cases without removing 
carburetor from car—it fits nearly all 
makes and models, it is claimed. 

Swe 
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BACKUP LIGHTS — Pathfinder backup 
light kits for the Comet and Falcon have 
been announced by Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. The 
lights are said to operate the same as 
original equipment. Ready to install, kits 
include bulbs, sockets, wiring, clips, switch 
(when needed), and fully illustrated in- 


structions. Kits are designed for standard 
and automatic transmissions. 





* * * 





GRIME REFLECTOR The Treeland 
Grime Deflector is said to cast all rocks, 
dirt, grime and debris thrown up by the 
rear wheels to the side of the road. The 
deflector also is said to keep the rear 
of the car clean, and is adaptable for 
station wagons. Treeland Grime Deflector, 
Farmington, Wash. 





SPRAYER — The Sprayit Super-Pak 890 
sprayer has been announced by Sprayit |} 
Division, Thomas Industries, Inc., 207 E.| 


| 
| 
| 


| two directions 


| head with stainless steel protective rings. 
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lear door dovetails, lock tongues 
and striker plates, hood lacings, 
|rubber bumpers, trunk and door 
|seals, and other exposed parts 
| where contact between dry surfaces 
|causes squeaks, sticking or wear. 


It will not stain clothing or uphol- 
stery, it is said. 





AIRLESS SPRAYER — An airless spray 
unit for one to five gallon containers has 
been announced by Gray Co., Inc., 1066 
Sibley St. N. E., Minneapolis, Minn. The 
46-pound Monark unit has a large ca- 
pacity pump with full stroke. Designed for 
production work, the Monark unit incor- 
porates an instant-latch cover for color 
change-over and carrying. The Monark unit 
| can handle protective coatings, water base 
paints, lacquers and final finishes when 
used with the Graco ‘‘Golden’’ Gun and 
spray tips, it is said. The unit comes 
equipped with an air-operated agitator. 

ae ee 














FLASHER LIGHT—A emergency flasher 
light for cars has been announced by 
R. D. Fageol Co., Kent, O. Known as 
PC-1, it is said to be ideal for warning | 
use, either day or night. Plugged into the| 
car's cigaret lighter and operating from 
the battery, the light is reported to pro- 
duce over 70 red flashes per minute in 
(front and rear). It has 
plastic fresnel lenses, 
weatherproof metal 


four-inch optical 
held in a durable, 


Lenses are claimed to afford peak diffu- 
sion. Light is said to be visible approxi- | 
mately one mile in each direction. A dual | 
Purpose bracket provides attachment to 
either drip ledge or window of any car. 





Broadway, Louisville, Ky. The unit has a 
displacement of 7.2 cubic feet a minute. | 
It is designed as an industrial capacity | 
air-source as well as for truck fleet and| 
garage use. 


Door-Ease Stick Lubricant 


Gets New Package 

Door-Ease stick lubricant now is| 
available in red, white, yellow, and| 
blue tube, replacing the blue and| 
silver colors which identified the 
product for almost 30 years, ac-| 
cording to American Grease Stick | 
Co., Muskegon, Mich. 

Door-Ease is used for lubricating | 





| and Equipment Corp., 2429 N. Burdick St., 


| brake tester that is said to enable the re- 


| signed to test the efficiency of the check 


| . . 
formance specifications 





UNIVERSAL JOINT TOOL—Neapco| 
Products, Inc., Pottstown, Pa., has an- | 
nounced a Strike-Out Tool Set by which | 
one man can remove and replace both | 
U-joints on cars and light trucks. The set 
consists of cast aluminum alloy shaftrest 
or anvil, a hardened steel driver, and 
two nylon extenders, The “knockouf"” 
principle, similar to factory assembly 
methods, will not injure a joint taken 
down only for repacking, it is claimed. 


-| the old cut-and-try method of repeatedly 
| removing and replacing the power brake | 
| cylinder before actual causes of malfunc- | 


Car-Cleaning Sponge Cloth 
Distributed by duPont Unit 


vent tearing and designed especially 





AIR CONDITIONER — Frigikar Corp., 
10858 Harry Hines Bivd., Dallas, Tex., has 
announced its 1961 line of air conditioners, 
including a compact unit, called Frigiking 
F-104, designed especially for compact 
cars, and a Frigiking Model U-2 for luxury 
and standard-size cars. Back-seat occupants 
receive their own special cold air supply 
from the U-2's longitudinal roto-louver that 
directs a jet air stream over the heads 
of front-seat occupants to the entire back- 
seat area, it is said. Front seat occupants 
have five adjustable air directional con- 
trols to serve their needs. Adding to the 
F-104’'s effectiveness are said to be five- 
row, free-air-flow cooling coil and in-line 
condenser coil for quick cooling. 

* 








SEAT BELTS—Concumer Products Divi- 
sion, Jervis Corp., 325 Duffy Ave., Hicks- 
ville, N. J., has introduced the Citation 
seat belt, featuring a metal-to-metal buck- 
le. The buckle, made of aluminum alloy 
die casting and steel stamping, is said to 
reduce the coupling and uncoupling time. 
The belt is made of nylon webbing and 
is said to have a tensile strength of 5,700 
pounds, 





POWER BRAKE TESTER—Borroughs Tool 
Kalamazoo, Mich., has announced a power 


pair and adjustment of any power brake 
cylinder unit in accordance with manufac- 
turers’ specifications while the unit is on 
the bench, The Borroughs tester is de- 


valve; check the reservoir tank; test the 
power brake vacuum with the unit in the 
car; permit step-by-step diagnosis of trou- 
ble in the power brake unit after it is 
removed from the car; check factory per- 
for both vacuum 
eliminate 


and hydraulics after overhaul; 


tions can be corrected. The testers are 
said to be equipped to handle all types 
of power units for brakes, vacuum or 
hydraulic, They are available mounted on 
a stand with rubber tired wheels, or as a 


bench model. 
* * * 


A sponge cloth, reinforced to pre- 














NEW PRODUCTS _ | 


for car cleaning, is being distributed 
nationally by duPont’s 
specialties section. 
Called ‘“Speedeasy” 
sponge cloth, the versatile cleaning 


aid is an addition to duPont’s No.| | 
Line of car care materials.| ~ 


or’ 
Highly absorbent and lint-free, it 
washes like a cloth, absorbs water 
like a sponge, and wipes like a 
chamois, duPont said. 


* oe * 





MIRROR-AERIAL—The Delswift mirror- 
aerial is connected to the car radio by a 
positive plug-in arrangement of _ full 
weatherproofed cellular polythene cable. 
The unit is said to provide perfect radio 
reception through maximum signal 
strength. Mirror is adjustable (convex or 
flat antiglare types available) and inter- 
changeable for left or right hand mount- 
ing. Matching mirror is available also. En- 
gine Imports, Inc., Broadway Pier, San 
Diego 1, Calif. 


MUFFLER TOOL—The E. Z. Way Ex- 
pander, a tool designed to expand or re- 
condition tail pipes and muffler necks, 
has been announced by E. Z. Way, Inc., 
Logansport, Ind. The tool has a handle for 
rigid control when pressure is applied, to 
prevent loosening or twisting off muffler 


necks. Size ranges from 1% to 2% inches. 
oe Ve 


HYDRAULIC POWER BRAKE — Easier 
stops with up to 60 percent less foot-pedal 
effort, substantially improved braking 
power, and better control of brake ‘‘fade”’ 
even at high speeds, are said to be fea- 
tures of the Por-Del Hydraulic Power Brake. 
Designed to maintain a high degree of 
efficiency for braking systems, the unit 
attaches remote or directly to the existing 
master cylinder, and provides improved 
braking even on systems already using 
vacuum-type power brakes, it is claimed. | 
The unit works with engine on or off. | 
Por-Del, Inc., P. O. Box 1566, Dept. 22,| 
Escondido, Calif. 


FRAME SPREADER—A frame spreader 
for use in replacing shock absorbers when 
shock barrels and pistons are damaged 
has been announced by Columbus Parts 
Corp., a subsidiary of AP Parts Corp., 26 
AP Building, Toledo, O. The tool is said 
to enable the user to free the lower shock 
mountings by spreading the A-frame. The 
tool, which has case-hardened points, is 
said to be ideal to speed the installation 


automotive | j 


cellulose | | 





of Rambler front shocks. 


TIRE REPAIR KIT — The Tyler Plug-O- 
Matic tubeless tire repair kit includes the 
following: Tyler Air Gun (attaches to air 
supply), can of rubber vulcanizing ce- 
ment, probe, 25 tips and 25 plugs 
(15 5/16-inch plugs for small holes and 
10%-inch plugs for large holes), Here is 
how repair is made: (1) Cement hole using 
probe and cement supplied; (2) seat plug 


| in gun; (3) place plastic tip on end of 


gun nozzle; (4) dip gun nozzle in cement 
and run through puncture; (5) press the 
trigger and withdraw gun nozzle, then 
snip off excess of plug. Tire is said to be 
sealed permanently and can be used im- 
mediately. Tyler Mfg. Co., Inc., 1005 W. 


Arbor Vitae Ave., Inglewood 1, Calif. 
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ROCKER ARM LUBE KIT—O. E. M. Pro- 
ducts Co., 5296 Northwest Highway, Chi- 
cago 30, Ill., has placed on the market a 
rocker arm lubricator kit for Ford and 
Mercury cars and trucks. According to 
the manufacturer, these kits lubricate 
noisy, oil-starved rocker arms and push 
rods, prevent wear and eliminate expen- 
sive overhauls. This rocker arm lubricator 
is installed in an hour or less and requires 
no drilling or machining of any kind. 
There's no need to probe through plugged 
cilholes to oil squeeky rocker arms and 
push rods, it is said. The unit is valve- 


| controlled. Once the valve has been set 


to feed a sufficient oil supply to the en- 
gine, no further adjustments are neces- 


sary, it is claimed. 
ie aoe 





VOLTAGE REGULATOR — Wiesner Motor 
Parts Co., Inc., 43-12 Broadway, Long Is- 
land City 3, N. Y., has announced a line 
of voltage regulators where all three relay 
units are temperature compensated to auto- 
matically adjust settings from a “cold” 
start to a normal temperature operation. 
Precious metal contacts are used on the 
vibrating relays and special silver alloy on 
the cut-out relay, to provide conductivity 
with freedom from burning or sticking, it 
is said, 





KARTS—Karts introduced by Fox Go-Boy 
Carts, Inc., Janesville, Wis., are available 


in four models—the Mak-Kart, the Go- 
Boy, the Special and the Kit Kart. The 
1961 line features a contour-molded seat, 
torsion-like suspension, heat-treated front 
axle, drag link steering, magnesium wheels 
and hubs with quick-change aluminum 
sprockets. 
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Chevrolet's 
Jet-smooth ride 
paves the 
way to more 


One of the reasons Chevrolet is outselling 
all other makes by such a wide margin is its 
Jet-smooth ride. It’s a ride engineered into 
every Chevrolet with more than 700 cush- 
ioning and sound-hushing points through- 
out body and chassis—adding up to selling 
advantages enjoyed by no other car in 
Chevrolet’s field. What gentler persuasion 
could a salesman use than to get this Chev- 
rolet and prospects together out on the road! 
550 Sound Deadeners 
Chevrolet’s body—throughout roof, doors, 
instrument panel, hood, floor luggage com- 
partment—is fully insulated and sealed at 
more than 550 points against drumming 
and vibration. 
56 Squeak Insulators 
There are 56 special anti-squeak applica- 
tions wherever metal-to-metal contact occurs 
in the body. 
100 built-in “Shock Absorbers’’ 

Chevrolet has more than 100 special cush- 


ioning parts—51 built-in “shock absorbers” 
in the chassis alone. Among these are 
nylon-sleeved shock absorbers with rubber- 
insulated mountings; extra-large bushings 
and spherical joint suspension liners; rubber- 
mounted propeller shaft center bearing; 
special nylon bushing for steering linkage. 
(Even the steering gear shaft has a “shock 
absorber.’’) 


Full Coil Suspension 
Nothing cushions like a coil and the ’61 
Chevrolet is one of the few cars with a coil 
spring at every wheel. 


Butyl Rubber Body Mountings 


Chevrolet’s body is joined to the chassis 
by extra-large butyl rub- 
ber cushions that further 
isolate the ride from the 
road. ... Chevrolet Divi- 
sion of General Motors, 
Detroit 2, Michigan. 
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Ford’s Fall Lineup Kis 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The fall television schedule of 
Ford Division will include profes- 
sional football, a new situation 
comedy starring Shirley Booth and 
a Western series, Wagon Train. 

Lee A. Iacocca, Ford Division 

general manager, said the divi- 

sion will telecast all National 

Football League games for the 

1961 season, via CBS-TV. The 

schedule includes games on 14 

Sundays, two Saturdays and 

Thanksgiving Day. The first 

games will be televised Sunday, 

Sept. 17. 

The NFL championship game 
between the winners of the East- 
ern Division and the Western Divi- 
sion on Dec. 31 on NBC-TV and the 
Bert Bell runner-up game on Jan. 
6, 1962, over CBS-TV from Miami 
also will be sponsored by the divi- 
sion. 

“Hazel,” a comedy based on the 
antics of the outspoken maid in the 
Ted Key cartoon in the Saturday 


Evening Post, will be the new 
series in the Ford lineup. Miss 
Booth will portray Hazel on Thurs- 
days at 9:30 p.m. (EDT), starting 
Sept. 28 on NBC-TV. 

“Hazel” will fill the time slot 
held for the last five years by the 
Ford Show starring Tennessee 
Ernie Ford, who has decided to 
forego a regular weekly television 
program, 

Ford will again join in sponsor- 
ing Wagon Train, which stars Rob- 
ert Horton and John McIntire. The 
top-rated series returns for its fifth 
season on the air with the new fall 
series beginning Wednesday, Sept. 
27, at 7:30 p.m. (EDT) on NBC-TV. 

* * * 


Goodrich Picks Ad Chief 


John B. Hunter jr., has been 
named to succeed Frank T. Tucker 
as director of advertising for B. F. 
Goodrich Co. He formerly was ad- 
vertising manager, consumer prod- 
ucts. 

Tucker retired May 1 after 41 





years’ service with the company. 
He had been advertising director 
since 1940. 

* * 


Ford Again Picks Cellomatic 


Ford Motor Co. has retained 
Cellomatic Corp. for the second 
consecutive year to prepare pro- 
jected visuals for the annual 
Ford stockholders meeting, May 
18. 

The visuals will be animated 
by the Cellomatic animation pro- 
jector using still transparencies 
and projected on a 20-by-30-foot 
screen, 

* * * 


Record Budget for Purolator 


Purolator Products, Inc., Rahway, 
(N. J.) manufacturer of automotive 
filters, is putting the biggest adver- 
tising budget in its history behind 
the “Listen to the Man” campaign 
to increase the status of service 
station dealers in the eyes of 
motorists. 

The program received its initial 
impetus with spot radio commer- 
cialis on 79 stations. Each day for 
nine weeks this spring motorists 
will listen to the message beamed 
to them via local radio stations. 
Approximately 200 stations will 
be employed for 15 weeks in the 
summer and 79 stations will 





again promote the campaign for 
an additional six weeks in the 
fall. 

Billboards will ring the major 
markets served by the radio com- 
mercials, and television, through 
Purolator’s special series on “Car 
Care” for women, also will be used. 
In addition, the company plans an 
increased trade advertising pro- 
gram, dealer training program, 
varied promotional programs and 
point-of-sales material. 

# * * 


Film Boosts Miller Tire 


A 60-second television filmed 
commercial about the new Miller 
Premium Imperial ‘Hi-Mileage” 
Nylon tubeless car tire has been 
produced and is now available to 
Miller tire distributors from the 
Miller Rubber Co., Akron. 

Forty-five seconds of the film are 
audio, and the final 15 seconds per- 
mit a local identification in which 
prices, guarantees and budget 
terms may be offered. 

* * * 


Pease Newspaper Study 
Andrew J. Pease, advertising di- 
rector of the Bangor (Me.) Daily 
News, has released copies of his 
new study, National Newspaper 
Cumulative County Markets. 
National Newspaper Cumulative 
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S. H. ARNOLT, INC., Showroom located in Chicago, Illinois, Distributors 
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warehouses. 


dealers. 


PRESENT... 
FUTURE! 


We have handled the distribu- 
tion of BMC automobiles in 
the Midwest since 1950. I was 
convinced then that many 
American motorists desired 
fine sports cars and economy 
sedans. This belief in motor- 
ists’ 
been proven by the outstand- 


wants and desires has 


sales success over the 


years of BMC automobiles. 
7 The BMC sales success has 
been rewarding to us and our dealer organizations. 


The public acceptance and continuous sales increase 
of BMC products has been earned by offering a quality 
product that is well advertised and priced right. Also 
a 12 month warranty, backed by the largest manu- 
facturer of sports and economy cars in the world, the 
British Motor Corporation of England, their conces- 
sionaires for the United States, Hambro Automotive 
Corporation, New York, and by the distributor organi- 
zation throughout the United States. Availability of 
spare parts is excellent with over 15 million dollars 
worth of parts maintained in BMC and distributors’ 


In the years ahead, we are confident that BMC auto- 
mobiles will continue to be leaders in their field, and 
a profitable and satisfying franchise for responsible 


S. H. ARNOLT 
President 


S. H. ARNOLT, INC. 
2130 North Lincoln Avenue 


Chicago 14, Illinois 


SPRITE 


Brighten Your Future with a BMC Franchise 


Distributors in the United States for products of The British Motor Corporation, Ltd.— 
§. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois * BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Mass- 
achusetts * FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Mithigan * HAMBRO AUTO- 
MOTIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota: J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y.» OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas « 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania» SHELLY MOTORS, 1017 Kapiolani, 
SHIP AND SHORE MOTORS, 701 South Flagler Drive, West Palm Beach, Florida 


Honolulu, Hawaii « 


Top quality means top sales! 


There are more of these BMC 
sports cars on U.S. highways 
than those of all other makers 
combined. 








County Markets is a 64-page book- 
let showing detailed coverage by 
counties for every daily newspaper 
of over 12,500 circulation having at 
least 20 percent or more county 
coverage. 

Market ranking tables are shown 
for 419 selected leading newspaper 
markets both on a minimum of 20 
percent per county coverage and 
50 percent per county coverage. 
Also included is a table in descend- 
ing order of newspapers by circula- 
tion size. 


* * * 
Ad Rates for SBI 

Advertising rates and closing 
dates for Show Business Illus- 
trated, the new magazine being 
published by Playboy, have been 
announced by Howard W. Leder- 
er advertising director. 

The new 50 cent biweekly will 
go on newsstand sale Aug. 23, 
bearing a Sept. 5 cover date. An 
average paid circulation of 350,- 
000 per issue for the first half 
year of operation is guaranteed. 

The full-page rate is $2,150; a 
two-color page, $2,700; four-color 
page, $3,250. Closing dates for the 
first issue will be: July 10—four- 
color; July 24—black and white/- 
two color. 

* * * 
Sun-Times Auto Issue June 11 


The Fifth Annual Sports, Im- 
ports and Compact Car Section of 
the Chicago Sun-Times will be pub- 
lished in Midwest, the locally edited 
rotogravure magazine of the Sun- 
day edition, on June 11. 

Stories will cover the basic 
phases of the sports, import and 
compact car industry, including a 
car-comparison chart for the “tech- 
nician.” 

In: addition to reaching the ap- 
proximately 650,000 families who 
read the Sunday Sun-Times, sev- 
eral thousand copies of the section 
will be distributed at Road Amer- 
ica’s June Sprints, June 17-18 at 
Elkhart Lake, Wis. 

co * * 
Renaults are Heinz Prizes 


New 1961 Renault Dauphines are 
among the prizes to be awarded to 
each of the four top winners in the 
current national Heinz Baby Foods 
“Second Honeymoon” contest. 

The winning couples will receive 
an expense paid air trip to Europe 
for a two-week tour of London, 
Paris and the Riviera, $200 
“splurge” money and the services 
of a registered nurse as a babysit- 
ter. The Renaults will be available 
for their use in Europe and then 
will be shipped to the winners’ 
homes. 

The contest runs until June 15. 

* * ok 
Eastern Express Repeats 


Eastern Express, Inc., Terre 
Haute, Ind., has won top honors 
in the national contest for motor 
carrier advertising held annually 
by the Customer Relations Council 
of American Trucking Assns. 

The firm received the award for 
the best overall advertising cam- 
paign. It marked the second con- 
secutive year that the Terre Haute 
firm won first place in this division 
of the contest. 

First place winners in the other 
five categories of the contest were: 
Best direct mail campaign—G at e- 
way Transportation Co., Inc., La- 
Crosse, Wis.; best single mailing 
piece—Super Service Motor Freight 
Co., Nashville, Tenn.; best space 
campaign — Ryder Truck Lines, 
Inc., Miami; best single space ad- 
vertisement—The Mason and Dixon 
Lines, Inc., Kingsport, Tenn.; spe- 
cialized carrier advertising—Mason 
and Dixon Lines, Inc., Kingsport, 
Tenn. 

* ok * 
Personnel Changes 


David E. Warmuth from Seattle 
office manager to manager of the 
newly created northwest region of 
TV Guide ...H. V. Hollingshead 
from media director in the Detroit 
office of Grant Advertising, Inc., to 
associate media director in the De- 
troit office of Geyer, Morey, Mad- 
den & Ballard, Inc. 

Helen L. Brugos from advertis- 
ing production manager at Burndy 
Corp., Norwalk, Conn., to adver- 
tising manager of Yankee Metal 
Products Corp., Norwalk ... Philip 
F. Jacques from public relations 
staff at N. W. Ayer’s Detroit office 
to public relations account execu- 
tive in the Detroit office of Young 
& Rubicam, Inc. . . . Norman E. 
Schroeder to automotive editor of 
the Baltimore News Post & Ameri- 
can, replacing J. J. Reese, who has 
retired. 








If you’re selling autos, this may be a jolt. 
You are now missing from 58.7 to 79.7%* — 
about three-fifths or more — of Chicago's car- 
owning households when you advertise in just 


_ one Chicago daily newspaper. 


Surprising? Particularly when you consider 
that more than 7 of 10 Chicagoans read a news- 
paper every day. 2 


CHICAGO: 401 N. Wabash Avenue, WHitehall 3-3000 
NEW YORK: Time and Life Bldg., Rm, 1708, Circle 6-1919 
DETROIT: Buh! Bidg., Room 1026, WOodward 35-0930 
MIAMI BEACH: Hal Winter Co, 

ATLANTA ! - 

LOS ANGELES Sa -Ferguson-Walker Co. 

SAN FRANCISCO ae 


Copyright 1961, Field Enterprises, Inc, 








What's New... 


American Brakeblok Stages 


Clinic on Brake Service 


WINCHESTER, Va—A new 
brake service clinic was introduced 
at the annual sales meeting held 
here by American Brakeblok. 

Consisting of slides and actual 
brake assemblies, the clinic demon- 
strated proper service for all types 
of brakes. R. F. Utermohlen, re- 
placement sales vice-president, said 
each of the district managers and 
field representatives has been care- 
fully trained in conducting the 
clinic and will make the clinic 
available to all American Brake- 
blok jobbers to help stimulate 
brake lining sales. 

ok ok * 


Top Management Institute 


Gets Leading Instructors 
CHICAGO. — The Automotive 


European Auto Executives Visit Plant— 


Twenty-four automobile executives from 11 European countries visited Detroit's 
auto industry. At the Plymouth assembly plant, the group stops for a closer look 
along the final assembly line. The foreign auto men were in town for a three-day| Service Industry Assn., co-sponsor- 
meeting of the Permanent International Bureau of Automobile Manufacturers. ing with the University of Illinois 


BENDIX STARTER DRIVES 








Leadership year after year after year 


Bendix® starter drives have always set the standard for dependability in the automotive industry. They 
have been chosen for millions of installations in automotive vehicles, alone. Similar preference exists in 
other fields: the manufacturers of aircraft, earth movers, inboard and outboard marine 
engines have elected Bendix the number-one starter drive. For sure starts, equip your 


internal combustion engines with Bendix starter drives! 


DEALERS—FOR MAXIMUM PROFIT AND SERVICE e ° 
Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, N. Y. 


SATISFACTION, USE ALL-NEW BENDIX STARTER DRIVES. 
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In Parts and Accessory Distribution 





as the Michigan agency for the 
Metalock cold repair process, 
* ok ok 


Lee Adds 2 Units 


CLEVELAND.—Lee Motor Prod- 
ucts, Inc., has purchased Miami 
Parts & Spring Co., Miami, from 
JAR Corp. and will operate it as 
a subsidiary. Ronald Kumin, Lee 
president, also announced forma- 
tion of Lee Overseas Corp. to han- 
dle the firm’s export business. 

* * oe 


McNally Named Chairman 


Of ASIA Young Executives 


CHICAGO. — Robert E. McNally, 
president, Battle Creek (Mich.) 
Motor Parts, Inc., has been ap- 
pointed chairman of the National 
Committee of the Automotive Serv- 
ice Industry Assn.’s Young Execu- 
tives Forum. 

Other members of the committee 
are: M. Robert Wolfson, Allen B. 
Fine, Joel L. Lippman, Daniel C. 
Ost and Richard Wanger. 

* ok * 


7 Winners Announced 


In Trostel Sales Promotion 


LAKE GENEVA, Wis. — Seven 
warehouse distributors’ salesmen 
have been declared winners in the 
recent sales-promotion contest con- 
ducted by Albert Trostel Packings, 
Ltd. Winners of a Florida vacation 
or comparable amount in cash 
were: 

Leonard Cain, Keystone Automo- 
tive Warehouse, Kansas City; Dan 
Bell, Autoinotive Jobbers Ware- 
house, Inc., Memphis; Paul Stanu- 
liss Stephenson Brothers, Inc., 
Union, N. J.; Manny Rhodes, Phil- 
adelphia Auto Parts Distributing 
Co., Philadelphia; Bill Barton, 
Southern Sales Agency, Durham, 
N. C.; Morton Zakarian, Brooklyn 
Automotive Warehouse, Ine, 
Brooklyn, and Alfred Donaldson, 
Service Warehouse, Columbus, O. 

* * o* 


Tailpipe Line Introduced 


BELLEVUE, O.—A complete re- 
placement line of tailpipes and ex- 
haust pipes said to cut warehouse 
space and inventory investment up 
to 85 percent has been announced 
by International Metal Hose Co. 
Sold under the trade name of 
“Easibend,” the line consists of 31 
sizes that duplicate over 1,000 
ready-bent pipes with a special 11- 
piece display rack assortment that 
fits 85 percent of all drivein jobs 
quickly and easily, the firm said. 

a * * 


Alemite Has Replacement Kit 


For Power Steering Lines 


CHICAGO.—Alemite Division of 
Stewart-Warner Corp. is offering 
a “Surgepruf” power steering re- 
placement kit. 

The company said the kit permits 
car-t ruck-implement dealers and 
service stations to replace power 
steering lines on any vehicle with- 
out carrying an expensive inven- 
tory of hose lines or investing in 
special tools. 

* * * 


Universal Auto Products 


Offers Trim Protector 


MAYWOOD, Ill.—An upholstery- 
trim protector offered under the 
Protect-O-Lace brand name has 
been introduced by Universal Auto 
Products Corp. 

George C. Van Veen, sales man- 
ager, said the product is available 
in clear, chrome and red, green, 
gray and blue colors. It covers soil- 
ed and frayed trim and also can be 
used to protect the interiors of new 


cars, he said. 
* * * 


Kansas Auto Wholesalers 


Plan Charter Meeting 


TOPEKA, Kans. — The charter 
meeting of the Automotive Whole- 
salers of Kansas is scheduled June 
11 here at the Jayhawk Hotel. 

The temporary board of directors 
of AWOK has developed operating 
plans for a state-level association 
for automotive distributors in Kan- 
sas. Services to be offered members 
will include legislative representa- 
tion, business conferences, trade 
bulletins, low cost insurance pro- 
grams and credit collection data. 


a Top Management Institute, will 
provide topnotch aftermarket in- 
dustry faculty members along with 
leading academic professors for a 
week-long management seminar be- 
ginning May 14. 

The seminar will be devoted to 
topics of major interest to automo- 
tive wholesaler executives, 

* * * 


Metalock Picks Agency 
LONG ISLAND CITY, N. Y. — 
Metalock International, Inc., has 
announced the appointment of 
Metalock Co. of Michigan, Inc., 
5453 E. Davison, Detroit 12, Mich., 




















Mims Likes Mayor’s Chair 


ROCKY MOUNT, N. C.— Allan 
C. Mims, automobile dealer and 
past president of the North Caro- 
lina Automobile Dealers Assn., an- 
nounced that he will be a candidate 
for reelection as mayor of Rocky 
Mount in May. 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


AST “month a higher court ren- 
4 dered an important opinion 
which simultaneously satisfied vari- 
ous debtors and lien holders. 
For instance, 

in Davidson v. 

Belew, 335 S. W. 

(2d) 327, it was 

disclosed that 

one Wilson held 

a recorded chat- 

tel mortgage for 
~ $150 on an auto- 

mobile owned by 

one White. While 

negligent he in- 

jured one David, 

who sued White. 
White was held liable to David for 
$400 damages. He attached the 
automobile, took possession of it 
from White, and sold it to a man 
named Belew for $600 to satisfy 
his $400 lien. 

Before Belew paid David for the 
car Wilson, the holder of the mort- 
gage, filed a suit and asked the 
court to turn over to him the $150 
amount of his mortgage, plus inter- 
est from the $400 damages due 
David. This the court did, saying: 

“It is our opinion also that the 

mortgagee had the right to elect 
to seek satisfaction of its lien out 
of the proceeds of the sale of the 
automobile in lieu of pursuing 
the automobile in the hands of 
the purchaser.” 

Result: Wilson was paid the full 
amount due on his mortgage; 
David received the damages due 
him; Belew got to keep the auto- 
mobile without encumbrance; 


White has no automobile. 
oe *~ * 


Leo T. Parker 


Negligence Not Presumed 


W. CARTER, Los Angeles, 

* asked: “If I agree to drive a 
customer home who has left his 
automobile in my service shop for 
repairs, am I liable in damages for 
injuries sustained by the customer 
due to defects in my automobile?” 

A review of late and leading 
higher court decisions discloses 
this established law: “The owner 
of a motor vehicle is generally 
conceded to be liable for injuries 
to a guest passenger or customer 
when the injuries were caused by 

a defect in the automobile and 
the owner knew that the car was 
in a defective condition.” 

On the other hand, if the auto- 
mobile owner or dealer did not 
know that his automobile was de- 
fective, or by the exercise of ordi- 
nary care did not know the defect 
existed, he is not liable for injuries 
to his guest or customer. 

See Otto v. Sellnow, 233 Minn. 
215, 46 N. W. (2d) 641. Here a suit 
arose out of an accident occasioned 
by the blowout of a tire on the 
dealer’s automobile. 

The court stated that one who 
invites another to ride in his auto- 
mobile is not bound to furnish a 
sound vehicle, but if he has knowl- 
edge of the defective condition of 
the vehicle which would make rid- 
ing in it hazardous or unsafe for 
the customer the dealer has an 
obligation to warn the customer of 
such danger. 

In this case the higher court re- 
fused to hold the dealer liable be- 
cause the testimony showed that 
the tire had only been driven 4,000 
miles and it seemed to be in good 
condition from outward appear- 


ances. 
48 


* 
Owner Held Liable 


N GRANT v. Matson, 3 N. W. 
(2d) 118, the higher court held 
an automobile owner liable in dam- 
ages for injuries to a customer 
who was riding in the car. In this 
case the testimony showed that the 
owner knew that his automobile 
was defective. 

In Shams v. Saportas, 10 So. (2d) 
715, an automobile owner was held 
to be grossly negligent and liable 
for injuries sustained by a passen- 
ger in the car which was wrecked. 

In this case the testimony 
showed that car at the time of 
the accident was equipped with 
tires “so worn as to be almost 

smooth,” and was travelling a 

smooth highway, which was wet, 

at 70 miles per hour. 

And again see Oliver v. Bereano, 





293 N.Y.S. 931. The owner had just 
taken his car from an automobile 
dealer’s repair shop when he at- 
tempted to use the foot brake while 
descending a sharply graded street 
but it failed to hold and the gears 
stuck and could not be shifted and 
as a result thereof the automobile 
struck an infant who suffered in- 
juries, 

The higher court held the auto- 
mobile dealer or service man liable 
- damages to parents of the in- 
ant. 


* 
Right of Way 
Aa dealers should 
warn their employes to stay 

clear of emergency automobiles. 
Recently a higher court held that 
the driver of an emergency am- 
bulance is not responsible for a col- 
lision when going through a red 
light or stop sign at a street inter- 

section. 

See in Hardy v. Gilbert, 42 So. 
(2d) 158. In this case the testi- 


mony showed that an ambulance 
owned by the Daigre-Gilbert 
Undertaking Co. was making an 
emergency run. The red emer- 
gency warning light was blink- 
ing and its siren sounding con- 
tinuously. When the ambulance 
reached a street intersection its 
driver ran through a red stop 
light. 

One Alison, the driver of a pri- 
vate automobile did not hear the 
siren and entered the intersection. 
A serious collision resulted causing 
considerable damage to both ve- 
hicles, 

In subsequent litigation, the 
higher court held Alison liable in 
damages for the accident, and said: 

“There is no doubt that the am- 
bulance had its warning lights 
blinking and its siren sounding as 
proven by the two police officers 
who saw the collision ... The 
plaintiff (Alison) was chargeable 
with the knowledge that under the 
law an ambulance could, under 
certain conditions, proceed against 
a traffic signal or stop sign. The 
siren was heard by the two traffic 
officers and there was no reason 
why the plaintiff (Alison) should 
not have heard it also. Under the 
law he is chargeable with hearing 
what he should have heard .. .” 





Knudsen Honored— 


Semon E. Knudsen, right, Pontiac gen- 
eral manager, is honored by Brig.-Gen. 
Henry G. Thorne jr., commander, United 
States Air Force Recruiting Service, who 
presented a plaque to Knudsen at a lunch- 
eon held at the Bloomfield Hills (Mich.) 
Country Club. Pontiac sponsored network 
broadcasts of the University of Notre 
Dame's football games and used this 
medium to publicize career opportunities 
offered by the Air Force. 


ccc ineili 3 


New ASIA Guide - 
Presents Uniform 


Account Classes 


CHICAGO.—A Standard General 
Ledger Account Classification 
Manual hag been sent to all whole- 
saler members of the Automotive 
Service Industry Assn. 

The 28-page guide presents a uni- 
form account classification for in- 
dustrywide adoption by automotive 
wholesalers, ASIA said it covers a 
wide description of account titles 
and usages and with any account- 
ing method. 

ASIA emphasized that the man- 
ual is not an accounting method, 
but a guide for wholesalers to use 
in setting up standard account 
classifications. 

The association said that percent- 
age figures submitted by ASIA 
wholesaler members from all over 
the nation now will actually repre- 
sent standard industry accounts. 

Thus, ASIA said, its marketing 
research reports, including its an- 
nual Financial Operation and Per- 
formance Analysis booklet, will be 
more accurate and more useful to 
members. 
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ALVOLINE Guaranty 


NOW! 3 YEARS 
190.000 MILES! 





direct, today. 


It's the World’s Greatest Guaranty Program! Here’s how it will 
make money for you: 


e It will help you sell more new cars. 


e You'll get without cost an outstanding 
handled entirely by Valvoline. 


You'll get powerful sales aids that won’t cost you one penny! 


It will help your service department profits keep pace with 
your booming new car sales. 


There’s nothing like this Valvoline Guaranty! It will pay off 
for you. Call your Valvoline distributor, or contact Valvoline 


follow-up system 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery — Freedom, Pennsylvania e Home Office—Ashland, Kentucky 
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Deaths Due to Speed 
Drop by 2,000 in °60 


Highway fatalities blamed on ex- 
cessive speed dropped to 10,970 in 
1960, compared with 12,980 the pre- 
vious year, according to a booklet 
prepared for Travelers Insurance 
Cos. It is entitled Deadly Reckon- 
ing. 

“This decrease is even more 
significant when you realize that 
it came in a year when highway 
accidents killed 400 more people 
than the year earlier,” said J. 
Doyle DeWitt, Travelers presi- 
dent. 

During the year, the booklet 
noted, 38,000 persons were killed in 
auto accidents and 3,078,000 were 
injured, compared with 37,600 and 
2,870,000 in 1959. 

Other facts and figures reported: 

There were 263,100 pedestrian cas- 
ualties, an increase of 5 percent 
over 1959. 

Speeding was the cause of acci- 
dents in which more than a million 
persons were killed or injured. 


Almost 40 percent of the fatal- 
ities—14,900—occurred on week- 
ends, with Saturday the most 
dangerous day of the week. 
More than 34 percent of drivers 

involved in fatal accidents were 
under 25 or over 65 years of age. 

Almost 84 percent of the casual- 

ties occurred when the weather was 
clear. 

More than 95 percent of the ve- 


Metropolitan Reports 


Increased Retail Sales 


DETROIT. — American Motors’ 
imported Metropolitan hag posted 
the highest 10-day sales total in 10 
months, according to J. W. Watson, 
Metropolitan sales manager. 

Retail sales in the last 10 days 
of April totalled 423, the highest 
level since the June 21-30 period 
of 1960, Watson said. The month’s 
total was 803, a 15 percent gain 
over March, he said. 





To the man who has 


“YES POWER” on 


equipment purchases: 


YOU ABSOLUTELY NEED 





hicles involved were in apparently 
good condition. 

The most significant figures con- 
cern injuries rather than deaths, 
the booklet said, 

“While deaths from motor-ve- 


hicle accidents remain fairly 


stable, within a few hundred each 
year, injuries continue to mount 
with alarming rapidity, topping 
three million annually for the 
first time in 1960,” it added. 

“Eighty-five percent of personal- 
injury accidents still involve driv- 
ing violations, and the fact that 
deaths have not risen sharply in 
recent years is due largely to better 
and more prompt medical care 
rather than care on the part of 
drivers,” the booklet said. 

* * + 


Driver License Compact Law 
Introduced by 8 States 


Proposals to provide a stable and 


| uniform basis for interstate cooper- 
ation in driver licensing procedures | 


and the reporting of violations have 
been introduced in eight states— 
Arizona, California, Colorado, Mon- 
tana, Nevada, Oregon, Washington, 
and Wyoming—a survey by the Na- 
tional Highway Users Conference 
reveals. 

These proposals would carry out 
the authorization granted by Con- 


THIS TYPE OF POWER PULL 


TO STRAIGHTEN MODERN 


CARS PROFITABLY! 


And now on a PAY-AS-YOU-EARN PLAN you can 








gress when it passed the so-called | 
Beamer Resolution giving approval | 
to the states to enter into compacts 
for the purpose of promoting high- 
way traffic safety. 


Jorgensen Leaves NHUC 
To Form Own Company 


Roy E. Jorgensen, who has served 
as engineering counsel for the Na- 
tional Highway Users Conference 
for the last 10 years, has resigned. 

Jorgensen plans to open a high- 
way management and engineering 
consulting service, with headquar- 
ters in Chevy Chase, Md. In this 
capacity, he will be retained by 
NHUC to direct the highway man- 
agement conferences sponsored 
jointly with the American Assn. 
of State Highway Officials. 


* * * 
21 States to Cooperate 


In National Driver Register 

Federal Highway Administrator 
Rex M. Whitton has announced 
that 21 states and the District of 
Columbia have agreed to cooperate 
in the National Driver Register 
Service to be maintained by the 
Bureau of Public Roads, Depart- 
ment of Commerce. 

The register is a file of motor 
vehicle operators whose licenses are 








BANK BIG Dozer PROFITS 


(Only a Blackhawk “total package” SYSTEM up-dates your shop this way) 







big family of 


Dozers for every shop 


*Suggested user prices 


Write BLACKHAWK AUTOMOTIVE DIVISION, Milwaukee 46, Wis., for new free 


Choose from this 


There’s a portable Dozer or combination of 


| Dozer | User* Monthly NOTE: 
| System Work Range Price Payment 
EK-60 | Repairs all frame and} 
DAMAGE-| body damage 
| DOZER | $994 $38.50 | 
EK-40 Repairs unit body dam- | 
UNIT- age and wide range of | 
| DOZER | frame damage $689 $26.60 | 
EK-20 | Handles all external 
POWER- | sheet metal damage | 
DOZER | 1 $390 $22.84 | Answer 
EK-10 | Pulls sheet metal sec- | 
| PULL- tions, pillars, posts, rock- | 
| DOZER | er panels {$288 $16.68 | 
EK-7 | Speeds up high-frequency } 
| BANTAM- | body, fender and sheet 
| 
| DOZER | metal pulls | $220 $14.27 | 


Low down payments 
Prices subject to change without notice 


Dozers 






or budget! 











guide correction, 
the equipment useful on all types of cars — plus diagnostic, 
tional material and convenient finance plans. 


But THE BOSS looks at both money and method. He must ask: 


profits can be phenomenal. 
offset by immediate EXTRA earnings. 
are most likely to be but a fraction of your NEW INCOME. 
only the Blackhawk “total package” system can put your men and 
your money to work INSTANTLY! So call your Blackhawk Porto- 


Power jobber today and Dozerize for profits! 


Blackhawk “total package” 


Chances are 10-to-1 that the informed men in your shop already 
know that traditional techniques for straightening cars are dead as 
yesteryear’s buggy whips! Unitized bodies, compacts, unusual frames 
and modern car designs demand new methods. 
modernize to put the necessary new methods to work for you ef- 
ficiently — but only with a Blackhawk “total package”’ 


The 


And you can easily 


Dozer system. 


system includes the basic 
Dozer tool, its hydraulic equipment, gages to determine damage and 
essential tools and exclusive attachments to make 


instruc- 


“What’s my outlay, my added overhead, my chance for profit?” 
For all practical purposes your net cost is nothing and 
Why? The low down payment can be 
And low monthly payments 


And 


BLACKHAWK:’ Porto-Power 


20-page Porto-Power catalog and valuable repair manuals. 


| State from being licensed 
| other. 





withdrawn for driving while intoxi- 
cated or for a conviction of a viola- 
tion involving a traffic fatality. The 
information contained in the file 
will be made available to state 
motor vehicle administrators on re- 
quest in order to prevent drivers 
who have lost their licenses in one 
in an- 


* * * 
Driver Education Urged 
By Arizona Teen-Agers 


Delegates to the annual Arizona 
Teen-age Traffic Assn. resolved to 
request that driver-education 
courses be made available to all 
high school students in every Ari- 
zona school. 

The resolution, calling for courses 
consisting of both classroom and 
behind-the-wheel stages of driver 
education, was passed by over 150 
delegates at Arizona State Univer- 
sity, Tempe, ee. 


Highway Week 
To Be Observed 


In Pennsylvania 


The second annual Pennsylvania 
Highway Week will be observed 
May 21-27 in conjunction with the 
first National Highway Week, and 
the program is being drawn up 
officials of the state’s highway 
agencies. 

Highlights of the observance will 
be a dinner May 25 in Harrisburg, 
the golden anniversary of the Penn- 
sylvania Highway Department and 
a breakfast for the General Assem- 
bly Highway Committee in Harris- 
burg May 23. 

Plans also are being developed 
for a series of talks before all serv- 
ice clubs in the state during the 
week or just prior to or following 
the observence. 

Highway contractors will be urg- 
ed to run ads on their jobs the 
week before, and industry ads call- 
ing attention to Highway Week 
will be encouraged, a spokesman 
for the Pennsylvania Highway In- 
formation Committee said. 

Special demonstrations of road- 
building equipment also is planned, 
aimed particularly at men and 
school children. Open house at all 
district highway offices and the 
testing labs in Harrisburg is an- 
other feature. in = works. 


Safety- Cheek Set 
In 55 Minn. Towns 


Fifty-five Minnesota communities 
already have announced their in- 
tentions to conduct 10-point safety 
check lanes during May and June, 
according to Harry A. Sieben, state 
safety director. 

Several are newcomers to the 
program, 

Last year 67 communities con- 
ducted checks, inspecting more 
than 39,000 vehicles. Louis Rice, 
loaned to the Minnesota vehicle 
safety check program by Chrysler 
Corp., is calling on dealers to get 
their cooperation. 

* Bd * 


Serrated Road Strips’ Effect 
On Car Control Is Probed 


Effects of serrated shoulder strips 
on the control of a car travelling 
at high speeds are being studied by 
the California Division of High- 
ways in cooperation with the High- 
way Patrol. 

Photographic research data re- 
cording a series of locked-wheel 
skid tests at speeds from 50 to 85 
miles per hour on both wet and dry 
test sections of the saw-tooth con- 
crete highway shoulder strip are 
included in the study. 

* ob * 





Built-In Seat Anchors 


Shown at Safety Meeting 

Delegates to the 31st annual 
Michigan Safety Conference were 
the first to see a public display 
of the built-in seat-belt anchor- 
ages which will be standard on 
all Chrysler Corp. cars starting 
next fall. 

The anchorages permit quick 
installation — by either the car 
owner or dealer—of the eyebolts 
to which the seat belts are 
hooked. Initially, Chrysler said, 
cars will be provided with four 
built-in anchorages, sufficient to 
permit rapid installation of seat 
belts for driver and front-seat 
Passenger. 
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Sealed Power Corp. earnings in| tract business and the recession 
the first quarter of 1961 were higher| were blamed for the first-quarter 


on lower sales volume in compari- 
son with the previous year, Paul C. 
Johnson, president, told the annual 
meeting in Muskegon, Mich. 

Net sales for the three months 
totalled $6,059,000, 4 percent under 
last year’s $6.3 million, Johnson 
said, while earnings rose 5 percent 
from $229,000 to $240,000. 

The improvement in earnings, he 
continued, “largely reflects reduc- 
tions in manufacturing costs due 
to the recent installation of newly 
designed processing equipment.” 

Johnson reported first-quarter 
original-equipment sales were ab- 
normally low because of the sharp 
cutbacks in car and truck produc- 
tion, but said the outlook for the 
next three months is encouraging. 

On the basis of increased vehicle 
sales and production and an upturn 
in the general economy, he said 
“we anticipate heavier shipments 
to the automotive producers.” 

Johnson said also that “the com- 
pany has every reason to believe 
that replacement sales in the sec- 
ond quarter will be at an all-time 
high for any three-month period.” 

* * * 


Reynolds Sales Up, 
But Profit Slips 


Reynolds Metals Co. reported 
sales of $108,949,000 in the first 
quarter, up from $106,615,000 report- 
ed in the first quarter of 1960. 

Net income for the first quarter 
of 1961 was $5,271,000, equivalent to 
25 cents a share on the 17,040,645 
common shares outstanding. Net 
income for the corresponding pe- 
riod last year was $6,050,000, equiv- 
alent to 30 cents on the same num- 
ber of common shares. 

The per-share profit is after divi- 
dend requirements on the 4% per- 
cent Series A $50 par cumulative 
preferred stock and the 4% percent 
convertible series $100 par second 
preferred stock. 

* co * 
1st Quarter Earnings Down, 


McLouth Steel Reports 


McLouth Steel Corp. has an- 
nounced net earnings for the three 
months ended March 31 were 
$2,175,975, compared with $5,826,974 
in the first quarter of 1960, which 
were the highest for any quarter in 
company history, according to 
M. A. Cudlip, president. 

Net sales for the first three 
months of 1961 were $39,941,734, 
compared with $63,258,298 in the 
same period of 1960. Cudlip told 
the annual meeting there have been 
some indications of a business up- 
turn during the first weeks of the 
second quarter of this year. 

* * * 


Industrial Rayon Reports 


A Return to Black Ink 


Industrial Rayon Corp. reported 
that the losses incurred through 
1960 have been terminated and that 
net income for the first quarter of 
1961 was $324,657, compared with a 
net loss of $504,134 in the first 
quarter of 1960. 

Sales for the first quarter of 1961 
amounted to $10,046,849, compared 
with $12,996,513 for the 1960 quarter. 

* 


* * 
Rise in Sales, Profit Noted 


By Monroe Auto Equipment 


Monroe Auto Equipment Co., 
Monroe, Mich., announced a year- 
to-year increase in sales and profit 
for the seven months ended Jan. 
31, the first seven months of the 
company’s fiscal year. 

The company earned $1,033,066 
on sales of $15,947,196 in the seven 
months ended Jan. 31, 1961, com- 
pared with earnings of $914,291 on 
sales of $14,477,311 in the year- 
earlier period. Monroe declared a 
1% percent stock dividend to 
holders of record March 18. 


Autolite Sales, 
Profit Decline 


Electric Autolite Co. reported a 
profit of $777,576 on sales of $41,- 
906,379 in the first quarter, com- 
pared with earnings of $2,371,773 on 
sales of $64,398,065 in the like period 
of last year. 

Declining auto sales, loss of con- 





decline. 

Robert H. Davies, president, said 
the recent sale of two factories and 
certain other assets to Ford Motor 
Co. would have an adverse effect 
on earnings in the near future but 
that benefits should eventually be 
derived from the deal. 

* * * 


Youngstown Sales, 
Profits Decline 


Sales and other revenues of 
Youngstown Sheet & Tube Co, in 
the first quarter of 1961 totalled 
$118.7 million, compared with $198 
million a year ago, J. L. Mauthe, 
chairman, told the annual meeting. 

Net income for the period was 
down to $2,679,000, he added, 72 
percent under the $12,891,000 earn- 
ed in the like quarter a year ago. 

Mauthe reported that March was 
the best month the firm has had 
since last August, and said “there 
is evidence that the worst is be- 





hind us and that steel operations 
and business activity are on the 
rise.” 

* + * 


Bliss & Laughlin Reports 


Reduced Sales and Profit 


Bliss & Laughlin, Inc., supplier of 
steel bars to all auto makers, re- 
ported a sharp drop in sales and 
earnings in the first quarter. 

Sales dropped to $10,081,680 from 
$17,642,581 in the 1960 period, the 
company said, while earnings fell 
to $199,124 from $806,533 a year 
earlier. 

* oe * 


Federal-Mogul Reports 


Lower Sales, Earnings 

Net sales of $29,113,000 and net 
earnings of $2,457,000 for the first 
three months of 1961 were reported 
by G. S. Peppiatt, president of Fed- 
eral-Mogul-Bower Bearings, Inc. 

In the corresponding period of 
1960, net sales totalled $30,782,000 
and earnings were $2,467,000. 

* * * 


Hastings Mfg. 
Hastings Mfg. Co., Hastings, 
Mich., first-quarter report, 1961 vs. 
1960: Earnings, $157,299 and $109,- 
829. 
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Dealers Get Word on Peugeot 404— 


One of the stops on the tour made around the country by Peugeot officials in con- 
junction with the introduction of the Peugeot 404 was the Hotel Muehlebach in Kansas 
City. Addressing the dealers from the nine-state region serviced through Renault 
Kansas City regional office is Francois Daeschner, executive vice-president, Peugeot, 
Inc. Seated on his left is one of the visitors here from France, Pierre Cozic, assistant 
sales manager, Societe Automobiles Peugeot. To his right is Hubert Bechet de Balan, 
sales and service director, Renault, Inc., who joined the group for the continuation 
of the tour to San Francisco and Los Angeles. 





COMPARE VALUE 








Four Speed Transmission 
6 ply Tires 








Fairlady Sports Convertible 








$1996 p.o.e. 


NISSAN MOTOR CORPORATION IN U.S.A. 


DIRECT FACTORY DIVISIONS: 
Eastern: 221 Frelinghuysen, Ave., Newark 8, N.J. 
Western: 137 E. Alondra Blvd., Gardena, Calif. 


ALSO INDEPENDENT DISTRIBUTORS IN TEXAS & HAWAII 


and youll CHOOSE 






Here Why- 


A PROTECTED DATSUN DEALERSHIP 
MEANS MORE PROFITS FOR YOU! 


DATSUN IS DESIGNED FOR AMERICAN USE. 


From its Standard American Gear Shift to the threads on its 
screws the DATSUN is designed for the American 


market. No special tools... no waiting for replacement parts. 


DATSUN IS ROOMIER WITH MORE RIDING 
COMFORT. its unique welded box steel frame and solid 


heavier construction gives a smoother ride, operating con- 





venience and structural safety not found in most Compacts. 


DATSUN GIVES COMPACT ECONOMY UP TO 38 


M.P.G. without sacrificing pick-up and power. 


DATSUN HAS DIRECT FACTORY PARTS DEPOTS 


located on both East and West coasts. 


DATSUN IS MANUFACTURED BY THE LARGEST 
AND OLDEST CAR & TRUCK MANUFACTURER IN 


JAPAN — Nissan Motor Company, Ltd. It’s here in the 
United States to stay... backed by a world-wide warranty 


of satisfaction. 


GOOD DEALERSHIP LOCATIONS ARE AVAILABLE NOW! 


WIRE OR MAIL COUPON 


olan toll ith M al aclaul hi keda) 

















nn ee rc te ye ee “T 
MAIL TO CLOSEST DIVISION OFFICE 
| Dealer Franchise Department Dealer Franchise Department | 
Nissan Motor Corp. in U.S.A. Nissan Motor Corp. in U.S.A. 
j Eastern Division: Western Division: | 
| 221 Frelinghuysen Ave., Newark 8,N.J.! 137. Alondra Bivd., Gardena, Calif. | 
| Name | 
Address 
} City Zone _ State | 
Phone No. 4-61 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 


coupe, $2,330; standard 4-dr, 2-seat stat. 
wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,621. 


LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard von all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Series 62-——4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Sertes 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 


CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 -— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop, 
$4,261; 2-dr hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,843). (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr,. sed., $2,053; 2-dr. sed., 
$1,998; S-22 2-dr. sed., $2,282; 2-dr. 2-seat 
stat. wag., $2,310; 4-dr. 2-seat stat. wag., 
$2,353. 

DeSOTO—4-dr. 
hardtop, $3,102. 

DODGE—Lancer—Series 170——4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 


hardtop, $3,167; 2-dr. 


wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. sed., $2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr,. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 — 4-dr. sed., 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 

FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; Futura 2-dr. sed., $2,160; 
2-dr. 2-seat stat. wag., $2,225; 4-dr. 2-seat 
stat. wag., $2,268. 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- 
lane 500—14-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 


$2,966; 4-dr. 


$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2.847, Station Wagons—2-dr. 


2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr. 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; convy., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,-/| 


109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 


Sales by Dealers ~ 


Trail 1960 Pace 
By 19 Percent 


WASHINGTON. — New-car deal- 
ers sales in February totalled $2,159 
million, down 4 percent from the 
January figure and 19 percent be- 
low the total for February of last 
year, the Commerce Department 
reported. 

The nation’s retail sales for the 
month amounted to $15,167 million, 
4 percent below the totals for Janu- 
ary and February of last year. 

February volume of tire, battery 
and accessory dealers reached $149 
million, off one percent from Janu- 
ary and 9 percent from February, 
1960. 





hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr, hardtop, 
$6,426. (TorqueF lite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr._ sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr, sed., 
$2,471; 2-dr, sed., 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr,. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard coupe, $2,330; standard 4-dr, 2- 
seat stat. wag., $2,681; deluxe 4-dr, 2-seat 
stat. wag., $2,816; standard 4-dr, 3-seat 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat. 
wag., $2,897; Cutlass sport coupe, $2,621. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
Stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
Stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr, sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 

PONTIAC—Tempest—4-dr. $2,167; 
coupe, $2,113; custom coupe, 4-dr. 
2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat, wag., 
$2,129. Super—4-dr, sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 


sed., 
$2,297; 


tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 


Custom 400—4-dr. sed., $2,199; conv., $2,- 
459. 


compiled by R. L, Polk 





$2,417. Meteor 8300 — 


Classic—Deluxe Six—4-dr. 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 
Custom Six—4-dr. 
$2,717; 5-dr, 3-seat stat. 


seat stat, 


5-dr, 


wag., 


3-seat stat, 


sed., 


sed., 


wag., 


512; 4-dr 


—4-dr. 


$2,098; 


sed., 


. 2-seat stat. 


$2,842. Custom 400 Six—4-dr. 
$2,563. Super V-8—4-dr. sed., $2,397; 4-dr. 
2-seat stat. wag., $2,701; 5-dr. 3-seat stat. 
wag., $2,826. Custom V-8—4-:ir. sed., $2,- 
wag., $2,816; 5-dr. 
3-seat stat. wag., $2,941. Custom 400 V-8 
$2,662. 

Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 


sed., 


3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dy. 2-seat stat, wag., 
$2,986; 5-dr. 3-seat stat. wag., $3,111. 
wag., $2,697. | Custom 400 V-8—4-dr. sed., $2,812. 
$2,413; 4-dr, 2- STUDEBAKER—Lark Deluxe Six—4-dr. 



























Truck 
released 


Arkansas 
Colorado 
Illinois 
Indiana 
lowa 
Louisiana 


Maine 


Michigan 


Minnesota 


Nevada 


New Jersey 


Ohio 


Tennessee 


Utah 


Vermont 


Hawaii 


sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 


stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-% 

4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr. 2-seat 


stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 


Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 
WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models.) 
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| Port-of-Entry Prices on Imported Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, S. trans- 
portation» fees, state and local taxes or 
optional equipment. 

(Copyright, 1961, by Automotive News) 


ALFA ROMEO—Giullietta-—Spider conv., 
$3,150; Super Spider conv., $3,450; Sprint 
coupe, $3,495; Veloce coupe, $3,795; Sprint 
Speciale coupe, $5,550. 2000—Spider road- 
ster conv., $4,650. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 


$10,400. 


Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr, stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 


Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), §$3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr, stat. wag., $2,321.07; sport 


cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 
els. ) 


BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 
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BERKELEY — B-95 — Roadster, 
(West Coast port-of-entry price). 

BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed, (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed, (automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 

BMW 700—Coupe, 
matic clutch), $1,993; 


$1,795. 


$1,898; coupe (auto- 
sport coupe (2 car- 


buretors), $1,998; 2-dr, sed., $1,648; 2- 
dr. sed, (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 


all models.) 


BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 
BORGWARD—Isabella—2-dr. sed., $2,- 


295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 
BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 


er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 


CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr, stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed,, $3,795. (Power brakes standard 
on ID-19 stat. wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
DS-19 models.) 

DAF—600—Standard 2-dr. sed., $1,395; 


Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on _ both 
models.) 


DAIMLER—SP-250 V-8—Conv. with full 
equipment, $3,995; hardtop with full equip- 





Tax Incentives Urged 
To Boost Car Purchases 


AUSTIN, Tex. — Federal tax in- 
centives for consumer investments 
in cars, homes and durable goods 
generally would provide a powerful 
stimulus to full employment and 
long-run economic growth, Pro- 
fessor George Katona of the Uni- 
versity of Michigan Survey Re- 
search Center, said. 


In remarks prepared for a 
University of Texas conference 
on consumer problems, Katona 
said these kinds of consumer in- 
vestment should receive tax 
treatment broadly comparable to 
the incentives recommended by 
President Kennedy on_ business 
expenditures for new plant and 
equipment. 


Katona suggested that tax cred- 
its could be given to buyers of 
houses, autos and large appliances, 
as well as to families making addi- 
tions and repairs to their homes. 
Alternatively, he said, some stimu- 
lation could be achieved through 
reducing excise taxes in the case of 
automobiles. 


Several different forms of incen- 
tives might be considered, once tax 
policy put consumer investment on 
a par with business investment and 
investment in human capital, he 
continued. All three contribute to 
economic growth and development. 


Since the start of the Industrial 
Revolution, Katona noted, the dis- 
cretionary nature of business in- 
vestment has gained wide recogni- 
tion as a key factor in economic 
“ups and downs” of the Western 
world. 

But in recent years, consumers 
have gained much the same 
power, thanks to rising incomes, 
technological innovations and the 
greater availability of install- 
ment credit. Today in America, 
the discretionary investments of 
consumers substantially exceed 
those of business, both in size 
and volatility. 

Ag a result, Katona said, “Growth 
and expansion of our economy have 
become dependent on consumer in- 
vestment as well as business in- 
vestment. Yet measures intended 
to stimulate the economy have been 
limited to incentives for business 
investment.” 

Studies conducted by the center 
show that the current market 
value of owner-occupied, one fam- 
ily homes in America totals ap- 
proximately $400 billion. After de- 
preciation is taken into account, 
the value of automobiles and other 
durable goods owned by consumers 
now totals nearly $200 billion. 

Together, these consumer invest- 





From 1946 to 1955, the net stock 
of these goods per household 
more than doubled (in constant 
dollars), accounting for much of 
the nation’s economic prosperity. 


But during the last five years, 
the rate of increase in consumer 
possessions slowed down. “Consum- 
erinvestments fluctuated even 
more sharply than business capital 
expenditures,’ Katona noted. 
“Changes in business investment 
often lagged behind shifts in con- 
sumer investment.” 


While the prevailing mood of 
consumers has helped make the 
post-war recessions short and mild, 
it has also resulted in relatively 
moderate economic growth, especi- 
ally since 1956. 


“Today the consumer remains 
hesitant,” Katona said. “A vigorous 
and enduring upturn is not assur- 
ed. The consumer is receptive to 
favorable stimuli, but these are still 
greatly needed.” 


Tax incentives for consumer in- 
vestments in cars, homes and 
durable goods would boost buy- 
ing of these “big ticket” items, 
Katona noted. Moreover, these 
stepped-up purchases would not 
be “borrowed” from future sales. 
“Extensive studies by the center 

have shown that most people who 
replace their car or refrigerator do 
not do so because their article is 
worn out or does not perform gatis- 
factorily,” he said. 

“Most commonly, we tradein 
what we own when we are attract- 
ed by something new, The attrac- 
tion of new products can be en- 
hanced through tax incentives for 
their purchase.” 


COLORADO TRUCK AUCTION 
May 2 
Chevrolet—’61 (6) %-ton pickup, 2 at $1,- 
865. 

"60 (6) %-ton pickup, $1,385, $1,350, $1,- 
215; (8) %-ton pickup, 41,255. 

’59 (6) 2-ton cab & chassis, $1,580, $1,- 
470; (8) 2-ton cab & chassis, $1,540; 
(8) %-ton pickup, $1,210, $1,015; (6) 
¥%-ton pickup, $975, $860; (6) El Ca- 
mino, $775. 

"58 (8) 2-ton cab & chassis, $1,550; (6) 
¥%-ton pickup, $1,085, $1,005, $910, 
$860, $780. 


'57 (8) %-ton pickup, $860, $850, $775, 
$665. 
’56 (6) %-ton pickup, $800. 


55 (6) 2-ton cab & chassis, 4770; (6) %- 
ton pickup, $600. 

’54 2-ton cab & chassis, $500. 

’52 %-ton camper, $505; %4-ton pickup, 
$285. 

’49 %-ton pickup, $380. 

’48 2-ton van, $430. 

’47 %-ton pickup, $610. 


ments are nearly twice as great 8S| noage—'60 (6) %-ton pickup, $990. 


business investment in plant and 


machinery, Katona noted. 
Historically, there have been 
important shifts in these con- 
sumer investments. From 1929 to 
1945, the net stock of censumer 
durables declined because of the 
depression and World War IL. 


’57 (8) %-ton pickup, $680*, $665. 
’53 (6) 2-ton grain hauler, $1,025. 
"51 (6) 2-ton cab & chassis, $480. 
Ford——’60 (6) Falcon pickup, $1,430; (8) 
%-ton pickup, $1,405; (6) Ranchero, 
$1,350; (6) %-ton pickup, $1,350, $1,- 
330, $1,300, $1,200, 
’59 (8) 2-ton cab & chassis, $1,415, $1,- 
250; (8) 1-ton stake, $1,030; (8) %-ton 
pickup, $1,020, $970; (6) %-ton pickup, 








Used-Truck Auction Prices 


ment, $4,245. (Heater included 


ment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $1,996; half-ton 
pickup truck, $1,545, 

DKW—‘*‘750"’—2-dr. sed., $1,665. (Heater 
standard. ) 

FACEL VEGA—H.K.-500 coupe, 
Excellence 4-dr, hardtop, $12,981; 
2-dr. hardtop or conv., $4,470. 
matic transmission, power steering, power 
brakes standard on H.K.-500 and Excel- 
lence. Power steering, power brakes stand- 
ard on Facellia.) 

FERRARI — 250 Granturismo — Coupe 


in equip- 


$9,420; 
Facellia 
(Auto- 


(Farina), $12,600; California conv, (Scag- 

lietti), $12,600; conv, (Farina), $13,600. 

(Heater standard on all models.) 
FIAT—500 Series—2-dr. sunroof, $998; 


2-dr. sunroof sport, $998; 2-dr, Bianchina, 
$998; 2-dr. Bianchina sport, $998. 600 Se- 
ries—2-dr. sed., $1,198; 2-dr, sunroof, $1,- 
198; 4-dr. stat. wag., $1,198. 1100 Series— 
4-dr. sed., $1,385; deluxe 4-dr, sed., $1,- 
485; 4-dr. stat. wag., $1,398. 1200 Series— 
4-dr. sed., $1,648; roadster, $2,595. 1500 
Series—Roadster, $3,298. 2100 Series—4-dr. 
sed., $2,598; 4-dr, stat. wag., $2,658. 
(Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195. (Other 
engine options available.) 


FORD (England)—Angla — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 


4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zodiac— 
4-dr. sed., $2,412; conv., $2,890. 

HILLMAN — Husky — 2-dr. stat. 
$1,579. Minx—Special 4-dr. sed., $1,599; 
Deluxe 4-dr. sed., $1,699; conv., $2,099; 
4-dr. stat. wag., $2,199. Commer Caravan 
—S8-passenger stat. wag., $2,825; ‘‘Mobile- 
home’’ type vehicle, $3,655, 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,675. (Automatic 
transmission, power brakes and heater are 
standard.) 

JAGUAR — 3.8-Litre Sedan — 4-dr, sed. 
(overdrive), $4,915; 4-dr, sed, (overdrive 
and power steering), $5,045; 4-dr, sed. 
(automatic transmission and power steer- 
ing), $5,195. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150— coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. XK-E — Roadster, $6,095; coupe, 
$6,320. (Heater standard on all models.) 

LANCIA — Appia — 4-dr. sed., $2,398; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. Flavia—4-dr. sed., 
$3,685. Flaminia—4-dr. sed., 5,998; coupe 
(Pinin Farina), $6,355; sport (Zagato), 
$6,485; G. T. Touring, $6,485. 

LLOYD ARABELLA—2-dr. sed., $1,698. 

MASERATI—Coupe, $11,400; conv., $12,- 
300. 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4.583. 220-SE—4-dr. sed., 
$5,018; 2-dr. hardtop, $8,323. 300 — 4-dr. 
hardtop, $10,070; 4-dr. hardtop (automatic 
transmission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—-4-dr, stat. wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr. stat. 
wag., $5,228; Kombi, $5,131. 190 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) — 4-dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 


wag., 


all models except Series 180, 180-D, 190 
and 190-D.) 
METROPOLITAN — 2-dr. hardtop, $1,- 


672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHOC—conv., $3,069; coupe, 


$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORGAN—Plus Four-—2-seat roadster, 
$2,810; 4-seat roadster, $2,850; 2-seat 
coupe, $2,970. 


San Antonio Dealers Elect 


SAN ANTONIO. — The following 
were elected to head the San An- 
tonio Automobile Dealers Assn.: 
Austin Hemphill, president; Rich- 
ard Betts, vice-president, and 
Charles Turbiville, treasurer. 


$930; 
$1,000. 
"58 (8) 2-ton cab & chassis, $1,450; 
%-ton pickup, $850; (8) %-ton pickup, 
$850, 2 at $775*; (8) Ranchero, $820. 


(8) 1-ton cab & chassis duals, 


(6) 


‘57 (8) 2-ton flatbed, $990; (8) %-ton 
pickup, $800, $600*; (6) %%-ton pickup, 
$535. 

"56 (8) \%-ton pickup, $425; (6) %-ton 


flatbed, $395*. 

"55 (8) 2-ton cab & chassis, $830; (8) %- 
ton pickup, $440. 

'54 (6) %-ton pickup, $500; 
pickup, $430. 

GMC—’59 (6) %-ton pickup, $1,090; 

%-ton pickup, $930, $905. 

’57 (6) %-ton pickup, $770. 

"56 (8) %-ton pickup, $515". 


(8) %-ton 


(6) 


’55 (8) %-ton pickup, $500. 
"49 (6) %-ton H beet body, $270. 
IHC—’60 (8) 2-ton cab & chassis, $1,800. 
*59 (8) travelall, $1,500; (6) 2-ton cab & 
chassis, $1,470; (6) %-ton pickup, $630. 
’58 (6) %ton pickup, $635; (6) %-ton 
pickup, $560. 
'57 (6) travelall, $975, $945; (6) %-ton 
pickup, $765, $600, $580. 
"56 (6) %-ton pickup, $525. 
'54 (6) grain box, $1,250; (6) 2-ton H 
stock rack, $910. 
’51 (6) 2-ton H stock rack, $520. 
*49 (6) 1-ton H stock rack, $225. 
Willys—’60 (6) C-170 pickup, $1,730; (4) 


dispatcher, $910. 
‘59 (6) C-170 H, $1,095. 
'56 (6) 1-ton pickup, $480. 
’48 (6) Jeep, $365. 








78 Pct. of Lancer Sales 


Are in Conquest Field 


DETROIT.—More than 78 per- 
cent of the cars traded on Lancer 
have been makes other than 
Dodge, according to Byron J. 
Nichols, division general man- 
ager. He said 10.2 percent have 
been small imports and other 
domestic compacts, 


He also reported that 69.9 per- 
cent of the tradeins on Dart have 
been competing makes and that 
51.9 percent of the trades for ’61 
Dodge trucks have been vehicles 
manufactured by other compa- 
nies. 





MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr, sed., 
$1,495; conv., $1,574; 2-dr, stat, wag., 
$1,798. 1000 Deluxe—4-dr,. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
stat. wag.. $1,825. Oxford—4-dr,  sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—-2-dr, sed., $1,498, (All are 


5-passenger models.) NSU Sport Prinz— 


coupe, $1,998. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 

PANHARD—Nlice — 4-dr. sed., $1,795; 
Tiger 4-dr. sed., $1,895. Monte Carlo—4- 
dr, sed., $1,998; Tiger 4-dr, sed., $2,095; 
Tiger conv., $2,695. (Heater standard on 
all models.) 

PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 404—4-dr. 


sunroof sed., $2,575. (Heater standard on 
al] models. ) 
PORSCHE — Roadster, $3,780; Super 


Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 
$4,470; Super 90 Cabriolet, $4,800. 


PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
RENAULT — 4CV — 4-dr. sed., $1,095; 


4-dr. sunroof sed., $1,155. Dauphine—4-dr. 
sed., $1,385; 4-dr. sunroof sed., $1,445. 
Gordini — 4-dr. sed., $1,596. Caravelle — 
Hardtop coupe, $2,295; conv., $2,395. 
(Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat. wag., $3,220. 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 


mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB—93F-750—2-dr. 


sed., $1,895; 2- 













ROTARY FP-46 
SUPERSTRUCTURE 





YOUR PRESENT 
JACK—ANY MAKE 
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dr, sed, (automatic clutch), $1,995; 2-dr. 
sunroof sed., $2,019. 96-850—2-dr. sed., 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 


$1,895; 2-dr. sed, (automatic clutch), $1,- 
995; 2-dr. sunroof sed., $2,020. 95-850— 
2-dr, stat, wag, (3-speed transmission), 


2,265; 2-dr stat, wag, (4-speed transmis- 


sion), $2,395. Granturismo 750-—2-dr. sed. 
(4-speed transmission), $2,790. ‘(Heater 
standard on all models.) 
SABRA—2-dr. stat. wag., $1,999; 2-dr. 
delivery van, $1,899. 
SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 


698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., $2,- 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 


Etoile.) (The Etoile 4-dr, sedan is the 
only model now being imported.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 


conv.. $2,349; 4-dr, stat. wag., $2,425. 

SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 

SUNBEAM—Rapler—2-dr, hardtop, $2,- 
499; conv., $2,649; Alpine—Roadster, $2,- 
595. 

TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr, sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 

TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed., $1,795; 4-dr. 
stat. wag., $2,080. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 


model, $2,425. 

TRIUMPH—4-dr., stat. wag., $1,899. Her- 
ald -——-2-dr, sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 


$2,675; hardtop, $2,835. (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat, wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN~—2-dr. sed., $1,595; 2-dr. 


sunroof sed., $1,685; conv., $2,095; stat. 
wag., $2,245; deluxe stat. wag., $2,620, 
Karmann Ghia—cpe., $2,430; conv., $2,- 


695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr, sed, (85 
horsepower), $2,195; 122-8 4-dr, sed., $2,- 
495. (Heater standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


change to frame pick-up superstructure— 


handle all cars and 


Equip your old lifts to handle all 
modern cars by installing a new 
Rotary FP-46 Frame Lift super- 
structure. You can use your pres- 
ent lift jack, and save up to $395 
compared to the cost of a com- 
pletety new lift. 

VERSATILE LIFT—With the FP-46 
be able to handle 


faster, do service, repair and re- 


you'll cars 


save up to $395.00 


placement jobs that just aren’t 
possible with a Roll-On or Free- 
Wheel type lift. The FP-46 is 
today’s most versatile lift with a 
wide range of pick-up adjust- 
ments to accommodate all car 
frame styles. The easily installed 
conversion superstructure is avail- 
able for Rotary and other make 


lifts built since World War II. 


MAIL COUPON TODAY FOR MORE INFORMATION 


& 





ROTARY LIFT DIVISION 
Dover Corporation 


| DD ——, > 


—_ 


Please send information on the Rotary FP-46 con- 
version superstructure. 


Name_ 


\ Dover Corporation, Rotary Lift Division 
‘ 1117 Kansas, Memphis 2,. Tenn, 


Company 


Address. 
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Warranty Plan 


OK’d by Dealers 
In 5 Illinois Cities 


PEORIA, Ill. — The Guaranteed | 


Warranty program for used cars 
has spread into Illinois with its 
adoption by the dealers association 
here and in a number of other 
cities in the state. 

Buyers of cars carrying the war- 
ranty get a 15-percent discount on 
labor and parts for any repairs 
needed within the first year. The 
program aims at stimulating sales 
and adding prestige to used-car 
operations. 


Besides Peoria, Illinois dealers in | 
| June 5-16. 


Rockford, Galesburg, Pekin and 
Danville have adopted the program. 





FAST DELIVERY... PROMPT SERVICE 


REPUBLIC PARTS BINS 


from your nearest Republic representative 


LOS ANGELES 22, CALIF. 
Petley, Inc. 
5424 E. Slauson Avenue 
OAKLAND 1, CALIF. 


Petley, Inc. 
899 73rd Avenue 


ATLANTA 8, GEORGIA 


Geo. E. Kinney Bin Co. 
33312 Peachtree St. N.E. 


CHICAGO, ILLINOIS 


S$. W. Lemon 
5050 S. Austin Avenue 


INDIANAPOLIS, IND. 
Modern Equipment Co. 
1140 North College 


SOUTH WEYMOUTH, MASS. 
Shepard & La Plante 
72 Pond Avenue 


Service Co. 


REPUBLIC STEEL 


BERGER DIVISION = 
1078 BELDEN AVENUE — CANTON 5, OHIO 











SOLVES 
YOUR PLATE 
PROBLEM! 


in @ HURRY! 












JOBBER INQUIRIES 
INVITED 


rh ea 


IN LOTS OF 12 OR MORE PREPAID | 
$1.25 FOR SMALLER QUANTITIES 


Send check with order. 







tN 


EACH 








MINNEAPOLIS 1, MINN. 


Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Steel Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 
Gardner Equipment & 


Route #38 & Church Rd. 
LONG ISLAND CITY 1,N. Y. 


Automotive Parts Dept. Serv. 
48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 
C. B. McMillan Company 
1745 West Grand Street 


BRUNSWICK, OHIO 


Accurate Inventory Service 
Grafton Road, East 






Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 

* CLIP ON AND OFF IN A JIFFY! 

* STURDY! Made of heavy duty galvanized 
spring wire with aluminum clips. 

r SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. 

5 Enclosed herewith our check for $ 

fg Please ship us 

. Name a 

Address___.__-_ 

Cy... “4 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 18) 


balance, steering systems, May 22, 
June 12; (B) Advanced wheel 
alignment, steering gear service, 
collision service, suspension sys- 
tems, and minor body-frame align- 
ment, June 19; (C) Collision serv- 
ice of suspension body alignment, 
June 26; (D) Brake servicing, June 
5. Combined courses are also of- 
fered. (AB), June 12-23; (ABC), 
June 12-30; (BC), June 19-30; (DA), 


BEAR MFG. CO., Rock Island, 





PORTLAND 9, OREGON 


D. R. Munro, Jr. 
1801 N.W. Northrup St. 


PITTSBURGH 12, PA. 


L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 


Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 


The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 


L. B. Clark 
2790 East 3000 South 


ALEXANDRIA, VIRGINIA 
A. T. Watson 
219 Lloyd Lane 


et es 5 
[REPUBLIC 
















* FIT ANY BUMPER! 






Deoler Plate Holders. 


Stote _ vs 


beeen eeee wl 


of scheduled classes and enroll- 


Co., 2101 Cass Ave., St. Louis 6, Mo. 


Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 


the basic service and sales training 


is three or four evenings or one 
full day. No tuition fee is charged. 


Classes are held for a period of one 


equipment may attend. No tuition. 


Contact J. R. Adams, instructor. 


|ing, with emphasis on use of the new 


Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. | 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 


ment contact Barrett Equipment 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 


distributors, The schools provide 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 


Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


BINKS MFG. ©O., Chicago — | 


week once a month. Anyone inter- 
ested in spray painting and spray 


Next classes will be held June 5-9. 


CARTER CARBURETOR CO.,| 
St. Louis—Factory service school is 
offering one class, June 5-16. 

DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray paint- 


airless equipment, on spraying cat- 
alysts and other additive materials, 
on use of the remote cup spray 
outfit and other new systems and 
products. Industrial auto refinish- 
ing, maintenance and jobber 
schools have all been scheduled at 
the factory and field schools for 





jobbers have been scheduled in the 
Midwest and on the West Coast. 
Attendance at the factory school 
in Toledo is without charge for in- 
struction or equipment. However, 
a nominal charge is made for at- 
tendance at field schools. 

ELECTRIC AUTOLITE.CO., To- 
ledo—Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 


the student’s prior knowledge. No| | 


charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 








1961 


All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both. new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure, Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes, The course will be 
conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS CO. St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped. For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 


THERMOID DIVISION, H. K. 





Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, DL, offers 
a complete wheel-alignment in- 





struction course. Classes will be 
conducted in the company’s labora- 
tory garage June 5-9. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Il. 


2-Way Units Called Sales Booster .. . 


Radio ‘Frees’ Sales Staff 


COLUMBIA, S. C.—Two-way 
radio has revolutionized operating 
procedures at Nelson Motors, Inc. 
(Lincoln-Mercury), and aided im- 
measurably in boosting sales by 30 
percent in 1960, according to 
Charles Whipple, general manager. 

“We consider two-way radio one 
of the best investments we ever 
made,” he said. 

“We have been able to make 
more and better sales because 
of improved communication be- 
tween the salesmen, sales man- 
ager and general manager. 

“The salesmen do not have to 
wait around for prospects to come 
into our showroom now,” Whipple 
said. 

John Wilson, sales manager, said 
the radio system has given him 
more freedom from desk duty. 

He said he now can direct sales- 
men from his own car, be free to 
attend auto auctions and provide 
answers to questions on financing 
and tradeins from behind the steer- 
ing wheel. 

“Using two-way radio, my sales- 
men can make 50 percent more 
contacts than they did previously 
and the customers love it,” Wilson 
said. 

The average customer is impress- 
ed with mobile radio, according to 
Ward Gailey, a salesman. 

“When they are driving my 
demonstrator with the two-way 
unit in it, we can contact the 
prospect and point out features 
of the car as the customer and 


* * * 





Calling All Cars— 


John Wilson, sales manager, Nelson 
Motors, Inc. (Lincoln-Mercury), Columbia, 
S. C., communicates with salesmen in 


other cars or in the office through a two- 
way system. The General Electric com- 
munication setup has put his office on 
wheels, he said. 








his family drive down the road,” 
he said. 

Whipple claimed that instant 
communication expedites quick 
Sales. 

“It isn’t necessary for the sales- 
man to go into the prospect’s house 
to telephone or to return to the of- 
fice,” he explained. “The sale is 
kept in motion; it doesn’t lose mo- 
mentum. 

“In the event a walkin customer 
visits the showroom to see a spe- 
cific person who is out in the field, 
a call on the radio brings the sales- 
man into the office so he can han- 
dle the client.” 

The cost of the system ig negli- 
gible in comparison with the sales 
increase it has helped to produce, 
Whipple said. 


Premium Deals 


For Wholesalers 
Blasted by ASIA 


CHICAGO.—AI] automotive man- 
ufacturers are being urged to dis- 
continue premium programs and 
giveaway deals as a marketing in- 
centive in their sales to wholesaler 
customers. 

The request has come from the 
Automotive Service Industry Assn. 
in a sharply worded resolution di- 
rected to all industry manufactur- 
ers. 

In a covering bulletin with the 
resolution, J. A. Bryant, president 
of ASIA said: 

“The hue and cry from wholesal- 
ers and their customers is for a 
return to product selling. Premiums 
are costly to manufacturers and 
that cost is passed along to whole- 
salers in one form or another. Over 
and above that is the skyrocketing 
administrative costs to wholesalers, 
and the detrimental effect on sales 
of other product lines when the 
wholesaler’s salesmen push “Today’s 
Special!’ ... 

“There is no doubt in our mind 
that manufacturers themselves 
would like to discontinue use of 
premiums. They claim they cannot 
because their competitors use them 
and they are forced to follow suit. 
ASIA feels that greater problems 
than this have been solved by co- 
operation of the manufacturers.” 

The resolution urges manufactur- 
ers to divert their premium costs to 
basic product training and selling. 
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Quality Is Answer, McWilliams Says... 


Import Sag Laid to Inept Marketing 


(Continued from Page 6) 


market, because there are some big 
truths about the imported car in} 
America, 

“One of them is that a lot of 
these European companies can do 
a good business in America on a 
very small volume, say on a few 
thousand units, maybe as low as 
3,000 to 5,000 units a year if it’s 
done skillfully. 

ob 





* * 


“yf DON’T think that such a vol- 

ume of imported cars hurts 
anyone in America either. I think 
that it is a healthy thing. Many 
wonderful recent developments in 
the American car industry can be 
credited to the impact and the in- 
fluence of the imported automobile 
and, I think, that has been a good 
and healthy thing for our own 
country.” 

McWilliams said there certain- 
ly has been a great rising tide of 
sophistication in America about 
automobiles over the past few 
years. “Many people began 
searching out, looking for more 
exotic designs, not necessarily 
better cars, but cars which were 
more esthetically exciting to some 
individuals. 

“So I don’t think that any im- 
ported automobile or companies 
need drop by the wayside in Amer- 
ica because of the product because 
there are enough people in this 
country that would buy them. But 
I think that some have and more 
will fall out of the market because 
they were unable to mount a mar- 
keting organization here that was 
able to cope with the requirements 
of the American market.” 

Asked whether he thought the 
introduction of the American-made 
compact was a big factor in knock- 
ing out many of the foreign makes, 
McWilliams said it merely placed 
the focus on the weakness of the 
marketing organizations of some 
companies. 


bd * * 
. A LOT of companies had not 
really established a basically, 
close, decent relationship between 
themselves and their dealers,” Mc- 
Williams said. “Then, when the 
compacts came along, times became 
a bit tougher economically and the 
market became more competitive, 
they had just not banked the good 
will that was necessary to pull them 
through, they just did not have a 
tremendously loyal dealer organiza- 
tion to see them through the tough 
times, 
“I certainly can cite at least 
one company that enjoys a loyal 








dealer organization that served 
them well when the times got 
tough, and that’s the thing that 
we have to be tremendously 
mindful of and work like the 
devil on—that is to come into 
really close relationship with our 
dealers.” 


McWilliams said the imported- 
car market suffered a slump in 
1960, but “I don’t think it is the 
end at all.” 

“I think that if the European 
companies are able to continue to 
produce cars that are interesting 
and exciting to Americans, if they 
are able to establish marketing or- 
ganizations in this country that 
meet the requirements, the market 
is by no means dead. 

“I don’t think it will have the 
dramatic growth of the past, but I 
don’t think it’s going to peter out 
or just dry up.” 

o*K * + 

ERCEDES - BENZ’ position in 

the American market is influ- 
enced primarily by supply, but it 
hopes to sell something more than 
12,000 cars in the U.S. this year. 
Overseas its business has been ris- 
ing by leaps and bounds, according 
to McWilliams. 

“An interesting thing about our 
sales future lies in the fact that 
in 1959 only 7 percent of our sales 
were in diesel automobiles, while 
in 1960, without running so mueh 
as one advertisement or making 
any promotional or other sales 
effort on the diesel, sales jumped 
to 17.7 percent. 

“Looking ahead,’ McWilliams 
said, “I think that we have a great 
future in the field of diesel auto- 
mobiles. Our diesel owners are ter- 





rifically excited about their cars 


because they are so reliable and 
they are so economical. 

“There are travelling salesmen 
who make a fair amount of money 
every year from driving M-B die- 
sels and pocketing the difference 
between their per mile allowance 
given them by their company and 
the actual cost of operating the car. 
In fact, I've heard stories that 
many travelling salesmen are mak- 
ing about an extra thousand dollars 
a year from this extra six or seven 
or eight cents a mile they get.” 

* ok * 
| dae negpecnted the biggest phase of 
the current M-B program is the 
setting up of a quality dealer pro- 
gram that the company hopes will 
give it a close, family-knit retail 
organization. 

During 1960, M-B terminated or 
otherwise separated about 80 
dealers, which McWilliams didn’t 
think ever received proper con- 
sideration, because it happened at 
a time when everyone was “going 
flat out to try to get dealers. 

“When we compare the size of 


our dealer organization today with 
what it was a year ago—316 as 
compared with 450 a year ago—it 
is appreciably smaller, but it also 
is appreciably better. 


“I think all of us today would 











7? 


say we will have to work flat out i 


to make it better still, because 
we're certainly dealing with the 
kind of an automobile that just 
cannot be sold in any kind of facili- 
ty. It has to be sold in an enorm- 
ously fine-appearing facility—prob- 
ably more than it has to be sold 
in a facility where service is tre- 
mendously good. 
* * * 

“TZ VERYONE talks about the 

necessity of service having to 
be good, but when you come to M-B 
you're talking about the most com- 
plicated line of automobiles in the 
world in terms of servicing, spare 
parts, etc., because of the great 
range of engines. It is a tremend- 
ously broad and very sophisticated 
line of automobiles in terms of 
power plants, so as an imported 
automobile company, we have a 


Studebaker Fleet— 


Marie W. Clark, city clerk, Livonia, 
Mich., accepts delivery of three 1961 Stu- 
debaker widebox pickup trucks from Gib 
Bergstrom, Gib Bergstrom, Inc. (Studebak- 
er-Mercedes-Benz), Northville, Mich. The 
Studebaker trucks are for use in the city’s 
public works department. 





burden in the service field that is 
not shared by any other company. 

“In the area of spare parts, 
Volkswagen, which has done an 
excellent job, is not to be com- 
pared with the complexity of the 
program, both from our stand- 
point and the dealer’s standpoint, 





that we’re faced with. And here, 
we have to say thank God for 
the Studebaker part and service 


| operations which we share. 


“We have 16 warehouses, tre- 
mendous facilities which no other 
imported automobile company could 
really finance or accommodate from 
an economic standpoint.” 

Another part of the quality dealer 
program that McWilliams hopes 
will give retailers a better insight 
into the M-B organization will be 
the Diamond Jubilee trip to Ger- 


;| many for 200 M-B dealers and their 


wives in July. 
* * * 
“TI‘,HERE has been somewhat of 
a sales promotion aspect to 
this but very modest in comparison 
with the idea that if you’re going 
to be a Mercedes-Benz dealer you 
must have been to Germany; you 
must have been to Stuttgart and 
have seen these automobiles built,” 
McWilliams said. 

The requirements for dealers to 
qualify for the trip was this: 
“Dealers had to perform in their 
sales area in February through 
May of this year as well as they 
had done in the same months of 
1960. The trip represents a big 
investment for us and we really 
couldn’t justify taking everybody 

(Continued on Page 80, Col. 2) 
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ACRYLIC 


ACRYLIC LACQUER 


THINNER 
DTL-135 


Allows acrylic to atomize and 
flow out properly, helps elimi- 
nate orange peel, and provides 
good gloss. Excellent for touch- 
up repairs or complete finishing. 


Also mist coating. 
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These unusually high-quality products are 
completely new developments of D1iTzLER 


research laboratories. . 


. not merely modifica- 


tions of existing materials. These thinners are 
specially formulated to meet the needs of vary- 


SPECIAL THINNER 


OR ACETLIC SPOT etpaies 





Specially designed fur spot re- 
pairing of acrylic colors to cover 
up cracks on black and other 
weathered colorsor lifting around 
featheredges. Has exceptionally 
fast drying properties. 
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outstanding thinners 


for better repair of acrylic finishes! 
DTL-151 


Non-Penetrating Acrylic 
Spot-Repair Thinner 


DTL-876 


ww All-Purpose Thinner 


Gives good gloss to colors and 
flows out primer-surfacers so 
they fill well and sand easily. 
Specially blended to work equally 
well with DURACRYL or lacquer 
colors and primer-surfacers. 


ing surface conditions in acrylic repairs. 
e@ You'll find these new DurAcRYL® Thinners 


cut costs, save time, and keep your paint jobs 
looking new longer. Ask your DITZLER jobber 


for complete information. 


Ditzler Color Division, Pittsburgh Plate Glass Company « Detroit 4, Mich. * Torrance, Calif. 
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Inside and Out— 


Firestone Tire & Rubber Co.'s new car 
tires will have a tread pattern on the in- 
side as well as on the outside. The new 
interior is the result of a tire curing proc- 
ess that eliminates the possibility of air 
being trapped in the cord body of the 
tire during its curing. This new tech- 
nological advancement is said to assure 
a safer and cooler operating tire. 
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unless they showed the will to 
work and, in effect, earn a 10-day 
visit to Europe,’ McWilliams 
said. 


into dealerships, making a complete 
analysis of the situation, working 
out standards for parts and service, 
and doing a lot of urging on ways 
to display the cars. 

McWilliams said one of the 
things that impresses him as he 
travels about the country is the 
low level of product presentation 
in the American car business, 

” * * 
_ EUROPE today, they have 
many showrooms that are real- 
ly exciting presentations of a prod- 
uct—not just Mercedes-Benz, but 
the automobile. 
“Here you see showrooms de- 








controls hard-to-stock items 


Republic Long Parts Storage Units stock and store 
hard-to-handle items for tell at a glance inventory 
control. Neat, orderly storage for bumpers, tailpipes, 
springs, axles, tierods, shafts, trim strips. 


Angle bars can be adjusted to meet practically any 


storage problem. Each unit 
97” high. Bonderized and 


green, gray, or tan. Call your Republic representative, 


or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 





is 36” wide, 24” deep, and 
baked-on enamel finish in 
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- . . Costs LITTLE—Gives BIG DISPLAY! 


NEW AND USED-CAR SALES 


? 
Ai PRESTON’S, 102-J Main St., Greenport, N. Y. 





MATIC EYE-STOPPER IN SKY! 


Message VISIBLE FOR MILES... 












IDEAL FOR YOUR SPRING 
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Brand new U. 8. surplus meteorologi- 1 enclose $___ —- 
cal balloons, inflate to 20 to 30 feet— - i 
use vacuum cleaner or gas. Neoprene , Send — _~ Meteorological Balloons to: 
rubber cost Govt. $20—limited quan- ‘ 
tity. $2 plus 50c for handling and post- |» NAME —__ erm. - Sei) 
age, or send $10 for 5 piooes von ol , 
paid. Carry your eye-stopping sales 
message to thousands. Order today from i ADDRESS — — —— . 
RESTON’S, 102-J Main St., Green- 
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Quality Called the Answer .. . 
Sag in Imports Laid 
To Inept Marketing 


(Continued from Page 79) 





void of all the streamers, banners, 
all the tired satin gizmos with tas- 
sels. 

“This fall we’re going to begin 


M-B currently has teams going/|a series of seminars with our deal- 


ers. I hope to bring in people from 
universities, from other walks of 
life, from marketing, advertising 
promotion, etc., not just a seminar 
on Mercedes-Benz, but on all as- 
pects of the business—on present- 
ing the product or on the business 
aspects, or on how you can achieve 
the highest degree of communica- 
tion in your community with people 
who are likely to buy this kind of 
car. 

“We hope to mount some sort of 
massive intellectual attacks on as- 
pects of the automobile business; 
perhaps give some leadership in 
this field, Perhaps the M-B automo- 
bile seminars could become some- 
thing that people would look for- 
ward to and be newsworthy and 
people in other areas would enjoy 


coming to them.” 
* 


* * 


-B ALSO is going all out to 

train mechanics. It currently is 
operating four basic service train- 
ing schools. 

Asked if a dealer has a harder 
time obtaining mechanics to work 
on imported cars, McWilliams 
said he was sure the imported- 
car mechanic has more stability 
in terms of his work association. 
“I think there’s more of a cult 
still to the ownership and to the 
sale and servicing of an imported 
car. The product itself tends to 
have essential fascination. People 
are intrigued by it, and in many 
cases have become dedicated to 
it.” 


proved that the car certainly can 
be sold when hard work and im- 
agination and real endeavor are put 
behind it.” 

Asked whether it was true that 
Mercedes-Benz is considering a less 
expensive car for the American 
market, McWilliams said, “I can 
say from visitations in Stuttgart, it 
just couldn’t be true. 

“The only thing we can say in 
that area is that Daimler-Benz 
bought Auto Union and DKW. We 
could expect that both those lines 
of cars will come under the influ- 
ence of Daimler-Benz and to that 
extent it has a cheaper or less ex- 
pensive line of automobiles. But 
you will not see cars coming out 
of Stuttgart very much different in 
the future than today.” 

a * * 





Scroll for Murphy— 


Mike Murphy, left, executive vice-pres- 
ident, Automotive Trade Assn. National 
Capital Area, receives his scroll of office 
from Brig. Gen. F. J. Clarke, District of 






CWILLIAMS said he thinks 
Auto Union may surprise some 
people. “We’ve had hard times with 


Columbia engineer commissioner, in a 
ceremony in his office. Murphy was ap- 
pointed as a member of the District of 
Columbia Citizens Traffic Board and be- 
comes the chairman of the laws and reg- 
ulation and motor vehicle administration 
committee. 


Union and DKW also are factors 
in the company’s future in the U.S. 
Neither are big sellers in the U.S., 
so the natura] question was: What 
lies in the future for these cars? 

“In 1960, three imported economy 
cars increased their percent of the 
market, and they were VW, Saab 
and DKW,” McWilliams said. 


* * * 


“S°: IN terms of market penetra- 
tion, we’ve moved ahead, but 
that’s not saying very much be- 
cause in terms of total sales, the 
DKW has been less than tremend- 
ous. 

“We’ve been doing something 
recently though that has pro- 
duced more sales appreciably, and 
in fact, in the last couple of 
months we actually doubled our 
retail sales. 

“We now have teams that are 
going into dealerships primarily in 





Although the Mercedes is the big 
car in the M-B setup, the Auto 


the Northeastern states and con- 
ducting mass attacks on all aspects 


Import Franchise Offered 
As ‘Plus’ Dealer Business 


By Donald M. Lyons 
Staff Correspondent 

MINNEAPOLIS.—The Fiat fran- 
chise is being offered to established 
dealers as “plus” business in the 
seven-state territory serviced by 
Stephens Italian Motors, Fiat’s Up- 
per Midwest distributor. 

Stephens Italian Motors, a divi- 
sion of W. R. Stephens Co. (Buick) 

here, in approaching prospective 
dealers, makes use of the contacts 
that the latter firm has built up 
over the years. 

As it contacts such dealers in 
towns where it wants a retail outlet, 
Stephens Italian Motors urges them 
to inspect the Fiat line and its 
possibilities before taking a fran- 
chise. 

Heading Stephens Italian Motors 
is a husky ex-marine, Jim Morgan, 
who has been with the Stephens 
organization since he was graduated 
from the University of Minnesota. 

Morgan has worked closely with 
dealers in helping them with their 
grand openings and advertising. 
Stephens Italian Motors has entered 
into a cooperative advertising pro- 
gram with each dealer in whatever 
media the dealer felt was best in 
his area. 

The firm also used a caravan 
of cars when the distributorship 
was first organized to create inter- 
est in the Fiat. The four-car 
caravan was driven over 3,000 
miles through the company’s 
territory to show the line to the 
public and prospective dealers. 

The distributor, with the help of 
its advertising agency, Bolin-Smith, 
Minneapolis, also has carried on an 
extensive advertising program of its 
own. It used some 35 billboards 
throughout the greater Twin Cities 
area when the firm was _ first 
started as well as half-page display 
advertisments in the daily Minne- 
apolis and St. Paul newspapers, 
radio spot announcements and time 
on a local television show. 

There also have been two special 
promotions. The firm promoted a 
“free trip to Italy” contest among 
its dealers. Persons had merely to 





register at a Fiat dealer to be 
eligible for the contest. Each dealer, 
in turn, picked a winner. The grand 
prize winner was picked in Minne- 
apolis from the dealers’ entrants. 

Stephens Italian Motors also gave 
a Fiat to the Aberdeen, S. D., Junior 
Chamber of Commerce to be used 
as the grand prize for the “Guess 
the Queen” contest in connection 
with the Jaycee’s Snow Queen 
Festival. 

Present dealers includes Stephens 
Buick, Hopkins Plymouth and 
Broadway Plymouth in greater 


Minneapolis; Zenith City Buick, 
Duluth; Gasoline and Fuel, Inc., 
East Grand Forks, Minn.; E. O. 


Johnson Motor Co., Aberdeen, S. D., 
and Dave Ostrem Imports, Des 
Moines. 


Tuneup for Travel— 


The car-care symbols shown 








it because it had quite a history 
before we took it over. It would 
have been easier if no one had ever 
sold the car in this country before 
and we had been starting afresh. 

“There were other distributors 
and many other things that went 
before us, but I should say that 
over the long haul, I believe that 
Auto Union and DKW both have 
a potential in this country. 

“It is owned by Daimler-Benz 
which means that it is owned by a 
company that for 75 years has been 
infinitely successful, and I reckon 
that for the next 75 years it will 
keep right on being successful, and 
if it owns Auto Union, then Auto 
Union will be successful. Auto 
Union is a tremendous success in 
Germany today. The DKW 750 also 
Sells extremely well in Germany. 

“One of the things about the 
DKW is that it has so many engi- 
neering features that this country 
is just starting to talk about, like 
the front-wheel drive. 

* * * 

= THINK the challenge in selling 

a two-cycle, front-wheel drive 
vehicle is one of finding highly re- 
fined methods of getting into com- 
munication with a certain group of 
people in this country who will be 
absolutely fascinated by those fea- 
tures and want them, And there 
are such people. That has been es- 
tablished. 

“We recently sent out material 
to 10,000 Auto Union-DKW own- 
ers and we got back a barrage 
of letters that was overpower- 
ing. So there are people who 
absolutely will find fascination in 
this product.” 

Although the Auto Union is in 
somewhat the same price class as 
the Studebaker Lark, with which in 
many cases it is dualled, McWil- 
liams said it is not to be compared 
with the Lark because it’s so com- 
pletely distinctive mechanically. 

In addition, McWilliams said, “I 
don’t think, generally speaking, 
that the prospect for a Lark is a 
prospect for an Auto Union or 


vice-versa.” 


Weaver Rambler Moves 
RALEIGH, N. C.—Weaver Bros. 
Rambler has opened new and larger 


quarters at 223 West Lenoir St. 
Trent Weaver is president. 








above are the roadsigns to a carefree vacation trip. 


Whether driving 100 or 1,000 miles, travellers are urged by Mercury test-drivers and 


‘ 


service engineers to take time for a 


‘spring tuneup."’ The 10-point illustrated safety 


check recommends (clockwise, starting at top left): Check front lights and turn signals, 
operate windshield wipers, make sure rearview mirror is clean, check windows for 
cracks and leaks, check rear lights and signals, inspect exhaust system, adjust brakes, 
have steering adjusted, check condition and pressure of all five tires and test horn 
operation. 
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‘Know Every Unit in Stock at All Times’... 


One Way to Move Used Cars 


KANSAS CITY.— “The automo-;and associates at our daily sales|if you put out enough you'll bring 


pile business is selling used cars 
and service and working at it all 
the time,’* according to F. J. Mesce, 
president, Davis Motor Co., Inc., 
(Oldsmobile), Kansas City, Kansas, 
who has his own method of success. 


Key to selling used cars is to 
know every car in stock at all 
times and the amount of cash 
invested in the vehicle, Mesce told 
Automotive News. 


Each 10 days Mesce draws up a 
typewritten list of all used carg on 
hand. Each listing shows the date 
the car was acquired, from whom, 
color, accessories, model, a code 
number, condition and selling price. 
The code number consists of the 
model year and the investment. For 
instance, the number 54985 would 
mean model ’54, investment $985. 


The list is issued to key personnel, 
used-car manager, new-car mana- 
ger and salesmen. Mesce said he 
carries one in his pocket at all 
times. Each sheet is prepared with 
several blank lines on which new 
units can be added during the 10 
days between revision. 

“People everywhere talk to auto 
men about cars,” Mesce said. “I’ve 
been approached in the most un- 
usual places, such as dinners, clubs, 
asking whether I might have such 
and such used car in stock. 

“If ’'m at a banquet in a dinner 
jacket, I’ve got that list. I take 
it out and we go down the line, 
and discover we don’t have it in 
black but we do have a blue one 
and it is in the pink of condition. 

“The result is that usually this 
leads to a sale of that car or an- 
other car and at least a visit from 
the person. This goes on with all of 
our men and is something that 
definitely needs to be encouraged.” 

Mesce also said that one of the 
troubles in selling used cars is that 
too many salesmen want to allow 
too much and thus make a sale 
easier. 

“I continually tell my salesmen 





Freight Measure 
Designed to Erase 
Alaskan Inequity 


WASHINGTON. — A bill intro- 
duced by Senator Ernest Gruening, 
Alaska Democrat, would eliminate 
the inequity between freight costs 
in shipping from points in the 
United States to various points in 
the Pacific Ocean area and to 
Alaska. 

A railroad carrying cargo to the 
port of Seattle now may charge 
the higher, domestic rate for goods 
destined for Alaska but may charge 
the lower import-export rates for 
other ports in the Pacific area. 

In introducing his bill, Gruening 
explained: “To ship an automobile 
from Pontiac, Mich., to Tokyo, it 
will cost $7.83 per hundred pounds 
to send that car to Seattle for 
trans-shipment,. 

“However, if the same car is 
bound for Alaska on the same train 
at the same time, the railroad 
freight charges to Seattle will be 
$10 per hundred pounds—or more 
than $2 more per hundred pounds, 
or more than $72 more for ship- 
ment of a four-door Ford sedan, 
to Alaska than the cost of ship- 
ment of the same car destined for 
Tokyo.” 

Gruening noted “that a reduction 
in the costs of shipments of auto- 
mobiles for sale in Alaska might 
make it possible to reduce the num- 
ber of surplus automobiles, over a 
million of which are in dealers’ 
warehouses, if these automobiles 
could be sold in greater quantities 
in Alaska.” 


Bumper Bill Bounced 


MONTPELIER, Vt.—A “rubber 
buggy bumper” bill which bounced 
into the Vermont Legislature has 
bounced right out again, Rep. Alton 
Kinney asked permission to with- 
draw the measure, which would 
have required automobiles to have 
fancy bumpers around the body as 
a safety precaution. 
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meetings and our more elaborate 
monthly meetings that I do not 
need to go out and hire help to give 
anything away. If we're going to 
give anything away, I am personally 
competent enough to give the whole 
business away without any help. 
Consequently what I must have 
from my salesman is profitable 
deals—not giveaways.” 

Mesce said it pays in the long 
run to acquire the habit of selling 
all the time. 

“A year and a half ago,” he 
continued, “I had my kitchen re- 
modeled and during my conversa- 
tions with the man I hired to do 
it, I told him that if he ever 
needed a car to see me and sug- 
gested that he should trade the 
one he had. 

“Nothing came of it until just 
this week that man came in here, 
called for me, and we completed a 
deal for a new car in about 30 
minutes. So it is plain to see that 


in enough.” 

Mesce said emphasis on service 
had been increased annually for the 
past several years with the result 
that the service business continues 
to grow. 

During the past year, he added, 
he has added more than $5,000 of 
new service equipment, including a 
fully automatic car washer and a 
new front-end machine. Now on 
order is a new analyzing machine 
and several other pieces of equip- 
ment which were requested by the 
service manager. 

“You have to have a_ service 
manager who is ambitious and you 
have to implement him with what 
he wants to get the job done,” 
Mesce said, “otherwise you are 
tying his hands when you do not 
honor his requests.” 

Service promotion here is mostly 
by telephone, although the usual 
cards and letters are mailed to new 
and used-car buyers inviting them 
in. 
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L-M Salesmen Meet in Washington— 


Shown is the first meeting of the Lincoln-Mercury Washington District's Salesmen’s 
Council. The group elected Joseph J. Judge, Baltimore, as its national council repre- 
sentative and drafted a series of resolutions for discussion at that meeting in Miami 
Beach. The salesmen's council is made up of the top Lincoln Continental, Mercury and 
Comet salesmen in the district and includes, from left, William E. Eaton jr., Silver 
Spring, Md.; Melvin M, Rogers, Rockville, Md.; Wesley M, Stanley, Waynesboro, Va.; 
John T. Ingham, Washington; Murdock D. MacRae, Lexington Park, Md.; Judge; Lewis 
W. Allen, Waynesboro, Va.; Thomas G. Curro, Silver Spring, Md.; Thomas A. All- 
dredge, Lexington Park, Md.; Frank Wolfe, Hagerstown, Md., and Bosworth A. Plais- 
ted, Bethesda, Md. Leading the discussion group with their backs to camera are, 
from left, T. N. McDowell, assistant Washington district sales manager; H. L. Swisher, 
district merchandising manager, and F. J. Milliken, L-M Washington area training co- 
ordinator. W. D. Hollidayoke, Annapolis, Md., was absent for the picture. 





an overworked air compressor 
can rob your profits... 


LOW AIR PRESSURE at portable air tools or air-operated equipment is the 
same as a dull saw: It requires more operator effort; the job takes longer; 
you're wasting manpower. 


IN BUSY GARAGES AND SERVICE STATIONS where there is a vital need for 
air, the Ingersoll-Rand Type 30 is proving it has the performance and 
dependability for low-cost automotive service . . . Your local I-R Jobber 
can show you why the many Type 30 features will assure you full capacity 
and a profitable operation. Call him today. 





115A3A 


Ing ersoll 


Ingersoll-Rand Type 30 
Air-Cooled Air Compressor 
¥, through 20 hp 


-Rand 


11 Broadway, New York 4, N. Y. 
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Correspondent Geor e L. Glaser Writes... 





Auto Letter from Europe 


ENEVA, Switzerland.—Since the 

new Model 1300 won’t be ready 
until May, Fiat had to pass up the 
chance of introducing this job at 
the Geneva Auto Show. 

Instead, Fiat presented the new 
Ghia 2100 S sport coupe. This new 
coupe, which will go into produc- 
tion in the summer, is based on 
the largest Fiat. The engine is, 
as they say, souped up. 

Fiat is stressing the 1100 at pres- 
ent, and it will be continued when 
the 1300 appears, 

* * 


VW Ads Lauded 


ILE I am not a propagandist 

for Volkswagen, the new ad 
series which VW is using in Ger- 
many to promote service is a hum- 
dinger. 

Starting with a catch phrase 
such as, “Wanted: A reliable rail- 
road engineer with own locomo- 
tive and own rail yards,” these 
ads explain to the general public 
what the word “labor” means on 
the repair invoice. 

What is in the labor charge be- 


* 





sides the actual wages of the me- 
chanics ? 

VW lists a few fixed amounts of 
overhead such as rent, lot, building, 
wear and tear of equipment, wages 
for other additional personnel, in- 
surance, etc., plus taxes. 

The other expenses are also listed 
and they contain the service sales- 
men, foreman, testing time and 
many other items. 

* * * 


Some Like It Hotter 

— like it not only hot, but still 
hotter—at least that is what the 

Jaguar people apparently are think- 

ing. 

The new better-t h a n-160-miles- 
per-hour sports roadster will be 
ready soon and for the first time 
in Jaguar history it will feature 
rear wheels which are independ- 
ently suspended. 

* * * 

British Modernize 
The British auto industry will 
start a new program of factory 
modernization which will take 
about five years to accomplish. 

















SIMPLIFY INVENTORY CONTROL 


with Republic Parts Bins 


Spend minutes instead of hours checking your stock. 
You can tell at a glance what to order with PLANNED 
STORAGE built around Republic Parts Bins. 


Republic Parts Bins are specifically designed 
to store auto parts, with right-size compartments 
for the items you carry. Bonderized. Baked-on 
enamel finish. Write for catalog, or contact your 


Republic representative. 


REPUBLIC STEEL ¢ 


BERGER DIVISION “Sax 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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AUTOMOBILE DEALER * 


Makes all other methods of 
towing, pickup and delivery 
obsolete. Send for free bro- 
chure. 


O. W. METAL PRODUCTS 


3790 N. Arlington Ave., Indianapolis 18, Ind. 


DRIVEMASTER 



















Figures stated will be not far 
from $750 million. 
* * + 


Hernando’s Hideaway? 
oe circulating in Europe 
says that Chrysler may ship 
the DeSoto factory equipment to 
Argentina. 
cd * * 
Ragtop 220 Due 
The new Mercedes-Benz 220-SE 
sports coupe will get a convertible 
brother—probably next year. 
* * Ed 


EW cars sold in Switzerland last 
year, compared with the year 
before, and their country of origin: 


1959 1960 
United States .......... 2,198 3,797 
SI socsgueitetcsesetited 17,320 22,165 
Germany ................... 33,697 45,971 
England .................... 5,890 7,674 
EEE. iseivcovesidsriviocitvies 6,668 8,240 
ED 0 2 
SPEIER dsavcntsescccetevtseis 451 1,911 





* 


Lucas Role for Jaguar 

a of England has developed, 
for the new Jaguar, a wind- 

shield wiper with more power and 

three arms. 

Lucas has also designed a new 
in-tank fuel pump which is elec- 
trically driven and explosion proof. 
Also for the new Jaguar is a Lucas- 
designed electrically driven fan, 
controlled by the thermostat, 

* * * 
Anglia in Italia 

Ford of England, which start- 
ed to export its Anglia late in 
1959, is now the No. 1 import in 
Italy. 


* * * 


Twin-Blower Tatra 

The Czech-built Tatra, which 
uses an air-cooled V-8 in the 
rear, has a separate air blower 
behind the engine for each bank 


of cylinders. 
* * * 


Eyes on Belgium 
ae still has many men 
out of work, That is why some 
foreign manufacturers are now es- 
tablishing themselves there. 
Several American firms have 
gone into Belgium and American 
Motors is reported to be studying 
car assembly there with Belgium 
content. 

The Russians are said to want 
to start assembly in Belgium of the 
Volga and of the new, small Sapor- 
ovich. 

* * * 
Outfoxing Spies 
i? ORDER to confuse industry 
spies, some makers in Europe 
register their test cars in cities 
where competitors have factories. 

When these prototypes are seen 
on the streets, rumors fall upon 
the competitors. 

°K 


Boom at BMW 

| MUNICH, BMW is heading 
back into automotive prosperity 

under full steam. It has placed 


* * 





Charipar Wins 
Sloan Fellowship 


DETROIT. — Jack E. Charipar, 
Plymouth chief engineer and prod- 
uct director, has been awarded an 
Alfred P. Sloan Fellowship for one 
year of advanced 
study at Massa- 
chusetts Insti- 
tute of Technol- 
ogy’s School] of 
Industrial Man- 
agement. 

Charipar will 
begin the study in 
June along with 
: 43 others from 

q across the coun- 

try nominated by 
Jack E. Charipar their employers 
and selected by MIT to participate 
in the program. Charipar will con- 
tinue his association with Chrysler 
Corp. while at MIT. 

The Sloan Fellowship Program 
was established by the Alfred P. 
Sloan Foundation. Charipar, who 
will be 36 in July, will work for his 
master’s degree in industria] man- 
agement. He has been with Chrys- 
ler since 1947, 












Used-Car Requirements 


Clarified in Minnesota 


ST. PAUL.—State Rep. Ron 
Everson, who operates Goetz- 
Everson Motors (Pontiac-O1ds- 
mobile-Cadillac-Rambler) at Wa- 
dena, sponsored a law in the 
Minnesota Legislature which will 
tighten operating requirements 
for used-car dealers. 

The act spells out more clearly 
the requirement that used-car 
dealers’ display space (used-car 
lots) shall be adjacent to their 
place of business, thus eliminat- 
ing so-called “auto brokers” who 
often operate from an “office” far 
removed from any used-car in- 
ventory. Rep. Everson is a new 
legislator this year. 





large help-wanted ads in German 
newspapers. 
* * 

Automated Plating 

UFFIELD OF ENGLAND has 

installed a new, automated 
chrome-plating operation at a cost 
of about $700,000. 

One man controls the operation. 
Parts enter the plating process and 
come out about two hours later, 
untouched by human hands, 

* ok * 


New-Cell Battery 
Crompton Parkinson, Ltd., a 
British battery maker, offers a 
new battery with tubular cells 
which is said to offer 32 to 38 
percent more output. 
* ok * 


Lucas Ignition 
UCAS, the British maker of elec- 
trical equipment, has come up 
with an electronic ignition system 
which is able to supply an eight- 
cylinder engine at 15,000 revolu- 
tions per minute, 
* 


Ach, Youth! 

AP IN a German paper: “Girl, 
nearly 20, with convertible of 

same age, is looking for a boy 

friend.” 


* * 


* * * 


Daimler-Benz Expands 


Daimler-Benz has added more 
facilities and manpower with the 
acquisition of a cotton-wool fac- 
tory in Esslingen on the Neckar 
River. Esslingen is not far from 
the main D-B plant. 


* * * 


Miniature Motor 
Robert Bosch is now in produc- 
tion on a small electric motor 
which can be used for lifting 
windows, sliding sunroofs and ad- 
justing seats. 
* 


Four for Glas 


HAS GLAS, maker of the Gog- 
gomobil and Isar says that buy- 
ers want no less than four cylinders 
and nothing smaller than one liter 
(61 cubic inches). He will respond 
with such a car for the Frankfurt 
Auto Show this fall. 
o* * 


Cardinal Cloaked 


M*2 OR tension has enveloped 
news circles in trying to get 
advance information on the new, 
small, front-wheel-drive car being 

prepared by Ford of Cologne. 
Every trick in the book is being 
tried, but Ford is like the pro- 
verbial oyster—keeping shut up. 
There have been reports that or- 
ders for components have been 
placed in England. 
* * 


* * 


* 


* 


Borgward Layoffs 

Borgward has released another 
1,500 employes. However, it had 
to give notice to only 750 men, 
since the others already had 


found new work themselves. 
* * * 


Transmission Deal 


Fichtel and Sachs, largest 
clutch maker in West Germany, 
is said to have reached a license 
agreement for automatic trans- 
misions with Borg-Warner. 

* * * 


French Mergers? 


Qounces close to the French 
government have reported that 
there is a growing belief by the 
government that four large car 
makers are too many for France 
in the Common Market. 

As a first step to make the 
French car industry more com- 
petitive, it is said, it has been 
suggested that Renault and Peu- 














geot work together, and Citroen 

and Simca form a combination, 
until full mergers could be ac- 
complished. 

The makers are said not to be too 
happy about the idea, 

I know a country—and you do, 
too—where the government would 
be interested in having more mak- 
ers and more competition, 

OK * * 


Simca Plant Closing 


Bag wehay egy is said to be closing 
down the Simca assembly oper- 
ation in Rotterdam, since European 
Common Market policies make im- 
portation of complete cars just as 
easy. 

* * - 


A Busy Summer 

i, geod models are expected to be 
introduced in Europe this sum- 

mer at a rate never before experi- 

enced. 

They are due from Fiat, Alfa 
Romeo, Citroen, Renault, Simca, 
Mecredes-Benz, Glas-Isaria, NSU, 
BMW, Volkswagen, Taunus and 
the British sports car makers. 
Opel and some of the other mak- 
ers may offer additional body selec- 
tions. 

There may be a nice surprise in 
store later this summer for NSU 
dealers in America, 


GET MORE 


CUSTOMERS 
FOR MORE 


PROFITS 
WITH THE NEW 


WOLF 
PLANS 


OF CUSTOMER 
DEVELOPMENT 


Customers are the backbone of 
your business! Not simply 
owners...but customers who 
buy cars from you...come to 
you for Service and Parts... 
and will buy their next car from 
you. 


Think how your business and 
profits would soar if half, or 
even one-fourth, of the owners 
in your trade area were CUS- 
TOMERS who came to you for 
ALL their automotive needs! 


Adding new customers... hold- 
ing customers and bringing back 
“lost” customers is the job the 
Wolf Plans of Customer De- 
velopment are doing for hun- 
dreds of dealers all over the 
nation! 


The Wolf Plans offer Dealer- 
ships low-cost, proven Customer 
Development programs for any 
department. The Wolf Plans 
also furnish a monthly Cus- 
tomer “Inventory” showing cus- 
tomer gain and loss. 


Take a look at the many NEW 
IDEAS in the 1961 Wolf Plans 
of Customer Development. 
Write, wire or call for the full 
story on Wolf Plans proven pro- 
grams to increase customers and 
profits. 


Serving Authorized 
Dealers . . . Exclusively 
... Since 1932 


he 

JO E.WoLF 

7 COMPANY 
Home State Life Building 

Oklahoma City 2, Oklahoma 
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Court Trims Dann’s Sails ... 





‘Fishing Expedition’ 
Is Spared Chrysler 


(Continued from Page 2) 


Dann that the facts might well be 
dissimilar and that he did not feel 
bound by what the Court of Ap- 
peals had decided on the Studebak- 
er situation. 

Dann later objected to this in- 
terpretation, and Judge Levin said 
he would endorse an appeal of the 
point for speedy resolution by the 
Circuit Court. 


ie * 
bowed charged in his original 
complaint that Chrysler used 
“false and misleading statements” 
in its proxy statement to stockhold- 
ers. Pertinent facts about company 
operations were omitted from the 

statement, he declares, 
A request from Dann that the 
shareholder meeting be delayed 
was denied late in March by Judge 





Senate Committee 
In Missouri OR’s 
Auto-Checkup Bill 


ST. LOUIS.—A Missouri Senate 
committee has voted in favor of a 
bill requiring annual safety inspec- 
tions of al] automobiles, trucks and 
buses. 

Recommended for passage by the 
Committee on Criminal Jurispru- 
dence, the bill would require in- 
spection of brakes, steering and 
lighting equipment, horns, mirrors, 
windshield wipers and tires. 

According to the proposal, in- 
spection would have to be made 
within 30 days of renewal date of 
motor-vehicle license. If defects 
were not corrected immediately, 
the license would not be renewed. 

Garages, filling stations and auto 
dealers with the necessary equip- 
ment would be licensed by the 
state to make inspections and issue 
safety certificates. 

An inspection station would be 
allowed to charge 75 cents to $1.25, 


.of which 25 cents would be remit- 


ted to the state. A windshield stick- 
er would be issued to vehicles pass- 
ing the standards. The bill is part 
of Gov, John M. Dalton’s major 
traffic safety efforts. 


Dealer Forum 


(Continued from Page 3) 
wholesale parts compensation and 


warranty payments and audits. 
* * * 


Public Angle 


WO weeks ago letters were sent 

by Chevrolet to all dealers an- 
nouncing significant changes in 
dealer wholesale parts compen- 
sation, warranty claims, handling 
and auditing and payments. The 
changes also were spelled out at 
factory-dealer meetings. 

This week, Mitchell, who is 
chairman of NADA’s Public Rela- 
tions Commitee, had this to say: 

“Public relations and customer 
goodwill go hand in hand. 

“Public satisfaction with auto- 
mobile dealers can never be if the 
factories make it impossible for the 
dealer to live up to: 

“1, The truth and adherence to 
published warranty claims in a 
manner that is not excessively 
costly to the dealer. 

“2. The competition of other out- 
lets of factory parts that can buy 
cheaper than the dealer. 

“3. The truth with regard to fac- 
tory prices on published stickers 
and price lists that are constantly 
refuted by a handful of dealers’ 
cut-price advertising. 

“Cole’s fast handling of dealers’ 
parts compensation and warranty 
gripes is an indication of what can 
be done in the interest of all par- 
ties concerned. 

“There can be no good public re- 
lations with bad factory-dealer 
relations,” Mitchell said, “nor can 
there be with continuing bad ad- 
vertising and dealers still operating 
outside of the quality concept, 
thereby tarring all dealers with the 
same brush.” 








Levin. However, Chrysler did agree 
subsequently to retain all proxy 
ballots cast in the April election. 
Dann had asked that the court im- 
pound the proxies, 

Chrysler has petitioned either 


Dodge Truck Hits 
12-Month Peak 


DETROIT. — Retail sales of 
Dodge trucks in April were the 
highest since April, 1960, according 
to Byron J. Nichols, Dodge general 
manager, 

He said sales totalled 4,459 units, 
compared with 3,616 in March. The 
April, 1960 figure was 4,624, 

Nichols said retail sales reached 
2,040 units during the fina] 10 days 
of last month, the highest 10-day 
total in 13 months. 











for dismissal of the proxy suit, 
on the ground that the election 
and annual meeting already have 
been held, or for an amended 
complaint from Dann spelling out 
the areas where he feels the 
company transgressed. 

It was the latter motion which 
Judge Levin accepted, agreeing 
with Chrysler that Dann must but- 
tress his charges to stand a chance 
of getting any attention from the 
court. 

In Delaware, meanwhile, defend- 
ants in a stockholder’s derivative 
suit filed by Dann against Chrys- 
ler asked that he submit more par- 
ticulars on 
charges. 

* * * 
HE “vagueness” issue which has 
cropped up in most answers to 
Dann’s allegations was dominant 
again in the Chancery Court suit 
in Wilmington, Del. 

In addition, Keller and his son 
Robert asked to be excused as de- 
fendants in the Wilmington action 
on the grounds they had left active 
employment with Chrysler before 
alleged misdoings took place. 

K. T. Keller, now 75, retired as 
Chrysler board chairman and di- 
rector May 3, 1956. He had been a 
director since 1927, during which 
span he served as president from 


iis 


to drop 


conflict-of-interest ' 





1935 to 1950 and as chairman from 
1950 to the date of his retirement. 
He has remained a consultant to 
Chrysler. 

Robert T. Keller, 48, was a 
Chrysler vice-president for West 


vat 





K. T. Keller R, T. Keller 


Coast operations from 1955 to 
March 31, 1958, at which time he 
left the company. He joined 
Chrysler in 1934 and never served 
as a director. 

The brief for the Kellers states 
no fiduciary (trust) relationship 
between them and Chrysler existed 
when the supplier transactions at 
issue in the Dann suit allegedly oc- 
curred. 

“It is elementary,” the Keller 
brief declares, “that a stockholder 
cannot complain of wrongs done to 
a corporation in a derivative suit 


names? 





es 


which occurred beyond the applic- 
able period of limitation, absent 
any allegations of affirmative con- 
cealment. 

“No such allegations of conceal- 
ment appear in the complaint.” 

* ok +” 

N THE instance of Electric Auto- 

lite, a specific supplier with 
which the Kellers were linked by 
Dann, the Kellers demand in sev- 
eral interrogatories that the De- 
troit attorney detail and substanti- 
ate a charge that they profited un- 
duly from Chrysler use of Autolite 
parts. 

Delaware Chancery Court has 
set no further hearing in the Dann 
suit. Similar charges against 
Chrysler executives have been filed 
by Dann and another shareholder 
in New York courts. 





Newberg Plans Book 


On Chrysler Affair 


NEW YORK.—“My Sixty Days 
as President of Chrysler,” a book 
by William C. Newberg, will be 
published by G. P. Putnam’s 
Sons, a local publishing house. 

The book is being written by 
Newberg in collaboration with 
Phil A. Koury, the former Chrys- 
ler executive’s personal adviser. 








SAY STROMBERG-CARLSON & CLINCH THOSE SALES! 


Your prospects will jump at the chance to own a 


There’s no sales-clincher like a high-prestige accessory. 
When it comes to prestige in radios—we wrote the book. 
General Dynamics /Electronics engineering has created a 
line of custom and universal auto radios that are unrivalled 
for tone, for wide-range performance, for razor-sharp 
tuning, and for trouble-free operation. Radios that are 
manufactured to the highest Quality Control standards 
in the business. Radios that live up to their name, and 


then some. 


GENERAL DYNAMICS 


In auto radios.. 


-THERE 


STROMBERG-CARLSON ...to enjoy the incomparable tone 
and performance on this—the console of car radios. 

For the substantiating facts on the quality and reliability 
of STROMBERG-CARLSON custom auto radios; to learn all 
about the easiest installation yet, the generous warranty, 
and the STROMBERG-CARLSON “one-trip” Service Program 
for auto radio owners—write: Commercial Products, Box 
BC-8, 1405 North Goodman Street, Rochester 3, N. Y. 


ELECTRONICS 


IS NOTHING FINER THAN A STROMBERG-CARLSON® 
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Dealers Polled on Car Transporting .. . 


Dealer Shop Business 
Decreases in April 


(Continued from Page 2) 


few complaints that were connect- 
ed with servicing the incoming new 
cars. 

The most-often-heard complaint 
concerned delays in receiving cars. 
“Too much delay in getting cars to 
us after turned over to the carrier,” 
said a Kansas dealer. 

A Massachusetts dealer who 
does not receive rail shipments 
said, “I prefer rail over truck as 
by rail no damage is likely but 
by truck there is great damage 
and delay.” 

A number of dealers expressed a 
desire to try rail shipments, if they 
could be worked out. A dealer in 
North Dakota stressed the import- 
ance of the lowest cost in selecting 
a method of shipment: “Any reli- 
able method to cut the cost of 
freight —_—e = — rf 


MISSOURI Guiles had a sound 

reason for being against rail 
shipments, although he does not 
receive his cars by rail. He said, 
“Rail shipments have hurt our 
truck sales. We have suffered sev- 
eral repossessions.” 

Among the dealers who have re- 
ceived rail shipments, 55 percent 
said the cars came through in good 
shape. The other 45 percent said 
rail shipment had caused extra 
problems that had to be remedied 
during make-ready. 

The reaction of the group 





Largest Stock in the U.S.A. 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & Oil Seals 
BORG & BECK—Clutches 
LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings BOSCH—Spark Plugs & Ignition 
RANSOME & MARLES—Ball & Roller Bearings | TEXTAR —Brake and Clutch Linings 
WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 

@ other top lines @ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 

REINZ—Gaskets 

SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 





WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 





GERMAN CAR PARTS FRENCH CAR PARTS 
MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers 

COUSSINETS MINCES—Engine Bearings 

SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
S.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 


PECASEAUX—Lamps, Plastic Parts 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.I.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


@ other top lines 









which has found that rail ship- 
ments have caused no special 
make-ready work was summed 
up by an Alabama dealer when 

he said: “Cars were in better 
condition than usual.” 

The most frequent complaint 
about cars shipped by rail is that 
they arrive dirty. Second place on 
the list of complaints went to re- 
ports’ of dents and scratches, third 
place was shared by missing parts 
and major damage to the exterior 


of the car. 
eg * Ea 


N IDAHO dealer combined most 

of the complaints when he re- 
ported: “Extremely dirty, many 
scratches and parts (keys, etc.) 
missing.” 

An Oregon dealer said, “They 
were scratched and dented, win- 
dows broken and always in poor 
shape and very dirty.” 

A Massachusetts dealer com- 
mented: “Cars arrived as much 
as three weeks late plus keys 
for cars were lost.” 

A dealer in Nevada had what 
was probably the top complaint 
but, as he pointed out, it was one- 
in-a-million chance: “There was a 
carload of sand ahead of the units 
and, in a windstorm, the cars were 


sand blasted.” 
* * ed 


NUMBER of dealers observed 

that shipments by rail take 
longer than truck shipments. One 
said that he had trouble when less 
than a carload of autos was 
shipped to him by rail. 

There were several objections on 
the financial aspects of shipping 
cars by rail. 

A Texas dealer said, “Railroad is 
fine. Think factory should pass 
savings on. Convoy trucks do not 
help highway traffic.” 

Oregon dealer: “The railroads, 
to date, have never paid us a 
damage claim and we have hun- 
dreds of dollars outstanding 
against them. Let’s keep the 
business for the truckers.” 

Oklahoma dealer: “We feel that 
we should receive the same markup 
on destination charges as we do on 
the cars inasmuch as it is all part 
of the cost. Also, we feel that the 
factory is making a profit on 
freight.” 

Many of the dealers who had 
complaints about the way cars ar- 
rived after shipment by rail were 
optimistic about the outlook for 
this method of shipment. A Minne- 
sota dealer summed up this view 


National BBB 
Mulls Suspension 


Of Denver Bureau 


DENVER.—The Assn. of Better 
Business Bureaus has begun action 
to suspend the Denver affiliate on 
charges that the Denver “Emblem 
of Truth” program violates national 
BBB policy. 

A motion to suspend the Denver 
bureau was introduced at the na- 
tional organization’s convention in 
Phoenix last week. No vote had 
been reported as AUTOMOTIVE NEWS 
went to press. 

The national group contends that 
the Denver program, which started 
Feb. 26, violates BBB policy of not 
endorsing specific firms. Associa- 
tion leaders feel that use of the 
emblem leads customers to believe 
that only the “pledged” firms are 
to be trusted. 

W. Dan Bell, Denver BBB man- 
ager, said his group will continue 
its program despite the threat of 
suspension. Subscribers to the plan 
agree to an advertising and sell- 
ing code and are permitted to dis- 
play the “Emblem of Truth.” They 
pay $180 a year to finance the pro- 
gram. 





“It is not an endorsement of any| ed 


special groups or merchants, but 
simply a practical form of self- 
regulation,” Bell said. 
























when he said: “They will work out 
okay with a little more effort.” 
* * * 
ane series of questions in 
the survey dealt with free wash 
jobs for service customers. 


It was found that 61 percent of 
dealers do give free wash jobs to 
some of their service customers 
while 39 percent have no free wash- 
ing. 

Just about all dealers who offer 
free wash jobs limit the service 
in some way. Usually, the free 
service is offered only to custom- 
ers whose cars are in for major 
service or body work. In some 
cases, the good customer of the 
dealership gets the free wash job 
when his service work is not 
quite so major. 

Of those dealers who do give free 
wash jobs, 11 percent have a dollar 
rule on when they will give the 
free service. At one extreme, an 
Alabama dealer said he gave a free 
wash job on all repair orders for 
more than $10. At the other ex- 
treme, a dealer in Illinois said the 
service was reserved to those 
whose bills ran above $150. 

* * o* 

Figg geome 20 percent of those 

who give free wash jobs re- 
serve the service for those who 
bring their cars in for body work. 
This is done most often because 
new body parts look out of place on 
a dirty car. As a Pennsylvania 
dealer put it: Cars in for body re- 
pairs get a free wash job “to make 
the new work blend in.” 

The other dealers who give free 
wash jobs with some service work 
have no set rule on when to give 
the service. They apparently con- 
sider the amount of service work 
done, the customer in question and 
the time available in the shop — 
when circumstances seem to call 
for a free ‘vash job, it is given. 

Most of the dealers who offer 
free wash jobs say they do it to 
built goodwill and as a_ public 
relations gesture. A few of the 
comments from this group were: 

Colorado dealer: “We think our 
customers appreciate this little 
extra service.” 

Arizona dealer: “We feel the few 
free wash jobs we give are good 
customer relations and the expense 
is negligible.” 

Ohio dealer: “We think it helps 
make the customer feel better if 
his car is clean when he gets it.” 

Utah dealer: “A necessary cour- 
tesy.” 

* * kK 
gus dealers feel they get back- 
ed into giving the free wash 
job on cars that get dirty during 
long stays at the dealership while 
service is being completed, A Mas- 
sachusetts dealer put it this way: 

“Generally when cars are left for 
large jobs over a period of time, 
they get dirty and dusty just lying 
around.” 

There are dealers who limit 
wash jobs to cars in for major 
service work but who would like 
to offer the service more fre- 
quently. An Ohio dealer com- 
mented: “If we had the room and 
the personnel to handle free wash 
jobs, we could be more liberal.” 

A Kansas dealer was the only 

one who offers some free wash jobs 
and would like to drop the practice. 
He said: “Not really worthwhile.” 

* * * 


HERE are some dealers who 

have made special use of the 
free wash job. A Lincoln-Mercury 
dealer on the East Coast said he 
gave a free wash on all service 
work on Continentals. 

A dealer in West Virginia said 
he gave a free wash when new 
cars are brought in for the 1,000- 
mile checkup and a Louisiana 
dealer said free washes were in- 
cluded when servicing all new 
cars. 

A Michigan dealer said all own- 
ers who come in for a service spe- 
cial which the dealership is pro- 
moting also get a free wash. 

* * * 


ue position of the dealers who 
never give free wash jobs is 
easily summed up: Free wash jobs 
are too expensive, dealers are al- 
ready giving away too much serv- 
ice and customers don’t really ex- 
pect free wash jobs. In addition, 
there is an occasional dealer who 
simply does not have facilities for 
washing cars. 

A Washington dealer comment- 
“Labor too high in Northwest 
to give free jobs.” 

Maine dealer: “You can’t make 
money when you give away stuff.” 
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PROFITS from 


anti-freeze sales! 


A frank statement by the makers of 
**Prestone”’ brand about today’s changing market for anti-freeze. 


A change in customer habits 


It’s no secret that a lot of dealers have been hurting in 
the anti-freeze section of their business. Let’s take a good 
look at the whole sales picture — including the customer 
— for a clue as to what’s happening. And why. 


Ten years ago 95 per cent of all car owners bought anti- 
freeze from dealers who provide service. By 1960 the wide- 
spread “do-it-yourself” trend had changed a lot of habits. 
Almost 50 per cent of car owners were installing their 
own anti-freeze and most of them were buying it “over- 
the-counter.” This figure now seems to be leveling off. 


A merchandising revolution 


A retail merchandising revolution was also going on. All 
sorts of products — including automotive — were appear- 
ing in supermarkets, discount houses, and other forms 
of “do-it-yourself” retailing. The top name quality 
brands were the ones customers wanted to buy, so when 
it came to anti-freeze naturally “PRESTONE” brand had 
the big “over-the-counter” demand. Because of this high 
consumer preference the “over-the-counter” marketers 
made “PRESTONE” Anti-Freeze available in their outlets. 


Can “Prestone” brand stop price cutting? 


“PRESTONE” brand has obtained hundreds of injunc- 
tions against retail organizations prohibiting them from 
selling below minimum retail prices established under 
Fair Trade laws. But this is only possible in the diminish- 
ing number of states having effective Fair Trade laws. 






In the remaining states, a manufacturer is prohibited 
by law from establishing minimum retail prices. 


Here's what the service dealer has working for him 


Thousands and thousands of dealers have improved their 
anti-freeze business by selling SErvicr. The service 
dealer can check the cooling system and sell the com- 
plete winterizing service that his customers need, thus 
increasing his over-all profit. By providing this all-impor- 
tant service he sells peace of mind, and that’s something 
people will pay for! 


Your service story will be featured on big time TV 
advertising. A tremendous “PRESTONE” Anti-Freeze ad- 
vertising campaign, including network television, will 
continue to highlight proper servicing by well-trained 
and well-equipped dealers. We will provide point-of-sale 
displays to enable you to tie-in with this campaign. 


To sum up: you can win back anti-freeze customers 
with service. Start early ... but be sure to give your 
customers the brand of anti-freeze they ask for. You 
can and will lose sales by fighting your customers’ 
preferences ... and this is something the “over-the- 
counter” marketers never do. 


If you sell your customers on service — and give them 
the friendliness and the convenience that they want — 
you'll find anti-freeze business coming back to you — the 
service dealer. 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


UNION 
feeN:4:i09}-89 UNION CARBIDE CONSUMER PRODUCTS COMPANY :- Division of Union Carbide Corporation - 


270 Park Avenue, New York 17, N. Y. 
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By Joseph M. Callahan | 
Engineering Editor | 


De Sisime aa years of being outpromot- 

ed in the auto industry by the 
aluminum companies, the stee] in- 
dustry has begun to fight back 
with a vengeance to prevent fur- 
ther inroads by aluminum. 

In the hardest-hitting counter- 
attack yet made against the use of 
aluminum for automotive parts, 
Great Lakes Steel Co., the nation’s 
largest producer of steel for car 
bumpers, staged a two-hour pro- 
gram in Detroit last week in an 
effort to prove to the press that 
aluminum is totally unsuitable for 
bumpers. 

The program consisted of talks 
by Wilfred D. MacDonnell, presi- 
dent of Great Lakes; Clarence Al- 
tenburger, his technical assistant, 
and William Schmidt, freelance car 
designer and former styling official 
at Chrysler Corp., and several dem- 
onstrations. 

The Great Lakes Steel officials 
said they didn’t believe aluminum 
had a chance to replace steel in 
car bumpers, but they were moti- 
vated by widespread reports that 
aluminum bumpers now are being 
used or would be used soon. 

No aluminum bumpers are cur- 
rently being used on domestic cars, 
although reliable sources say they 
will appear on 5,000 Tempests next 
fall on an experimental field-test 
basis. 

The seriousness of the battle for 
car bumpers between the steel and 
aluminum groups is best illustrated 
by the fact that bumpers use about 
250,000 tons of steel in a six-million 
car year. At about eight cents a 
pound, this represents a $40 mil- 
lion market. 

* * ck 


AKING his case for steel, Mac- 


Donnell said one of the prob- 
lems for the steel producers is that 
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they’ve had to compete to win the 
public favor before a competitive 
aluminum bumper ever became a 
reality. 

“Normally,” he said, “all-out 
marketing effort follows the real- 
ization of product - development 
goals. In the case of the alumi- 
num bumper, this approach has 
been sharply reversed, The com- 
petitive aluminum bumper is still 
a dream.” 

Admitting that aluminum is vers- 
atile and can be used effectively 
in many applications, he said it 
will probably never be used for 
volume auto-bumper production 
because: 

1. It (aluminum) is inherently a 


* * * 








Gunning for Aluminum— 


Wilfred D. MacDonnell, president, Great 
Lakes Steel Corp., a Division of National 
Steel Corp., Ecorse, Mich., went after alu- 
minum “with a shotgun" last week during 
a hard-hitting program designed to prove 


that aluminum is totally unsuitable for 
automobile bumpers. The shotgun was 
fired at steel and aluminum bumper sam- 
ples in a dent-resistance demonstration. 


ADVERTISEMENT 


NADA MANAGEMENT AIDS 


weaker and softer metal than steel 
and has no advantages in bumpers 
to justify its higher cost. 

2. It couldn’t provide the safety 
of steel. 

3. It couldn’t provide the neces- 
sary beam strength that steel pro- 
vides for jacking up a car for tire 
changes. 

4. It couldn’t maintain its ap- 
pearance as long ag steel because 
aluminum is less resistant to abra- 
sion and denting. 

5. It would be more prone to cor- 
rosion. 

* * + 

M’*so DONNELL then proceeded 

to counter several claims made 
for aluminum bumpers. He said the 
claim that aluminum bumpers 
would be 50 percent lighter is un- 
tenable because the wraparound 
“wings” of an extruded bumper 
would have to be made as separate 
sections and then attached to the 
main bar, thereby increasing 
weight and costs. 

He continued: “Another fantas- 
tic claim of record made for the 
aluminum bumper is: ‘Aluminum 
takes up to three times the de- 
flection of steel without perma- 
nent set.’ 

“We do not challenge the validity 
of that claim. But one wonders why 
in the world it is made. Rubber 
will take even more deflection than 
steel without ‘permanent set’—and 
that is why rubber is not used for 
automobile bumpers.” 

Turning to bumper finishes, he 
said anodized finishes for alumi- 
num bumpers are not satisfactory, 
thus compelling auto stylists and 
engineers to agree that any alumi- 
num bumper, whether made from 
an extrusion or formed sheet, will 
have to be chromium-plated. He 
added that this conclusion has 
raised a “high mountain” of prob- 
lems involving both techniques and 
costs. 

MacDonnell then trained his 
guns on the claims that aluminum 
does not rust. He said that this is 
true because “rust” is the reddish 
product of corrosion in iron and 


steel. 
* * * 


OWEVER, he added that alumi- 
num does develop a white cor- 





available to dealers! 


These Management Manuals have been developed by N.A.D.A. as a great help to 
dealers. The prices are at cost, postpaid anywhere in the United States. 





$5.85 [] A primer in accounting, incorpo- 
rating a balance sheet and oper- 
ating statement for dealers of 
any size. Quality binder with di- 
viders and one year supply of 
forms with every account explain- 
ed. Every dealer should have this 
Manual. 


Management Manual for small 
dealers (10 new unit sales per 
month or less). Gives dealer com- 
plete and daily control over In- 
ventories, Expenses, Profits, Re- 
ceivables, forecasts. One quality 
8% x 11 three-ring binder with 
indexes and ample stock of forms. 


$6.75 (J 


Management Manual for larger 
dealers who are departmental- 
ized. A program like above ex- 
panded to serve a larger volume. 
One quality three-ring binder with 
indexes and ample stock of forms. 


$8.25 (J 


$7.45 


$7.25 


$4.95 


$4.15 


O 


The four department manuals for 
larger dealer—below. 


New Car Department Manual for 
larger dealers. Quality binder plus 
forms for Sales Dept. Inventory, 
Sales follow-up, Salesman per- 
formance and Sales Dept. ‘sales 
and profit performance. 


Used Car Department Manual for 
larger dealers. Quality binder plus 
forms for inventory, sales and 
profit performance and daily op- 
eration control. 


Service Department Manual for 
larger dealers. Quality binder with 
stock of forms for daily operation 
control. 

Parts Department Manual for 
larger dealers. Quality binder with 
stock of forms for daily operation 
control. 


For the small dealer Manuals #41 and #2 are recommended. For the larger dealer Manuals #1 
and #3 plus manuals for each department #4-5-6-7 are recommended. 


National Automobile Dealers Association 


Business Management Dept., c/o Harold D. Draper, 
2000 K St. N.W., Washington, D. C. 


DEALER 
Address 


MAIL TO: 


Please send postpaid the manuals designated. Check enclosed $___ 
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Impact Test— 


C. L. Altenburger, left, technical assist- 
ant to the Great Lakes Steel Corp. presi- 
dent, and O. A. Klein, Great Lakes re- 
search engineer, look over the results of 
an impact test of steel-versus-aluminum 
bumpers under identical conditions; With 
two small plant trucks pushing against 
each other, the aluminum bumper col- 
lapsed upon impact, they said, without 
damage to the steel bumper. 

ee ee 


rosion that is just as harmful as 
rust, and that aluminum corrosion 
would be more prevalent on bump- 
ers because the increased amount 
of dimpling and denting that would 
occur would set the stage for cor- 
rosion to take place. 

“The aluminum bumper,” he 
asserted, “would deliver the 
shortest appearance and service 
life to the car owner who takes 
the best care of his car—the 
owner who gets his car washed 
regularly at the neighborhood 
wash rack. This is because alumi- 








num is highly vulnerable to cor- 
rosion attack by the cleansing 
solutions used at these wash 
racks.” 

To demonstrate this, two bump- 
ers—one anodized aluminum and 
the other made of chrome-plated 
steel—were removed from a tank 
after bathing for 100 minutes in 
170-degree water and a strong 
wash-rack soap. When the bumpers 
were wiped dry, the test showed 
the steel bumper still appearing 
shiny, while the surface of the 
aluminum bumper was completely 
ruined. 

Altenburger then conducted sev- 
eral other demonstrations designed 
to show steel bumpers’ superior 
dent resistance, hooking resistance, 
lift strength and design flexibility. 

The dent-resistance demonstra- 
tion was conducted by Detroit Po- 
lice Inspector Harry Reeves, a 
crack firearms expert, who fired a 
shotgun across the hotel room at 
the two bumper samples. 
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Fiat to Tone Down 


Economy Claims 


WASHINGTON.—Fiat Motor Co., 
Inc., New York, has entered into a 
stipulation agreement with the 
Federal Trade Commission regard- 
ing mileage and economy claims 
for Fiat 600 models. 

Fiat agreed to stop claiming that 
the cars can be driven in ordinary 
town or city traffic for less than 10 
cents a day or 62 cents a week and 
will consistently deliver 40 miles 
per gallon of gasoline under town 
or city driving conditions. 

The company also agreed not to 
misrepresent the operating cost or 
gasoline mileage of any Fiat model. 

The FTC noted that a stipulation 
agreement does not constitute ad- 
mission of violation of the law. 


Road Bill Compromises 
On Truck Tax, Ups Tires 


WASHINGTON. — The highway- 
financing bill—passed by voice vote 
by the House and headed for 
speedy action in the Senate—repre- 
sents something of a victory for 
President Kennedy. 

Like the minimum-wage law, it 
is not all that he asked, but the 
principles are there even though 
some juggling of figures occurred. 

The administration undoubted- 
ly was realistic enough to expect 
changes and to have allowed for 
them in its proposals. The result 

—like minimum wage in the past 

and general tax measures now in 

process—is “realistic” legislation. 

Although Kennedy had asked 
that the roads program not dip 
into the general fund and upset the 
budget more than defense needs 
already are slated to do, the power- 
ful Ways and Means Committee did 
agree to some transfer. 

However, Chairman Wilbur Mills, 
Arkansas Democrat, pointed out 
there would be a total diversion of 
less than $2 billion by 1972 — the 
target date for completion of the 
Interstate System, 

He added that five times this 
amount would have been diverted 
under previous proposals. (Half the 
10 percent tax on wholesale prices 
of trucks, buses and trailers, now 


GM, Ford to Hold 


Annual Meetings 


DETROIT.—The annual meet- 
ings of shareholders of Ford Motor 
and General Motors are scheduled 
this week. Ford’s meeting is set for 
Thursday (May 18) in Detroit's 
Masonic Temple, and the GM par- 
ley is slated for Friday (May 19) 
at the Buick-Oldsmobile-Pontiac 
assembly plant, Wilmington, Del. 

Ford shareholders will vote on a 
company-sponsored proposal to put 
Ford’s bonus plan on a worldwide 
basis and on two shareholder-spon- 
sored measures to limit executive 
compensation and extend to three 
years the period which shares pur- 
chased on stock options must be 
held. 

On the GM docket is a proposal 
to provide a secret ballot for share- 
holders. It is sponsored by the Fed- 
eration of Women Shareholders in 
American Business, Inc. 








in the general fund, would go into 
the highway trust fund.) 

The impact of increased taxes on 
truckers was a major point of con- 
tention. Kennedy had asked for a 
boost from $1.50 per 1,000 pounds on 
trucks over 26,000 pounds to $5. 
The Ways and Means Committee 
settled for $3, apparently heeding 
to some extent the anguished cries 
of truckers. 

The committee—and the House 
—went along with the adminis- 
tration in raising to 10 cents the 
eight-cent tax on tires and in in- 
creasing the nine-cent tax on 
inner tubes to 10 cents. But it al- 
lowed only a rise to five cents 
(from three cents) on tread rub- 
ber. The administration had 
asked for a rise to 10 cents. 

The committee acceded to the 
President in his request for keep- 
ing the four-cents-a-gallon tax on 
gasoline, scheduled to drop to three 
cents in July. It refused to raise 
the three-cent tax on diesel fuel to 
seven cents from three cents, but it 
did settle on four cents. 

The tax increases were explained 
by the President and the Ways and 
Means Committee as essential to 
keep the Interstate System on 
schedule and on a pay-as-you-build 
basis. Some $900 million a year is 
needed and ig provided. 

The original cost estimate of the 
Interstate System was $27 billion, 
but it has since risen to $41 billion. 
Of the 41,000 miles authorized in 
the 1956 law, more than 10,440 miles 
are now open to traffic. 


Ford Cardinal Promised 
On Market ‘Real Quick’ 


HOUSTON.—Ford is going to 
be competing in the four-passen- 
ger car market “real quick,” 
newsmen were told here last 
week by Victor G. Raviolo, execu- 
tive director of Ford engineering 
staff. Raviolo was asked about 
the forthcoming Ford “Cardinal” 
or “Bumblebee” during an Amer- 
ican Petroleum Institute meeting. 

“We have no intention of abdi- 
cating the four-passenger mar- 
ket,” Raviolo said. 

He predicted that front-wheel- 
drive power packages, of the type 
forecast for the Cardinal, would 
use either V-4 or V-6 engines in 
cars under 3,000 pounds. 
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Car Output Reaches Year’s Peak .. . 





Model Run Tops Four Million 


(Continued from Page 1) 


Lorain, O., and Metuchen, N. J., 
and the standard Ford unit at 
Dearborn will help offset the 
Chrysler losses. The standard Ford- 
Mercury plant at Los Angeles also 
will be idle this week. 

One highlight of last week’s op- 
erations was assembly of the four- 
millionth car of the 1961 model 


model car production through last 
Saturday stood at 4,108,087 units — 
down 6.8 percent from the 4,409,966 
of last year’s vintage built through 
the same date, but 68.3 percent of 
the 6,011,482 cars assembled during 
the entire 1960 model run, 
* * * 
LTHOUGH both standard Chev- 
rolet and standard Ford reach- 


year. The industry’s total for 1961|ed new highs for the year last 





Car, Truck Output Estimates 


‘By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 13, Week, May 6, May, May 14, May 13, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
IN 4 cirenéalassdpseunctus 9,100 11,404 8,729 17,829 202,892 120,082 
CHRYSLER CORP.** .. 15,350 21,018 15,330 30,680 449,991 200,341 
Chrysler Division. ...... 2,250 2,100 _ 2,092 4,342 43,765 36,310 
os ee 2,200 1,691 2,092 4,292 36,648 33,535 
ee re 50 . aor 50 W117 2,775 
Dodge Division .......... 5,100 10,654 5,196 10,296 167,748 61,272 
Dart-Polara _............ 4,000 10,654 4,002 8,002 167,748 45,771 
ere 2 __e 1,194 Be. s ubvine 15,501 
Plymouth Division 8,000 8,013 8,042 16,042 224,319 102,759 
EEE sini ccatiiecmvionis 4,900 4,904 4,856 9,756 117,269 61,795 
NIMES i tecesacnscedcoveveses 3,100 3,109 3,186 6,286 107,050 40,964 
FORD MOTOR. .............. 43,580 41,841 40,740 384,320 770,568 566,109 
Ford Division. ............ 35,905 32,990 33,433 69,338 642,651 461,223 
RUE SisesasctsbivvsieSevecess 13,940 10,777 12,363 26,303 195,098 167,980 
oo RS re 19,765 19,975 18,929 38,694 411,747 258,142 
Thunderbird. ............ 2,200 2,238 2,141 4,341 35,806 35,101 
L-M Division .............. 7,675 8,851 7,307 14,982 127,917 104,886 
REED). scitiiaidcwamearndee 4,615 5,509 4,320 8,935 44,991 57,163 
Lincoln. .............::00000 470 273 468 938 9,393 12,048 
EI oss .cscevsccsssevess 2,590 3,069 2,519 5,109 73,533 35,675 
GENERAL MOTORS .. 61,266 68,881 58,163 119,429 1,393,716 982,121 
Buick Division ............ 6,093 6,538 5,230 11,323 122,585 91,212 
Buick (Std.) .... 6,538 3,352 7,680 122,585 64,774 
EE... cbivcstiensacehie REE ie Aeboseare 1,878 ar 26,438 
MII «ad sebvdesedeatos tattlns 3,428 3,384 6,072 67,895 62,843 
Chevrolet Division .... 39,000 39,583 37,235 76,235 857,831 590,480 
II a vcasdassatoxevacanss 8,000 4,258 7,718 15,718 122,695 131,247 
Chevrolet (Std.) .... 31,000 35,325 29,517 60,517 735,136 459,233 
Oldsmobile Division .. 6,485 8,782 4,862 11,347 154,585 110,464 
SM. cuibdas tia ubeverbaianhideaite RUD ksthexiens 1,078 7 er 24,080 
Oldsmobile (Std.) .. 5,213 8,782 3,784 8,997 154,585 86,384 
Pontiac Division ........ 7,000 10,550 7,452 14,452 190,820 127,122 
Pontiac (Std.) ....... 4,100 10,550 4,413 8,513 190,820 82,630 
ING ssccdstpnccenssevins ree. 3,039 ee aan 44,492 
S-P CORP. 
SNIIEL,  sieciasivediestbvaunivenindsie 1,522 2,778 1,492 3,014 50,496 21,659 
CHECKER ......0....ccssccsseee 150 207 155 305 2,985 2,246 
Total Cars, U. S.** ...130,968 146,124 124,609 255,577 2,870,648 1,892,558 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 13, Week, May 6, May, May 14, May 13, 
1961 1960* 1961* To Date 1960* 1961 

CHEVROLET ................. 7,600 8,422 7,621 15,221 189,455 122,672 
DIAMOND T .................. 40 42 41 81 1,171 650 
I a Siib0s casusk care Giknvnits oovek’ dnavienees 88 34 34 1,727 809 
IES © sinsecisxeasenescconenseness 1,450 484 1,448 2,898 30,601 23,853 
FORD 7,826 7,228 14,393 150,143 125,678 
GMC 2,057 1,351 2,706 44,777 25,114 
INTERNATIONAL 2,665 3,070 6,280 53,144 53,595 
I se diets teniaedisnsssenegei tues 337 196 396 5,604 3,641 
STUDEBAKER. _............. 372 233 281 6,128 2,817 
TPIS sevccaseasssectaseoes 401 355 695 7,463 6,443 
EET se snncce sees uecasusavecee 2,331 1,145 2,795 58,180 39,326 
MISCELLANEOUS 718 98 198 1,728 1,729 
Total Trucks, U. S. .... 23,158 25,103 22,820 45,978 550,121 406,327 


Total Cars, Trucks, 
































api RA aoa 154,126 171,227 147,429 301,555 3,420,769 2,298,885 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 13, Week, May 6, May, May 14, May 13, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,200 1,513 1,206 2,406 22,911 17,099 
FORD MOTOR .............. 2,100 2,493 2,016 4,116 43,806 38,160 
GENERAL MOTORS .. 4,100 5,028 4,132 8,232 85,860 70,617 
AMERICAN MOTORS ee attaches 180 wee. kien 2,294 
B-P CORR. ........cscrecesseees 160 fee Snape 160 2,092 2,128 
Total Cars, Canada... 7,740 9,191 7,534 15,274 154,669 130,298 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 13, Week, May 6, May, May 14, May 13, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ..... 160 130 160 320 2,863 2,894 
FORD MOTOR. .............. 350 416 298 648 8,080 7,196 
GENERAL MOTORS .. 775 939 778 1,553 17,720 12,302 
INTERNATIONAL ...... 275 260 288 563 5,047 4,614 
Total Trucks, Canada 1,560 1,745 1,524 3,084 33,710 27,006 
Total Cars, Trucks, 
CI aisshsisccsisccisconss 9,300 10,936 9,058 18,358 188,379 157,304 





Grand Total, 
Cars and Trucks, 
U. S. and Canada....163,426 
*Revised. 


182,163 156,487 319,913 3,609,148 2,456,189 








week, the car that stole the spot- 
light was Falcon, which slated an 
alltime high of 13,940 cars. Falcon’s 
previous high of 12,441 units was 
established during the week ended 
July 30 last year. 

In establishing the record, Fal- 
con worked all of its plants at 
least five days, while Lorain and 
Metuchen were on two eight-hour 
shifts Saturday. Only other com- 
pact working overtime last week 
was Comet, which also operated 
at Lorain and Metuchen Satur- 
day. 

Falcon’s alltimer, plus a high for 
the year for Rambler, gave the 10 
compacts an estimated 47,314 as- 
semblies and 36.1 percent of total 
industry output last week. A week 
earlier the group picked up the 
identical percentage on 44,997 as- 
semblies. 

Only compacts working fewer 
than five days last week were 
Buick Special, Oldsmobile F-85 and 
Pontiac Tempest, which were down 
Friday at South Gate, Calif. 


* * * 


eS scheduling at Ford 
and Chevrolet last week gave 
both those makes their highest 
weekly attainments of the year 
and pushed standard-car produc- 
tion to an estimated 59,515 units, 
or 45.4 percent of total industry. A 
week earlier, the group captured 
45.9 percent on 57,159 assemblies. 

Standard Chevrolet, working its 
Norwood (O.) plant six days and 
all other assembly units five days, 
scheduled an_ estimated 31,000 
cars last week, compared with 
28,517 a week earlier. Combined 
with the 8,000 Corvairs turned out 
last week, the division established 
a high for the year with 39,000 
assemblies. 

Ford, working its Dearborn and 
Mahwah (N. J.) plants six days, 
rose to its highest level of the year 
with an estimated 19,765 assemblies 
last week. Its previous high of 
18,929 units was established a week 
earlier. The only unit in the Ford 
Motor Co. setup to work four days 
last week was the standard Ford- 
Mercury plant at Los Angeles. 

The medium-price class turned 
out 20,931 cars for 16 percent of 
total industry output last week al- 
though Buick, Oldsmobile and Pon- 
tiac again were hit by a shutdown 
at the B-O-P field plant at Linden, 
N. J. A week earlier, the mediums 
picked up 14.9 percent on 18,601 as- 
semblies. 

Output in the highest priced class 
skidded to an estimated 3,208 units 
last week as Cadillac worked only 
four days for the first time during 
the current model run. Imperial 
turned out only 50 units last week 
as it began producing cars on its 
new lines at the Chrysler Division 
plant in Detroit. 

* * * 

(ee OAR output last 

week totalled an estimated 
23,158 trucks, compared with 22,820 
commercial vehicles built a week 
earlier, and 25,103 units turned out 
during the week ended May 14 last 
year. 

In Canada, the return of Stude- 
baker to the assembly scene push- 





Dowgard Session— 


Eighty auto dealers attended a meeting 
in Midland, Mich., at which Dow Chemical 
Co. outlined a new marketing program for 
its Dowgard products. Discussing the pro- 
gram are, from left, William O. Newman, 
Warren Cadillac Co., Minneapolis; Edward 
C. Swirsding, Philadelphia; B. L. Johnson, 
Dallas, and Garland Fritts, Dow Chemical. 





California Dealers 


Back Sunday Closing 


LOS ANGELES.—A survey in- 
dicated that 95.6 percent of Cali- 
fornia’s auto dealers are in favor 
of the Sunday-closing bill which 
has been introduced in the State 
Legislature, according to Wilson 
H. Albertson, president, Logs An- 
geles Motor Car Dealers Assn. 

The bill has been passed by the 
Assembly. In answer to critics 
who contend the measure would 
curtail sales, Albertson declared: 
“Other industries are closed on 
Sunday and do well in maintain- 
ing their volume.” 





ed car production to an estimated 
7,740 units last week. That com- 
pared with 7,534 cars produced a 
week earlier, and 9,191 units turned 
out during the week ended May 14 
last year. 

Canadian truck makers turned 


out an estimated 1,560 commercial 
vehicles last week, compared with 
1,524 units a week earlier, and 1,745 
trucks built during the week ended 
May 14 a year ago. 


* * * 


Canadian AMC to Use 
U.S. Plants for Stampings 

TORONTO, — A back-and-forth 
movement of steel across the bor- 
der will be used by American Mo- 
tors of Canada, Ltd., to increase 
the Canadian content of its Ram- 
bler cars from the present 45 per- 
cent to about 53 percent. 

W. W. Bernitt, automotive opera- 
tions vice-president for the parent 
American Motors Corp., Detroit, 
said arrangements have been com- 
pleted, whereby Canadian steel will 
be shipped to Milwaukee and Gary, 
Ind., for body stamping, and the 
stampings then will be reshipped 
to the company's plant at Bramp- 
ton, near Toronto. 


















Auto Men Tour Dow Laboratory— 

Robert Hanson, right, head of Dow Chemical's automotive chemicals laboratory, 
shows visiting auto men a test to check the performance of coolants with regard 
to their foaming tendencies. With Hanson are, from left, Bill Kerr, Ken Brown, Inc. 


(Plymouth), Detroit; Dick Shalla, 
Don McCullagh, Inc., Detroit leasing firm. 


Shalla Chevrolet, 


Detroit, and Jack McCullagh, 


Dowgard Marketing Plans 
Explained to Auto Dealers 


MIDLAND, Mich.—Dow Chemi- 
cal Co. outlined its new marketing 
program for Dowgard coolant dur- 
ing a two-day presentation attend- 
ed by 80 auto dealers at company 
headquarters here. 

The dealers were among 300 
automotive men to whom the 
firm told the Dowgard story in 
a week of meetings, films and 
laboratory visits. The group also 
included jobbers and service sta- 
tion operators. 

Participating in the presentation 
was the Dow field force, headed by 
William R. Lewis, Dowgard prod- 
ucts field sales manager. 

“The sale of Dowgard products 
to new-car dealers poses special 
problems,” Lewis said, “since the 
sell must be made to parts and 
service managers as well as the 
dealership officials. 

“We are convinced that the way 
to sell our products is through the 


service dealer-jobber industry,” he} 
“Our Dowgard full-fill | 


continued. 
coolant and our new Dowgard 
antifreeze will be available to serv- 
ice-oriented aftermarket dealers.” 

Lewis emphasized the import- 
ance of the “half-billion-dollar” 
auto coolant market and declared 
that “our major effort this year 
is going to be to educate and en- 
thuse the dealer levels.” 

He reminded the 
Dowgard is not an antifreeze. He 
said it now carries a two-year or 


24,000-mile guarantee against loss | 
of coolant and that the guarantee | 


includes protection against freeze 
damage. 

“Dowgard is a factory-formulat- 
ed product that offers complete 
radiator protection and maximum 
engine performance,” Lewis said. 

“This complete, all-season, year- 
round protection idea is a brand 
new concept—one that not every 





car owner has completely accepted 
or understood.” 

Also on the program was E. K. 
(Banjo) Matthews, a leading 
Grand National stock-car driver. 
Dow is participating in 28 stock- 
car, sports-car and similar types 
of races in the United States and 
other countries this season, 

Lewis told the auto dealers, “We 
feel that this year’s Dowgard pro- 
gram, with its direct shipments, 
price schedules, powerful dealer 
sales support and trade promotion 
program, as well as our hard-hit- 
ting consumer approach, can 
achieve profitable results for your 
organization.” 


S-P Names Nelson 
Detroit Zone Chief 


SOUTH BEND,.—William C. Nel- 
son has been appointed sales man- 
ager of Studebaker-Packard Corp.’s 
Detroit zone, succeeding Cleve R. 
Foster, who has been named man- 
ager of the corporation’s new retail 





| store in Toledo. 


Since 1960, Nelson, 46, has been 
a regional truck representative and 


| new-market specialist. From 1949 


to 1956 he was Minneapolis zone 
manager for the former Packard 


dealers that | organization. 


Nelson also was formerly assist- 
ant district sales manager in Min- 
neapolis for the old Edsel Division. 

30 Years for Erdelac 

CLEVELAND. — Rambler Dealer 
Joe Erdelac, 47, is marking his 36th 
anniversary in the auto business. 
He started with a small garage, 
became a Studebaker dealer in 1945 
and also handled Mercury and 
Buick before switching to Rambler 
two years ago. 
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Ernest S. Mason, 75; 


Sold First Auto in 1904 

MALONE, N. Y.—Ernest S. 
Mason, 75, who sold his first auto 
in 1904, died April i5 in Miami 
Beach. He was president of El- 
dredge & Mason, Inc. (Dodge), 
Malone, and E. S. Mason, Inc. 
(Dodge), Plattsburgh. 

A former mayor of Malone, he 
wag the father of two dealer sons, 
Fred E., Malone, and William E., 
Albany. Son of a carriage maker, 
Mr. Mason was in that business 
before selling his first auto. 


* * 5, 
Tom K. Cobb Sr. 

DAWSON, Ga.—Tom K, Cobb sr., 79, 
president of Dawson Motor Co, (Ford), 
died May 4. He had been a Ford dealer 
since 1927. 

* * * 


Nicholas J. Bosacco 
PHILADELPHIA.—Nicholas J. Bosacco, 
75, retired founder and manager of Bo- 
sacco Motor Sales, died May. 1, He re- 
tired from the firm in —~ 
* * 


Henry J. Kaiser Jr. 

OAKLAND, Calif.—Henry J. Kaiser jr., 
a vice-president and director of Kaiser 
Industries Corp. and a son of Industrialist 
Henry J. Kaiser sr., died May 2, He was 
44. Mr. Kaiser was stricken with multiple 
sclerosis in 1944, but he continued a heavy 
schedule of work. He headed the public 
relations activities of the Kaiser organiza- 
tion, was a vice-president and director of 
Willys Motors, Inc. and was a vice-presi- 
dent and/or director of several other com- 
panies in the — ar 

* 


William Mettler 
GARY, Ind.—William Mettler, 68, an 
auto dealer for 31 years, died May 1, He 
opened his first dealershin here in 1923, 
felling the Overland Redbird, and later 
handled Packard, DeSoto and Plymouth 
before retiring in 1954. 
* * 


* 
William C. Niermann 
NASHVILLE, Iil. William C, Nier- 
mann, an automobile and farm-implement 
dealer for more than 40 years, died April 
29. He was 67. 


“* 


* 
Howard L, Gibson Sr. 
LANSING.—Howard L, Gibson sr., 65, 
a retired used-car dealer, died April 30. He 
operated a used-car lot for 18 years before 
retiring seven — ago, 
* 


* 
E. W. Hebert 
NEW ORLEANS.—E. W. Hebert, 66, 
former owner of Hebert Motor Co., died 


April 30 in a Los Angeles hospital, 
* * * 


Mrs. G, Breaux Ballard Sr. 
LOUISVILLE.—Mrs, G, Breaux Ballard 
sr., 68, mother of G. Breaux Ballard jr., 


Seat-Belt Cost 
Seen Influencing 


Selection of Car 


WASHINGTON. — Cost of seat 
belts was raised in hearings on ap- 
propriations for the Department of 
Health, Education and Welfare. Dr. 
Albert L. Chapman, head of acci- 
dent prevention of the Public 
Health Service, was being question- 
ed by Rep. Robert H. Michel, Illi- 
nois Republican, 

Michel noted that he had seat 
belts installed in his wife’s car at 
the cost of $45, “which kind of 
irked me.” He asked Chapman if 
there had been any studies of the 
costs of seat belts. 

“I ask this because I can see, in 
a highly competitive business such 
as selling automobiles, the consum- 
er might see that it makes a differ- 
ence of $45 or $50 and because of 
that would buy a different car,” 
Michel said. 

“If the $45 or $50 difference is 
caused by a little matter such as 
seat belts, that could be the deter- 
mining factor in the sale. If they 
put safety belts in every 1961 auto- 
mobile, wouldn’t that bring the 
cost down, so that for $15 you 
could get that little piece of canvas 
with a couple of bolts and fastener 
attached to it?” 

Chapman said the agreement of 
the manufacturers to “install the 
fixings” at the factory was a 
“major breakthrough.” He added: 

“The installation cost would be 
greatly reduced if the fixings were 
put in at the factory and you mere- 
ly had to screw in eye bolts, Then 
you could buy the seat belts wher- 
ever you want to and just snap 
them on.” 


Mims Renamed Mayor 
ROCKY MOUNT, N. C. — Allen 
C. Mims, local Ford dealer and 
former treasurer of the National 
Automobile Dealers Assn., was 
sworn in for another term as 
mayor of Rocky Mount. 


Obituaries 












































head of the Breaux Ballard Buick dealer- 
ship here, died April 30. Her husband, a 
Studebaker and Dodge dealer here before 
switching to Buick a few years ago, died 
last Feb. 5. Mrs. Ballard was the former 
Jane Fish, a member of the Fish family 
which years ago controlled Studebaker. 
* * 


George W. Gumbel 
PITTSBURGH.—George W. Gumbel, 72, 
owner of Gumbel Chevrolet Co. for 45 
years until selling it last month, died 
May 1. 
* * * 
Van A, Payne 
SPRINGFIELD, Tenn.—Van A, Payne, 
Payne Brothers Motor Co., died April 21. 
He was a member of the Tennessee Auto- 
motive Assn. 
* * 
Abraham Merdinger 
NEW YORK.—Abraham Merdinger, 68, 
president of Bridge Motors, Inc., in the 
Bronx, died May 2. 
ag * * 
Ross Howard Edwards 
GREENVILLE, Ill.—Ross Howard Ed- 
wards, 57, Chevrolet-Buick dealer here, 
died May 1. Before becoming a dealer, he 
had been in sales positions with General 
Motors for 20 years. 
* 


* 
Elbert B. Smith 
WASHINGTON, N. C.—Elbert B. Smith, 
35, co-owner of Smith-Mills Pontiac here, 
drowned May 7 when he was swept off a 
boat by a wave in Pamlico Sound while 
on a fishing trip. 


Classified Want Ads 


HELP WANTED 


WANTED-—-EXPERIENCED CHEVROLET 
OR GM SERVICE MANAGER. A man 
with proven’ successful experience to 
manage a service operation doing $30,000 
per month plus. Must possess personality 
to handle customer complaints satisfac- 
torily as well as ability to get along 
well with people generally, Past record 
with Chevrolet handling L & MR’s 
should be good. Prefer a man now lo- 
cated in the southeast. For such a man, 
we have an excellent opportunity in a 
fast growing, aggressive-minded dealer- 
ship with new facilities. Give résumé of 
past experience and earnings as well as 
age and family status in letter direct to 
Gordon Thompson Chevrolet, Inc., P. O. 
Box 5735, Jacksonville 7, Florida. 


PROFESSIONAL CHEVROLET SALES- 
MEN. Well established Chevrolet dealer 
doing volume of around 4,500 new and 
used units per year, needs hard-hitting 
men who can do their own closing. If 
you are under 45, have a proven record 
selling Chevrolet, would ‘ike to live on 
the fast growing west coast of Florida 
and would like a compensation plan that 
pays you for your individual effort, we 
can use you. Send résumé to Box 2495, 
c/o Automotive News, Detroit 7. 


WE NEED TWO TOP MEN for large Mid- 
west Ford dealership, (1) Parts manager 
capable of supervising a department do- 
ing a million dollars in sales annually. 
(2) Service manager capable of running 
one of the leading service operations in 
the district. These men must be experi- 
enced in large operations, have executive 
ability, drive, enthusiasm and _ desire. 
Give complete résumé of background, 
age, experience and references. Please 
enclose recent photograph. Box 2504, c/o 
Automotive News, Detroit 7. 

VOLKSWAGEN GENERAL MANAGER — 
Opportunity for qualified automobile ex- 
ecutive as general manager of a Volks- 
wagen distributor-retail dealership now 
selling 600 plus units per vear. New fa- 
cilities located in Columbus, Ohio. Ap- 
plicant must have recent successful re- 
tail experience. Furnish résumé of ex- 
perience to: D. F. Marsh, Midwestern 
Volkswagen Corporation, 1125 Kinnear 
Rd., Columbus 12, Ohio. 











TOURIST DELIVERY 
MANAGER 


to head Tourist Delivery Department of 
Mid-Atlantic states Volkswagen Distributor 
and to aggressively promote through our 
dealer network the sale of Volkswagens 
to be delivered abroad to American tour- 
ists. Must be thoroughly experienced as 
Zone or District Sales Manager. 


ZONE SALES MANAGER 


thoroughly experienced in dealer sales 


management and open point work. 


Send complete resume with photograph to 
Box 2494, c/o Automotive News, Detroit 7. 








FLORIDA SALESMEN! We can use a man 
with sales manager capabilities on new 
cars and a good used-car nerchandiser. 
We are located across from Cape Cana- 
veral, Belton Pontiac Company, Titus- 
ville, Florida. 

SERVICE MANAGER. Thousand car up- 
state New York Ford dealership. Must 
be capable full charge. Golden opportu- 
nity for proven man. Box 2503, c/o Au- 
tomotive News, Detroit 7. 

BUSINESS MANAGER—By leading Ford 
dealer in Dallas, Texas. Splendid oppor- 
tunity for one with well-rounded experi- 
ence. Metropolitan operation with excel- 
lent volume. Supply full details. Replies 
treated confidentially. Box 2485, c/o Au- 
tomotive News, Detroit 7. 

AGENTS DISTRIBUTORS WANTED. 
Sell New-Power battery reviver. Retail, 
wholesale. Big profits. Write Malinak’s, 
Senecaville, Ohio. 











GENERAL MANAGER or 


HELP WANTED 








PARTS TRAVELER 
FOR 
IMPORTED CAR 


Parts manager experience essential with 


emphasis on management. West Coast 


Salary, expense 


location. company car, 


account, paid life and _ hospitalization 


insurance. Write to Box 2501, c/o Auto- 


motive News, Detroit 7. 





A LARGE mobile home corporation in 
Florida, now expanding, has opening for 
four (4) experienced, young, aggressive 
salesmen to train for lot managers. Must 
buy $5,000.00 in stock at current book 
price. You can write your own ticket, Do 
not take up our time unless you have the 
money and are ready to move, All re- 
plies strictly confidential, Box 2477, c/o 
Automotive News, Detroit 7. 


POSITIONS WANTED AUTOMOBILE 
SALES TEAM (new and used). Are 
you looking for a couple of honest and 
personable young men who are genuinely 
capable of running your sales organiza- 
tion without the aid of ‘‘gimmicks’’ and 
high pressure tactics? Between us we 
have 35 years’ of successful automobile 
sales experience in every phase of re- 
tail automobile operations, such as, mar- 
keting, merchandising, appraising and 
setting.up a successful sales force and a 
profitable used car department. Why not 
give us a try? You’ll be glad you did. 
Box 2487, c/o Automotive News, De- 
troit 7. 


general sales 
manager, sober family man, age 42, sev- 
enteen years’ experience in all phases of 
dealership operation — conventional or 
system type — associated with General 
Motors or Ford. Capable of responsibili- 
ties, well qualified, can produce. Can fur- 
nish factory approval, Presently em- 
ployed as general sales manager with 
one of Southwest’s largest General Mo- 
tors dealers. Must be a real opportunity 
and challenge, Prefer Southwest or West 
Coast. Box 2491, c/o Automotive News, 
Detroit 7. 


AUTO DEALER, sales manager, used car 
manager, business manager. A former 
GM automobile dealer desires position 
with an aggressive company. Well ac- 
quainted with standard accounting pro- 
cedures and daily operating control. Pre- 
fer South, Southwest or West areas, in- 
terested only in association with’ a stable, 
aggressive company with a future, Com- 
plete résumé on request. Box 2488, c/o 
Automotive News, Detroit 7. 


FIFTEEN YEARS’ EXECUTIVE in fi- 
nance business, twelve years’ GM dealer, 
sold out own deal and interested in mak- 
ing new connection, Can set up and op- 
erate finance business for large dealer- 
ship. Will buy into or outright, or 
manage dealership, Box 2489, c/o Auto- 
motive News, Detroit 7. 


FORMER AUTOMOBILE AND TRUCK 
DEALER, 34 years old, licensed pilot 
(2,000 hours), four years college, desires 
position with a large corporation. Inter- 
ested in traffic or purchasing department 
where a backlog of 15 years’ experience 
in automobile, truck and finance business 
will be valuable, Complete résumé on re- 
quest. Box 2490, c/o Automotive News, 
Detroit 7. 


AUTOMOTIVE SERVICE MANAGER, Ex- 
perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer, requiring personnel with 
ability to think at executive or shirt- 
sleeve level. Potential based on results 
in terms of service profit, Box 2468, c/o 
Automotive News, Detroit 7. 


DETROIT TRAINED AUTOMOTIVE EX- 
ECUTIVE experienced in all phases of 
dealership management, interested in 
buy-in proposition with Midwest dealer. 
All replies held in confidence, Excellent 
references. Box 2505, c/o Automotive 
News, Detroit 7. 


PARTS MAN would like to locate in 
Miami, Fort Lauderdale area. Twenty- 
five years experience in Chrysler MoPar 
parts. Box 2507, c/o Automotive News, 
Detroit 7. 


TWENTY YEARS’ EXPERIENCE auto- 
motive sales, general manager and sales 
manager. Could be dealer’s assistant. 
Married, sober, bondable. Top references. 
Box 2486, c/o Automotive News, De- 
troit 7. 


















POSITION WANTED 


MANAGER AVAILABLE, New England 
GM or Ford preferred. Used car and 
truck specialist. Age 48, with 25 years’ 
experience all phases of large used opera- 
tion, Will train good, hard-hitting sales 
force to retail 90% of all used cars at 
a profit. Best of factory and dealer ref- 
erences, Only complete control considered. 
Arthur Bryant, 87 Crescent St., Shrews- 
bury, Mass. Phone: Viking 5-3891. 


SERVICE MANAGER, age 36, married, 
top flight administrator with 14 years’ 
experience in improving all phases of 
dealer service operation, Qualifications 
proved and supported by references, In- 
terested in position which offers oppor- 
tunities in exchange for qualifications. 
Southwest or Southern California area 
preferred. Box 2496, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER—sales manager— 
well qualified to take complete charge. 
Factory references ‘‘Big Three.’’ Box 
2422, c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER—completely 
qualified all phases new and used car 
merchandising. Excellent closer. Will re- 
locate. Box 2467, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 

TORONTO, CANADA: New car dealership 
available with very low overhead and 
excellent profits. 1960 model year sold 
372 new American-line cars, Located in 
heart of Toronto on Automobile Row. 
Adequate facilities for service, parts and 
new and used car business at one loca- 
tion, Premises can be leased or pur- 
chased. Reply Box 2471, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET- 
OLDSMOBILE in Southern Kansas. 
Planning potential ninety, approximately 
$300,000 yearly volume, located on main 
street and major highway. $25,000 buys 




































parts inventory and equipment. Must 
have factory approval, Box 2497, c/o 
Automotive News, Detroit 7. 





DEALERSHIP HANDLING PONTIAC- 
TEMPEST-RAMBLER in midwest town 
of 6,000. Same owner for 16 years, very 
strong dealership in zone. Complete stock 
of parts, equipment, tools, furniture, fix- 
tures, signs, etc, for $10,000 complete. 
Purchaser must have factory approval. 
Factory requirements are high for this 


deal but present dealer will help with 
approval. Box 2498, c/o Automotive 
News, Detroit 7. 





ILLINOIS—Import' dealership 
handling Volvo, Mercedes-Benz, DKW 
and BMC, located in city of 100,000, 
beautiful showroom with asphalt lot. Has 
a four bay service department with all 
new modern equipment, Box 2499, c/o 
Automotive News, Detroit 7. 


FACEL VEGA 


France's Prestige Car. 


Would be interested to 
hear from qualified 
dealers. 


CENTRAL 













The Facel Vega line has been acclaimed 
by the motoring press as one of the most 
beautiful cars on the market today. It 
was exceptionally well received at the re- 
cent New York International Auto Show, 
with sales reflecting this interest. 







Retails from 
$4,860 to $12,981 
Factory Distributed 






For further information, contact 
Mr. Harry Gray, 
c/o Facel Vega, Inc. 


341 East 44th St., New York I7, N. Y. 
MU 6-7516 









HANDLING FORD AND MERCURY, buy 
only low inventory parts and equipment. 
Factory approval necessary. Contact E. 
P, Compton, Box 89, Portales, New 
Mexico. 

HANDLING FOUR TOP IMPORTS, Parts 
and equipment $10,500 plus new-car 
stock. A-1 location, reasonable lease. 
Florida East Coast, Box 2461, c/o Auto- 





motive News, Detroit 7. 
WELL ESTABLISHED dealership handling 
Rambler showing good profit, no used 


cars or accounts—can lease building, In- 
ventory value of parts and equipment. 
Shenandoah Valley of Virginia. Box 2470, 
c/o Automotive News, Detroit 7. 
HANDLING BUICK, PONTIAC, GMC 


DUAL in the heart of the Midwest, in 
Draws business 


a good economy area. 

from farming and industry, has a tre- 
mendous potential, Dealer has a good 
name, good reputable concern and has 


led medium-price field in deliveries con- 
sistently for the past three years. Box 
2492, c/o Automotive News, Detroit 7. 





DEALERSHIP WANTED 
CHEVROLET, FORD, RAMBLER—To 
buy, to buy-in, to operate. Replies con- 
fidential. Qualifications assured. Box 
2493, c/o Automotive News, Detroit 7. 














































































DEALERSHIPS WANTED 








GENERAL MOTORS 
OR FORD 


From 400 units up, for experienced auto- 
mobile man. Prefer Texas, New Mexico, 
Arizona or California, but would consider 
other locations. Finances available imme- 
diately. W. M. Holman, 602 East Parkway, 
San Angelo, Texas. Telephone 7-3554. 





YOUNG, AGGRESSIVE partner in _ suc- 
cessful dealership desires to purchase 
Chevrolet deal in New England, 





retiring dealer, Highest personal quali- 
fications and references, Box 2500, c/o 
Automotive News, Detroit 7. 
DISTRIBUTORS WANTED 
SINT ET PM IT 
AUTOMOTIVE 
DISTRIBUTOR 
WANTED 
Nationally known manufacturer of funeral 


coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 2502, c/o 
Automotive News, Detroit 7. 








DEALER SERVICES 









Inventory Service for 
Ford Dealers Available 
at Nominal Cost 


TWO PLANS 


PLAN ONE 
COMPLETE INVENTORY 
A) ACCURATE PHYSICAL INVENTORY. 
B) DOLLAR VALUE OF PARTS BY 
YEAR MODELS. 

C) ANALYSES OF INVENTORY. 

D) DEALERS INVENTORY COMPARED 
WITH IDEAL INVENTORY PER- 
CENTAGEWISE. 


Our personnel is experienced in all 
phases of Parts and Service operations. 


PLAN TWO 
CALCULATING THE 


INVENTORY 


INCLUDES ALL SERVICES AS PLAN 
NUMBER ONE WITH EXCEPTION OF 
A) TAKING THE PHYSICAL. 

WE SUPPLY ALL NECESSARY 
MATERIAL AND INSTRUCTIONS 
FOR YOUR PARTS PERSONNEL 
QUOTATIONS ON REQUEST 


H-D-O SUPERVISION 
SERVICE 


104 S. Third, Memphis, Tenn. 
Phone JA 6-8531 



































































1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS,"' gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 











al 
D- 
b~ 
Pp 
in 
f- 
a= 











AUTOMOTIVE NEWS, MAY 15, 1961 





DEALER SERVICES 
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ARE YOUR PROFITS 
SATISFACTORY? 


OLD LINE DEALER, HANDLING ONE CAR 
FOR OVER 25 YEARS, HAS SIMPLE FOR- 
METHOD FOR OBTAINING 
MAXIMUM NET PROFITS. TELLS YOU 
QUICKLY [EVERYTHING TO DO. DEALER 
HAS MADE CONSISTENTLY HIGH PROF- 
ITS EVERY YEAR. GOOD FOR ALL SIZE 
DEALERS HANDLING ANY MAKE. INVEST 
$25.00 AND YOU SHOULD BE REPAID 
MANY, MANY TIMES. DEALER'S NAME 


MULA AND 


UPON REQUEST. 


Box No. 2451, c/o Automotive News, De- 


troit 7. 
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BUSINESS OPPORTUNITIES 





v 


PISTON RING COMPANY 
in MUSKEGON, MICH. 


presents four favorable factors for merger- 
sale-reorganize brokerage. (1) Contingent 
accrual asset in excess of three million 
improvement misappropriated 
by local ring concern and their licensees 
on original equipment and service sales 
to “big three" auto during last five years 
(150,000,000 rings). (2) Tax loss carryover. 
(3) Technical advance in continuous ring 
forming of chromed steel that eliminates 
all foundry and 90% of machine opera- 
can be 
bought by auto manufacturers. (4) New 
patented tilt groove and ring improvement 
for higher motor efficiency and economy. 
Entire package has exceptional value and 
high negotiating nucleus. Box 51, Spring 


dollars on 


tions—automatic ring machines 


Lake, Michigan. 


WHOLESALE AUTO parts business. Profit- 
able over 20 years in prosperous New 
York State community. Steady volume, 
clean inventory, good receivables; profit- 
able machine shop largest ‘n area; travels 
two salesmen; runs two delivery trucks. 
Price approximately $60,000. Box 2474, 


c/o Automotive News, Detroit 7. 


Le 
GARAGE, building 120’ x 90’ x 36’, brick 
and concrete block, 320’ frontage two 
sides on old highway 64 and new high- 
way 64, 32’ large plate glass windows. 
Sell motel also. About four acres in all, 
one mile to center of town. 100% loca- 
Looper Garage, 
Clarksville, Arkansas. Phone PL 4-2660. 











tion. N. M. Looper, 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 


or trucks, 


excise taxes and 
been paid onthe vehicles. 


DEALERS: 
SEE TO APPRECIATE 


1960 FORDS 


4-door Sedans, Standard Transmission 





mice $585 icuens 





These are ex-taxicabs, in really A-1 
condition, ready to roll. They have 
been expertly and carefully main- 
tained by one of the best known 
operating companies in the business. 
They will go fast! Hurry! 


1960 DODGES 


4-door Sedans, Standard Transmission 














mice $685 icin 





EXCELLENTLY MAINTAINED 


@ We ship anywhere in the U. S. 
with bonded driver for $50 plus gas. 


UNIVERSAL 
AUTO WHOLESALERS 


885 Communipaw Ave., 
Jersey City, N. J.— HE 5-8400 
N. Y. Phone: BO 9-0216 
Larry Shandel, Mgr. 

On U. S. Truck Rt. No. 1, 4 miles 
from Newark Airport, and 2 miles 
from Exit 15 Jersey Turnpike. 













USED TAXICAB SALE! 


1960 FORD Automatics 
A-1 condition 
thruout, incl. $650 $750 


4 good tires. 
Sale Price 
ALSO AVAILABLE 
1959 FORDS & PLYMOUTHS 
CALL, WRITE, WIRE 


Emkay Motor Sales, Inc. 


1046 Bedford Ave., Brooklyn 5, N. Y. 
Mel Karlin UL 7-065! 












they should be sure to 
check the seller as to what, if any, 
duties have not 






















CARS FOR SALE 


clean 
used 
cars! 


you need ‘em 


HERTZ 


has ‘em! 


All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1959 models are now 
available at Hertz offices 
across the country. 


CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 
Chicago 4, Ill. 
Tel. DE 2-0420 





WILL WHOLESALE 
700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
Low mileage—Clean cars 
Delivery Arranged 
MORSE NATIONAL 
CAR RENTALS 
Miami International Airport 


Miami, Florida 
Phone: NE 3-8655 





1960 FORDS 
EX-TAXICABS 


$350 


@ CLEAN CARS 
@ GOOD CONDITION 
For Further Information 


Write to Box 2506, c/o Auto- 
motive News, Detroit 7. 





CARS FOR SALE 








Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


USED TAXICAB SALE! 
1959 PLYMOUTHS 


Good Condition and Appearance 
Four Good Tires 


SALE PRICE 


$350 
CALL OR WRITE 
QUEENS TAXICAB SYSTEM 


127-01 Metropolitan Ave. 
RICHMOND HILL, L. I., N. Y. 


Virginia 7-3999 


‘59 FORD 


CABS 


6 Cyl.—Stend. Trans. 


$2.75 ouaity 





SORRY! 


In last week's Automotive News we 
advertised 1960 Ford Taxicabs at $475, 


We regret to state that our deal for 
the purchase of these cabs has fallen 
through and we must therefore retract 
our previous offer. 


MARTIN'S 


1431 Bruckner Blvd. 
Bronx, N. Y. TI 1-7300 





USED CARS WANTED 


WANTED—Late model wrecks and police 
cars. Ed Matt, 55 Madison Ave., Pater- 
son, N. J. Sherwood 2-4488. 


LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw St., 
Flint 5, Michigan. 


WANTED CARS 
"59—'60—'61 
One of California’s Biggest Dealers. 


BONDED-STANWAY MOTORS 


790 Van Ness Ave., San Francisco 2, Calif. 
TUxedo 5-6267 








PARTS FOR SALE 


PARTS 


For ALL Imported Cars 
Wholesale to the Trade 





Clutches Fan Belts 
Brakes Electrical 
Pistons Ignition 
Gaskets Carburetors 
Seals Fuel Pumps 
Bearings Oil Filters 
Valves Shocks 
Hoses Water Pumps 
Universals Tie Rod Ends 
Exhaust Rebuilts 
Instruments Accessories 
We Are Also 


Wholesale Distributors For: 
CASTROL OIL @ PIRELLI TIRES @ 
AMCO ACCESSORIES @ YANKEE 

MIRRORS 
@ LUCAS @ GIRLING @ SMITHS 


Write Or Phone Your Needs— 
Same Day Shipments 


PARTS FOR 
IMPORTED CARS, LTD. 


1065 Main St. Buffalo, N. Y. 
TT5-7005 Area Code 716 





CLASSIFIED WANT ADS 
BRING RESULTS 





PARTS FOR SALE 





89 





MISCELLANEOUS 


LLOYD PARTS for all models. Comp|ete | qq 


stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 


COMPLETE STOCK, BMC and JAGUAR. 








Will sacrifice far below dealer cost. 
Keil’s, Inc., Wilmington, Delaware, OL 
4-5161. 


FIAT PARTS, TOOLS AND SIGNS, Tools 
and signs never used, Cost $2,072.00 a 
year ago — Will sell now for only 
$1,550.00. Whitaker Buick, Billings, 
Montana. Phone: ALpine 2-5101. 


PARTS WANTED 


STUDEBAKER inventories, several, in 
New York-Pennsylvania area, Telephone 
UNion 7-2213. Siebelts Motor Sales, 3504 
Hudson Blvd., Union City, N. J. 


TRUCKS FOR SALE 


FOR SALE: 1949 GMC dual wheel 253 
series truck equipped with 460 Holmes 
wrecker unit. Real sharp unit. Price and 
Picture on request. Cozad Car Market, 
Cozad, Nebraska. 


EQUIPMENT FOR SALE 


For Sale 
LABORATORY AND 
ANALYZING EQUIPMENT 


Available for Quick Sale 
Discontinuing Laboratory 
Write Box 2508, c/o Automotive News, 
Detroit 7 




















SHOP EQUIPMENT FOR SALE 


CHRYSLER 
DEALERS 


26" stainless steel sign, porcelain inserts, 
double row red neon letters, reading 
CHRYSLER PLYMOUTH in approved type, 
four of each, slightly used, reasonable. 
Former dealer. Send for photo. Jack For- 
est, Inc., 80-23 Queens Boulevard, Elm- 
hurst 73, N. Y. 











ARMCO METAL BUILDING: 20’ x 25/ 
length. Will deliver. $750 or best offer. 
Call Davenport, Louisville, Ky., collect: 
JUniper 2-2661. 


JOHN BEAN FRONT END aligner com- 
plete with ramp platform and all at- 
tachments, Cost new over $3,500, Best 
offer over $350. Hunter Motor Company, 
Carbondale, Illinois. 


ANTIQUE, CLASSIO CARS FOR SALE 


GENUINE ANTIQUE 1923 CADILLAC 
(61), 4-dr. sedan, black. Completely re- 
stored, original title. Only one owner. 
Robinson Motor Sales, Mason, Mich. 


MISCELLANEOUS 


NOW AVAILABLE! BERLUTI GEE 
HOOK-ALL CON-VER-TOW 3-in-1 
ADAPTOR COUPLER—CONVERTS 
Any TOW BAR fo Fit ALL Ball 
Hitches— OPTIONAL EQUIP., 
BRAKE & GUIDE CABLES, $12.95 
Universal License 35 Hairpin 10 
Plate Holders Cotter Keys ° 
Protecto Covers (Tailer Made) ....$6.95 
Bag with Shoulder Strap fs 
SAFETY CHAINS, set of 2, only 
STEEL (Tow Bar) CARRYING 





Only 
$11.11 


with Bar 


CASE with Wheels & Handles 
BROWNIE CARRY-ALL 
BAG Mounted ON 

Rubber-Tired WHEELS Purchase 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .”$ R200": 
40 So. Clinton St., Chicago 6, Ill. 


SEE PAGE 56 
for the nation's 
TOP AUTO AUCTIONS 
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WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
@ 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.8. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 
Dealers’ 25% Discount .................000+5 


Dealers’ Net with 4 $44.85 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount ..............0..00008 


Dealers’ Net with 2 $38.25 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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Americas First Family of Rockets and Missiles 


AUGUST 1953 MAY 1957 


FIRST successful firing of 


a large ballistic missile . .. an intermediate range 
TONE ballistic missile . . . 
JUPITER 


Chrysler Corporation extends congratulations 
to all the people who cooperated in the first U.S. 
- manned space flight and in particular, astronaut 
Navy Commander Alan B. Shepard, Jr. 

This flight was boosted by the reliable Red- 
stone—a member of the first team of missiles in 
America’s conquest of space. 

This team has established an unequalled rec- 
ord fulfilling missions with reliability and ac- 
curacy. 

The record is no accident. It is the product of 
a philosophy of building on proven principles 
and hardware. The carry-over of experience 
from the phenomenally reliable Redstone is 
largely responsible for the equally impressive 
performance of Jupiter. This inherent integrity 
is transferred to the succeeding generations of 
missiles. 

There is something else behind this great 
record. ‘Teamwork — a government-military- 
industry team working unselfishly in the best 
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interests of the country. 

Redstone is operational with U. S. Army 
forces. Jupiter is deployed by the Air Force. 
Redstone, Jupiter, Jupiter ‘“‘C’’ and Juno II 
have served the missions of the Department 
of Defense and the National Aeronautics and 
Space Administration. 

Chrysler Corporation is proud to have been 
a member of this most successful team since 
1952. As prime contractor for the Redstone and 
Jupiter systems, we have worked closely with 
military and government scientists in taking 
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FIRST successful space First U. S. manned space 
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Primates Able and Baker psule— ted b 
— JUPITER PREDSTONE 


MAY 1959 


these missiles from initial concept to the launch- 
ing pad . . and beyond. Broad Chrysler 
Corporation capability and experience in re- 
search, development, engineering, production 
and logistic support is supplemented by Chrysler 
operation of the Michigan Ordnance Missile 
Plant. 

Today these missiles mean military strength 
to keep the peace. They are also the key to the 
door of a vastly expanded new world of knowl- 
edge which will contribute much to peace and 
a better way of life. 
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